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H-K DISTRIBUTORS 


This full page “ Holo- 


MATERIAL 
SAVED 
Krome story” will be 


read by 622 129 users 
and prospective Socket 


WEIGHT SAVED 
PACE SAVEL 

Screw users during the 

month of November. 


BUILDING SALES FOR 
H-K DISTRIBUTORS 
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HOLO-KROME 


Antomal 


Bs ~. ~ gua Sao 


PFAsttNING METHOD 


More compact design because members 
need not be “built up” (saving of weight), 
point of fastening held closer to intersection 


of parts (saving of space), quick and posi- 





tive tightening (saving in assembly time) 





. these and many more proven facts 
are the results of using Holo-Krome FIBRO 
FORGED Socket Screws with the internal 
wrenching feature . . . Holo-Krome Screws 
are the completely cold forged screws —a 
Holo-Krome exclusive, patented feature. 


THE HOLO-KROME SCREW CORP. 
HARTFORD 10, CONN,, U. S.A. 


ASSEMBLY 


~— HOLO-KROME 
= tibro forged 


SAVE WEIGHT - SPACE 





- TIME 


SOCKET (-)SCREWS 


The Name “LINK-BELT™ 
on Ball and Roller Bearings 
is a Sales Advantage for you 


* Your ball and roller bearing sales are bound to be most 
satisfactory from a quantity standpoint when you give your 


customers “LINK-BELT” quality. 


LINK-BELT engineering, advanced manufacturing meth- 
ods and machinery, and LINK-BELT craftsmanship combine 
to assure Ball and Roller Bearings that serve dependably 


economically and that give maximum service. 


LINK-BELT bearings are made without mountings in ball 
and roller types and as pillow blocks and cartridge, flanged 


take-up, hanger or duplex units. 


— 
ol Oo, “ 
4D 


LINK{@}BELT 


w 
MK at 


MANUFACTURED BY 
LINK=BELT COMPANY FLYNGMP DM (ona 
Chicago 9, Indianapolis 6, Philadelphia 40, New York 7, 

Atlanta, Dallas 1, Houston 2, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. Offices, Factory g a A | ; N G S$ 


Branch Stores and Distributors in Principal Cities. 
10,487-A 
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TAPER’LOCK~ 
IS THE ONLY 

TAPER-BUSHED 
SHEAVE MADE IN 

ALL THESE SIZES 


The TAPER-LOCK Sheave is available in Dual Duty sizes from 
3 to 18 inch pitch diameter, 1 to 6 grooves inclusive; in Dual 
Duty and “B” TAPER-LOCK 5 to 38 inch pitch diameter, 2 to 10 
grooves inclusive; in C Sizes from 9 to 44 inch pitch diameter, 
3 to 10 grooves and in D sizes from 13 to 33 inch pitch diam- 
eter, 3 to 10 grooves inclusive. A total of 451 sizes— making 
many thousand drive combinations! 

For full details call the Dodge Transmissioneer, your 
local Dodge distributor. Look for his name under “Power 
Transmission Equipment” in your classified telephone book. 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 











1. Tighten screw to install. 


THE SYMBOL THAT 
CAME TO LIFE 


The man who walks into your factory wearing 
this symbol is the living embodiment of a serv- 
ice which gives you the correct answers to your 
problems in efficient hanical tr issi 

of power. He is the Dodge Transmissioneer. 








2. Tighten screw to remove. 





Copyright, 1946, Dodge Mfg. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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PERMATEX PIPE JOINT COMPOUND No. 51 


is applied with a brush. It spreads evenly over threaded 
surfaces . . . and stays put! 


Does not harden or crack. Remains flexible and resistant to 
continual vibration. Assemblies can be adjusted easily ... 
without breaking seal. 


PERMATEX PIPE JOINT COMPOUND No. 51 
produces unions that are leak-proof to hot or cold water, 
salt water, steam, illuminating gas, lubricating oils and 
greases, fuel oils, gasoline, kerosene, ethylene glycol and 
many other liquids and gases. 


PERMATEX COMPANY, INC. 
BROOKLYN 29, N. Y., U. S. A. 








er — OL 


= SS ————— 


Leaders in Chemical Research and Production since 1909 
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YOUR CUSTOMERS CAN 
P. ul ia in ae forget “ 



















forgotten, because they are made to give years of leak-proof 


ace W-S forged steel socket welding or screw end fittings, once installed, can be 


and trouble-free service. 


Especially recommended for high pressure, high temperature service in refineries, 
oil fields, chemical plants, ship construction, air conditioning and refrigeration, power plants 


and hydraulic installations. 


Socket welding fittings available for use with Schedules 40, 80, 160 


and double extra strong pipe. 


Screw end fittings available in three classes, 2000 lb., 3000 Ib. and 6000 Ib. 





Each type can be furnished in carbon steel, carbon molybdenum steel, chromium 


molybdenum steel, or various types of stainless steel. 


WATSON - STILLMAN CO. 


ROSELLE e NEW JERSEY 
Soild Through Leading Distributors 












Designers and Monufacturers of Forged Steel Fittings, Valves, Wire Rope Shears, Hand Pumps, Jacks, Pipe Benders and Hydraulic Equipment 
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PUT Tht 
SCREWS 


on the Big Assembly 





















TOPS IN DEMAND today are tools to speed assembly operations. Through- 
out your territory, manufacturers of everything from alarm clocks to truck 
bodies are racing to “‘get ’em together” . . . faster! 

You can help them win the race—with Thor electric screw drivers and nut 
setters. Whatever your customers’ requirements in capacity, speed or 
power you can meet them exactly with Thor’s complete line of tools and 
attachments. Using Standard equipment, you can provide tools that are 
virtually “tailored to the job” to speed unit operations, increase fabrication 


range and reduce assembly costs. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 64, Illinois 

Birmingham Boston Buffalo Cleveland Detroit Los Angeles Milwavkee New York Philadelphia 

Toronto, Canada 


Pittsburgh St. Louis Salt Loke City Sen Francisco London, England 


Look Ahead 
Get Ahead o* 
Stay Ahead with 















Tool Market ... with 
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|W e see 


PORTABLE ELECTRIC 
SCREW DRIVERS and 
NUT SETTERS 


WITH THOR YOU'LL NEVER 
MISS A SALE! 


Only Thor gives distributors such a wide range of 
assembly tools to sell . . . and makes it simple to 
sell them! Evidence of this lies in the fact that, 
today, more Thor power screwdrivers and nutsetters 
are in use than all other makes combined! Thor 
engineers—who invented the first electric screw- 
driver—and have consistently solved every 
threaded fastener assembly problem since pre- 
sented—can specify and furnish the right tool to 
speed the job . . . and make friends and SALES 
for you. 


PORTABLE POWER 


eee 2 8 8 eS 2S . 


TOOLS 


ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JOB 





















FACTORS TO CONS! | 
FIGURING LUBRICATION costs 





DER WHEN 












































































































































































| | aera a ee 
TY COST OF REPLACE 
eat APPLICATION | POWER costs | 
[PREMATURE 
BEARING WEAR | 
TEMPERATURES | Ce poRTENED 
[GENERATORS] | EQUIPMENT 
SPOILAGE : EXCESSIVE | excessive || Lire | 
| motors | [FREQ FRICTION ; =o 
fa ot , PRODUCTIO 
| COMMUTATORS TIME POW , 
| OIL AX 
SOAKED 
WEAKENED | | WINDINGS 
MACHINE 








FOUNDATIONS 








, Do these hidden lubrication 











So many factors enter into the final cost of 
a lubricant that the initial cost per pound or 
gallon represents but a small fraction of the 
total. As Keystone frequently repeats: “The 
true cost of a lubricant is measured by its 
performance in the bearing rather than the 


price in the container.” 


What is “true” cost? Examine the chart 
above. Four cost divisions are shown, all of 


which add up to an impressive total unless 








MILL SUPPLIES © NOVEMBER, 1946 


costs take money from you? 


the lubricants used are designed specifically 


for each job. 


Apply this analysis to your customers’ oper- 
ations. They will likely discover numerous 
places where lubrication effectiveness can be 
improved, with increased production, longer 
life for bearings and 
equipment . . . and 


an actual saving 





in lubricant costs. 


(Trademarks Reg. U. S. Pat. Off.) 


KEYSTONE LUBRICATING COMPANY « Est. 1884 SPECIALIZED 
21st, CLEARFIELD AND LIPPINCOTT STS., PHILADELPHIA 32, PA. LUBRICANTS 





The Keystone distributor near you will be glad to cooperate in making Keystone Specialized Lubricants available to your customers, 
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Opportunity 


And 


Sell a Major Share of All They Need! 





ais 





WELDERS AND 
ACCESSORIES 
Am pac a-c welders in 
200, 400, 750 and 1000 
amp sizes. Weld-O- 
Tron d-c welders in 40 
and 75 amp sizes: 
trodes sold only under 
AWS numbers. Acces- 








am 





VACUUM PUMPS AND 
COMPRESSORS 
Known by trade name 
Ro-Flo. Vacuum 
Pumps: 21/, to 2814 in. 
hg with capacities from 
52 to 5750 cfm. Rotary 
compressors range 
m 5 to 35 psig and 





TRANSFORMERS 


Distribution, instru- 
ment to 200 kva. Dis- 
tribution types: oil-im- 
mersed, dry-type and 
Chlorextol-liquid filled 
(non-inflammable), 15 
kv and lower. Instru- 
ment transformers 


MOTORS AND 
GENERATORS 
Capacities to 200 hp. 
Types: 2 and 3 phase 
squirrel cage, wound 
rotor, synchronous, di- 
rect current, gearmo- 
tors. Includes: fan- 
cooled, explosion- 



















sories: helmets, jaw. — 
and screw type elec- 


— 










INDUSTRIAL DISTRIBUTION - 
CONTROLS TRANSFORMERS 





ROTARY COMPRESSORS, CIRCUIT 
VACUUM PUMPS 
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range up to 15 kv in- 
cluding: current and 
potential, outdoor oil- 
filled metering units. 


proof, totally enclosed, 
splash-proof, vertical 
and flange-mounted. 
Also a-c and d-c gen- 
erators and sets. 


ERE’S AN OPPORTUNITY to build new volume by 

fitting your business to your territory ... with 

only one franchise! Check these eight lines carefully. 

All include wide ranges of types and sizes for full-line 

coverage. All are used by all industries. All are 

backed by Allis-Chalmers whose products enjoy uni- 
versal acceptance throughout industry. 


This kind of selective franchise is a golden oppor- 
tunity to fit your business to the exact needs of your 
territory. Interested? Write to Dealer Sales Dept., 
ALLIS-CHALMERS, MILWAUKEE 1, WIs. 


WELDERS ond 


MOTORS ond 
BREAKERS ACCESSORIES TEXROPE DRIVES PU: 








CENTRIFUGAL 
MPS 
























KNOCKS 8 TIMES 





~-- WITH A-C FRANCHISE! 


You Select Any Number of Eight Product Lines 


V-BELTS, SHEAVES AND 
SPEED CHANGERS 


Texrope multiple V- 
belt drive line. Five 
basic types of single or 
multiple belts for ap- 
plications to 6000 hp. 
Constant speed sheaves 
up to 6000 hp — ad- 
justable speed sheaves 
to 300 hp. Vari-Pitch 
speed changers furnish 
1 to 375% speed range. 


New 7 Point A-C Franchise Spells 


° 

INSURE A PROFITABLE FUTURE witha 
franchise offered by a company that's dig . . 
still growing. Convince yourself — check these seven 
Qa” A share of all facto 
territory is turned over to you. 
established because A-C products already enjoy wide 
acceptance in all industries. 


points: 


INDUSTRIAL CONTROL 


For motors to 200 hp. 
Includes: wound rotor, 
squirrel-cage, synchro- 
nousand direct-current. 
Also all accessories and 
devices. Squirrel-cage 
starters include: gen- 
eral purpose across-the- 
line magnetic; combi- 
nation, and reversing 
units in open, dust- 
tight or water-tight 
enclosures, 


a Your sales terri- 


tory is sharply defined. 9g@F"A choice of eight major 


lines covering every industry. 
and competitive with a profitable markup for you. 


WF” Prices are fair 





. and 


business in your 
Your market is 


CIRCUIT BREAKERS 
Range to 50,000 kva. 
Includes: small indoor 
switchboard oil circuit 
breakers, manually op- 
erated; small indoor 
oil circuit breakers, 
electrically operated; 
large motor starting 
equipment; current 
transformers for trip- 
ping purposes; subway 
and pole line oil 
switches. 


orate Mm Kell kolam Col¥] am 10S a= CoM Koll] am K-Vaet ce) avg. 


a5 a6 4 


a* 
CENTRIFUGAL PUMPS 
Capacities to 10,000 
gpm. Types: single- 
stage, single-suction; 
single-stage, double- 
suction; multi-stage. 
Includes: chemical 
pumps, solids-han- 
dling pumps, close- 
coupled Electrifugal 
pumps, fire pumps, 
horizontal or vertical 
mounted pumps, and 
self-priming pumps. 


New Profits for Progressive Dealers! 


B® A training program taught by cagoening and 


sales experts to aid your sales staff. 


A supply 


of merchandising aids including: decals, window dis- 
plays, indoor and outdoor signs, envelope stuffers and 


advertising mats and cuts. 


Allis-Chalmers advertising that pre-sells you and 
your products reaches over 41/, million readers a month 
in national and trade magazines. Over Salf this total are 
readers directly responsible for buying your products! 


A 2122 


ALLIS<: CHALMERS 
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Both standard types of belt lac- 
ing, each in all sizes, assure the 
best possible belt lacing for 
every flat power transmission 
elalemaeliha-aaelm sl-limels)olilaehilelars 

si felilelelaclP4-Moli me tictcliclalomelale 
Wiregrip for extra strength 
maximum flexibility, safe 
elerirelilareMmelale Meters mel ol*)ilaelilela 


and long life 


TEELGRI 


Flexible Belt Lacing 


a 


LEXGRI 


Round Belt Couplings 


2-types for round bets 
FLEXGRIP Ronvd telt 
Couplings ord *UKEGRIP . 
Round Bet #auks 

Be!! © urters, Lacers, Lac- 

we Weohines, and STEEL 
CeiP- and CHAINGRIP 
Wheel Pullers 


Write for Catalog 


ARMSTRONG-BRAY&CO. 


"The Belt Lacing People’’ 
SIL -VCTOMKIe) U.S: A. 
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ts real wealth of a nation lies in its power to produce. 
And the greater the production, the greater the pros- 
perity of its people. 


Production depends on many things. Not the least 
of these is the efficiency of the equipment that controls 
the flow of the innumerable media that constitute the 
lifeblood of Industry. 


Powell’s contribution to national prosperity is a line 
of valves that is so complete that today there are 
Powell Valves adapted to every service in every 
branch of modern industry. 






The Powell Line includes Bronze and Iron Valves of 

all required types, designs and sizes; Cast Steel 

« Valves of all types in pressure classes from 150 to 
2500 pounds; and a complete line of valves for Cor- 
rosion Resistance, including many special designs and 
made in the widest range of Pure Metals and Special 
Alloys ever used in making valves. 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 





















Catalogs on request. Kindly state 
whether you are chiefly interested 
in Bronze, Iron, Cast Steel, or 
Corrosion-Resistant Valves. 





Fig. 560—200-pound Bronze Re- 
grinding Horizontal Swing Check 
Valve. Screwed ends, screwed-on cap 
and regrindable, renewable bronze 
disc. 







Fig. 500—125-pound Bronze Gate Vaive 
with screwed ends, inside screw rising 
\ stem, screwed-in bonnet and either taper 
wedge solid or double disc. 





\ 





Fig. 1793—125-pound Iron Body Bronze 
Mounted Gate Valve with flanged ends, 
outside screw rising stem, bolted flanged 
yoke, bronze seat rings and taper wedge 
solid disc. Also. available in All Iron. 


Fig. 241—125-pound Iron Body 
Bronze Mounted Globe Valve. Has 
flanged ends, outside screw rising 
stem, bolted flanged yoke and re- 
grindable, renewable bronze seat and 
disc. Also available in All tron. 

Fig. 1708—200-pound Bronze Globe Valve 
with screwed ends, union bonnet, renew- 
able, specially heat treated stainless steel 
seat and regrindable, renewable, wear- 
resisting ‘‘Powellium’” nickel-bronze disc. 


Fig. 150—150-pound Bronze Globe 
Valve with screwed ends, union bon- 
net and renewable composition disc. 
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FROM HEAD 





~*~, 
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ees 





TOP QUALITY a 
THAT NEVER VARIES 


REPUBLIC 
= _— BOLTS AND NUTS 





Throughout 20,000 headed and threaded 
products, Republic UPSON Quality always means assurance of 
full strong heads, tough round shanks and clean accurate threads 


e « - assurance, too, of fast assembly and lasting holding power. 


OPENING THE DOORS... 
for your salesman’s calls, this and similar 
——— - sente regularly in REPUBLIC STEEL CORPORATION 
— nate altrraaga BOLT AND NUT DIVISION + CLEVELAND 13, OHIO 
y a <3 Export Department: Chrysler Building, New York 17, N. Y. 





Other Republic Products Include Pipe, Sheets, Tubing, Het Relied and Cold Drawn Bars —Carbon, Alloy and Enduro Stainless Steels 
14 MILL SUPPLIES © NOVEMBER, 1946 























USERS SAVE 





In over 30 years’ experience manufacturing 
belt lacing equipment exclusively, Clipper 


has developed the world’s finest belt hooks. Clipper No. 9 Port- 
able laces belts up to 6 


inches wide in one 


These are made of the highest quality belt ea, aay eonntiion. 

hook wire. Hooks hold with firm, sure grip— 
give longer satisfactory service. When these 
top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 
saves money for your customers— 
BUILDS REPEAT SALES! 


Designed to Meet Present Day Production Demands 


The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, and points clinched. 


The scientific action of the jaws forms a perfect line of well 
rounded loops: permitting the use of maximum diameter 
Lubrihide Pin, also providing equal distribution of pulling Scientific action of jaws forms 


strain on every hook. A belt joint so made will outlast by two 
to three times one made with an old-style portable lacer. eae | |e 


CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan a perfect loop for connecting pins 


1a 
“BELT LACUNS “Gee 3 EFQOQUIPMENT 
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WE PRODUCE THEM IN TOOL, DIE, STAINLESS 
SAE, OR NE STEELS~— 





a 





es 


Write for New Booklet: 


Smooth Hammered 


FORGINGS 


Full information on the 
complete line of FCC 
Smooth Hammered Forg- 
ings... Rings, Hubs, Discs, 
Sleeves and other Forged 
Shapes; Intricate Shapes, 
Forgings for Hot Work 
Tools, etc. 


Get Your Copy— 
Write for it Goday 


ADDRESS DEPT. MS-47 


. 








WaD 565 


ROAD experience before and 

during the war in forging tool 
and die blanks for almost every 
conceivable hot-work application 
has fitted our Forging and Casting 
Division to deal expertly with any 
problems that may arise in this 
exacting field. 

Regardless of the kind of work 
to be done or material to be worked 
we are equipped to furnish you a 
correctly made forging of hot-work 
steel that will give you the utmost 


in effective performance. 
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Any Allegheny Ludlum field rep- 


resentative can give you further 
particulars; or write for the booklet 


today. (See description at left.) 


ALLEGHENY 
LUDLUM 


STEEL CORPORATION 


Forging and Casting Division 
DETROIT 20, MICHIGAN 
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— say Goodyear distributors 


H™: another example of the kind of sales 
help that puts Goodyear distributors way out 
ahead of competition. It’s the Goodyear Belt 


Selector, and you don’t have to be a belting engi- 
neer to use it. 


This handy, easy-to-understand indicator corre- 
lates all the factors involved in selecting a belt. 
enables you to specify the right belt for the job 


GOooD» 


THE GREATEST NAME 


every time — the right type, the right width to 
meet any H.P. requirement. Available only to 
Goodyear distributors, it’s a big help in winning 
sales and customer satisfaction. 


There are other worth-while advantages that 
come with a Goodyear franchise — high dollar 
volume, excellent profit margin, the backing of 
the hardest-plugging, most consistent advertising 
in the field. No wonder Goodyear Industrial 
Rubber Products are rated among the top three 


*money-makers by syccessful distributors. 


There may be a Goodyear franchise open in 
your territory now. Why not inquire? Write: 


Goodyear, Akron 16, Ohio or Los Angeles 54, 
California. 


; 


EAR 


IN RUBBER 
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400- 
KINS\ sq A-Z Set 
Kaw sae ee 


he plants you call. on are goipg up. But 



















feesn't mean the door is shut on all produc- 
mavings. Just have your prospects glance over 
Pactual case studies on this page to see a few 
Fthe many places where Atkins Silver Steel 
burled-Chip” Blades HAVE cut costs—and cut 
bm plenty. Thanks largely to the Atkins-developed 
rled-Chip” tooth, there is away of getting a saw 
© slice through metal faster—with less power. 

ere is a way to get blades to stay on the job 
longer to reduce downtime—and to cut more 
accurately, reducing re-machining. Ask customers 


to prove it to themselves... 









3.6 are inches per minute 


on SAE-3135 with Atki 
“Curled-Chip”’ = 
urled-Chip” Bite, --- Ask Them to Make the “Stop-Watch”’ 


Test On THEIR Work in THEIR Shop .... 
Let Atkins “Curled-Chip” Blades tell 
their own cost-cutting story on 





4140 steel, 3” diam. ‘, 

rate of 1% minutes Tagd 9 
twice as fast as previous blade. 
Blade life increased 8 to 10 






work of their choosing. Have them 


















compare performance with the blades they are 
now using. Plenty have said “it can't be done” only 
to see “Curled-Chip” blades cut at unheard of 
rates for unheard of cutting periods. 


—E. C. ATKINS AND COMPANY 


HOME OFFICE AND FACTORY: 
402 South lilineis Street, Indianapolis 9, Indiana 
BRANCH FACTORY: Portiand, Oregon 
BRANCH OFFICES: 


Atlante * Chicage * Memphis + New Orleans * New VYerk 
San Francisce 


© 1946, €. C. Atkins end Compony 


BLADES : 
— a THE “HACK ouT OF HACK §$ 


AWING 
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- the complete, profitable line of 


ee bia ETC 


gives you a - for 
every customer requirement! 


V PERFECT PERFORMANCE 
¥ CUSTOMER SATISFACTION 
¥ PROFITABLE REPEAT BUSINESS 


The Duff-Norton line of safe, dependable,. easy- 
operating jacks is the most complete line of jacks 
ever offered by one manufacturer—making it easy 
for you to meet every customer requirement! 

Here in one line—Duff-Norton—you have the 
key to profitable repeat business. Be sure your 
salesmen add extra dollars to their orders by check- 
ing customer jack requirements on every call—and 
suggesting Duff-Norton Jacks! 


EVERY ONE OF YOUR CUSTOMERS IS A 
PROSPECT FOR DUFF-NORTON JACKS 


There is a Representative near you! 


THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH, PA. 








SPECIAL PURPOSE JACKS 


“4 i 
pL! 


OUFF MORTON 
JACKS 








COUNTERBORE SETS 


—” 


A Size — 
For Every 
Purpose . 


epany ; 
Oo; 
carrey * 860m 34) 


Sec 





: 


a Interchangeable Coun- 
terbores are now available in a choice of 
three sets, each providing a wide variety 
of useful, dependable tools. In complete 
yet compact form, you will find a selection 
designed to fill the needs of the large or 
small toolroom. Set No. 1 (illustrated), for 
the small shop, includes cutters up to 146” 
diameter, with two holders. Set No. 2, 
also with two holders, has cutters up to 
1” diameter. Set No. 3 provides cutters 
up to 2” diameter and has four holders. 
Whichever you choose, you will be sure 
to get fine, preciston-made. cutting tools. 





Sell POWER for Portable Drilling . . . 


The Van Dorn 4” Standard Drill has correct spindle 
speed for driving twist drills up to 44” in steel and all 
other metals, using high-speed or carbon steel bits. 
Drives wood augers up to 1” in hardwood. 


et Py oe 


Sr 
> 


a eee. 


* 
a 
es 


Sell POWER for Drill Press Work... 


Mounted in a Van Dorn Drill Stand, with plenty of 
leverage for tough drilling. Smooth, positive heed 
helps on more precise work. One-hand operation 
makes it easier to guide the work. 


Sell POWER for Hole Sawing... 


The 44” Standard Drill drives Van Dorn Hole Saws 
for cutting clean, round holes up to 344” in diameter, 
in any material a hacksaw will cut, a lot faster . . 
as portable tool or drill press, 


FOR POWER SPECIFY 


BIG ACCESSORY BUSINESS ®@ 


Not only can you sell versatile Van Dorn 4%” 

Standard Drills to practically every prospect 

on your list . . . they are also a source of 

continuing accessory business in Twist 

Drills, Wood Augers, Hole Saws, Drill 

Stands, etc. That means repeated profits for 

you, continuing long after the original sale! en SSRs See ee Sh 
he Van Dorn Electric Tool Co., 717 Joppa 


Road, Towson 4, Maryland. PORTABLE ELECTRIC T Oo  @) L S 
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See Our SHELDON S-56 
11%” swing 


Exhibits at 1" collet capacity 
“METAL SHOW," Atlantic City, Nov. 18 to 22 a 
“POWER SHOW," New York, Dec. 2 to 7 


SHELDON precision is of the new type; 
is the precision of modern manufacturing 
methods—a specially designed machine tool 
plant, tooled to the nth degree with the 
finest machine-tool building equipment. 
From this plant come precision lathes, mill- 
ing machines and shapers—quality machine 
tools built to the closest tolerances on a quan- 
tity production basis much like a fine aircraft 
engine. Possibly equally accurate tools can 


be built “by hand” but only at far greater 
cost. 

That is. why SHELDON can always give 
“more tools for the money”—more accuracy, 
more capacity, more features and inherent 
quality. That is why it is always smart to 
“See the Sheldon at your distributors before 
you buy”. 


Write for Catalog 


SHELDON MACHINE CO. Inc. 


‘ee aa 


4 LI NOUS -. Bcc 
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pRODU 


cts WE CAN 


DELIVER! 


TURNS HEAVIER LOADS 


SAVES MAN HOURS 


cuTs 
CENTER COSTS 


SIMPLIFIES SET-UPS 


Wi most everything sold out months and years 
in advance, isn’t it refreshing to find some products 
you can get and deliver to hungry Buyers? 

That's the way it is with IDEAL Live Centers for 
Lathes, and the other IDEAL Products listed below. 
We have them in stock for prompt shipment— first 
come, first served. 

Years of IDEAL promotional work has created a 
great demand for Live Centers—because Machine 
Shops have learned about the great increase 
in machine output per hour which Live Centers 
make possible. 


HERE’S A SALES TALK YOU CAN GIVE 
TO PROSPECTIVE CUSTOMERS 


IDEAL LIVE CENTERS 


@ Make possible deeper cuts and faster turning speeds 
@ Prevent Center Overheating and possibly burning of work 
@ Speeds up machine production per hour 


FOUR INTERCHANGEABLE INSERTS—for the ma- 
jority of jobs the IDEAL ‘‘Multi-Duty” Live Center is 
preferred, with its four interchangeable inserts for 
all centered and uncentered work. Sizes up to 5 
Morse Taper. 

IDEAL “Heavy-Duty” Live Center handles up to 
9,000 lbs. radial load—13,250 lbs. thrust load at 
100 R.P.M. Eccentricity tolerance is .0000 to .0005”, 
assuring continuous accuracy. Sizes 4, 5, 6, 7, 
Morse Taper. 

STOCK THESE IDEAL PRODUCTS—IMMEDIATE DELIVERY 


Live Centers Tachometers Dust Collector 
Metal Etchers Lathe Chucks Grinding Wheel Dresser 


IDEAL INDUSTRIES, Inc. 


Successor to ideal Commutator Dresser Co. 
1000 PARK AVENUE SYCAMORE, ILLINOIS 


Distributed Through 
AMERICA’S LEADING 
WHOLESALERS 
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AMERICAN CHAIN 


Answers Another Chain Question... 


“Elwel” Chains are the smaller sizes 
of American Chain’s high quality elec- 
trically welded steel chain. There are 
three basic patterns as follows: 


Elwei Coil Chain—either straight or 
twist link—made in 12 sizes from 
5 (%a") to 7-0 (He"). 


Elwel Machine Chain—straight or 
twist link—12 sizes, from 5 (%4") to 
7-0 (%e")—from 25 to 11 links per 
foot. Elwel Truck Chain is similar to 
Elwel Machine twist link but is made 
in heavier sizes—up to 12-0 ('5"). 


Elwel Passing Link—with links de- 


signed wide enough for links to pass 
—removing tendency to kink. Sizes 


2-0 (No. 6 Ga.) to 7-0 (He"). 


Elwel Assemblies. Equipped with rings, 
hooks, toggles, snaps, etc., Elwel Pattern 
Chains are made into a variety of assem- 
blies for farm and industrial use. 


-++ SELL AMERICAN : - = rae compuere cua LINE 


American Chain Division makes all types of electric welded and fire 
welded chain — all types of weldless chain made of formed wire or 
stampings -— a complete line of chain fittings, attachments and 
assemblies -— repair links - cotter pins — hooks. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE - 
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FASTER FEEDS 
because 15% shorter 
length—sturdier 
construction 


-. 


@ It has been known for years that the conven- 
tional Jobbers Length twist drill is not designed for 
maximum performance under most modern plant 
conditions. This is because the Jobbers Length drill 
was designed over forty years ago—for much slower 
speeds and feeds. 

Republic engineers designed the new Mechanics 
Length High Speed Drill to meet the need for a 
shorter length stock drill. It is 15% shorter than 
the conventional Jobbers Length; and the shorter 
flute results in a sturdier drill, with minimum vibra- 


& TOOL COMPANY 
NEW YORK 13, NEW YORK 


FASTER FEEDS 
because shorter 
length reduces 
vibration at the 


cutting edges 


tion at high speeds and much greater drill life on 
practically every job. For portable drilling and screw 
machine work, the great advantage of the Mechanics 
Length is obvious, since shorter drills have been 
used on this work for many years. 15% shorter 
length means 15% lower price, too! 


| REPUBLIC DRILL & TOOL CO. 
| 322 S. Green Street, Chicago 7, Illinois 


| Please send me Bulletin RM-1 
| Na 

Titl 
| Company. 


CHICAGO 7, ILLINOIS 
— 


BOSTON ° CLEVELAND ° DETROIT ° LOS ANGELES 


World’s Largest Exclusive Manufacturer of Twist Drills 





MORE MAN-HOUR OUTPUT 
va Brightboy 


BURRING - FINISHING - POLISHING 


BRIGHTBOY FINE-TEX — Smoother, 
finer texture tor wurx on softer metals, pro- 
ducing special finishes and for applications 
— the coarser wheel might not be suit- 
able. 


BRIGHTBOY STANDARD 
—Favort fur burring, finish- 
ing and polishing on the 
widest variety of metals and 
metal parts. 


BRIGHTBOY BLOCKS 
—in convenient sizes and 
shapes, and Brightboy sticks, 
are adaptable to a wide va 
riety of manual finishing 
operations. 


BRIGHTBOY TUFF-TEX— Tougher 

texture, for finish'ng hard metals. The 

binder accents the abrasive 

» yet retains the soft rubber 

cushion, finishing and pre-polishing in 
one operation. 


Your CUSTOMERS witi find 


down by reducing production steps between the 


Brightboy an outstanding time saver in product 
production and plant maintenance in an era of 
rising production costs. Each stroke of a Bright- 
boy hand tablet, each revolution of a Brightboy 
wheel constitutes a time-saving operation in 
close-tolerance, precision burring, finishing and 
polishing. 


Brightboy’s soft rubber binder cushions the 
abrasive, increases man-hour output; brings costs 


BRIGHTBOY INDUSTRIAL DIVISION « : 


grind and the buff. 


You will find Brightboy a consistent profit 
maker, a steadily increasing seller, because of its 
widespread applications in the finishing of all 
types of metals and plastics. You will appreciate 
Brightboy’s attractive, selected-distributor fran- 
chise plan, its extensive industrial advertising cam- 
paign, its territorial promotion and sales-coopera- 
tion tie-up to help you bring in permanent business. 


WRITE FOR 
FULL DETAILS TODAY. 


WELDON ROBERTS RUBBER CO., NEWARK 7, N. J. 
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WHAT TO DO. Submit as many names 
as you choose. They may consist of a single 
word, or two or three, hyphenated or not. No 
name should consist of more than three words, 
however. Judging will be based solely on 
eriginality and effectiveness in suggesting 
Thermoid products. Do not submit names used 
by other manufacturers, as all names con- 
sidered will be cleared through the trade mark 
division of the U. S. Patent Office. 


ELIGIBILITY. Any employee — including 
officers, partners or owners—of any organiza- 
tion engaged in the distribution of hose, belting, 


THE THERMOID LINE INCLUDES: Transmission Belting + F.H.P. 


HURRY! HURRY! HURRY! 
STILL TIME TO 


C'mon, folks, you have till midnight of December Ist to win one 
of the big Series "E” U. S. Savings Bond prizes for naming me. 
Just think of a good monicker for a hard-working guy like me. 
Sure | work!—helping you sell the Thermoid products I'm 
made of. You'll be seeing me on the job in Thermoid ads 
and catalogs soon—perhaps with the name you send in. If 
so, it’s $200 for you! Four other prizes, too, for the runners-up. 
Study me—I’m made up of familiar Thermoid products. Read 
the simple contest rules below. Send in your suggestions. 


Do it today! 


friction materials, etc., for industrial or oil field 
use is eligible. 


ENTRY BLANKS. Just typewrite, print or 
write the names you suggest on your firm's 
letterhead and mail it to the address below. 
Use only one side of the sheet, and be sure 
te include the name of the sender. 


CLOSING DATE AND AWARDS. 
All entries must be postmarked before mid- 
night, December 1, 1946. Prizes will be awarded 
on or about December 16th. The winner will be 
announced in February, 1947, Thermoid trade 
journal advertisements. 


and Multiple V-Belts and Drives » Conveyor Belting + Elevator 


Belting « Wrapped and Molded Hose « Sheet Packings « Industrial 


Brake Linings and Friction Products. 


USE OF PRIZEWINNING NAMES. 


Judges will be members of Thermoid’s Ad- 
vertising Department and Advertising Agency. 
Their decisions will be final. The Thermoid 
Company is to be granted the unrestricted use 
of the winning names by the winning con- 
festants upon the awarding of prizes. 


Extra copies of Prize Contest Folder announce- 
ments are yours for the asking for distribution 
among your employees. Write Thermoid Com- 
pany, 306 Whitehead Road, Trenton 6, New 
Jersey, specifying number of copies required. 
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WE CAN 
FILL YOUR ORDERS 
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all items illustrated; in many cases 
we can ship from stock, in others 


within 30 to 90 days. Good service to 


DIAMOND FRAME 


distributors has been one of Upson- ee 


Walton’s main aims for 75 years. 





WIRE ROPE THIMBLES WIRE ROPE SNATCH BLOCKS 


@ 


Established 1871 


THE UPSON-WALTON COMPANY 


: ' ; _ o_ in ey 
VWHanufacturers 06 Wire Kate. Wire Rohe Fittings, Jackle Glocks 
MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


7 W. Van Buren Street 241 Oliver Building 
\ 4 Pittsburgh 22 













WHY 


Reliance Spring 
Lock Washers 
sell better! 










is ad is typical of the type of 
advertising Reliance is doing 
o make it easier and more profit- 
able for you to sell Reliance Spring 
Lock Washers. It will be seen by 

hundreds of your customers. 


Write for all the facts. They 
are contained in handy 
Distributor Folder No. 501, 





















e 






quality guarantee certificate 
in every package. 

Reliance Spring Lock Wash- 
ers are now packed in the 
tough new “Red Seal” pack- 
age which protects their qual- 
ity finish, prevents losses and 
looks good on your stock 
shelves. Plainly marked with 
bolt or screw size, series 
classification, and quantity, 
this handy package facili- 
tates handling and inventory. 





Reliance Distributors offer 
“‘over-the-counter ’’ service on 
your spring lock washer needs 





Your Reliance distributor 
carries adequate stocks of Re- 
liance Spring Lock Washers 
to meet S.A.E. and A.A. 
specifications. He is near 
you waiting to give prompt 


service on your spring lock 
washer requirements. 

Reliance Spring Lock Wash- 
ers are manufactured from 
high-grade special - analysis 
cold drawn steel. There’s a 


A Reliance distributor is as 
near as your telephone. If 
you don’t know 
his name, we'll 
be glad to furn- 
ish it. 









SPRING 


RELIANCE DIVISION 


dich WidleSo~ 
MASSILLON, OHIO 


Seles Offices: New York + Cleveland © Detroit » Chicago * St. Lovis * San Francisco + Montreal 






BaNwe) 


ATON MANUFACTURING COMPANY 
UMI 
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GAies appeal is built right into a 
Blackhawk Jack. Just check these ex- 
clusive Blackhawk design: features and 
see how many new talking points they 
give you for your sales story on Black- 
hawk Jacks. Show your customers why 
there’s a difference in Hydraulic Jacks 

— and how Blackhawk’s basic dif- 

ference makes it the world’s most 


dependable and demanded Jack. 


A Product of 


BLACKHAWK MFG. CO. 
Dept. J17116, Milwaukee 1, Wis. 






















i] TRIGGER BALANCE all 


Keducet falique fadoe-queedd produdion 





light weight, and non-tiring balance are built-in features of the WEIGH THESE ADVANTAGES 
_ Bject-O-Matic. This modern soldering tool weighs only 20 ounces 

fully loaded with a 4-ounce reel of solder. The center of gravity Actomatie Food 

is located near the trigger. The molded, pistol-grip handle fits Micrometer Control of amount 

the hand snugly, and the fatigue factor is reduced to minimum. of solder ejected 

Eject-O-Matic can be used for hours without tiring the operator! Automatic Retracting Feature 

And actual industrial tests prove that it speeds up production — Cocttan tes dle a 

nearly doubles the output per operator. ye ae eae 
Drop-forged, Non-corrosive Tip 

Eject-O-Matic is available in 50, 75 and 100 watt models — Safety, Utility Base 


150 and 175 watt models in production soon. , 


Model 19-5 (illustrated) with base—retails at $18.95 


Individually packed. Shipping wt. per 
carton of 12 units, approx. 42 Ibs. 
Send for literature 






MULTI-PRODUCTS TOOL COMPANY, 123 SUSSEX AVENUE, NEWARK 4, NEW JERSEY 
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ssed head DRIVER 


FITS ANY SIZE 
or STYLE 


>) & PRINCE 


cd head SCREW | 
or BOLT! 


You wiv 


have DIVE cp 


WIS DRI 


y 
f 
x. y 


FROM MANUFACTURERS, . . who use 
the Reed & Prince recessed head driver for 
greater speed and economy on the assembly line! 


REPAIR AND SERVICE MEN ,, .. in the radio, 
~~ @lectrical and other fields requiring product service, 
who find the Reed & Prince driver a necessity for 

repair work. 
HOME OWNERS... . and woodworking “hobbyists”, 


who take pride in the appearance of their workmanship 


around the, home. 


j 
| 


MANUFACTURING 

Recessed and Slotted 
| Wood Screws Sheet Metol Screws 
| Machine Screws Stove Bolts 

Also 

i Screws Set Screws 
Machine Screw Nuts 
Rivets and Burrs 

Serew Drivers and Bits 

Specialties 
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The Reed & Prince recessed head 


Be ready to take care of the 


driver insures faster, better work,— 
avoids surface scratches — improves 
finished appearance. Drivers: avail- 
able in several convenient lengths, 
bits forany make of power drive unit. 


demand for this sturdy driver! 
Stay “A HEAD of the Times” with 
the Reed & Prince recessed head 
combination. Write today for com- 


_ plete dealer information. 


E MFG. 


CHICAGO, ILL. 
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BETTER INSIDE ... BETTER OUTSIDE ... BETTER ON THE FACE OF IT 


THE NEW USG SUPERGAUGE-.~ is the instrument you have 
been looking for. Not only is it distinctive in appearance but it 
is especially designed to give test gauge accuracy under the 
most severe industrial applications. Its heavy duty corrosion 
resistant movement spells long life even when exposed to ex- 
cessive vibration and pulsation. Installed on any equipment it 
provides a safe and positive check on process control. Reason- 
ably priced, Supergauge is ready for you today. 


MILL SUPPLIES © NOVEMBER, 1946 








Lyilther Theyle TOPS tn \Tc 





Hor Non Fevvous Wetale/ 


4 \ 








MORSE SPIRAL FLUTED TAPS 


are Specially Designed to Produce Clean, 
Accurate Threads in Aluminum, Magnesium, 
Zinc, Copper, Brass, and Stringy Metals 


Conventional taps are ineffectual in die cast metals and metals of a 
stringy nature because they leave torn, rough, and damaged threads. 
That’s why Morse designed its Spiral Fluted Tap. This tap is made 
specifically to produce sharp, clean threads in aluminum, magnesium, 
copper, brass, zinc, etc.... threads which have /asting strength and 


permanent holding power. 
The Morse Spiral Fluted Tap is free cutting and, as it works into the metal, it auto- 
matically clears the chips from the hole, thereby eliminating clogged grooves. 


Remember that, besides Special Purpose Taps, the wide Morse Line can provide 
you with a tap, standard or special, to suit precisely, for maximum effectiveness, what- 
ever metal your production specifications call for —from magnesium to stainless 
steel. Morse engineers and your Morse distributor are ready to help you choose the 


right tap for your job. 


The Original Manufacturer of Twist Drills 


NEW -YORK STORE: 130 LAFAYETTE ST. © CHICAGO STORE: 570 WEST RANDOLPH ST. @ SAN FRANCISCO STORE: 1180 FOLSOM ST. 
35 
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Here is a sturdy shut-off valve that 
will give your customers better per- 
formance on their products and in their 
plants. Provides real protection against 
leakage. Assures positive shut-off. 

Has plug, made of special nickel sil- 
ver alloy, which is double ground to 
prevent leakage or seizure after valve 
has been in use for some time. Other 
working parts are brass or bronze. 


Imperial Hi-Duty Shut-Off Valves © 


are used for liquids, gases, vacuum — 
low and medium pressure applications. 
Extensively used as original equipment 
on power units, tractors, buses, trucks 
on fuel and oil lines; also as shut-off or 
distributing valves in processing plants. 
These valves have an outstanding rec- 
ord of service in the field. Write for 
Catalog No. 350. 


Some of the many styles of Imperial Hi-Duty Shut-Off Valves 


WIDE RANGE OF TYPES AND SIZES. 
2- and 3-way types available with any 
combination of tubing connections or 

male or female pipe threads—sizes @” 
to 4” O.D., 4%” to ¥%” LP.T. 4-way 
valves have 14” female I.P.T. only. 


511 South Racine Avenue, Chicago 7, Illinois 


Compression,Flered, inverted Fiered, Hi-Duty, end Flex Tube Fittings © Shut-off Valves © Needle Veives © Fuel $ 
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PIPE PLUG HOLLOW 
SOCKET HEAD CAP SCREW SET SCREW SHOULDER BOLT 
Lett 


PHILLIPS SLOTTED COUNTERSUNK SLOTTED 
TYPE SCREW SCREW SCREW SCREW 


Contained in this Handle 














HALL()WELL| 
“SOCKET SCREW’ KIT 


with interchangeable bits 


For men who like to have a complete supply of tools, yet dislike bulk and 
confusion, the Hallowell ‘'Socket Screw"’ Kit is the answer. It is one of the 
neatest tricks of the year. The hollow Celanese® plastic handle holds inter- 
changeable bits for most all purposes . . . Phillips, Hex and Flat. There 
is a swivel bit-chuck, which locks securely in position, and makes it possible 
to twirl a screw using the vertical position, and then snapping the chuck 


to an angle or ell position, to get the final tightening pull. 


~——=¢ 


-.~ 
- 
-_<<---4 


Not illustrated: ‘Socket Wrench" Kit; the ‘‘Auto"’ Kit; the ‘‘Home"’ Kit. 
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Write for our 8-page booklet that fully describes these handy Tool Kits. 
Obtainable at Suppliers throughout the country. 


Add these Kits to your Standard Pressed Steel line—they have the same self- 
selling qualities of utility and fine workmanship that are embodied in all other 
Standard Pressed Steel products. 


“AN IDEAL CHRISTMAS GIFT" 


pooooser*"ts--- 
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OVER 43 YEARS IN BUSINESS 


JENKINTOWN, PENNA., BOX Ef) - BRANCHES: BOSTON + CHICAGO + DETROIT + INDIANAPOLIS «+ ST. LOUIS + SAN FRANCISCO 





Rule 0’ Thum 


] 


may get you 


half a wheel 


“Why wear down and out 2 or 3 wheels when 
one might do the job and do it better?” 


That is the question being put to your cus- 
tomers in a current Simonds Abrasive adver- 
tisement which points out the costly results of 
chance selection. 





Help your customers avoid this rule o’ thumb 
selection, Mr. Distributor, and you avoid the 
risk of perhaps making only half the sales 
you should. Simonds Abrasive Company will 
gladly help you build a carefully selected in- 
ventory of grinding wheels to enable you to 
serve the requirements of your territory effi- 
ciently. From large stocks of grinding wheels 
of every size and shape, Mounted Wheels and 
Points, Segments, Grains, Bricks and Sticks 
you can get the Borolon (aluminum oxide) and 
Electrolon (silicon carbide) products that equip 
you to render that extra, more exact service 
that means better business for you through 
customer satisfaction and repeat sales. 


Let Simonds Abrasive Company send you de- 
tails of its Selective Distribution Plan and show 
you why Simonds Distributors best serve their 
customers’ needs. Write today. 


SIMONDS 


geo co. 


SIMMONDS ABRASIVE CO. i: “aoe” offiliated companion pesos pe, 


SIMONDS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PA. 
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' Provides safer footing on 
oily, grimy floors. 


Now ... at last. ..a genuinely efficient, reversi- 
ble floor matting! The attention of all industrial 
men is directed to L-CO rubber and fabric link 
matting for its thousand and one uses. Everywhere 
L-CO matting is gaining widespread favor, 
providing dry, almost indestructible, skidproof, 
shock-absorbing underfooting ... without wear. 
Actual tests prove L-CO cushions body-tiring floor 


Thousands of Rubber Link 
Door Mats NOW IN USE! 


Attractive, decorative white diamond 
design mat, in the 16” x 24” size. 
Here’s the admittedly best-wearing, 
best-looking, fastest-selling mat in 
America! Unbeatable for a lifetime 
of wear. 


Weighs 6 Ibs. 


Wholesalers! Your inquiry for this BIG PROFIT MAKER is invited. 
Write for quantity quotation and full specifications. Many choice 


territories are still open. 


RUBBER LINK 


FLOOR MATTING 


REDUCES FATIGUE 


Shock-absorbing resilience 
reduces standing fatigue. 


$zso EACH 


F.0.8. Akron 
% in. thick 


PROVED DAILY IN INDUSTRIAL USE 


safer e shock-absorbing « skidproof « resilient 


f _ mg 
¥ : 5 


REDUCES BREAKAGE 


Considerably lessens falling 
object breakage. 


vibration . . . resulting in less foot fatigue. Falling 
object breakage is virtually eliminated. NOW 
you can purchase L.CO by the square foot... 
sized to fit YOUR SPECIAL REQUIREMENTS. 
F. UO. B. Akron, Ono. Weigac 2} los. per square tvot. 
DISTRIBUTORS ATTENTION: Generous profit- 
making discounts. Write, wire, or phone for details. 


L-¢co 


RUBBER LINK FLOOR 


MATTING 


Jw LOEWENTHAL COMPANY 


188 W. RANDOLPH ST. 


- CHICAGO 1, 


ILL. - FACTORY—AKRON, OHIO 





The MARVEL System of Metal Sawing provides not 
only the most advanced and most complete line of 
metal sawing machines built, but also a complete 
metal-cutting blade service which includes: 


(1st) MARVEL High-Speed-Edge Hack Saw Blades—posi- 
tively unbreakable, composite blades with a high speed 
steel cutting edge welded to a tough alloy steel body. 
Hardened “eyes” permit greater blade tension. Exira 
strength makes practical greatly increased speeds and 
feeds—in fact, these blades make possible today’s fast 
automatic hack saw machines. 


(2nd) MARVEL High-Speed-Edge Hole Saws—hole saws 
with strength for use on dri.l p.esses and la.hes. 
Diameters from 5%" to 42" with high speed steel pilots. 
Cut big holes at low cost in sieel to 1%” thick. 


(3rd) MARVEL Metal-Cutting Band Saw Blades for all 
popular makes of meial-culting band saws. These top 
quality blades are individually boxed to eliminate dam- 
age to teeth or loss by rust, kinking. shipping or han- 
dling. Specify Marvel Band Saw Blades for top per- 
formance, 


ARMSTRONG-BLUM MFG. CO. 


“The Hacksaw People” 
5700 Bloomingdale Ave., Chicago 39, U. S. A. 
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MULTIPLY VALVE LIFE 
by using the RIGHT Alloy 


T IS amazing how valve life in 

corrosive fluid lines can be 
increased—even multiplied, by a 
change to the right alloy. In the 
application shown in the photo- 
graphs here, the previous valves 
lasted two weeks. They were re- 
placed by valves of another 
alloy that lasted two months. 
Then Aloyco Valves in the right 
alloy were installed—and. they 
are still on the line AFTER 
THREE YEARS OF CONTIN- 
UOUS SERVICE. This is only 
one of many similar instances 
that we encounter frequently in 
our experience. 


ALOYCO 


In types, sizes, and pressures 
also, Aloyco Valves meet the 
most exacting requirements of 
the process industries. Maxi- 
mum corrosion resistance is as- 
sured by rigid analysis control, 
correct foundry practice and 
proper heat treatment of cast- 
ings. Easy, positive action results 
from precision fabricating and 
careful assembly. Made by spe- 
cialists who concentrate on stain- 
less alloys, Aloyco Valves can 
save money in your plant. Con- 
sult us for the right alloys for 
your requirements. 


AaLDYC0 


VALVES ‘STAINLESS STEEL 
werent WALVES AND FITTINGS 


and higher Chrome- 
Nickel Series--Worth- 
ite, Hastelloy, Monel, 


other alloys and pure NWT) Giada GG a hae 





ANOTHER MEMBER OF THE LARGE GILMER FAMILY 


. + @ belt to 


== recommend for 


mea tough, high speed drives 


A quick sale and a satisfied customer can be 
counted on with certainty when you sell him 
a Gilmer RHO Endless Belt. This well- 
designed, ruggedly built belt is specially 
recommended for high speed service, par- 
ticularly where there are conditions of 
excessive oil and heat. 


Gilmer RHO,Eiidless Belts have high tensile 
strength, concentrated in thin sections for 
lightness, speed and flexibility. They run 
smoothly over small pulleys at speeds up to 
7,400 f.p.m. All elements are locked in 
position, forming a single low-stretch unit 
that prevents separation of plies and de- 
velopment of internal friction and heat. And 
their rugged construction assures long life 
in hard, continuous service. 

GILMER SALES POLICY—Gilmer provides complete territorial pretection 
«se8trong advertising, both publication and direct mail, to belting buyers 
oe. direct sales help from widely experienced branch office personnel... 
walvable engineering ossistance when needed ... odequote stocks in con- 
veniently located Branch Warehouses. 

GILMER CATALOGS—Gilmer distributors are provided with the Gilmer 
Guide, the Kable Kord Data Book, the Gilmer Catalog of Special Purpose 
Belts, and the Gilmer Catalog of Belts for the Textile industry. These make 


ordering easy. Engineering information is given completely in sim- 
plified form. 


H. GILMER COMPANY, Tacony, Philadelphia 35, Pa. 


DIVISION OF UNITED STATES RUBBER COMPANY 
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A NAME TO REMEMBER WHEN YOU THINK OF BETTER catues 
AND SHAPERS 


(To help you sell Logan Lathes and 
Shapers, advertisements of Logan 
Products appear in 45 leading 
industrial publications and direc- 
tories.) 











BED WAYS WITHIN 
0005 OF 
PARALLELISM the accuracy of 


Another reason for 



















Logan Lathes 


On specially designed machines the V-ways and flat ways of Logan Lathe beds 

ore machined and then precision ground to within .0005” of parallelism. 

At every point along the ways carriage and tailstock are in precise alignment with 
the headstock, and movement in any direction is in a true parallel to the axis 

of the ball bearing mounted Logan spindle. Moreover, the Logan bed stays accurate. ° 
begen Quick Change Geer The casting used is specially alloyed to assure the finest lathe bed characteristics. 


Manvtecturing Turret Lathe 
It is extra heavy, with oversize ribs and balanced sections of even thickness 


SPECIFICATIONS COMMON TO Alt 

LOGAN LATHES... swing over bed, that neutralize internal stresses. Thorough seasoning before and between 

ee leng SO . , : : 
of io Pr canbe SF ipa machining operations makes the bed warp-free. In brief, The Logan Lathe bed is 


spindle nose diameter ond threads per 


inch, 1'%4"—8 . .. 12 spindle speeds, another example of the advanced design and careful construction that make Logan 


30 to 1450 rpm... motor, Ya hp, 1750 Lathes accurate and dependable in the tool room or on the production line. 

rpm... ball bearing spindle mount- 

ing... drum type reversing motor Ask your Logan dealer, or write direct for full catalog information on Logan 

twitch and cord . .. precision-ground 

woys, 2 V-woys, ond 2 flat ways. Lathes and Logon Shapers. °.9 








LOGAH ENGINEERING CO. CHICAGO 30, ILLINOIS 
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Good Tools are the first step in reducing shop 
and tool-room costs. This 36-page booklet illustrates and 


describes Williams postwar line of quality Machinists’ 


Tools. Ask for your copy. Williams Tools are sold by 


leading Industrial Distributors everywhere. 


J. H. WILLIAMS & CO., BUFFALO 7, NEW YORK 
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Williams Light, Boring-Tool 
Holder. A handy and eco- 
nomical tool for light boring, 
internal threading and turning. 











NE mark of the Bunting Authorized Dis- 

tributor is ability to deliver. Bunting Precision 
Bronze Bars and Standard Stock Bearings are a part 
of his capital invested in your community. Try him. 
The Bunting Brass & Bronze Company, Toledo 9, Ohio. 


Branches in principal cities. 








BRONZE BEARINGS 
BUSHINGS 


PRECISION BRONZE BARS 
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The salesman with the most items “‘in his bag’’ has 
a better chance of filling any customer’s need than 
a salesman with fewer items. That’s why Worthing- 
ton Distributors’ salesmen have such big batting 
averages based on number of calls. 


MORE THAN 5000 ITEMS 
IN WORTHINGTON’S TWO 
VALUABLE FRANCHISES 


1. Industrial Machinery Franchise, including com- 
plete lines of standard: 


1. Centrifugal Pumps ... 2. Steam Pumps... 3. Power 
Pumps ...4. Rotary Pumps...5. Vertical Air Compres- 
sors...6. Horizontal Air Compressors ...7. Industrial Meters 
for Oil, Hot and Cold Water ... Plus Other Related items 


With seven complete lines plus related equipment 
. .. how can a salesman miss when he sells Wor- 
thington. Especially when these products all carry 
the proved sales value of the Worthington name, 
famous in pump and machinery manufacture for 100 
years! 


ll. Multi-V-Drive Franchise, including complete lines of: 


1. Worthington QD Sheaves ... 2. Worthington-Goodyear 
V-Belts 


Two top-flight lines in the power transmission field! 
The Worthington QD Sheave — the only sheave 
that’s easy to get on, easy to get off, yet always 
tight on the shaft. And the Worthington-Goodyear 
EC Cord V-Belt — another sales-getter in Wor- 
thington’s 2-Way Multi-V-Drive Plan that gives 
industry the benefits of balanced drive performance. 


OTHER FRANCHISE ADVANTAGES THAT 
MAKE WORTHINGTON PRODUCTS 
EASY AND PROFITABLE TO SELL 


Protected territories, under selective distribytion 
plans. 

A sound merchandising plan, supported by a cleer- 
cut, published statement of policy. 
Nation-wide sales and engineering service. 
Simplified, easy-to-read Dealer Catalog. 


4 MILL SUPPLIES © NOVEMBER, 1946 








3 x > 


in | 
the 


tior 
buil 





ear 


1d! 
ave 
ays 
ear 
or- 
ves 


AT 





Related Phodutt Selling 








---BY MAKING 
iT EASIER TO 
BUILD 


OF RELATED 
®Rropucts: 





A comprehensive advertising campaign in leading 
industrial and engineering publications . . . Readers’ 
attention called to your name, listed in THOMAS’ 
REGISTER ...A full supply of well-planned direct- 
mail literature and sales helps. 


3 MORE WORTHINGTON 
FRANCHISE ADVANTAGES 


Consider the advantages of the nine complete lines 
in Worthington’s Two Franchises when you tackle 
the problem of Related Products Selling. 


1. Once a salesman has sold a customer on the more 
worth in Worthington to get the first sale, the transi- 
tion to another line introduces no new name to 
build sales resistance. 







2. When you have the Worthington 8 in 1 Franchise 


you are selling 8 complete lines of industrial ma- 
chinery that can be capitalized on with the same 
selling effort and the same selling expense. 


3. This places you in the enviable position of sell- 
ing related products and related accessory items that 
will increase your sales volume — not only in 
Worthington products but in other related items 
which you may carry — again with the same sell- 
ing effort and the same selling expense. 


SEND FOR FACTS 

A few desirable territories are still open. Write 
today for complete details on either or both of these 
profitable Worthington Franchises — the Indus- 
trial Machinery and the Multi-V-Drive. 


Be-408 





WHEN YOU SELL WORTHINGTON-YOU SELL RELATED PRODUCTS 


ye ve ] RTHI Pe G6 T re) INI Products Based on Market Research 


i WORTHINGTON PUMP and MACHINERY CORPORATION 
Merchandising Division — General Offices, Herrisen, New Jersey 
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WHEN IS A MACHINE 


In seven years some say—but in modern production 
practice it is not a question of years or how much 
the machine has earned or still owes you. The ques- 
tion is, will your equipment enable you to compete 
with the new, faster working, more efficient and 


flexible layouts in your competitors’ plants. 


A five-year-old Machine Tool is “‘washed up", for 
instance, if it can be replaced by one costing a 
few hundred dollars that will write itself off in 
less than a year through improved production. 
That's the story of Walker-Turner Machine Tools 
wherever metals, wood or plastics are drilled, cut 


or shaped. 


“Washed Up"? 


These machines are “‘light’’ only in weight and 
price. Their production output in the past eight 
years has astounded the management of thou- 
sands of plants—large and small—throughout the 


country. 


A key to high manufacturing efficiency and low 
manufacturing costs is the modern, flexible, light 
machine tool. It represents small capital investment, 
flexibility of operation, increased productivity and 


low operating costs. 


Walker-Turner Machine Tools are sold only by 
authorized Industrial Machinery Distributors. A 


general catalog will be sent on request. 
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NATIONAL 


1 
ie oa 
* 


In choosing reamers, such factors as the 
materials to be reamed, the amount of stock 
to be removed, and the degree of accuracy 
and finish required should receive primary 
consideration. NATIONAL Reamers include 
such varied types as Taper Reamers, Chucking 
Reamers, and Shell Reamers, to mention only 
a few, each designed for a specific use. 


Your NATIONAL Distributor can help you 
select the Reamer best suited to your needs. 
Consult him on all your metal-cutting problems. 


NATIONAL | 


NATIONAL 


rWIST DRILL AND FOOL CGNMPAN® 


ROCHESTER, MICH., U.S.A. 


1 DRILI 
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FACTORY 
TRUCK 
$4600 


Handy for many general moving jobs 
as “stock” truck ... carrying parts from 
machine to machine in the course of 
manufacture. Three lengthwise bolsters 
assure ample platform support; strong 
construction throughout. Stakes are re- 
movable to add to its general handiness. 


American In 


CASE TRUCK — 11191 


Malleable iron construction. Light in 
weight yet practically indestructible. 
Designed for easy handling of heavy 
cases, boxes and heavy machinery. 
Spikes-on frame top prevent load from 
slippirig.. Carries up to one ton. 


a 








PLATFORM OR WAGON TRUCK 
01433 


Designed specifically for quicker 
handling of sheet plates in mills 
but proved very useful for carry- 
ing other large, bulky loads. 
Rugged construction throughout 
to withstand heavy loads . . . heavy 
iron strap, set flush, binds platform 
all around. Wheels extra wide for 
greater stability. 


dustry rolls on 


COTTON 
TRUCK — 9213 


Ideal for handling 
bales. Designed for 
the cotton industry 
but its features makf : | 
it readily adaptable 
for easier handling 
of other large, bulky 
objects. Full-length 
steel strapping — 


- front and back — on 


selected hardwood 
handles for extra 
strength and service. 





LIFT JACK PLATFORM TRUCK 
300 


Lifts and rolls easily .. . ideal for 
handling heavy loads in small 
spaces. Eliminates many handling 
processes. Powerful jack operates 
by merely pulling handle down. 
To remove jack, handle lifts up 
and jack rolls out. No pins, ratchets 
or levers to operate. 





COMMANDER STEEL FRAME 
PLATFORM TRUCK — $2742A 


Here's a Tilting or Center Balance 
Truck that’s a real time-saver. Desighed 
for quick turning in congested areas, 
around corners, narrow aisles. Turns in 
its own length . . . pushes from either 
énd. Strong construction throughout. 


* Available with Plain or Roller Bearing 


Semi-Steel Wheels or Roller Bearing 
Rubber Tired Wheels. 





BARREL TRUCK — 426 


All steel construction. Specially 
built to make handling of open 
barrels -easy and quick. Good 
balance and maneuverability. 








FEED 
TRUCK — 9310 


v 
_ Designed for speedy 
bandl 


ing of feed 
bags but just as 


. hatdy fdr moving 


tases dnd bales, 
such as hay, etc. 
Also provedi:effi- 
cient for handling 
plumbing and heat- 
ing supplies. Extra 
tone nose for easier 
load pick-up .. . 
steam bent handles. 
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"Getter Filing” means speed, longer 


file life, lower filing costs. In a word, bet- 
ter filing means Delta Files. 


e DELTA FILES FASTER. Actual scientific tests 
have proved that a Delta file will remove, on 
the average, 25% more metal in the same time 
with the same effort. 


e DELTA FILES LAST LONGER. Ask your customers 
to compare the life of Delta File to any other 
—they’ll be surprised at the thousands of extra 
strokes in every Delta File. 


© DELTA FILES LOWER COSTS because they cut 


the time—the major expense—spent on a fil- 


ing job. 

For Better Filing, tell your customers to get 
Delta Files—they’ll get a bonus of speed, longer 
file life, and time for extra filing jobs. 


DELTA FILE WORKS, PHILADELPHIA 37, PA. 
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‘PALMETTO PYRAMID and other PALMETTO sales helps that will ‘pyramid your profits”. 
“It pays to sell PALMETTO Packings!” : 
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BESLY TAPS ae, 


To HELP 
YOU SELL... 


This booklet is a valuable item in 
the Besly sales promotion plan. 
By helping users, it’s a sales-builder 
for distributors. A new edition is 
now available. 


America’s largest bicycle manufacturers, Arnold, Schwinn & 
Co., Chicago, employ Besly Taps for threading ball-bearing 
cones and other essential parts of ‘“Schwinn-built’’ bicycles. 

In this and hundreds of other industrial fields, Besly Taps 
have been relied on for more than half a century. They meet 
the most exacting specifications for accurate, clean-cut, low- 
cost threading. 

Besly Taps are sold in growing volume by distributors all over 
America. Leading manufacturers use them. You, too, can profit by 
the powerful 5-Step Plan of Besly sales promotion. Get the facts— 
write today for full details! 


BESLY TAPS « BESLY TITAN ABRASIVE WHEELS 
BESLY GRINDERS AND ACCESSORIES 


CHAS. H. BESLY AND COMPANY, 118-124 WN. Clinton St., Chicago 6, Ill. - Factory: Beloit, Wis. 
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POPULAR! 


SPECIFICATIONS 


CAPACITY: ; 
Rectangular - - 8 wi 
(Special Guides) 5” x 24 


ROUNDS: . 8” diameter 


moTOR: USERS like Wells Metal Cutting Band Saws 
1% H.P., A. C. or D. Cc. for a number of very good reasons. In the first place 
these saws, though rugged in design and 
SPEEDS: Selective 60, 90, construction, are compact, self-contained, and 
130 feet per minute readily portable. You can move them to a point 
most convenient to the work. They take up little 
WEIGHT: floor space. Wells saws are also 100% practical 
Approximately 665 Ibs. —simple to operate, yet capable of handling a wide 
variety of work without special fixtures. A third 

important reason for widespread popularity, is that 

thousands of users have found them highly profitable. 

For a small investment, users get a versatile tool that 

can help them in many ways...in breaking bottle- 

necks...in getting work out in less time. Wells saws are 

popular with dealers, too! Write today for full details. 











Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICHIGAN 
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THE WIDER THE ANGLE of HITCH— 
THE LESS WEIGHT A CHAIN CAN CARRY 


For example— using a %4'' XX Double - Sling 
ea celia ak of aah cae 


Load A— 60° angle—17,500 Ibs. 
Load B— 90° angle—14,000 Ibs. 
Load C—120° angle—10,000 Ibs. 


It is not enough to know the safe working load of a given CH 
chain. The approximate hitching angle at which the sling MKAY 


chain will be used must also be considered. Factors such as Engineered Chain 
ees 


this make it important to “engineer” chain to particular 
applications. 


That is where you benefit by handling McKay Chain... for | * McK-Alloy Chain* * Harness Chains 


with this engineered line, you can always recommend the © Hi-test Chein® * Tie-Out Cheins 
} * Steel Loading Chain* * Machine Chein 


exact type, grade and size chain for every working condition. ona oo oahu 
McKay Chain, correctly specified, properly used and regularly oma te nel . rin sr 
maintained, insures safe load handling. | * Crown Dredge Chain* _—* Breast Chains 
© Steam Shovel * Slin ins° 
The McKay Man will gladly explain the procedure for Hoisting Chains* « Aamer Chate’ 
engineering chain to specific requirements. Call him today © Twist Link * Trace Cheins* 
and let him show you the many profit advantages of selling Fy naira Pt aa 
the full line of McKay “Engineered” Chain for industrial, achiaete etindidias 
commercial and agricultural uses. * Ohio Pattern Cow Ties — -* Tire Chains 
. * Twist Link Coll Chain * Pump Chein 
* Victor Breast Chains : ag 
* Pas ink Chain © Well Chain 
GENERAL SALES OFFICE: YORK, PA. | —— | ?tanterke 


Pree oe Es oe a * Conveyor Chain * Stage Trace Cheins 


COMPANY = © B88 Coll Chain’ © Stretcher Cheins 
PITTSBURGH 22, PA. \ 








*These chains ere always proot-tested 
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more working space 
greater accuracy 


DURO 6’ Jointer offers many important advantages 


A low-cost Jointer that incorporates exclu- 
sive features and basic advantages not 
found in machines that cost much more. Has 
patented roller extensions giving effective 
table length of 60”—the greatest effeciive 
working length of any 6” Jointer. Fence can 
be set accurately for rabbeting with one 
hand—can be swiveled for smoother cuts in 
curley wood—and is mounted on rear table 
which eliminates dangerous gap over rear 
table. One piece steel combination cutter- 
head and shaft with machine-chip breakers 


assures greater accuracy, less vibration and 
easier adjustment of blades. New Departure 
Ball Bearings. Cuts to 42” depth on material 
6” wide. Has many other unusual features. 


Vv v v 


SEND FOR CATALOG—for full details and prices 
on the DURO 6” Jointer. Also lists specifica- 
tions and prices of complete line of DURO 
single and multi-spindle Drill Presses, Cir- 
cular Saws, Jointers, Routers, Shapers, 
Grinders, Lathes, Portable Electric Drills. 


DURO OOS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2697 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO© HAND TOOLS 





liteelaeaes 
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— yet the Red Elastic Collar protects 
permanently against IMPACT! VIBRATION! 


The wham of the picker stick, as it keeps 
the shuttle flashing back and forth, sounds 
a double warning against fastener failure. 
Impact and vibration have two opportuni- 
ties to back off the nuts holding the lug 
straps to the lug stick. First, vibration 
attacks new connections where the nuts are 
fully seated against the constantly stretch- 
ing and contracting lug straps. Second, vi- 
bration attacks old connections where the 
nuts have been left unseated by stretched 
lug straps. Here again, textile 
mills find that the self-locking 
Red Elastic Collar in Elastic 


ESNA 


TeaOt mana 


Stop Nuts provides permanent protection 
against fastener failure caused by Vibra- 
tion. Down time is reduced. Pickage and 
weaveroom efficiency are increased. 
ESNA Elastic Stop Nuts also protect 
permanently against Corrosion, Liquid 
Seepage, Thread Damage and Costly Main- 
tenance. Order Elastic Stop Nuts for main- 
tenance. Specify them on new looms. Or let 
ESNA study your specific fastener prob- 
lems. Address: Elastic Stop Nut Corpora- 
tion of America, Union, New 
Jersey. Agents and distributors 


are located in principal cities. 





LOOK FOR THE RED COLLAR 
THE SYMBOL OF SECURITY 


It is threadless and permanently 
elastic. Every bolt — regardless of 
commercial tolerances — impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar to fully 
grip the bolt threads. In addition, 
this threading action properly seats 
the metal threads — and eliminates 
all axial play between bolt and 
nut threads. 

All ESNA Elastic Stop Nuts — re- 
gardless of size or type —lock in 
position anywhere on a bolt or 
stud. Vibration, impact or stress re- 
versal cannot disturb prestressed or 
positioned settings. 








ELASTIC STOP NUTS 


INTERNAL 


A ANCHOR 
WRENCHING © 


ELASTIC 


PRODUCTS OF: 


MOUNTING 
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These Sales Potentials 
(ake alot ol Pins 


Te pressure of war produc- 
tion had a lot to do with it. 
It spotlighted a large number 
of applications for grinding wheels 
and coated abrasives. Now pro- 


duction men are applying this 


practical “savvy” to current civilian — 


production—turning up more and 
more uses. A market for abrasive 


products—even ‘greater than be- | 


fore—is in the making. 


These men know what they- want 
and when they, want it. They are 
pushing purchasing procedures to 
find the best and most efficient 
method to satisfy their needs. 
Sources of supply are being criti- 
cally appraised. 


To help you capture this business, 
The Carborundum Company is 
advertising and promoting the ad- 
vantages of on-the-spot industrial 


DISPLAY... 


DISCUSS... 


DEMONSTRATE... 
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supply distributor services. An an- 
alysis of your area will give you a 
definite estimate of this broad mar- 
ket. The key to holding and ex- 
panding it is your ability to furnish 
standard wheels and coated abra- 
sives of the right type for grinding, 
sanding and finishing promptly 
from stock. Boiled down to cold 
logic this means maintaining an 


adequate inyentory of abrasive 
products to meet the wide range 
of industrial requirements. 


The complete line of abrasive prod- 
ucts by CARBORUNDUM enables 
you to meet your customers’ most 
exacting demands. Known quality 
opens the door to product accept- 
ance. Gives you an opportunity 
to discuss improved applications, 


faster production and lower costs. 


The steady profit possibilities in 
aggressively selling and carrying 
adequate stocks of abrasive products 
by CARBORUNDUM are tremen- 
dous. They warrant your time in 
investigating and tying in with this 
ambitious program right now. The 
Carborundum Company, Niagara 
Falls, New York. 


Abrasives by 
CARBORUNDUM 


TRADE MARK 
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STURTEVANT PLANOVANE EX- 
MAUSTERS collect and contro) 
dust, smoke and fumes; con- 
vey shavings, sawdust, chips. 
High efficiency and low oper- 
ating and maintenance costs 
are the result of unique Stur- 
tevant Streamlined Inlet and 
Angle Flow into the wheel. 


STURTEVANT PROPELLER FANS 
offer countless sales opportu- 
nities as an aid to comfort 
and efficiency. Oversize wheels 
and varying pitch of fan 
assure maximum air 

y 


free service. Easily installed 
and extremely quiet. 


STURTEVANT SPEED HEATERS 
enable you to tackle the entire 
heating job in new or old 
buildings. They deliver heat 
promptly, make every pound 
of steam pay off in useful 
heat. Compact, modern design, 
quick and easy to install. For 
steam pressures up to 200 
pounds. 


Sturtevant’s Monogram Fan does 
all these jobs—plus one more: 


IT MAKES SALES EASY FOR YOU! 





STURTEVANT VENTILATING SETS 
—used with ducts to exhaust 
air from laboratory hoods, toi- 
lets, locker rooms, dust- and 
fume-creating machines. Pat- 
ented wheel construction 
maintains efficiency perma- 
nently. Quiet in operation, 
easy to clean and cost little 
to operate, 


HERE’S A FAN that’s really versatile! 
It’s the answer to dust control; collect- 
ing and conveying raw materials and 
wastes; exhausting smoke; fume and 
vapors; air supply for furnace blast, 
drying, etc. 


But versatility isn’t all that helps you 
sell the Monogram. Here are four big 
features that mean more sales: 


1. Small Size: starting at 13” x 13”. It’s 
compact, easy to fit into every part 
of the plant. 


Low operating cost: direct-connected 
motor, pulley or V-belt drive, the 
Monogram has lowest power demands, 
resulting in low operating cost. 
Trouble-free operation: because 
bearings are enclosed for protection 
against dust, dirt and grit. 

Long Life: Monogram fans have given 
up to 30 years of service—with no 


maintenance except regular lubrica- 
tion! 


The name Sturtevant—backed now by 
Westinghouse as well—is a real sales 
help, too... a ready introduction be- 
cause of long leadership in air hand- 
ling. More, you can get the help of a 
Sturtevant Branch Office for the ask- 
ing. Write the Branch Office nearest 
you, or: B. F. STURTEVANT COMPANY, 
Division of Westinghouse Electric, 
Hyde Park, Boston 36, Mass. 


B. F. STURTEVANT COMPANY © DIVISION OF 


Westin 
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THIS ADVERTISEMENT, TO YOUR CUSTOMERS, IS APPEARING IN LEADING METAL WORKING MAGAZINES 






“MAXI” 
Surface Treated Ta 


You can again get ‘MAXI’ surface treatment on 
“Greenfield’’ Taps at no extra cost. 







“MAXI” was a pre-war champion when it came 






to tap performance. Today's “MAXI” is better than 






ever. Intensive research in ‘‘Greenfield’s’” metal- 






lurgical laboratory during the war has produced 
better formulas for surface treatment. 


WHAT IS “MAXI” FINISH? 


It is a heat treatment applied to High Speed 
Steel tools which imparts a surface hardness 
greater than that of an untreated tool. 
This surface is applied by a chemical bath. It 
does not affect the basic character of the 
metal nor the size of the tap. 


COSTS NO MORE! 


You can get a “MAXI” surface treatment on 
any “Greenfield” HIGH SPEED tool, regular 
or special, in any size at no additional cost. 
Simply add the word “MAXI” when ordering. 






















GREENFIELD 


GREENFIELD TAP and DIE CORPORATI 
GREENFIELD * MASSACHUSETTS 
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Note from this unretouched photograph how 
the six strands of the dead end have been 
pushed down and locked into place—and 
how the six strands of the pull or load rope 
have not been distorted in any way. Such 
lack of rope distortion would be impossible 
with the old, obsolete hand-tuck splicing. 


When you cut the ACCO-LOC Safety Splice with an 

abrasive cut-off machine you see, by cross-section, 

why this new and revolutionary method for making 
wire rope endings is so efficient. Not the slight- 
est distortion of rope structure; maintains equal-— 
ized stresses in all strands; no off-center pull 

e on the load rope. 


















More than being 100% efficient, the ACCO-—LOC 
Safety Splice is safe. No seizing wires to loosen; 
no wire ends to barb. Extremely flexible and easy 
to handle. Send today for fully detailed 
literature. 


Witkes-Berre, Pa., Atlenta. Chicago, Denver, Emienton, Pa., Houston, Los Angeles, NewYork, Philedelphia, Pittsburgh, Portiond, Sen Francisco, Tecome, Seattle, Bridgeport, Conn. 


AMERICAN CABLE DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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It Will Make a Hit 
with Your Customers! 


SIMONDS 


COLOR-TALKING PICTURE: 


" HACKSAWS 
AND HOW TO USE THEM” 


>, 
pi Oe Ne 


This remarkable film shows your hacksaw 
customers what actually happens in a hacksaw cut. And 
it enables them to show their workers how to choose and 
use the proper Hand or Power Hacksaw Blade for any 
type of cutting. This 16mm. Simonds film shows how to 
get top performance from the top Hacksaw Blades... 
Simonds "Red End” Blades... and belps = build up to 
top sales, too. To arrange a showing of this film to a 
group of your big industrial customers, oes get in 
touch with the nearest Simonds office listed here. 


a &SIMONDS'! 
ie SAW AND STEEL CO | BRANCH OFFICES: 1350 


7 Columbia Road, Boston 27, 
FITCHBURG, MASS. Mass.; 127 S. Green St., Chi- 
Other Divisions of SWMONDS SAW AND STEEL CO Seo oe Anecies 14, Colits 


St., Los Angeles 14, Calif.; 
228 First St., San Fraaci: 


sco 
5,Calif.; 311 S. W. First Ave., 
Portland 4, Ore; 31 W. 
Trent Ave., Spokane 8, 

ash. Cenadian Factory: 
$95 St. Remi St., Montreal 
30, Que. 


MILL SUPPLIES © NOVEMBER, 1946 





The wider application of MILWAUKEE Industrial Brush 
“TOOLS” in recent years and their continued use for many 
purposes does indicate growing acceptance. 


That MILWAUKEE Industrial Brush “TOOLS” have the ability 
to contribute in full to quality needs — to speed needs — and 
to moderate cost needs is being demonstrated in plants of 
all kinds, 


This growth of acceptance means that a market has been de- 
veloped that opens sales possibilities of a new wide scope, 


Now then is the time when you can do exceptionally well as 
to profit because of the fine service record established and 
maintained by MILWAUKEE Industrial Brush “TOOLS” in such 
a widespread market. 








THE MILWAUKEE BRUSH MANUFACURING CO. 
MILWAUKEE 8, WISCONSIN 


WIRE WHEEL BRUSHES > WIRE CUP BRUSHES - WIRE SCRATCH: BRUSNES 


+ Key to Industrial Brush Problems 


FLUE GRUGHES FLOOR BRUSHES - PUSH GROOMS - BENCH BRUSHES FOUNDRY BRUSHES 
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Clinton Woolen Manufacturing Co., at Clinton, Mich., 
knows the importance of using good steam traps. If a 
trap on one of their large carbonizers stopped operat- 
ing, $1,000.00 worth of fine woolen material could 
be ruined before the fact was discovered. 


With so much at stake, this company decided to 
standardize on Yarway Impulse Steam Traps... 50 
are already in use, 22 more on order! 


Mill and Factory Supply Co., the Toledo distributor 
who sold these traps, knows that this is a typical case 
history for Yarways. Superior trap performance and 
customer satisfaction count heavily in building those 
profitable repeat sales. 


Vigorous advertising and sales promotion, channeling 
trap sales through local distributors, have also helped 
sell almost half a million Yarway Impulse Steam Traps 
in only 11 years. 


YARNALL-WARING COMPANY 
111 Mermaid Ave., Phila. 18, Pa. 


HAVE YOU SEEN “MAKING STEAM TRAP HISTORY”? 


A new Yarway motion picture, designed especially for trap 
distributor salesmen and their customers, is now available. 
Filmed in full color and narrated by world-famous Lowell 
Thomas. 16 mm. Running time—20 minutes. Prints are avail- 
able through Yarway district offices, or write direct. 


YAR WAY IMPULSE STEAM TRAP 
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LITTLE 
THAT 


MONEY SAVING 


The new “junior members” of the Mor- 
flex Coupling family, shown above, 
improve performance in smaller 
power drives, in washing machines, 
home workshop power tools, power 
lawnmowers, small pumps and a 
multitude of other applications. 


These “little giants” embody all the 
precision engineering qualities of 
their bigger brothers. Positive, direct 
power drive through exclusively 


MORSE CHAIN COMPANY, Detroit 8, Michigan - 


MORSE 


COUPLINGS 


JOBS... 


Morse-designed Neoprene biscuit 
assembly saves power. This assem- 
bly, being soft and resilient, absorbs 
shocks, uneven impulses and vibra- 
tions. No lubrication necessary. No 
maintenance—Morflex is unaffected 
by gas, oil, dirt or weather. 


Write Morse Chain Company, 
Detroit 8, Michigan, for complete 
information on these new, smaller, 
widely-useful Morflex Couplings. 


Ithaca, N. Y. 


ROLLER and SILENT CHAINS 


and COUPLINGS 
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CUT COSTS—SPEED PRODUCTION 


Call 

heat concentration i sd—thermal 
checking almost tote y eliminated. This 
means extra long life and higher production 
after sharpening . . . frequently permits 
using harder-than-ordinary grades of Car- 
bide, with correspondingly higher cutting 
efficiency. 


For better chip flow—smoother cuts, the bit- 
holding mechanism is inside . . . where it 


TR TH EJECTOR-TYPE 
[nab hol whe 


TOOLS 


@ OUTSTANDING DESIGN FEATURES 
@ ECONOMICAL + FAST + VERSATILE 


*» EASY GRIND * SUPERIOR CUTTING 
PERFORMANCE 


can’t interfere with chips or assembly of tool 
in tool block. Well-supported replaceable 
Carbide bits are extra long and extra sturdy 
and take deep cuts with safety. Since the bit 
is mechanically held, there are no destruc- 
tive brazing strains to weaken the tip. 


Tool cost is sharply reduced! Compound- 
angles of the ejector mechanism permit 
feather-light regrinding cuts on top, end, 
and side and produce sharp, new cutting 
edge with minimum loss of Carbide. This 
versatile tool machines any machineable 
material. Replaceable Carbide bits are fur- 
nished in proper grade for each job. See your 
dealer or write for further information. 


*PATENTS PENDING 


Carbide Tipped Pools 


21650 Hoover Road, Detroit 13, Michigan 
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a Industrial Distributor is the vital cog in the 
Columbian Vise Sales Policy. We believe that sell- 
ing through established distributors is economical, 
efficient, beneficial and practical. That's why all 
Columbian Vises are sold only through recognized 
distributors. 


THE WORLD'S 


Fs ‘& Sp 
iF 
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WIRE WHEEL BRUSHES 


The Easy-to-Select-and-Sell Line 


Built around the most-popular, fast-sell- 
ing types and sizes, the Thor line of wire 
wheel brushes is designed to bring dis- 
tributors quick turnover with minimum 
inventory. 

Available in a range of styles and in 
sizes from 4” to 12” diameter, Thor 
brushes are heavily filled with Double- 

¢ ieee speci crimp wire in gauges 


hag 
> et 


~ 


© at 
tie ph 
My 4 
Noe “ a 


INT 
ERCHANGEABLE ARBOR ay 
TIONAL Typg 
Diameter: 
4” fo 12” 
Arbor Range: "%" a 4 to 12” 
Wire Gauges, Sizes: 


A new “Thor Brush “older, available in quttiey, OE ened tty lk tr 
Thor Distributors, provides simplified data for con- ° 


from 30 to 36 for economical use on 
both portable and stationary equipment 
with spindle speeds up to 6000 R.P.M. 

You can sell Thor Wire Wheel 
Brushes with complete assurance be- 
cause they, like Thor tools, are tops in 
quality. Recommend them where per- 
formance, long-life and economy are 


factors. 


bait 
Sew: 65 A ee ee 
3 4g. ti 
ct on ’ 
POW ag beorti 


venient selection of the right brush for most jobs from INDE P ENDENT P ici uv A ATi a t ° OL COMPA 
Thor’s complete line. 600 W. Jackson Boulevord, Chicago 6, Iilinois 
BRANCHES IN PRINCIPAL CITIES 


Look Ahead 
Get Ahead 


Stay Ahead with... PORTABLE POWER 


‘ . 


] ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMERS’ EVERY JOB 
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LUNKENHEIMER 42 


REACH THE | } | aE 
ook * LUNKENHEIMER 

for STEEL VALVES 

-+ This Mark 


is Your Assuranc 
of Highest Quality! 


© Long skilled in the manufacture of 
















































igher and higher 
i Hane Rust one Pressures, operating condi. 
became increasingly severe. 


More than 380,000 technical men, 












heimer Lunken- 

* : wes ready with vaives fabricated § 
purchasing agents, and executives — Moterials that met the Prar rom 
the “valve buyers” in American in- ments, 9 require. 


dustry—are repeatedly impressed by 
lunkenheimer ads in leading indus- 
trial publications. 















And these attractive, powerful ads, 


in addition to stressing the outstand- 







SeE sn patna DISTRIBUTOR 
VE 
ing qualities and performance of Seppo aa 


Complete line of Bronre 


lunkenheimer Valves, also consistently 





















. : 

teceted m OM industiot center, There is one 
Wily equipped to ossist with your 
repeir ond Operating Problem: 


AT Tf 
NG HE POWER SHOW — BooTH $2 
t im 
oo eines ke ae wae ee 1500 th. Ss. Steg! Breech Lock 
mae ieee *. RMAME, President, MARRY a 
rge of Soles: wm CARSON, Seles & 


; MANN, Chiet § migi 
Wrist) ALLEN W. LANDER, fomnect casein, W: BOLTON, Chiet Metat. 


feature the “better valve service”’ ren- 
dered by Lunkenheimer Distributors 
throughout the nation. 


meer you 
ARO} moinienonce 






















You'll find the ad shown here in pub- 
lications listed below. Look also for 









future Lunkenheimer ads, and note THE LUNKE NHEIMER ¢ ra} ' a PREF RA nee - 
how they put particular emphasis on ixpont spas ee 6, BOSTON Cincin nG ti 14, Ohio 
318 DELPHIA 


22 HUDSON sr 


our long-established (and mutually 


NEW YORK IN Y 


profitable) Company -Distributor rela- 
tionship. 





ESTABLISHED 1862 


THE LUNKENHEIMER CS: 
— "QUALITY = 
Cincinnati 14, Ohio, U.S.A. 

New York 13, Chicago 6, 
Boston 10, Philadelphia 7. 
Export Department: 

318-322 Hudson St., New York 13, N.Y. 













Ouer 350, O00 . Above is one of the ads appearing in the 


following publications, with a combined 


Vudustiial meadew / total circulation of over 380,000 readers 


POWER + POWER PLANT ENGINEERING * SOUTHERN POWER & INDUSTRY * MECHANICAL ENGINEERING * PURCHASING 
INDUSTRY & POWER * NATIONAL ENGINEER * CHEMICAL & METALLURGICAL ENGINEERING +* PETROLEUM ENGINEER 
PAPER INDUSTRY & PAPER WORLD * CALIFORNIA OIL WORLD * OIL & GAS JOURNAL + PETROLEUM REFINER 
TEXTILE WORLD * MANUFACTURERS RECORD + MILL & FACTORY + FACTORY MANAGEMENT & MAINTENANCE + SUGAR 
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... With Corbin-Phillips Screws! 


Drive an ordinary screw and you'll get the 
“Wobble Worries”. . . fear that the driver will 
slip from the slot and jimmy up the product. 
Wobble Worries slow you down! 

Wobble Worry accidents are wasteful and 
costly. They have no place in a competitive 
economy. Eliminate them once and for all with 
the “Centered Driving’ of Corbin-Phillips 
Screws. 

With Corbin-Phillips, the bit is anchored in 
the screw both ways — and the screw is driven 
true all the way. Spoiled work stops — pro- 


duction goes up — and Wobble Worries go 
out the window. 

And remember, Corbin-Phillips Screws 
are noted for their uniformity. 
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You make money 
selling this time- 
and-work-saver 
die stock 


No: 65R 
. 


Tighten on pipe 
with 1 screw 


@ No wonder it’s popular — thread- 
ing 1” to 2" pipe is no chore at all 
with the self-contained quickly ad- 
justed No. 65R threader. Its high- 
speed steel chasers set to size in 10 
seconds — no loose dies to bother 
with or lose. Workholder sets to pipe size instantly 
—no bushings, only one screw to tighten on pipe. 
And it cuts smooth perfect threads with the least 
possible effort. Widely advertised — your customers 
want the reumnrmm No. 65R. It pays you to supply it. 


It stands up band- 
ily on its own feet. 


Millions of RITAID 


Tools in use 


WORK-SAVER PIPE TOOLS 


Only RIFEID 


assures your 
customers a 
repair =-free 
housing 





this Housing ever 
Breaks or Distorts we 
will replace it Free 


TOPE FoF 
THE RIDGE TOOL CO, 
ELYRIA, O 





@ You give your custom- 
ers more for their money 

. with rigeaip pipe RIBQAID Compound Leverage 
wrenches. That special Wrench. 
design housing simply won’t warp or break in any | 
normal use, however strenuous — as millions of us- 
ers know. No laid up for housing repairs, no bother 
and expense. No binding of adjusting nut — it spins 
easily to size. Alloy jaws take hold and let go in- 
stantly. Handy pipe scale on hookjaw, comfort-grip 
I-beam handle. A wrench it’s a pleasure to work 
with — and a steady profit to sell. 


The Ridge Tool Company 
Elyria, Ohio, U.S. A. 
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@ By specializing on preformed wire rope the 
distributor eliminates the necessity for duplicate 
stocks and thereby saves a lot of valuable warehouse 
floor space for other items. Naturally this elimina- 
tion of duplicate stocks makes for greater accuracy 
in filling orders and reduces the cost of taking in- 
ventory or keeping stock. 

Then, of course, preformed wire rope is much 
easier to handle. It cuts without the need for seiz- 
ing; its flexibility makes it easy to coil and wrap. 
All of which saves time, increases efficiency and 
profits. 


ASK YOUR OWN WIRE ROPE MANUFACTURER 4 or DISTRIBUTOR 
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Le 


put THE TOUGH NUTS 
UP Te New Bnil@in 


Here’s strength to spare against the toughest nuts . . . no slips, no breaks— 
but positive knuckle and job insurance. Those are extras you give your 
customers with New Britain Sockets. 


New Britain builds its Greater Strength-Better Fit with selected alloy 
steel—machined with hairsplitting precision, heat treated to rugged per- 
fection and exactly broached for sweet fit—on the nut! From }” to }” 
square drive, there’s a Socket to suit every job in plant maintenance and 
repair .. . regular Sockets for everyday service—thin wall Sockets to ease 
into cramped quarters—extra-deep Sockets to reach over obstacles— 
flexible Sockets to get around corners. 


Supporting this hardworking Socket team is a complete Line of New 
Britain Drive Parts—sturdy Ratchets, Speeders, Flex Handles, and Exten- 
sions that combine to come through in tightest spots. Your customers will 
go for this money-making New Britain Line . . . it spells real profit for 
YOU. Ask about it today! The New Britain Machine Co., New Britain, 
Conn. 


Mery LE; 


GREATER STRENGTH + BETTER FIT 
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eo SUPERIOR 


SPUR-GEARED CHAIN HOIST 


ROU 
Steel- 
Ball-Bec 
TROLLE 


Flexibility and general 
Superior Hoist is greatly 
installation of this | bea 
ROUND Self-Aligning Troll 

for use on either straight or cu 
Precision bearing equipped, 
Zerk pressure lubrication, it tr 
and smoothly—gives years of se 


Step into almost any shop t¢ 





for The Superior Chain Hoist. E 

install equipment to save time a 

work. For the past four years the hi 
Chain Hoist has been serving in 
globe. Now it is back—available to 
able delivery. Your market for the Sup 
and waiting. It is an unprecedented opp 
major item in the mill supply line. 


Shop men everywh 

the simple standa 
Superior Spur-Gear 
bearing equipped a 
parts are of steel from 
The Superior combines 
operation with rugged d 


DAVID 


ROUND 


& SON ¢ CLEVELAND 5, OHIO 


ASSOCIATES DAVID ROUND & SON, CLEVELAND 5S, OHIO 
THE BRIDGEPORT CHAIN & MFG CO., BRIDGEPORT |, CONN 
SEATTLE CHAIN & MFG. CO., SEATTLE 8, WASH 
ROUND CALIFORNIA CHAIN CORP LTD, SO SAN FRANCISCO 4 LOS ANGELES 54, 
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Talk of the Trade 


HOSPITAL NEWS: Gene McCarthy (Beals, McCarthy & Rogers, Buffalo) has 

_had a long hospital seige . . . Gene, past president of the National Association, 
tripped on steps more than eight weeks ago and tore the tendons in one of his 
legs .. . Don Richards and Zack Martin (Qwen-Richards Co., Birmingham) 
are under doctor’s orders to take things easy these days . . . Don is basking in 
the Florida sunshine . . . Zack is in the hospital . . . Bill French (Dodge Mfg.) 
is convalescing at home aéter an operation. 


. 





VACATIONERS: Ray Neal (R. C. Neal Co., Buffalo) recently returned after 
a hunting expedition in Canada . . . George Gist (Wilson Supply Co., Houston) 
spent his vacation with his family along the Central Gulf Coast . . . Charlie 
Pattison (Pattison Supply, Cleveland), who hasn’t had a vacation in five years, 
took one this year—a couple of days at a time. 


FISH STORY: E. Hulings Antrim (Antrim Hardware, Camden, N. J.) went 
fishing out of Wedgeport, Nova Scotia, last summer and brought to gaff three 
king-size tuna, two in the 500 to 600-lb. class and a grandpappy weighing 797- 
lbs. dry . . . He can prove it, too, with attested certificates. 


HARDWARE HIGHLIGHTS: John Whipple (Hibbard Spencer, Bartlett & 
Co., Chicago) staggered the imagination of delegates to the Wholesale Hard- 
ware Convention in Atlantic City when he told of, the acres and acres his firm’s 
new plant will occupy . .. A. Z. Moore (Steinman Hardware, Lancaster, Pa.) 
attended the convention but it meant missing an important meeting of Lancaster 
distributors with purchasing agents . . . There was very little boardwalk strolling 
on the second afternoon of the convention—everyone was close to a radio listen- 
ing to the final game of the World Series . .. George Fernley attended but did 
very little talking—he’s recovering from a throat operation. 





There's No End 


NEW SALESMEN: Jack Sturges, Atlanta district manager for Goodyear’s aS mi pricy) | 
mechanical rubber goods, is now on the sales staff of W. S. Wilson Co., New be e C BUSA | | 
York supply firm . . . Jack will specialize on rubber goods and will sell, prin- aA | | geese cx | 
cipally, to the paper, textile and mining industries . . .. Two new salesmen have By oT 
been added at Industries Supply Co., San Diego . . . They are W. T. Peterson = peice y} 
and Dale Bulgren. 





ON THE TEAM: It’s an all-Crush team at the Albert B. Crush Co., Louisville, 
Ky., where Albert B. Crush is president; son Albert L. is learning after a stint 
in the Army; R. A. Crush, brother and uncle, runs the inside office. Crush, Crush & Crush 





busy explaining how he came to run his launch on a sand bar in the Tennessee | 
river .. . Mack had to swim ashore to ‘phone for help in taking the craft off . . . $5? >) AA 
Jack Burns (Burns Bros., Syracuse) and Al York (Watston-Stillman) also are . 
ardent boatmen . . . Al recently caused a bit of consternation by running 
out of gas in Ambrose Channel, New York Harbor’s “main drag” . . . Jack’s 
principal trouble has been anchoring “solidly” and then finding out it wasn’t 
solid enough. , 


a Ny > rey 
S.0.S.: Mack Clark (Johns-Manville representative in Knoxville) is being kept - ¢ | ce 


meee ATT meta 
es 


Se 
— 6. OBE 


— Neen 





R.W.B. Sailing, Sailing 
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FOR THE SERVICE? 






DISTRIBUTORS 


























have the answer 
: »»e and a lead to Extra Valve Sales! 


} Show a valve user how to save money on mainte- 
nance in these days of mounting wage levels and mate- 


“Guide to Correct rial costs— and you’ve made a friend. 


; Disc Selection” and Jenkins Distributors are fully equipped to make 
“Valve Disc Selector” Wall Chart friends this way with their line of Jenkins Renewable 
Composition Discs. Now the new folder, “A Guide to 
aati” teiatiell titieietidinn em dian eshetinns Correct Disc Selection” and the new “Valve Disc 
and usage to promote valve economy, and help- Selector” Wall Chart, are further aids to creating 
ful hints for saving maintenance time and good will. 


ei: gang sagietiliedaes fem ears Because Jenkins Bros. is the only manufacturer of 
for posting for quick reference by ‘mainte- both valves and discs, and is recognized for leadership 
nance men. in dise development and production extending over 

80 years, the Jenkins Distributor is the logical source 


of reliable disc recommendations. 


Talk about Valve Discs naturally leads to talk about 
sail oy ven the ‘ae valves — puts the Jenkins distributor in a good position 
eS a Comyn Oana BO to develop extra valve sales. 


The “Guide” is a 12-page folder packed with 








of the Jenkins franchise — advantages that, year after 
year, put Jenkins Distributors out in front in valve 
sales and profits. 


Jenkins Bros., 80 White Street, New York 13; Bridge- 
ort; Atlanta; Boston; Philadelphia; Chicago; San 

















rancisco. Jenkins Bros., Ltd., Montreal; London. 


t Kleene This “inside on discs” is only one of many advantages 
ve 
eh 





g ' LOOK FOR THIS Se DIAMOND MARK 


SINCE ratom Ones 1e64 


Pe | GY JENKINS VALVES 


1 For every Industrial, Engineering, Marine and Plumbing- 
| Heating Service . . . in Bronze, Iron, Cast Steel and 
Corrosion-resisting Alloys .. . 125 to 600 lbs. pressure. 


Sold Through Reliable Industrial Distributors Everywhere 
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REPUBLIC’S 
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LINE 


A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


PRICE 


A price basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM 


Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to day 
solicitations. 


SELLING 


Selling helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a know/- 
edge of the product sold. 








w. F. CROWDER, Editor 


NOVEMBER, 


1946 


R. W. BARNETT. Managing Editor 


IS YOUR INVENTORY 100 HIGH? 


ever, a matter toward which top management in supply 

: firms must currently give their best attention and 
thoughts. This editorial presents a factual picture of the 
inventory situation as it affects distributors and manufac- 
turers who are their customers. It traces through some of 
the factors which have been responsible for the growth in 
inventories in the past year. It also suggests areas of 
caution and points out some of the implications of various 
courses of action. With this background, each distributor 
will be in a better position to select the proper inventory 
policy for his own concern. 

In the first place, it should be remembered that an inven- 
tory position is not static. Whether it is too high or too 
low is ‘a relative matter—relative in relation to sales 
demand. Inventory which may be proper in relation to 
salés' in a period of rising volume may suddenly become 
excessive with a contraction in demand. Thus, each dis- 
tributor is faced with the problem of forecasting or at 
teast keeping currently up to date on his customers’ demand. 
In a broad sense, the state of the economic health of 
industry generally (the customers of the industrial dis- 
tributor) determines his own economic well-being. The 
distributor, furthermore, has the problem of adjusting his 
inventory to this customer demand. He is thus concerned 
with his customers’ demand and inventory position and 
with his own inventory in relation to this demand. 

The level of manufacturing demand for the products of 
the industrial distributor is, of course, tied up with many 
economic factors besides inventory. Certainly, the level of 
wages, productivity of workers, the relation of prices and 
costs, the volume of deferred demand, the level of income 
payments and many other elements which determine the 
level of the manufacturer’s operations have a bearing on 
the volume of his demand for distributor items. Here, how- 
ever, the analysis is confined to the manufacturer’s inven- 
tory position. As in 1920 and again in 1937, the level of 
inventories may prove a critical factor in current business 
decisions. 

As of the first of September, 1945, the value of manu- 
facturers’ inventories was $16.3 billion, according to the 
estimates of the U. S. Department of Commerce. By the 
first of September, 1946, these inventories had risen to 
$18.4 billion, a gain of $2.1 billion or approximately 13 
percent. More significantly, the bulk of the increase has 
occurred in the last few months. Inventories of manu- 
facturers producing durable goods increased during this 
period from $8.6 billion to $9.3 billion and inventories 
in non-durable goods plants rose from $7.7 billion to $9.1 
billion. At these levels, inventories were of record size. 


T° 1S NO QUICK ANSWER to that question. It is, how- 


In terms of stage of fabrication, inventories of purchased 
material of all. manufacturers rose from $7.7 billion in 
September, 1945, to $8.8 billion in 1946; inventories. of 
goods in process increased from $4.0 billion to $4.3 bil- 
lion; and finished goods inventories increased from $4.6 
billion to $5.3 billion. 

Commenting on these figures, the Department of Com- 
merce points out’ that although goods are still flowing into 
business inventories at a high rate, these inventories, are 
not excessive at the ‘present time in relation to the volume 
of business being handled—rather there is still some dis- 
tance to go before they would be classed on the basis of, 
past relationships, or in terms of the convenience of the 
manufacturer or processor and the consumer. Neverthe- 
less, it is. well to keep in mind the magnitude of the cur- 
rent flow of production into inventories, and what will 
happen to total demand when there fs no longer a require- 
ment for filling the business pipelines. 

Certainly, the higher level of business calls for Jarger 
inventories and undoubtedly accounts for the major part of 
the gain in the past year, but a number of peculiat*¢le- 
ments in the present situation require investigation. A 
few cases for which hundreds of counterparts*could prob- 
ably be found indicate the nature of these unique factors 
in the current situation. 

During the past few weeks, we have had an opportunity 
to talk with a number of large manufacturers in the durable 
goods field about their inventory positions. These conversa- 
tions threw light on what is going on in the plants of the cus- 
tomers of industrial distributors. The facts present the 
story, but the names of the concerns are necessarily withheld. 

Company A is a large concern producing original equip- 
ment parts for a long list of America’s major concerns. Its 
products could be gears, axles, bearings, or any one of a 
number of other similar customized component products. 
By its very nature, Company A must schedule its operations 
closely with those of its customers. Furthermore, there is a 
considerable time lag between the receipt of raw materials 
and the shipment of its finished component parts. Over the 
past several months, this concern had been supplying Com- 
pany B, who is a major factor in shall we say the automobile, 
or farm implement, or refrigerator business, with approxi- 
mately 60,000 units of its product per month. There is a 
terrific deferred demand for the products of Company B, but 
full volume production has been held up by shortages of a 
few items. Company B, however, had been buying and stock- 
ing available products in excess of current production needs. 
In light of the heavy deferred demand, and in the hope that 
it could get its production up, the company felt that this 
policy was justified. Gradually, inventories of raw materials 


MILL SUPPLIES © NOVEMBER, 1946 81 





IS YOUR INVENTORY TOO HIGH? 


and goods in process built up to levels that Company B 
viewed as dangerous. To work down these inventories, all 
purchases were reduced to the level determined by the flow 
of the shortest component item. 

Company A was notified by B that it would take only 20,000 
items per month. Since Company A had its production sched- 
ules on this item set for 60,000 units per month, an imme- 
diate cut to less than 20,000 units per month was indicated 
—goods already in process would continue to flow off the 
production line at the 60,000 rate. The director of purchases 
of Company A, who partieipated in this discussion pointed 
out the effect of this down scheduling on his purchases of 
production items. The policy of the company on purchases 
of mill supply items was to have about 45 days’ supply on 
hand. With operations cut from 60,000 to 20,000 units, Com- 
pany A at the time of the reduction thus had at least 135 
days’ supply of production items on hand. The effect on pur- 
chases from distributors is obvious as the company began 
working down inventories of these production supplies to the 
45-day level. As was pointed out earlier, an inventory posi- 
tion is never static. A level of supplies which would be con- 
sidered normal at one rate of operations can suddenly be- 
come excessive. 

Company A over the past year had frequently found itself 
with burdensome inventories of finished goods resulting from 
another type of situation. Company C, another good customer 
of Company A, encountered labor difficulties and was forced 
to close. All shipments were stopped. But all unshipped 
finished items plus all the items that were subsequently 
worked out through the production cycle entered into finished 
goods inventory. Workers were out of C’s plant for some 
months and meanwhile A was forced to carry the inventory. 
Similar situations could probably be found in hundreds of 
other component parts plants as strikes have closed the plants 
of manufacturers assembling the final product. This, of 
course, tends to tie up the working capital of manufacturers 
and, if carried too far, would necessitate either the liquida- 
tion of other inventory or require the acquisition of new 
working capital funds. 

The effect of excessive and unbalanced manufacturers’ in- 
ventories is pointed up in the experience of a distributor. 
In this particular case, a new, relatively small plant had been 
set up in the distributor’s territory and was apparently doing 
a nice volume of business. At least the distributor’s sales to 
this account had been very satisfactory. Suddenly, the ac- 
count stopped paying bills, but continued to buy. Upon inves- 
tigation, the distributor found that this manufacturer had 
committed the usual sin of the new and inexperienced opera- 
tor. His working capital had become tied up in inventories of 
raw and semi-finished materials which he couldn’t finally 
process and sell because of a shortage of a few minor parts. 
He had been in effect drawing on the working capital of the 
distributor to supply his own deficiency in working capital. 

These cases have been cited to indicate some of the factors 
beyond the increase in sales volume that have been responsible 
for. the increase in manufacturers’ inventories and to show 
how these enlarged inventories may affect the distributor’s 
own position. Now what about the level of the distributor’s 
inventory itself. 


(Continued) 


Starting on page 97 of this November issue of Mitt Sup- 
PLIES, we present the results of a survey of distributor opera- 
tions in the year since V-J Day. The results shown in this 
special section are based on responses from approximately 
100 distributors of all sizes and from all parts of the country. 
The picture may thus be considered as typical of trends in 
the entire industry. Inventories on distributors’ shelves in 
September of 1946 were 27.7 percent higher than in Septem- 
ber, 1945. Sales during the period were up on the average 
17.4 percent. 

In weighing the significance of these figures, it must be 
borne in mind that an inventory position can only be judged 
good or bad in relation to sales. We see nothing to be 
alarmed at in the fact that inventories increased more than 
sales. As every distributor knows, inventories on V-J Day 
were abnormally low. This more than proportionate increase 
over the past year probably represents an attempt to bring 
inventories back into the pre-war relation with sales. In a 
sense, this was a very healthy development. Indeed, one of 
the major economic justifications for the distributor’s exist- 
ence is that he can supply his customers with merchandise off 
the shelf. 

In reviewing his present inventory position and determining 
his course for the future, however, there are a number of 
points which the distributor must keep in mind: 

1. He must strive for balance. Overall dollar inventories 
may be satisfactory in relation to sales, but the distributor 
may be heavily overstocked in certain lines and extremely 
short on others. A loss on overstocked inventory lines can 
have serious repercussions. This means that supplies of every 
line should be carefully scrutinized and evaluated im terms 
of customer demand for the line. In those instances, where 
the distributor is stocking for the peculiar requirements of 
his customer, salesmen must be constantly on the alert for 
changes in operating levels. 

2. He must analyze his backorders. Are these backorders 
based on solid orders or have the customers placed similar or- 
ders with other distributors? Do these backlogs represent real 
need? Suppose supply conditions loosened and the manufac- 
turer shipped at once all the backorders you have with him, 
would you be overstocked? For a number of years now, 
distributors in a sense have been able to sell all they could 
get. This may have colored their buying philosophy. Now is 
the time for reappraisal. 

3. He must watch his working capital position. In a dy- 
namic situation, we have seen how the normal inventory of 
today becomes excessive tomorrow. Working capital funds 
invested in inventory can become frozen with a change in 
the level of sales. Then too, a downward change in price 
level can ruin the unwary distributor. Since he carries stock, 
he must assume this risk, but the risk should be kept at a 
necessary minimum. Frozen inventory in his customer’s plants 
may also put a strain on his own working capital as accounts 
receivable increase. Smart management will analyze the work- 
ing capital position of the firm in terms of various contingen- 
cies—various levels of sales and in terms of price changes. 

Yes, in this uncertain period when dynamic forces are at 
work, the best brains in each supply firm should be devoted 
to the continuous appraisal of the firm’s inventory position. 
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Frank G. Stewart (right), president 

of Standard Automotive Supply, 
stands across a display case from 
John T. Mysiak, counterman. 


SEEING IS BUYING 


Recognizing display as an extra sales "force", dis- 
tributors provide facilities for it to play its full part 


in the selling program 


to exploit every means of increas- 

ing sales profitably and improv- 
ing service to customers are concerned 
with product display. But there has 
always been difference of opinion as 
to the best display methods. 

Question and doubt often arise when 
displays are to be set up and main- 
tained :—whether display actually helps 
sales; whether it is worth the time and 
expense required; whether display of 
one product has any influence on the 
customer who comes in to buy another, 
unrelated item; and finally, if display 
does pay off, what are the best ways of 
showing lines. 

Years ago it was the opinion of many 
that display, like a cake with candles, 
was for special occasions only, and not 
an activity of regular business routine. 
In recent years, however; there has been 


rape DISTRIBUTORS who wish 


a growing tendency for industrial sup- 
ply houses to make use of many display 
methods originally employed by gen- 
eral merchandising businesses. 


Ways and Means 


Because the actual effect of display 
on sales volume is a difficult thing to 
check quantitatively, it is sometimes a 
problem to determine whether a particu- 
lar product exhibit could be improved, 
or should be discontinued. The general 
retail trade has done considerable idea 
pioneering in the field of display. Their 
method of evaluating display worth is 
based on a comparison of what certain 
displays do in appealing to known hu- 
man desires with what they might do 
to interest prospective buyers. 

Among display methods which have 
proved their value in general retail mer- 
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ByN.C.ODELL 
Technical Editor 


chandising and which have been suc- 

cessfully used in mill supply merchan- 

dising are: 

Showing the product alone. 

Showing the product or package by re- 
production. 
Showing a full line of small items. 
Showing the product with suggested 
accessories or auxiliary equipment. 
Showing by picture how to use the 
product. 

Showing a new package. 

Showing new uses of product by pic- 
tures. 

Showing one manufacturer’s products 
as a separate department. 

Showing related products of several 
manufacturers as a separate depart- 
ment. 


Showing results of product use. 





The new store front at Standard Automotive Supply was 
designed by an architect to attract attention and draw 


people through the door. 


Showing product along with advertising 
literature. 

Display from which product can be 
taken and sold. 

Display which permits customer to per- 
form self demonstration. 

Display which offers sample of small 
item. 


Using motion of product or machine 
part to attract attention. 


In ascertaining the sales value of dis- 
play the distributor may resort to sev- 
eral checks. None of them is completely 
accurate, but used together they will 
give an indication as to which displays 
have the greatest influence_on prospec- 
tive customers. 

One yardstick of display interest is 
the number of questions asked of coun- 
ter and store men concerning each 
product or line displayed. An obvious 
gage of customer interest is the number 
of people attracted by certain items in 
the window or on the floor. Where a 
display offers literature, a check on the 
number of promotional pamphlets taken 
by customers affords a clue to sales ap- 
peal of the product as well as the way 
it is displayed. Repeat telephone calls 
or direct personal inquiries from pros- 
pects who start off by saying, “I saw 
such and such displayed in your win- 

” are, of course, a definite 
measure of the power of a display. 

Although there is no rule of thumb 
for determining before hand the value 
of industrial supply display methods 
and arrangements, the same principle 
justifies all of them. Everybody has so 
many wants that they cannot remember 
them all at will, and a reminder in the 
form of a product they can see, feel 


This colorful tool panel, illuminated by built-in fluores- 
cents, occupies a prominent position on the mezzanine 


partition at Standard Automotive Supply. 


and examine often starts the mental 
process that makes them buy. The 
methods of a few display-minded dis- 
tributors demonstrate the possibilities. 

Among the houses who attribute posi- 
tive sales value to their displays are 
Standard Automotive Supply Co., Wash.. 
D. C.; The Ridge Co., South Bend, 
Ind.; Hardware & Supply Co., Inc., 
Terre Haute, Ind.; Ellfeldt Machinery 
& Supply Co., Kansas City; Whitcher 
Machinery Co., Aberdeen, Wash.; and 
J. E. Haseltine Co., Portland, Ore. 

Their reasons for maintaining dis- 
plays as a regular part of their busi- 
ness operations are varied, yet all stem 
from practical sales results, and im- 
proved customer relations. One dis- 
tributor finds that it pays dividends 
to remind customers of their wants. 
Another finds displays aimed at certain 
customer groups good order-producers. 
One finds product display to be a real 
help for salesmen. And display has 
beer profitably used by one house ih 
announcing a new line. 


Five Point Program 


Product display is the motivating rea- 
son for a new store front on 14th Street, 
N. W., Wash., D. C. Through the use 
of attractive tilework and glass brick, 
the Standard Automotive Supply Co. 
store catches the eye of passers-by. A 
carefully planned window and en- 
trance layout has the effect of drawing 
people in through the door. The idea 
underlying redesign of the store front 
also applies to the ideas being put to 
work behind it. The single purpose is 
to get the maximum amount of mer- 
chandise where the greatest number of 
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potential customers can see afid under- 
stand it, with a minimum of confusion. 

Frank G. Stewart, president of Stand- 
ard Automotive Supply, is a champion 
of display as a vital factor in industrial 
supply selling. His store merchandis- 
ing methods are built around several 
kinds of display, each with a definite 
aim. The program to put his ideas to 
work is now under way. 

The first important display medium, 
according to Mr. Stewart, is the win- 
dow. He believes this should present 
with a sparkle some articles from each 
of the general types of merchandise 
handled. These should be arranged in 
such a way that crowding and confusion 
do not kill the effect. Simplicity and 
clarity aré éssential if custonter$ afe to 
be drawn in instead of scared away. 

The second display category in- 
cludes the larger lines such as machine 
tools, machines and automatic equip- 
ment having specialized use. . These 
items are displayed to best advantage, 
Mr. Stewart believes, in separate floor 
booths built to simulate settings where 
the products will be used by customers. 
For instance, one booth now contains 
automotive lubricating equipment ar- 
ranged much as it would be in a garage 
or maintenance shop, and future plans 
call for a booth representing a typi- 
cal home workshop in which will be 
displayed machinery for the woodwork- 
ing or metalworking hobbyist. 

The third display group occupies 4 
prominent place in the front-center of 
the store, between the counter along 
one wall and the functional booths op- 
posite, and comprises large items such 
as pumps, compressors, and heavy in- 
dustrial hardware whose application is 
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The front-center area of Standard Automotive’s store is Chain hoists were one key line included in the depart- 
devoted to display of equipment and machinery whose mentalized display arranged by E. O. Keb, The Ridge Co., 


application in industry is diversified. 


diversified. Mr. Stewart maintains they 
afford the prospective buyer, who may 
have to wait a few minutes after enter- 
ing the store, an opportunity to inspect 
carefully the salient features of equip- 
ment he may need without immediately 
realizing it. 

Colorful, well-lighted panels of me- 
chanics’ hand tools are the fourth dis- 
play group in Mr. Stewart’s plan. Pre- 
senting ordinary tools under the most 
favorable conditions, these panels are 
mounted on the wall forming the side 
of the store mezzanine and they are 
lighted by hooded fluorescents. Mr. 
Stewart knows this position above eye- 
level is just as sure an attention-getter 
in a mill supply house as that occupied 
by commercial advertising in trolley or 
subway cars. In addition, the arrange- 
ment of any line of hand tools By 
graded sizes produces a design that 
holds the eye. 

Lastly, and perhaps the display 
medium most important in building 
volume sales, is counter display. Mr. 
Stewart has devoted much study to 
counter display methods and Standard 
Automotive’s busy counter is witness 
to the soundness of his ideas. The 
set-up permits sectionalized display of 
small tools, gages, parts and supplies 
in the face of the counter, behind the 
counter and on top of the counter, with 
like articles grouped together. It is 
Mr. Stewart’s contention that here 
memory aids for customers are most 
important, simply because it is hard to 
remember quantity and variety of pos- 
sible purchases without being able to 
see them. 

“The person who enters the store to 


(Continued on page 249) 


for farm equipment distributors. 


When the welding department of J. E. Haseltine Co., Portland, Ore., was 
enlarged to include safety equipment, a window display was used to announce 
acquisition of the new line. 


Customers can examine machine tools from all angles in the neatly arranged 
display at Ellfeldt Machinery & Supply. Glass-faced counters provide space 
for small item display without crowding. 








Here's a typical single unit sold for a small brake service 
and repair shop. 





E STOCK AND SELL buildings— 
Quonset buildings. 

Although at present there is an 
unprecedented demand for buildings of 
all types, we have not gone into this field 
with the idea of cashing in on current 
demand. We are certain that it will 
represent steady business in the future. 
Our supplier is in it for that purpose 
and has even broader plans for this gen- 
eral type of structure. 


A small machine shop business is housed in a Quonset 





building sold by a Western salesman. 


“WE STOCK AND 








San Diego distributor takes on 
line of Quonset buildings, chal- 
lenges salesmen to look at sales 
figures without going “all out" 
for line; cites experiences 








This is the price list from 
which salesmen work in sell- 
ing the “Quonset 24 building.” 


To our mind, it is just as logical that 
the industrial distributor should stock 
and supply complete buildings as that 
he should stock steel, hardware, etc., 
that go into buildings that are individ- 
ually built, The stock is handled pretty 
much as any steel stock. We now have 
it in various places in the steel ware- 
house and some in open storage in a 
large yard which eventually will be cov- 
ered, providing a place where it can 
be segregated. 

All materials for the construction of 
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the buildings, down to the last nut and 
bolt are now available from the supplier 
for immediate shipment. We receive 
from five to ten cars a week, besides 
carrying a considerable stock. Each 
building comes in “package” form. A 
car contains anywhere from three to 
ten complete buildings, depending on 
the size of building. Our stocks on hand 
now comprise approximately enough 
for 100 buildings of various sizes. 

The buildings are furnished in three 
standard sizes as to width—20-ft., 24-ft. 
and 40-ft.; and in standard increments 
as to length—20-ft., in the case of the 
40’s, 12-ft. or multiples of 12-ft. in the 
case of the 24’s and 20’s. Thus. the 
buildings can bes strung out to any 
length desired. By means of standard 
conversion units, the multiple building 














This is a typical repair service garage 20-ft. wide lengthened This is a sample building erected by Western Metal suppl 
by three 12-ft. sections. at the San Diego County Fair. 


SELL BUILDINGS” 


By W. MURRAY SMITH 


Executive Vice-President 
Western Metal Supply Co., San Diego 


also can be extended to any desired W. Murray Smith, executive vice-president of the Western Metal 
width Supply Co. and A. M. Wright, special salesman (in dark suit), 
é talk things over near some of the heavier steel framing parts. 


Our stock also contains such items as 
window frames and windows and doors. 
‘These may be put in to meet the re- 
quirements of the customer. The build- 
ings are wholly of steel with the excep- 
tion of the glass in the windows and the 
‘concrete foundation and floor. Even the 
anchor bolts for the foundation come in 
the standard package. 

Therefore, the product we have to 
sell the customer is a general utility 
building, sturdier, longer lasting, and 
cheaper to maintain than a wood build- 
ing. It is at least as cheap to erect as 
wood and very much cheaper than some 
other forms of construction. The cus- 
‘tomer can either erect it himself, follow- 
ing the plans that go with each type of 
unit, or we will suggest contractors to 
him who will undertake the work. 
Where necessary, we will furnish super- 
‘visory service. Here are the four special salesmen on Quonset buildings with their sales man- 

What does the customer get for his ager. From left to right: C. L. Cross, Jr., Sales Manager J. H. Fickeisen, 
money? In Southern California, he gets R. B. Wallace, Jr., A. M. Wright, J. Ray and B. M, Warner, assistant manager, 

(Continued on page 269) steel department. 
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Approximately 20 distributors attended the Georgia group meeting In — 
Atlanta, September 25. Members were present from Savannah, Rome 
and West Point, as well as Atlanta. 


SOUTHERNERS PLAN 


Fue eprron of Mit Suppuies was invited to work with the members of the 
Planning and Decelopment Committee of the Southern Association in an 
all.day meeting in Atlanta, September 24. This was the first meeting of the 
Committee, but in the give and take discussion an action program was 
developed for enlarging the services of the association to its members. I 
also attended the regional meeting in Atlanta and Memphis on the two 
{ellowing days where I saw the new program unanimously and enthusias- 
tically received by those in attendance. 

The editor was most favorably impressed with the program as developed 
and with the response it received in the regional meetings. If it is carried 
out as conceived—and that will take a lot of “doing” and a lot of coopera- 
tion—it cannot help but rebound immeasurably to the benefit of all members 


B. S. Barker, Jr., vice president, Pye- 
Barker Supply Co., Atlanta, acted as 
chairman of the Georgia group meeting. 





Lloyd 8. Mize, president, Southern 
Supply and Machinery Distributors’ 
Association, outlines activities. 


HEN LLOYD B. MIZE took over the 
W gavel as president of the South- 
ern Supply and Machinery Dis- 
tributors’ Association last May in 
Atlantic City, he promised the member- 
ship that he would do everything in his 
power to strengthen and enlarge the 
activities of the association. He prom- 
ised action. That was no idle statement 
by Mr. Mize. 
One of his first moves was to appoint 
a committee of members to develop a 
program of action that would point the 
way toward expanded association activi- 
ties. This committee—the Planning and 


of the association. 





Watter F, Crowper 








Development Committee—was set up in 
August with T. J. Kenny (S. B. Hub- 
bard Co., Jacksonville, Fla.) as chair- 
man. Mr. Kenny is also first vice presi- 
dent of the Southern Association. The 
other members of the committee, as 
named in the accompanying picture, 
come from all parts of the South with 
representation from large and small 
houses and from firms handling dif- 
ferent auxiliary lines along with idus- 
trial supplies. 

A second move on the part of Mr. 
Mize was the reinstitution of regional 
meetings. The first such meeting was 
held by Georgia distributors in At- 
lanta, September 25. It was followed 
by a regional meeting in Memphis, Sep- 
tember 26. 

At these meetings, Mr. Mize outlined 
the activities of the association. since he 
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became president in May. Mr. Kenny 
discussed the program that had been 
developed by the new Planning and 
Development Committee. E. L. Pugh, 
secretary of the Southern Association. 
told the members of current Washing- 
ton developments and Walter F. Crow- 
der, Editor, Mitt Suppuies, described 
the details of the advertising campaign 
sponsored by Mitt Suppuies for the 
benefit of industria] distributors. Other 
meetings are being scheduled for the 
period before Christmas. 

Preceding these two regional meet- 
ings, the organization meeting of the 
Planning and Development committee 
had been held in Atlanta, September 
24. Out of that meeting, four objectives 
were developed that highlight the pro- 
gram of expanded activities of the ae- 
sociation. As announced by Mr. Kenny 
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The Memphis regional meeting on September 26, drew members from 
four states. Among the distributors present were representatives from 
Alexandria, Shreveport and Monroe, Little Rock, Jackson and Memphis. 


Members of the new Planning and Development Committee, left to right—M. 
N. LeNeave (Manager, Supply Division, Allison-Erwin Co., Charlotte, N.C.); 
H. M. Young (Manager, Supply Department, The Murray Co., Dallas, Texas) ; 
Lioyd B. Mize (President, Industrial Supply Corp., Richmond, Va.); T. J. 
Kenny (President, The S. B. Hubbard Co., Jacksonville, Fla.); George G. 
Weaks (President, Weaks Supply Co., Monroe, La.); and John B. Crimmins 
(President, Mills and Lupton Supply Co., Chattanooga, Tenn.) 


at the Atlanta and Memphis meetings, 
these objectives are: 

1. To study and promote methods that 
will improve the efficiency of the opera- 
tions of our members. 

2. To intelligently present to the manu- 
facturers of our industry the increasing 
sales potential of the South. 

3. To present to manufacturers of in- 
dustrial supplies the substantial facili- 
ties and trained personnel available 
through Southern distributors. 

4. To sponsor a campaign to sell indus- 
trial buyers on the advantages of pur- 


chasing from distributors. 

In elaborating on the first objective, 
Mr. Kenny pointed out that the number 
one job that faced distributors was to 
get their own houses in order. He in- 
dicated the need for facts on all ele- 
ments of the distributor’s business and 
urged that helpful facts and studies 
could be developed by distributors 
working together. 

On the second point, he cited figures 
to show the growing industrialization 
of the South and went on to point out 
that manufacturers of supplies should 
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Richard Alcott, vice president, The 
Riechman-Crosby Co., Memphis, acted 
as chairman of the Memphis meeting. 


T. J. Kenny, chairman, Planning 
and Development Committee, pre- 
sents dynamic new program. 


have this growth forcefully called to 
their attention so that they could see 
the need for more diligently working 
with distributors in the South. 

Third, Mr. Kenny stressed the splen- 
did facilities of existing distributors and 
urged that the members through their 
association call the attention of sup- 
pliers to these facilities. 

And on the fourth point, Mr. Kenny 
pointed out the importance to the dis- 
tributor of having his services brought 
to the attention of industrial buyers and 
indicated the need for cooperative ac- 
tion on this matter. 





to work with, and the job will be 
done to their satisfaction and 
yours. 

That is the idea behind the present 
sales program of the Bronx Hardware 
& Supply Co., New York. The firm’s 
sales staff, made up of seasoned indus- 
trial supply men of ten to twenty years’ 
experience, has been given several new 
tools with which to get the most out of 
their territories. Of these, the Technical 
Applications Division, or TAD, ranks 
first. The second tool is comprised of a 
group of new forms, justified because 
they help the salesman and his cus- 
tomers. 

The new Technical Applications Divi- 
sion is headed by Charles K. Deutch as 
division manager, with the assistance of 
Robert P. Rudy, sales engineer. The 
men provide technical knowledge to the 
regular salesmen on material handling 
equipment, power transmission equip- 
ment, hoists and cranes, pumps, and 
compressors. Both men are engineers, 
both have a deep background in applica- 
tion engineering of industrial supplies. 

In arriving at the decision to inaugu- 
rate the TAD, I. J. Biltchik, vice-presi- 
dent and general manager, and Bernard 
Cullen, vice-president in charge of sales 
and advertising, reasoned along the fol- 
lowing lines: While many of the multi- 
tude of lines offered to industry may be 
sold without technical knowledge, the 
sale of mechanical power transmission, 
material handling equipment, pumps, 
and compressors requires such knowl- 


¢': THE RIGHT MEN the proper tools 


9 


SPADEWORK 


Bronx distributor finds he can sell 
more things to more people 
through technical aid and the | 
service provided by pertinent | 


new forms 


At the head of the technical applications division is Charlies Deutch, who 
plans to enlarge the division by adding men trained on cutting tools and 
abrasives. Mr. Deutch is assisted by Robert P. Rudy, sales engineer. 


edge, if the installation is to be a thor- 
oughgoing job. The selling of the four 
lines demands not only soliciting of 
single items or units, but application en- 
gineering in the case of multiple instal- 
lation. If Bronx Hardware were to set 
up a TAD, the firm could expect its 
regular salesmen to broaden their sales 
horizons with the TAD men to back 
them up, and could expect the technical 
men to go after installations that the 
regular salesmen might be afraid to 
handle. 

How correct this reasoning was is 
proved by the fact that sales attributed 
directly or indirectly to the TAD by the 
end of summer were 17 percent higher 
than the estimated figure, a figure ad- 
mitted by Mr. Cullen to have been op- 
timistic. 

Salesmen of the regular supply group 
may ask to be accompanied to a par- 
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ticular account by one of the TAD men 
on Tuesdays and Thursdays during the 
work week. The salesmen lose nothing 
monetarily by their request for technical 
aid. On the other hand, the technical 
men receive commissions on all their 
sales, too, but they are higher on so- 
called “house” accounts or personal ac- 
counts that they work alone on Mon- 
days, Wednesdays and Fridays. 

As Mr. Cullen pointed out, this looks 
like an expensive proposition—and he 
admitted that a great deal of money has 
gone into the setting up and operating 
of TAD. But the rewards in satisfied 
customers and bigger orders have out- 
weighed the cost even in the first few 
months of operation. One firm in par- 
ticular, formerly giving Bronx Hard- 
ware about a thousand dollars worth of 
business a year, is slated to spend be- 
tween three and four hundred thousand. 
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The change resulted from the president 
being interviewed by one of the techni- 
cal men, giving an order for an installa- 
tion, and finding the work very much to 
his satisfaction. , 

Occasionally a salesman comes across 
a prospect or customer who has an un- 
usual situation or problem that the 
salesman can not answer. He fills out 
a sales and service report, giving com- 
plete details of the customer’s problem. 
On this form he makes an analysis and 
comment on the job, plus suggestions 
and recommendations. When Mr. Cul- 
len receives this form, he calls in a 
member of the TAD, who examines the 
report, possibly suggesting that he ac- 
company the salesman to the customer’s 
plant on the following Tuesday or Thurs- 
day. Mr. Cullen then gets in touch with 
the salesman, advising him of the office’s 
decision. He also telephones the cus- 
tomer, asking that an interview be ar- 
ranged with both the salesman and the 
technical man. This attention to their 
problems wins the favor of many pur- 
chasers and prospects. 


Advertising Helps 


Aiding both TAD and the regular 
sales force is the firm’s advertising de- 
partment, another tool forged for the 
salesmen. This group, kept in constant 
touch with changes in customer organi- 
zations by comments on the salesmen’s 
daily forms, sends out no less than 450,- 
000 pieces of direct advertising every 


A member of the advertising department 
looks over the addressograph stencils 






The salesmen’s daily call re- 
port is unusual in that the 
advertising department is 
able to keep on top of its 
mailing list through infor- 
mation provided by the sales 
force. The department 
uses (right) a graphotype, 
an addressograph, a mimeo- 
graph, a folding machine, a 
multigraph and a postage 
stamping machine. 


year. Addressograph stencils used for 
advertising matter are filed by salesman, 
by firm name and by type of industry. 
Bronx Hardware does not waste adver- 
tising matter on accounts having no in- 
terest in the item being advertised. The 
firm also employs an outside advertising 
agency, which handles its advertising 
publicity in local trade magazines and 
in the newspapers. 

“Forms, for the sake of forms, are 
out,” said Mr. Cullen. “Unless a form 
to be filled in by a salesman helps him, 
the firm, his customer, or one of our sup- 
pliers, we want no part of it.” 

All salesmen submit a weekly call 
schedule to Mr. Cullen the Friday night 
preceding. This is a mineographed 
sheet, having 50 numbered lines, a col- 
umn for the account name, the persons 
to see, and columns for checking off 
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what day the account is to be visited. 
As Mr. Cullen goes over these sheets, 
he may “star” or question one of the 
accounts, meaning that he intends to 
speak with the salesman about the ac- 
count the next week. The sheets are 
then kept in the vice-president’s desk 
until the weekly sales meeting. 

The daily call report, made up each 
evening, or as the salesman finds time 
during the day, is unusual in that one- 
third of it is devoted to a memo to the 
advertising department. It is through 
these memoranda that the department 
keeps on top of its mailing list. The 
memo, which can be torn off the regular 
call report, allows the salesman to 
check off such instructions as: Add to 
mailing list; remove from list; note new 
address; correct name; send literature 

(Continued on page 267) 





ing in San Francisco, executives 
of the Dallman Supply Co., set out 
to acquaint the California industrial 
world of their facilities for rendering 
rapid and efficient distribution service. 
To accomplish this, an elaborate open 
house celebration was staged with a 
Hollywood showmanship touch. 
Instead of routine announcements of 
the opening with an invitation to drop in 
and look over the new layout, Dallman 
supply mailed out invitations that ex- 


Pine proup of their new build- 


Pipe, steel and heavy equipment are loaded in a huge 
structural steel and corrugated iron shed at one end of 
the main building. The shed is large enough to accommo- 
date six to eight trucks at the same time. 


San Francisco distributor em- 


ploys Hollywood technique 
for celebrating completion of 
new building, entertains more 


than 


2,500 guests at open 


house 


Featured on the invitation to the Dallman open 
was this cutaway drawing of the new building. 
arrows were connected to photographs captioned to pe 


up the features: (1) 
“Ideas mean business. 


“Orders speed through our office”; ( 
In this meeting room we put our he: 


together”; (3) “Complete stocks mean you get deliveries faster”; 
“Machines do your heavy lifting”; (5) “You can load in a hurry”; { 


“You see what you’re getting.” 


panded into 18 x 24-in. broadsides. The 
invitations were printed in color with 
maps and cutaway views and_photo- 
graphs of the company’s new facilities. 
The effectiveness of the invitations can 
be judged from the fact that more than 
2,500 guests attended. 

Open house hours were from 7 to 
10 p.m. and arrangements were made 
with emphasis on details. Twelve flood- 
lights were focused on the new white 
building; hostesses in evening gowns 
greeted the guests; salesmen were on 


hand to serve as guides for to 
through the three-story building; 
third floor warehouse area was utilized? 
for serving a buffet supper and for the — 
dispensing of drinks over a 20-ft. bar 

Although there are three floors to 
the building, it gives the appearance of 
a two-story building. The first floor is 
partially excavated while the second 
floor is at car height. The first floor is 
used for the storage of heavy equip 
ment, plumbing fixtures and heating mé 
terials. 

The second floor contains the dit 
play rooms for both the Dallman Sup- 


Continuous fluorescent troughs were provided in the 
offices. First floor offices have asphalt tile floors; those on, 
the second floor are of pecan hardwood. 
have acoustical treatment. 


The offices also 












The Daliman Supply 
Co.'s new building was 
designed to speed up 
service. 








LR. AS REE GELB. 


Our Thanks 


The executive offices in the new building, such as this one 
occupied by Vernon S. Daliman, president, are finished in 
matched walnut paneling. A communicating system (note 
Mr. Daliman’s set) interconnects every part of the building. 


Employees presented officials of the company with a large 
cake made in the shape of a neo-angle bathtub. Here the 
master of ceremonies, Mr. Algard, makes the presentation 
to Rosalie L. Lincoln, secretary; Vernon S. Daliman, 
president, and Lloyd H. Daliman, vice-president. 





f THE PHOTOGRAPH and cutaway drawing of the Dallman 

Supply Co., may appear familiar to you. They are the 
same illustrations which were uséd on the front and back 
covers of the booklet, “Service and Dependability”, 
which was prepared by Mitt Suppuies for customers of 
industrial distributors throughout the country. Mi 
Supriscs is grateful to Vernon S. Dallman, president of 
Dallman Supply Co., for granting permission to use the 
illustrations without any credit to his company. 


ply Co., and its affiliate, the Dalco Ap- 
pliance Co., sales offices for each com- 

_ pany, customers’ call counter and ship- 
ping office. The warehouse portion of 
> the first floor includes bin space for fit- 
~ tings, valves, package goods and all 
~ types of parts and specialties. The ware- 
“house features wide aisles to permit 
_ the use of fork lifts and other mobile 
equipment. The principal feature of 
the first floor is a car-height platform 
» Providing 1,800 sq. ft. for easy acces- 


The Editors 


sibility to freight cars. On the opposite 
side of the building is.a truck-height 
platform, large enough to permit the 
loading or unloading of twelve to four- 
teen trucks at one time. Adjacent to 
this platform is a large paved parking 
area for customers. 

The second floor is also connected by 
ramps to a warehouse, 10,000 sq. ft. in 
area which is entirely covered by a 
three-ton bridge crane used for han- 
dling steel, pipe, steel sheets and other 
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heavy merchandise. The warehouse is 
open at both ends so trucks may drive 
throughout the entire area. Adjacent 
to the pipe and steel warehouse is an 
outdoor storage area of 40,000-sq. ft. 

The corner location provides entrance 
from two streets and there is a third 
street entrance which enters the center 
of the property. All of the open area 
is enclosed by chain link fencing. 

On the third floor, the executive and 

(Continued on page 264) 








industry shed its swaddling clothes, 
there has been a difference of opin- 
ion as to whether straight salary, 
straight commission or a combination 
of the two is the best method of com- 
pensating salesmen. Time solves many 
problems but the question of salesmen’s 
income is still a debatable one; it is a 
subject that is widely discussed in all 
sections today. You have but to visit a 
half dozen distributing firms to meet 
with proponents of most every plan ever 
tried. 
The one definite conclusion that has 
been reached by distributors who have 
studied the advantages and disadvan- 
tages of the various systems is: There is 
no single plan that will best suit all 
situations. It is fairly generally agreed 
also that because the matter is so com- 
pletely individual, it is a problem that 
must be restudied and reevaluated peri- 
odically to meet changing conditions. 
We have just finished a period—the 
war—when some compensation plans 
were considered unfair by either dis- 
~ tributing companies or the salesmen. 
However, because of government re- 
strictions, there were relatively few 
changes made in compensation plans 
during the war and this has heightened 
the interest in the subject today. 
Another and probably potent factor is 
the general unsettled feeling in regard 
to labor. The inflation we have expe- 
rienced and the individual’s feeling on 


Fis THE TIME the industrial supply 


whether greater inflation is in store for 
us are among the numerous other fac- 
tors involved. 

While the factors may be considered 
new, the problem is not. Evidence of 
this can be found in the fact that as far 
back as 1912—34 years ago—Thomas 
A. Fernley wrote in a book entitled 
“Price Maintenance”: 

“Many of us remember the good years 
gone, never to return, when the subject 
of compensation of salesmen was one 
that did not cause us much anxiety.” 


San Schools of Thought 


There were the same schools of 
thought in those days that exist today. 
One school contends that salesmen 
should share directly, and proportion- 
ately, in the business he brings into a 
company; another holds that by putting 
the emphasis on the profits rather than 
on doing a well-balanced job of repre- 
senting the firm there is a danger of 
overlooking smaller, but nonetheless 
vital accounts. 

From the salesmen’s standpoint, both 
plans offer advantages. Some salesmen 
point out that working on a commission 
basis puts no ceiling on their income; 
others counter with the fact that work- 
ing on a salary plan gives them a 
greater measure of security and fosters 
more balanced living conditions. The 


Ellfeldt Machinery & Supply gives 
better service to small accounts as a 
result of operating on a salary basis 
for salesmen, according to Claude E. 
Wells, president. 





SALARY ORICO 


When it comes to compensation for 


of tl 
salesmen, both systems have sup. this 
vad 
porters. Here are the opinions of Mr. 
three distributors; two favor salary, so 
one commission have 
said 
whic 
pres 
former group cites the war period to “ 
substantiate their claims; the salary ad- esta! 
vocates go back to the depression years the 
as an example of why straight salary sale: 
is better. lect 
.Two executives of Kansas City, Mo. doze 
distributing firms—both in favor of a and 
salary plan—were interviewed recently our. 
by Mixx Supp.tes. Although interviewed ence 
separately, there was a remarkable de- brea 
gree of unanimity on the main points subs 
cited. busi: 


In the main, their statements may be 
summed up as follows: 

Straight salary payments afford a 
means for better control of salesmen’s “; 
time and this means better territory cov- 


. were 
erage, particularly of the smaller ac- sult 
counts. right 

On this subject, Claude E. Wells, their 
president, Ellfeldt Machinery & Supply for ¢ 


Co. was emphatic. war’s 


“Our business is built on many orders sell 
from small customers,” he said. “We pour 
must keep contacts, develop customers ing « 


and daily keep in mind that the accumu- M 





lation of a volume of orders from these 7a 
smal! accounts leads to a large and basis 
stable annual sales total. The founder mob 
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of this business knew and operated on 
this fact. 

“All of our salesmen are on a salary,’ 
Mr. Wells said, adding that from time to 
time, however, the subject of changing 
to a commission basis has come up. “We 
have an open mind on the subject,” he 
said, “but as yet I have seen nothing 
which would lead me to change our 
present system of compensation. 

“One thing that I fear in relation to 
establishment of a commission basis is 
the creation of an incentive for our 
salesmen to hit the high spots and neg- 
lect the small man who orders, say, a 
dozen files. Of course, during the war, 
and before and since, we have taken 
our share of volume business. But not 
once during the war did we neglect our 
bread-and-butter accounts for the more 
substantial but less permanent type of 
business. 


Kept Calling 


“Even though some of our accounts 
were virtually out of business as a re- 
sult of wartime restrictions, we kept 
right on calling on them, discussing 
their plans and keeping the door open 
for a resumption of normal relations at 
war's end. And even today, when we can 
sell without calling, our men are out 
pounding the pavement every day, call- 
ing on a balanced list of customers.” 

Mr. Wells added that Ellfeldt paid 
salesmen’s expenses on an open end 
basis and also supplied them with auto- 
mobiles. 


“Of course,” he concluded, “we do 
watch sales. A man has to earn his sal- 
ary, but his earnings are not so promptly 
affected by ups and downs of business, 
particularly the latter, as would be the 
case if we paid on a commission basis.” 

Along the same lines, Lee Mathews, 
vice-president and sales manager, 
English Bros. Machinery Co., empha- 
sized his conviction that a better balance 
in his salesmen’s work is accom- 
plished because of the greater sales con- 
trol a salary method of compensation 
affords. 

English Bros. also has a bonus sys- 
tem, but this is applicable not only to 
salesmen, but to the entire staff. It 
has been paid at the rate of 25 percent 
of each individual’s salary, being voted 
by the firm’s officials every six months, 
after a review of profits and a forecast 
of the probable trend of future events. 

Of the salary compensation plan, Mr. 
Mathews said that he thinks “we can 
control sales efforts better.” He admit- 
ted that in some instances this might be 
done at the sacrifice of some incentive, 
but he added that he thought this the 
lesser of two evils because “if you put 
a man on a straight incentive basis, he 
may drive only on the big stuff and 
won't dig for the little sales we have to 
have as part of our business as a full 
line house. 

“We have a responsibility to our sup- 


Lee Mathews, vice-president of English 
Bros. Machinery Co., believes the 
salary compensation plan makes sales- 
men better able to deliver balanced 
representations. 


pliers,’ Mr. Mathews stressed. “We 
like our salesmen to feel that respon- 
sibility, too. Furthermore, the steady, 
though small purchaser, is an important 
ingredient in the success of this busi- 
ness and it is only by catering to his 
needs that we can feel sure of his busi- 
ness—now as well as when we may need 
the smaller order more, such as dur- 
ing the ’30s. 

“In our case, we supply the sales- 
men with route lists. We have in our ac- 
counting department a card for every 
account. These are kept in a card index 
which is set up geographically and sub- 
divided by account names. If a sales- 
man is going to a given town, we will 
give him a list of all accounts in that 
area. On a particular trip, the salesman 
may call on only 15 percent or 20 per- 
cent of the total number of accounts, 
but a record is kept and on his next 
trip he calls on others. By this 
means we keep pretty well up on 
calls to all worthy accounts. In addi- 
tion, I run through each day’s invoices 
and compare them with the call sheets 
turned in by salesmen. 

“As for the salaries,” Mr. Mathews 
said, “these are based on several con- 
siderations. Among the important ones. 
are length of service, initiative and abil- 
ity, and of course, sales. Naturally, a 
man with a consistently good sales rec- 
ord—and this means not only dollar 
volume but coverage, too—rates a 
higher income than a less productive: 






























































man. Automobiles are supplied the men 
and all expenses are paid,” Mr. 
Mathews concluded. 

At The Klinger-Dills Co., in Dayton, 
however, executives feel differently. 
After years of operating on a straight 
salary basis, they have switched over to 
a commission form of compensation. 

The decision was not made overnight. 
As General Manager William Sebastian 
explained: “We thought it over for a 
long while; we studied plans used by 
other distributors; it was only after 
weighing all the facts that we changed. 

Mr. Sebastian added that*none of the 
Klinger-Dills executives considered their 
plan perfect. “Some wrinkles probably 
will develop,” he said, “but we feel sure 
we are on the right track.” 

The primary advantage that Mr. Se- 





for salesmen. 
pany’s new pian. 


bastian sees in the commission form of 
payment is that it gives a salesman an 
easy-to-understand incentive to sell more 
and more. He admitted that there is a 
danger of salesmen hitting only the 
high spots and leaving the smaller ac- 
counts go by but pointed out that by 
management retaining control of ac- 
counts this obstacle can be hurdled. 

Before putting the commission plan 
into effect, Mr. Sebastian undertock a 
realignment of territories. The first 
step in this direction was a thorough 
check of sales made to all buyers in the 
area. Feeling that wartime purchases 
could not furnish a true picture of the 
potential of customers, Mr. Sebastian 
worked from the sales records of 1939. 
In cases where firms were established 
since 1939 he was forced to use the later 
records but he weighted the potential 
with his personal knowledge of the com- 
panies involved. 

Final potentials, however, were not 
established completely on the basis of 
the former sales record. Through Dun 
& Bradstreet, Mr. Sebastian obtained 
financial reports on all companies in 
the territory and it was on the combi- 
nation of sales and financial reports 
that potentials were established. 

Territories were then divided so that 
each salesman has approximately the 


Salesmen at Klinger-Dills are respon- 
sible for initialing the dates on which 
they visit customers. Here’s John 
Davis keeping up-to-date on the calls 
he has made. 


William Sebastian, general manager of Klinger-Dills Co., favors commissions 
He’s telling Ross Taylor (right), salesman, about the com- 


some criss-crossing of salesmen within 


the city, the outlying areas are divided © 


geographically so there is no wasted 
effort in coverage. 

Theoretically, the assignment of ac- 
counts means that each salesman’s in- 
come will be approximately the same. 
Executives of the firm, however, do not 
believe this will prove true in practice 
principally because of the individual 
sales ability of the men. They recognize 
that if a salesman builds up sales he 
should not be penalized because any 
one or all of the other salesmen fail to 
equal his mark. 


20 Percent Commission 


The plan calls for a commission of 
20 percent of gross profits of all sales 
to the individual salesmen’s customers. 
For the purposes of the plan, ‘gross 
profit is defined as “the invoice amount 
(exclusive of Ohio State sales tax and 
Federal taxes) less the invoice cost plus 
3 percent of cost for freight”. 

There are several types of sales, 
though, on which no commission is 
paid. These include: 1. Sales where the 
company’s margin is 10 percent or less; 
2. Sales on which gross profit is 50 
cents or less; 3. Sales made direct to 
customers by manufacturer where the 
company is paid commission; 4. Sales to 
O.E.M. accounts; 5. Sales to customers 
who have not been contacted by sales- 
men within preceeding 30 days; and 
6.'Sales which become 60 days past due. 

Reasons for the exceptions are ob- 
vious in most cases: paying commission 
where the margin is 10 percent or less 
would virtually preclude the company 
from making a profit; salesmen have an 
added incentive to increase the size of 
orders when they receive no commission 
on orders where gross profit amounts 
to 50 cents or less. 

The fifth exception—no credit for 
sales unless the salesman has visited 
the account within the preceding 30 
days—is the company’s solution to the 
problem of keeping salesmen calling 
on the smaller accounts. Mr. Sebastian 
believes that it is just as much manage- 
ment’s responsibility as the salesmen’s 
to see that all accounts are serviced. 
Instead of having daily call reports, 
the company has a poster on which all 
customers are listed and each salesman 
is required to initial the dates on which 
he visits the accounts. In this way Mr. 


(Continued on page 241) 
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_ SURVEY OF CHANGES IN DISTRIBUTOR OPERATIONS. 
| "SINCE V-J DAY ) 
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the Move” UPWARD since V-J Day. In this special 
8-page section, Mitt Supp.ies brings you the story. 

During these critical and rapidly changing days, distribu- 
tors, distributor salesmen and manufacturers supplying the 
industrial field are beset by a host of questions of vital 
import. Is my inventory too high in relation to sales? How 
does my sales performance compare with other distributors 
in the industry? Are my expansion plans jystified—in 
terms of new lines or in terms of new salesmen taken on? 

To supply the answers to these and other questions, MILL 
Suppiies conducted a nationwide survey, during the month 
of September, of changes in the industrial supply field in 
the year since V-J Day. Approximately, one hundred indus- 
trial distributors supplied us, on a confidential basis, with 
their dollar sales and inventory figures as well as data on 
other aspects of their operations. Our thanks go to these 
distributors for their assistance in this fact gathering en- 
deavor. And, certainly, the thanks of the entire industry 
is due them for making it possible for us to supply the 
trade with these factual guide-posts against which each 
distributor may evaluate his own experience and plans— 
facts upon which wise policy decisions can be made. 

The. number of distributors responding was sufficiently 
large, and was sufficiently diversified by region and by size 
of firm to convince us of the reliability of the picture which 
is presented here. In addition to the operating statistics 
which are presented in this section, data were also collected 
on the personnel and organizational changes which have 
taken place since V-J Day. The detailed results of this 
second part of the survey will be presented in the December 
issue of Mitt Suppuies. 


J “es DISTRIBUTORS have very definitely been “On 


Sales, Inventory Up 

Distributor sales in the first 8 months of 1946 were 17.4 
percent above those in the first 8 months of 1945. This is 
the overall, U. S.-total picture of sales as reported by 
approximately one hundred distributors located in all parts 
of the country. While we did not ask for comparative sales 
figures for earlier years in our questionnaire, the supply 
sales trend figures regularly published in Mut Suppuies 








afford a reliable basis for comparison. From the curve 
reproduced on the first page of this section, it is seen that 
the gain in distributor sales since 1939 was approximately 
160 percent. At this level, distributor sales are currently 
running far above the “goal” figures indicated in the C.E.D. 
studies of post war markets. 

In weighing the significance of the higher level of sales 
this year as compared with last year, the price increase over 
the period must be taken into account. There is no reliable 
price index covering the products sold by distributors but 
as all connected with the industry are aware, price changes 
upward have been many and varied. On the basis of in- 
formed estimates, the average price increase on distributor 
items has probably been<of the magnitude of 15 or 20 
percent. Thus, in terms of physical volume handled, the 
change has probably been negligible, plus or minus. In 
other words, with sales up 17.4 percent and prices up ap- 
proximately the same amount, the physical volume handled 
was probably-about the same as last year. 

What does this mean to the distributor and his salesmen? 
Sales to a customer who regularly bought 50 production 
items of a particular type per month in 1945, as an example, 
and continued to buy the same quantity in 1946 to meet his 
production requirements, would show up on the distributor's 
books as an increase of 15 or 20 percent. In interpreting 
all subsequent sales figures and all figures in which dollar 
sales are used in calculations (turnover, sales per employee, 
sales per salesman, etc.) the fact that prices have risen 
should be kept firmly in mind. The same caution, of course, 
applies to dollar inventory figures in a varying degree. The 
relative showing by regions and by size of firm is probably 
not significantly distorted by the price rise. 

As the accompanying chart reveals, aggregate distributors’ 
inventories as of the first of September, 1946, were 27.7 
percent above those for the comparable period in 1945. From 
his own experience, every distributor knows that one of 
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his major economic functions is to supply his customers “Saree ; - Behe 
with on-the-spot deliveries from his own stock. There has Rate of Turnover Declines ee 4 


been a long battle during the past year to build his war- 1 4 ie 4 4 4 5 + i : $ } 


depleted stocks back to satisfactory levels. The survey did re 
not attempt to collect the facts on the details of the distribu- 250,000 and under 

tor’s inventory position, but the substantial increase in ae 

dollar volume reveals progress toward adequate stocks. The 

aggregates, however, undoubtedly conceal troublesome short- 

ages in many lines. The drive among distributors now ie a iat ts adel 

should be toward achieving balance. 250,001 te 500,000 

As of the first of September, 1946, the total number of 
employees on the payrolls of reporting distributors was 
16.9 percent above the number employed in September last 
year. The number of salesmen, on the other hand, had 
been increased 32.9 percent. This year since V-J Day 
has thus been a period of restaffing among distributors. 

With total sales up 17.4 percent and the number of em- 
ployees up 16.9 percent, there has obviously been an increase 
in sales per employee. The increase in the number of out- 
side salesmen, however, has been so great (27.7 percent) 
in relation to the very substantial gain in sales (17.4 per- 
cent) that sales per salesman during the first 8 months of 
1946 declined 11.6 percent when compared with the 
performance during the comparable period in 1945. It 
should be remembered in interpreting these figures that sales- 
men were being added throughout 1946 and that total 8 
month sales were divided by the number of salesmen as 





Variations by Size of Firm 


IN THE ACCOMPANYING TABLE, changes in distributor oper- 
ations are shown for firms in 6 size groups. Actual 8- 
months’ sales figures for 1946 were projected to 12-month 
figures to set the limits of the size classes. The reports 

were then sorted on this basis into the 6 size’ groups and ‘ALL FIRMS 
tabulations prepared. For example, a distributor who , 
could say, on the basis of his first 8 or 9 months’ sales 
performance, that sales of his firm were running at a 
$600,000 annual rate would fall in the third size group- 
ing ($501,000-$750,000), etc. and can compare his own ' : 
operations with the averages shown for reporting con- Annval Rates by Size of Firms ( in Dollars) 
cerns in this class. ARERR <1 nmr 
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6.3 











VARIATIONS BY SIZE OF FIRM 


Based on estimated annual sales volume in 1946 


251,000 501,000 751,000 1,001,000 

250,000 to to to to 2,001 ,000 All 

and under 500,000 750,000 1,000,000 2,000,000 and over Firms 
SALES '— percentage increase (decrease) —42.1 —4.1 +12.9 +9.6 +26.8 +22.4 +17.4 
tay ceed renner 

VENTORY—percentage increase (decrease) +31.0 +15.8 +27.1 +19.9 +31.8 +29.1 +27.7 

September 1, 1946, over September 1, 1945 
NUMBER OF EMPLOYEES — percentage +22.9 +20.4 +6.8 +17.4 +24.2 +14.3 +169 


increase (decrease) 
September 1, 1940 over September 1, 1945 
NUMBER OF OUTSIDE SALESMEN — +76.9 +29.6 +35.6 +25.7 +49.2 +21.4 +32.9 


September 1, 1946 pene are 7 1945 


AVERAGE MONTHLY SALES PER EM- —52.8 —20.3 +5.8 —6.6 +2.1 +7.2 +0.5 
PLOYEE — percentage increase (decrease) 
av First 8 mos. 1946 over first 8 mos. 1945 
ERAGE MONTHLY SALES PER OUT- —67.3 —26.0 J —11.6 

SIDE SALESMEN — increase 
et First 8 mos. OW permny fens mos. 45 : 

AGE NUMBER OF NEW LINES 49 3.3 . 5.0 
aan sone 1945 to Sept,1946 ~~ 

AGE NUMBER OF LINES DROPPED 0.3 0.7 ; 0.7 





of the first of September—the time when the number was at 
its peak. This same change was hardly taking place in 1945. 

The move on the part of distributors to expand the scope 
of their operations over the past year is reflected in the 
facts on the number of*hew lines taken on. While some 
distributors reported that they had taken on as many as 15 
or 20 new lines, on the average five new lines were taken on 
per firm (the questionnaire requested that only additional 
lines should be reported, not just shifts in manufacturing 
sources). By contrast, the reporting firms revealed that 
on the average they had dropped 0.7 lines per house. 

The U. S. average turnover rate dropped from 6.8 in 
1945 to 6.3 in 1946. These turnover figures are expressed in 
annual rates for ease in comparison, but they are based 
on 8 months’ sales figures in 1945 and 1946 with inventory 
figures as of the first of September in both years. In other 
words, the turnover rates are expressed in terms of annual 
ratios but are based on 8 months’ experience. Here, as in 
the case of sales per salesman, the aggregate inventory 
has been on the increase throughout the period which may 
slightly distort the figures. 

The turnover figures as shown in this study were calcu- 
lated by dividing the sales on a selling price basis by inven- 
tory on a cost basis. This is contrary to usual practice 
which involves dividing sales by average inventory on the 
same basis, i.e., either both on a cost basis or both on a 
selling price basis. - This expedient was followed in this 
survey for ease in reporting (the detail figures required 
from each firm would have been much greater). Distributors 


can make direct comparisons, however, by putting their 


own figures on this same basis. Relative comparisons within 
the study itself as between firms in different regions and of 
different size are not unduly affected by this method of cal- 
culating turnover. 


Showing By Regions 


For ease in comparison, we have brought together in the 
accompanying chart a summary picture of the variations by 
regions as revealed by the selected indicators of change. 
Before drawing any sweeping conclusions as to long time 
trends from these data, it is well to remember that the 
survey covered changes in distributor operations for only 
one year. All the basic underlying factors to account for 
the variations that could be developed only through exten- 
sive field work are missing. From independent sources avail- 
able to Mitt Suppuies, we have indicated some of the forces 
at work in reporting on changes in the individual regional 
sections. The survey really shows only a snapshot of the 
changes occurring in one segment of time—the year since 
V-J Day. As such, however, it affords the basis for many 
valuable comparisons but its use should not be extended 
beyond the limit of the facts. 
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data supplied by distributors in response to MILL 
Suppuies’ questionnaire are broken down to show varia- 
tions in results among concerns in four broad regions. The 
states composing each region are shown in the segment 
map on the appropriate page. From this regional break- 
down of the statistics, distributors in each region can com- 
pare their operating results over the past year with those 
of the cooperating distributors in the region. Thus, regional 
differences in operating conditions as they may exist ‘will 
show up and more realistic comparisons may be made. 
While the returns were adequate to give satisfactory 
material for regional pictures of distributor operations, the 
number of returns would not permit a detailed breakdown 
of the regional data to show size-of-firm variations for each 
region. 


() THIs and the succeeding three pages, the operating 


Sales Up 14.1 Percent 


On the average, sales of cooperating distributors in the 
North Atlantic region during the first 8 months of 1946 
were 14.1 percent above those for the comparable period 
in 1945. As would be expected with any average, a number 
of individual differences are obscured. Actually, two-thirds 
of the reporting firms reported gains in sales with the in- 
creases in a few cases running as high as 75 percent. 
On the other hand, for the firms reporting lower sales in 
1946 than in 1945 the losses by individual firms were 
nominal. ’ 

Inventories of distributors in the North Atlantic states 
were 36.1 percent higher as of the first of September, 
1946, than for that date in 1945. Distributors in this region 
showed the greatest gain in dollar value of invéntory. Among 
the individual houses, 91 percent reported higher inven- 
tories. 

Over the past year, the number of employees was increased 
17.4 percent and the number of salesmen 30.5 percent. 
When these substantial increases in personnel are compared 
with the less than proportionate increase in sales, the show- 
ing per employee and per salesman is on the minus side, 
—2.8 and —12.5 percent, respectively. 

Average monthly sales per employee were $1,762 during 
the first 8 months of 1945 and declined to $1,712 in the 
first 8 months of 1946. Average monthly sales per outside 
or territorial salesman were $14,388 in 1945 and dropped 
to $12,583 in the first 8 months of 1946. These figures 
are calculated by dividing total sales of the firm by the 
number of salesmen as of the first of September—no adjust- 
ment was made for house sales, counter sales, etc. 

Again a note of caution is in order in the interpretation 
of these figures. As was pointed out earlier, the number of 
salesmen, for example, was on the increase all during the 
period. In fact, the number was probably at its maximum 


at the close of the period. Thus, the total sales figures were 
divided by largest number of salesmen on the payroll at 
any time during the period. 

With inventory up 36.1 percent and sales up 14.1 per- 
cent, there was an obvious decline in the rate of turnover; 
namely, turnover declined from an annual rate of 6.6 in 
1945 to 5.5 in 1946. As with the national turnover figures 
given on the opposite page, the 8-month sales figures for 
both 1945 and 1946 were extended to 12-month figures. 
Turnover is thus expressed in terms of the usual annual rate 
but, here also, the sales figures are based on the first 8 months’ 
experience in both years. The method of computing turn- 
over used in this survey should also be kept in mind. 

Among the reporting distributors, 9 percent, of the con- 
cerns indicated they had taken on 10 or more new lines; 
12 percent indicated they had taken on 5-9 new lines; 15 
percent had taken on 3 or 4; 18 percent had taken on 
2; 15 percent had taken on 1; and 31 percent reported they 
had taken on no new lines (again, these are additional lines, 
not just shifts in sources). 

On the other hand, 58 percent of the distributors re- 
ported that they had dropped no lines. Eighteen percent 
reported they had dropped at least 1 line; 12 percent reported 
they had dropped 2 lines; and 3 and 4 lines were dropped 
by the remaining concerns. On balance, distributors in 
the North Atlantic region were definitely expanding the 
scope of their operations. 
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HE SALES showing by distributors in the Southern states 
(see segment map above) was the best among the four 
regions. Specifically,<distributor sales during the first 

8 months of 1946 were 34.2 percent above those for the 

corresponding period of 1945. Among the individual con- 

cerns reporting, 85 percent of the total number showed gains 
in sales: 

A number of factors may be cited to account for this 
performance without in any way minimizing the significance 
of the development. In comparison with other regions, a 
larger relative proportion of the business done by Southern 
distributors is with concerns that are generally classified 
in the non-durable goods category. That is a character- 
istic of the pattern in which industry (factories, mills, mines, 
etc.) in the United States is distributed geographically. By 
and large, these non-durable goods industries did not have 
all the reconversion problems that plagued industries in 
other sections during the past year. Then too, these non- 
durable goods industries operated at record levels during 
the past year in contrast to the contraction in activity in 
durable goods plants as compared with a year ago. And, 
furthermore, it was these non-durable goods industries that 
had to “get along” during the war without priority assistance. 
In the past year, however, they have taken care of their 
deferred tool, equipment and maintenance needs and these 
cumulated purchases were reflected in distributor sales. 
Indeed, as a general rule, the level of distributor sales 
closely parallels the level of economic activity in the plants 
served by them. 


inventory, Turnover Up 


Inventories held by distributors in the Southern states in- 
creased 23.8 percent between September, 1945, and Septem- 
ber, 1946. In terms of the individual firm’s experience, 
all but one of the cooperating distributors in the Southern 
states reported inventories in September, 1946, in excess of 
those in September, 1945. With the relatively larger in- 
crease in sales than in inventories during the period, the 
rate of turnover increased from 6.5 in 1945 to 7.0 in 1946 
(based on 8-month figures in both years raised to 12-month 
totals). 

Southern distributors increased the number of their em- 
ployees 22.7 percent in the past year and they increased 
the number of their outside salesmen by 33.3 percent. 
Since the gain in the number of employees and salesmen 
was less than the gain in total sales, both average monthly 
sales per employee and per salesman were higher in 1946 
than in 1945. Average monthly sales per employee were 
$2,206 during the first 8 months of 1945 and have averaged 
$2,412 per month so far in 1946—a gain of 9.3 percent. 
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Average monthly sales per outside salesman were $16,706 
during the first 8 months of 1945 and averaged $16,811 
during the.comparable period of 1946—a gain of .6 percent. 
Although there was an absolute gain in sales per salesman, 
the same qualification on the interpretations of these figures 
is applicable ‘here as it was in the earlier calculations. The 
largest number of salesmen were probably on the payrolls 
of the concerns at the end of the period thus the denominator 
is at its maximum. Total sales divided by the monthly 
average number of salesmen would probably yield a larger 
figure. 

On the average, distributors in Southern states added 
4.7 lines per house and dropped .6 lines. The individual 
house record shows the following: 

28 percent of the firms added 10 or more lines 

16 percent of the firms added 4-9 lines 

9 percent of the firms added 3 lines 

11 percent of the firms added 2 lines 

15 percent of the firms added 1 line 

21 percent of the firms added no lines. 

The record for lines dropped by distributors during the 
year shows: 

11 percent of the firms dropped 3 or more lines 

6 percent of the firms dropped 2 lines 

31 percent of the firms dropped 1 line 

52 percent of the firms dropped no lines. 













































above), on the basis of the first 8 months’ experience, 

were 14.7 percent higher in 1946 than in 1945. This 
average gain conceals wide variations by individual firms. 
For example: 

16 percent reported increases of 50 percent or more 

16 percent reported increases of 25 to 50 percent 

32 percent reported increases of 10 to 25 percent 

8 percent reported increases of 0 to 10 percent 

8 percent reported decreases of 0 to 10 percent 

20 percent reported decreases of 10 to 25 percent 
_ It might be pointed out that the widest gains were reported 
by distributors who were located in secondary industrial 
areas. The location of one or two substantial, new plants in 
these areas could thus have had a pronounced effect on the 
performance of these distributors. This is not an attempt to 
explain away the good showing. Undoubtedly, the old forces 
of energy, initiative, drive and just plain smart merchandising 
had something to do with it. 

Did the larger firms fare better in this region than smaller 
volume concerns? The returns from distributors in this area 
may be segregated into two groups—concerns with annual 
volume under $900,000 and firms with annual sales of $900,- 
000 and over. Three fourths of the firms in the $900,000 and 
over category showed increases in sales, while 70 percent of 
the firms in the less than $900,000 group showed increases. 
Moreover, the range of change, both plus and minus, was 
practically the same for both size groups. For this region, 
there was thus apparently little difference between the sales 
performance of the larger and smaller distributors. 

Inventories of reporting distributors were up 22 percent the 
first of this September as compared with a year ago. All but 
one of the firms reporting showed a gain in inventory over the 
year. Since inventories increased more than sales, turnover 
rates declined. Specifically, the turnover ratio was 7.4 in 
1945 and dropped to 7.0 in 1946. 


]) ames, SALES in the North Central states (see map 


Salesmen Added 


Distributors in the region increased the number of their 
employees by 13.2 percent between the first of September, 
1945, and Sptember, 1946. During this same 12-month period, 
the number of outside salesmen was increased 31.4 percent. 
Among the individual firms reporting, 69 percent indicated 
that they had taken on additional outside salesmen (a net 
addition) with one concern reporting it had increased its 
outside sales staff by 12 salesmen and another by 7 salesmen. 
No net change in outside sales force was reported by 24 per- 
cent of the firms and 8 percent indicated an actual net 
decrease in the number of salesmen. 

With total sales up 14.7 percent, the less than proportionate 
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increase in the number of employees resulted in a slight 
percentage gain in sales per employee (+1.3 percent). In 
absolute terms, average monthly sales per employee were 
$1,780 in 1945 and $1,804 in 1946. 

Since the number of outside salesmen increased more than 
total sales, monthly sales per salesman declined (—12.7 
percent). During the first 8 months of 1945, monthly sales per 
salesman totaled $12,477 and, for the comparable period in 
1946, monthly sales on the average amounted to $10,893 
per salesman. 

By far the largest number of distributors reported that 
they had taken on new lines while about two-thirds of the con- 
cerns indicated that no lines had been dropped. On the aver- 
age 5.2 new lines were taken on per firm, while .5 lines 
had been dropped per house. The following tabulation gives 
the picture of the variations among the reporting concerns 

12 percent of the firms added 10 or more lines 

48 percent of the firms added 4-9 lines 

20 percent of the firms added 2 or 3 lines 

4 percent of the firms added 1 line 

16 percent of the firms added no lines 

For lings dropped during the year, distributors reported 
as follows (no distributors dropped more than 2 lines) : 

24 percent of the firms dropped 2 lines 

12 percent of the firms dropped 1 line 

64 percent of the firms dropped no lines 
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the Western states sin¢€“V-J Day presents difficult prob- 

lems in interpretation. In the first place, the geographic 
area included in the region is enormous and the types of 
industry served by the distributors are quite diverse. Mining 
and scattered manufacturing activities predominate in the 
mountain states, while more general manufacturing activities 
accompanied by lumbering, fishing and the extractive indus- 
tries characterize the Pacific states. Approximately, 85 per- 
cent of the distributors reporting were located in the 3 Pacific 
states. Thus the picture of the Western region is heavily 
weighted by changes as they occurred in these states. This 
proportion about jibes, however, with the actual distribution 
of distributor operations in the Western region. Distributors 
in the Mountain states should keep this point in mind in com- 
paring their operations with the regional totals. 

Distributors in the Western region experienced very heavy 
gains in business during the war years, much of it of a strictly 
wartime character—shipbuilding, airplane production, etc. 
All these gains, due to the nature of the industries résponsible 
for the growth could hardly be maintained. While the states 
making up the region in this study vary from those included 
in the Pacific and Western regions shown each month in 
Mitt Suppuies’ supply sales index, this long time index is 
helpful in revealing the trend since 1939. 

The figures from the index show that between 1939 and 
1945 sales of distributors in the Western and Pacific states 
increased more percentagewise than in any other region. In 
interpreting changes since V-J Day, this relatively high point 
of departure should be remembered. 


T= ANALYsis of operating changes among distributors in 


Sales Up 6.4 Percent 


Sales of cooperating distributors in the Western region 
during the first 8 months of 1946 were 6.4 percent above 
those in the corresponding period of 1945. This was the low- 
est gain shown by any of the regions covered in this survey, 
but its significance should be interpreted in light of the pre- 
ceding analysis. In terms of individual firm performance, 
approximately three-fourths of the distributors reported 
increases in sales over the period. 

Inventories reported by distributors were 20.1 percent 
higher the first of September, 1946, then they had been for 
the same date a year earlier. Here again the increase shown 
by Western distributors was the lowest among the regions. 
Unique among the regions, all distributors in thee Western 
states reported higher inventories this year than a year 
earlier. With sales up less than inventory, the annual turn- 
over rate declined from 7.3 in 1945 to 6.4 in 1946. 

The total number of employees on the payrolls of Western 






























distributors was 13.9 percent higher as of the first of Sep- 
tember, 1946, than at the comparable date in 1945. The num- 
ber of outside salesmen, however, was increased 40 percent. 
Distributors in this region showed the largest net gain in 
outside salesmen. All distributors reporting indicated that 
they had either maintained the same sales force or had in- 
creased the number of their outside salesmen. No firm had 
decreased its sales force. 

The average monthly sales per employee declined from 
$2,404 during the first 8 months of 1945 to $2,246 in the 
corresponding period this year, a decline of 6.6 percent. 
Average monthly sales per outside salesman dropped from 
$12,339 in 1945 to $9,409 for this year, a reduction of 23.7 per- 
cent. 

In keeping with the expansion in the sales force as reflected 
in the relatively large increase in the number of outside sales- 
men, distributors in the Western region indicated that they 
had taken on more lines than houses in other regions. On the 
average, distributors in this region took on 7.2 lines over the 
past year and dropped .5 lines. Thus, Western distributors 
ranked first in lines added. One third of the distributors re- 
ported they had taken on 10 or more lines and only two dis- 
tributors reported they had taken on no new lines. Lines 
were dropped by only one third of the distributors and no 
distributor dropped more than three lines. 
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EMIL C. DUCOMMUN DIES 


President of Ducommun Metals & Supply Co., 


Los Angeles, succumbs after brief illness 


the Ducommun Metals & Supply 
Co., in Los Angeles, died on Oct. 
8; in Good Samaritan Hospital, after a 
brief illness. Widely known in the in- 
dustrial supply field, Mr. Ducommun 
was 68 years old at the time of his death. 

Mr. Ducommun was one of four sons 
of the founder of the business which 
grew to be known as “one of the great- 
est metal supply organizations in the 
world.” The founder was Charles Louis 
Ducommun, a Swiss watchmaker who 
emigrated to the United States in 1841, 
settled in California and opened a small 
store in 1849. The Los Angeles popula- 
tion at that time was about 1,600 and 
consisted mostly of Spaniards and In- 
dians. Mr. Ducommun stocked watches, 
jewelry, toys, school books and a few 
hardware items. Gradually hardware 
became the principal stock and other 
lines were dropped. 

As Los Angeles grew so did Mr. Du- 
commun’s business which was known 
then as the Ducommun Hardware Co. 
It was during this period of expansion 
that the four sons, Charles, Alfred, Emil 
and Edmond joined the business. 


ie C. Ducommun, president of 


Occupied in 1941, this 11-acre home of the Ducommun 
Metals & Supply Co., can well be considered a memorial 


With the death of Emil Ducommun, 
only one of the four brothers is left, 
Edmond Ducommun. vice-president of 
the company. 

By 1923, the Ducommun business had 
outgrown its quarters four times and 
in adapting stocks to changing require- 
ments, hardware items not related to 
industrial lines were discontinued. The 
company name was then changed to 
Ducommun Corporation. 

Mr. Emil Ducommun succeeded to the 
presidency of the company in 1940 and 
it was under his leadership that the 
firm made its greatest expansion move, 
the building and occupying of a new 
eleven-acre office and warehouse plant. 

Mr. Ducommun always stressed the 
importance of his company keeping step 
with the growth of western industry. He 
reiterated this last year when he wrote 
“Our Pledge to Western Industry” 
which was published in the Ducommun 
Stainless Steel Digest. The pledge: 
“Since 1849, when this organization was 
founded, we have constantly endeavored 
to keep pace with the industrial devel- 
opment of the west. As distributors for 
more than 600 leading manufacturers, 
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Emil C. Ducommun 


we accept the responsibility of main- 
taining adequate stocks of steel, brass, 
copper, pipe, abrasives, tools, and indus- 
trial supplies. 

“We are proud of the part we have 
played in pioneering stainless steel and 
other important metals and materials 
in this area. We pledge always to antici- 
pate the needs of western industry to 
the best of our ability. Your satisfaction 
is our first desire.” 

In addition to his brother, Mr. Du- 
commun is survived by a son, Charles 
E. secretary and treasurer of the com- 
pany, his wife, a daughter and a sister. 


to Emil C. Ducommun for it was while he was president 
of the company that the expansion move was completed. 








NEW PRODUCTS 


with sales possibilities 





Solder Dispenser 
Thumb Control 


A Device that may be attached to any 
conventional electric soldering iron by 
means of an adjustable adapter leaf is 
now being manufactured. The dispen- 
ser has positive ratchet feed, is con- 
structed of stainless steel, and_ is 
actuated by finger pressure of the 
hand holding the iron. The tube which 
feeds the solder is adjustable to assure 
that solder will be fed to the exact 
point where it will do the most good, 
regardless of tip length.—Sound Equip- 
ment Corp., Glendale, Calif —Mu.t 
Suppuies, November 1946. 


Ventilating Hose 


Continuous Wind Process 


A NEW LIGHT-WEIGHT VENTILATING HOSE, 
resulting from a versatile process of 
manufacture, is now available as a sup- 
plement to “Flexaust” types now being 
used for ventilating and fume and dust 
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control. Using neoprene pre-coated 
fabrics, the new process produces con- 
tinuous hose lengths in any required 
diameter from 1] to 24 in. Cuffs, brushes, 
reducers or flanges can be permanently 
attached to any of these hose lengths 
as required, thus facilitating and sim- 
plifying connections on many types of 
industrial equipment.—American Ven- 
tilating Hose Co., New York City.— 
Mitt Supruies, November 1946. 


Work Holder 
Two-Way Clamping 


DESIGNED TO FILL the industrial need 
of holding two parts,—round or square 
bars, flats or angles,—securely enough 
to weld, braze, solder, cement or glue 
them without distortion, a new alumi- 
num alloy bracket has been introduced. 
Each bracket supports two clamping 
faces, either positioned at a fixed angle 
or adjustable, depending on the model. 
In effect, the brackets are double vises 
that provide positive gripping where a 
vise cannot be used. All models are 
easily portable, simple to operate, and 
their action permits accurate joining of 
parts in places impossible to reach with 
other holding devices, according to the 
manufacturer.—McFerron-Meyers Prod- 
ucts Co., Cleveland—Mu. Supputes, 
November 1946. 


MILL SUPPLIES © NOVEMBER, 1946 


Radial Support 


Electric Saw Accessory 


A RADIAL support has been devised 
for hand electric saws, featuring all- 
steel welded construction, 
bearings and portability. The manu- 
facturer says that with this device a 
builder can cut layout time and _ in- 


oversize 


crease production cutting from three to 
five times over manual operation. The 
support can accommodate electric saws 
up to 12 in. An exclusive feature, 
claims the maker, is the angle scale and 
protractor, which permits rafter cuts to 
proper pitch without aid of a square. 
Operations performed include cut-off, 
miter, rip, bevel, cross-cut, compound 
miter and bevel rip—-The Flex-Arm 
Co., Pasadena, Calif—M1.t Supp ies, 
November 1946. 


Abrasive Wheel 
Outwears Coated Discs 


RECENTLY MARKETED is a new type of 
abrasive wheel especially applicable to 
the grinding of welded or brazed metals 
and aluminum castings. The discs, un- 











PRODUCT 


r 


Solder Dispenser 
Ventilating Hose 
Work Holder 
Radial Support 
Abrasive Wheel 
Hand-Wrench 
Butt Welder 
Door Check 
Speed Reducer 
Power Chuck 
Drill Head 
Goggles 

Bushing 

Rotary Pump 
industrial Jack 
Cordage 

Shaper 

Portable Extinguisher 
Lecator 

Heat Fan 
Machine Centers 
Absorbent 
Straight Edge 
Hese Coupling 
Dial Indicator 
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MAIN FEATURE 


Thumb control 
Continuous wind process 
Two-way clamping 
Electric saw accessory 
Outwears coated discs 
Locking 

Fully automatic 
Service free 

Compact, high torque 
High speed cutting 
Multiple, quick change 
Welding 

Drill jig 

Vane type 

Heavy duty 

Flexible synthetic 
Cutting versatility 
Light weight 

Screw ond nut 

Warms and circulates 
interchangeable 
Greater coverage 
Magnetic 

Safety Lock 


Super sensitive 





MANUFACTURER 


Sound Equipment Corp. 
American Ventilating Hose Co. 
McFerron-Meyers Products Co. 
The Flex-Arm Co. 

Bay State Abrasive Products Co. 
A. C. E., Ine. 

DoAll Co. 

B. L. Mallory Co. 

Michigan Tool Co. 

Skinner Chuck Co. 

Wisconsin Drill Head Co. Ltd. 
American Optical Co. 
Hi-Shear Rivet Co. 

industrial Pump Div., Bowser, Inc. 
Templeton, Kenly & Co. 

B. F. Goodrich Co. 

Logan Engineering Co. 

Walter Kidde & Co. 

Stewart Mfg. Co. 

Thermador Electrical Mfg. Co. 
Black Drill Co. 

Blue Mountain Clay Co. 
Universal Power Corp. 


Hose Acceessories Co. 
B. C. Ames Co. 











like ordinary coated discs, can be used 
right down to the nut, consequently 
outlast the other kind. Among definite 
advantages claimed by the manufac- 
turer is the fact that the edge can be 
used for grinding and even cutting off, 
which is not possible with abrasive 
coated discs. The new type wheels 
are not subject to “loading” ordinarily, 
will fit any standard machine formerly 
employing coated discs, and they are 
available in the same grit size.—Bay 
State Abrasive Products Co., Westboro, 
Mass.—Muu Suppuies, November 1946. 


Hand-Wrench 
Locking 

A new Lockinc hand-wrench, said to 
have the gripping power equivalent to 
one ton pressure, is now being manu- 
factured. The double lever or toggle 
action of this new type wrench permits 
it to be used as a combination straight, 
end or pipe wrench, vise, toggle press, 
clamp or pliers, according to the man- 
ufacturer. Maximum jaw opening is 
1-14-in., and the wrench will accomo- 
date any part up to that size. Work 


‘ 


held in the wrench will not slip or 
change position in tooling, drilling, 
grinding or machining. It can be used 
as a clamp for such operations as weld- 
ing and soldering, pattern making, etc. 


—A.C.E., Inc., Detroit 26.—Mu.. Sup- 


pLies, November 1946. 
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Butt Welder 
Fully Automatic 


\ SS 


PROVIDING QUICK and economical join- 
ing of most metals with strong, flexible 
joints, a new portable welder is de- 
signed for production welding of bar 
and round stock up to 5/16 in. dia. 
It is useful for butt welding tool bit 
extensions and shanks, and joining 
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Want to Sell More? 
Aim to Win Confidence 


John N. Vane, Terre Haute Heavy 
Hardware, iInc., Terre Haute, Ind. 
checks parcel post shipments before 
setting out on his regular calls 


Two MAIN POINTS make up the sales 
bible for John N. Vane, salesman for 
Terre Haute Heavy Hardware, Inc., 
Terre Haute, Ind. They can be summed 
up thusly: never, never oversell; always 
maintain a clock-like regularity in mak- 
ing calls. 

This simple credo is the essence of 
31 years of selling auto and industrial 
supplies. Mr. Vane is satisfied for the 
simple reason that it works. 

Both points are calculated to win cus- 
tomer confidence and it is on this solid 
basis, rather than on high pressure 
sales techniques, that Mr. Vane chooses 
to rest his case for good salesmanship. 

“Remember,” Mr. Vane admonished, 
“that a man’s territory is his livelihood. 
If a man expects to live a long time, 
he. will be dealing with the same firms 
and the same people for a long time, 
too. He’ll be seeing them over and over 
again. So the thing is to strive for com- 
plete confidence. Many of my accounts 
extend to me the privilege of making 
up their stock orders for certain lines. 
There is no particular formula for gain- 
ing this privilege. It simply comes as 
the result of carefully built-up confid- 
ence. - Naturally, I always am working 


toward this goal. Sometimes I get to 
make up stock orders as the result of 
a direct suggestion. Usually, some 
months of observation have preceded 
such a suggestion, plus regular, persist- 
ent calls and a continuous display of 
conservatism. At best it 
gradually. 


comes but 


“After I receive permission to make 


up the stock orders, it’s a job of guess- 
ing, revising and more revising before 
exactly the right stock levels are struck. 
At each account I do make up the 


_ orders, I keep a list tucked away some- 


where. At one house, it may be in the 
purchasing agent’s file. At another, it 
may be filed where only the tool room 
superintendent and I know its location. 
Naturally, these lists are subject to 
constant revision as conditions change.” 
As for regularity, Mr. Vane was 
emphatic concerning its value. “Once a 
buyer gets to know your schedule, it is 
just like having a pre-arranged appoint- 
ment,” he said. “I try to make each call 
at exactly the same time, down to the 
minute. ‘And this pays off. For example, 
I was a little behind schedule once. I 
got to the company 20 minutes late and 
found the buyer with his hat on, just 
leaving for lunch. He had been waiting 
for me and was just about to give up. 
Nevertheless he knew I was due to 
arrive and he had made out his order 
for me and it was lying upon his desk. 
“In other cases, I have found orders 
written up and waiting for me when the 
man I was to see had business else- 
where at the time I usually called. In 
all,” Mr. Vane concluded, “regularity in 
making your rounds and conservatism 
in making purchase suggestions form a 
combination that is hard to beat.” 


‘Selling Is 
A Full-Time Job 


James Woon’s industrial selling career 
began in 1898. In those days his prin- 
cipal customers were blacksmiths and 
the variety of products was restricted 
pretty much to horseshoes and smithy 
supplies. Mr. Wood has been associated 
with three different supply firms during 
his 48 years as salesman and he has 
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' 
James Wood, Cutter, Wood & San- 
derson, Cambridge, Mass., finds 
modern industry complex but inter- 
esting and challenging to salesman. 


been with Cutter, Wood & Sanderson, 
Cambridge, Mass., for seven years. 

“The industrial supply salesman’s 
job,” says Mr. Wood, “has grown pro- 
gressively more complex during the ex- 
pansion and specialization of industry. 
Where he once dealt with small inde- 
pendent tradesmen and craftsmen, he 
must now deal with large manufacturers 
producing a variety of products and 
employing hundreds of processes. But 
while the job has become bigger and 
more exacting, it has also become more 
interesting and more of a challenge.” 

About half of Mr. Wood’s customers 
are in the Boston area, and the remain- 
der in outlying Massachusetts. He fol- 
lows a schedule of calls upon which 
customers can rely, and this has pro- 
duced the valuable asset of customer 
loyalty. As an added service to cus- 
tomers located out of town who often 
need tools or supplies in a hurry, Mr. 
Wood has recently been using his car 
as a delivery truck. On one trip to his 
Cape Cod territory he had the back 
loaded with items whose delivery 
through ordinary channels would have 
cost customers time and money. 

“The reluctance of some young men 
to enter or stick to selling as a career,” 
adds Mr. Wood, “may be due to an un- 
willingness to assume all the responsi- 
bilities of good salesmanship. That 





means hard work, continual study and 
self-improvement, dependability and re- 
sourcefulness, and readiness to serve 
customers at any time. Selling is not 
merely an eight-hour-a-day job, and the 
man who is not willing to put himself 
‘on call’ at all times cannot make the 
most of a selling job.” 


Selling Stocked Items 
Is Salesman's Job 


Ed Ellis, Jr., checks on inventory 
to see what he could sell for Ellis 
& Lowe Co., Tampa, Fila. 


AttHoucH Ep Etuis, Jr., son of Ed_ 
Ellis, partner in Ellis & Lowe Co., Tam- 
pa, Fla., industrial supply firm, is a 
relative newcomer to the ranks of supply 
salesmen, it didn’t take him long to 
learn that there wasn’t much point. r 
recompense in selling what couldn’t be 
delivered and that there was consider- 
able point and considerable recompense 
in selling products that were in stock. 
Prior to entering the Army Air Forces 
four years ago, young Mr. Ellis learned 
the inside workings of an industrial 
supply firm in another company’s em- 


ploy. He then became a pilot and flew ; 


many missions over Germany, and even 
gained membership in the Caterpillar 
Club after being shot down. 

Mr. Ellis who is only 26 years old 
now, returned to civilian life as a supply 
salesman for his father’s firm and soon 
became acquainted with shortages. He 
found out it was easy enough to get 
orders for hard-to-get items but, that if 
the firm and he were to make any 
money, he would have to sell what was 
available. He got the idea of spending 
each Saturday morning in the supply 
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“Mr. Fittsright, president of the Fittsright Overall Mfg. Co. to see you, sir” 


house stock room looking over what 
was in stock and carefully listing it. 
He would work on this list during his 
calls the following week and was pleas- 
antly surprised to find that business 
picked up. 

In short, Mr. Ellis sums up his advice 
with, “Sell them what you have.” 


Seeing Products Used 
Helps Supply Salesmen 


Henry McQ. Emerson has been selling 
industrial supplies for the Hyman 
Supply Co., Wilmington, N.C., for only 
a few months but already has noted the 
need for as thorough a knowledge of 
products and product application as is 
‘possible to attain. Mr. Emerson’s pre- 
vious selling experience was two years 
in wholesale hardware. He was gradu- 
ated from the University of North Caro- 
lina, where he majored in business ad- 
ministration. 

The reason for the greater emphasis 
on knowledge of products and product 
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Henry McQ. Emerson, Hyman 
Supply Co., Wilmington, N.C., 
glances over some manufacturer’s 
literature to familiarize himself 
with product details. 


application in the industrial supply field 
than in wholesale hardware, according 
to Mr. Emerson, is that in the former 
market, one is selling to the user and 
in the latter, to a reseller. In selling 
(Continued on page 249) 
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Practical distributor methods of providing roomy counter area, stor- 
ing conveyor screws, wire rope and small parts, and assembling orders. 


Low Shelving 
Gives Feeling Of Space 


Customers are not confronted by a 
barricade of ceiling-high stock shelves 
when they step up to the counter of 
English Brothers Machinery Co., Kan- 
sas City. An atmosphere of roominess 
is created instead by the the use of 
stock shelving five feet high, and cus- 
tomers can easily see to the rear of the 
store. Fluorescent ceiling fixtures are 
arranged to throw light into shelves 
on either side of the wide aisles. Be- 
tween the counter and the front of the 
store there is ample space for display 
of equipment. 


Spaciousness and comfortable seats in 
the English Bros. Machinery Co. store, 
Kansas City, put customers at ease. 


Safe, Compact Storage 
For Conveyor Screws 


Racks of welded steel angle pro- 
vide safe and readily accessible stor- 
age of conveyor screws at the Ess- 
mueller Co., St. Louis. Seven of the 
racks hold the following sizes in the 
company’s complete line of conveyor 
screws: 


Diameter Length 

- eee -s fo | 
Dis 6 chsweeea sven 1-10 ft. incl. 
SR ais accceeulags 2-12 ft. incl. 
PAR ésivawnues Gok 2-10 ft. incl. 


The innovation has not only cut 
handling time and handling costs, 
but has also reduced damage to the 
screws which might easily be bent or 
nicked if stored in solid shelves or 
stacked together vertically. This 
type of rack construction could be 
adapted to the storage of other E. O.-Essmueller of the Essmueller Co., St. Louis, is shown at the conveyor 
stock items of varying length and screw racks, the cross pieces of which have vertical end stops to prevent parts 
diameter or irregular contour. from rolling off. 
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Wire Rope Reels 
Held In Triangle Stands 


Sturdy steel angle and beams form 
triangular racks to hold heavy reels of 
wire rope securely in the warehouse of 
W. J. Holliday & Co., Indianapolis. 
Saving in space is realized by storing 
small reels above large ones supported 
near floor level. Reels are lifted into 
place by differential chain hoists. In 
filling customers’ orders, cable is run 
through a mechanical measuring device 
(not shown) and wound onto the drum, 
which can be moved to any position 
on casters. 


Economy of time and space is inher- 
ent in the wire rope handling methods 
employed by “W. J. Holliday & Co., 
Indianapolis. ;. 


Small parts stock method employed by Standard Automotive 
Supply Co. proves the hand is quicker and surer when the eye 
can associate the appearance of an item with its specifications. 


Maneuverable Carrier 
Speeds Order Assembly 


For gathering small parts from stock into separate customer 
orders, Butts & Ordway, Cambridge, Mass., use a steel shelf 
table and portable parts bins. The casters of the carrier are 
located to permit easy steering by hand pressure on a crossbar 
at one end. Length and width of the rolling shelf are made-to- 
order for negotiating sharp turns and restricted aisles in the 
store room. Without the carrier a man assembling material for 
half a dozen orders might waste a lot of time and effort walking 
_ from stock bins to the packing and shipping department, and 
the aisles would soon be cluttered with piles of material await- 
ing packaging and shipment. 


John Williams brings eight separate orders of small parts from 
Stock to the packing and shipping area at Butts & Ordway, 
Cambridge, Mass. 


Glass-Front Drawers 
Make Selection Easy 


To eliminate delay in locating the correct size or 
model of small tool, gage, drill, tap or reamer, the 
Standard Automotive Supply Co., Washington, D. C., 
keeps them in tiers of wide, sectionalized drawers 
equipped with glass fronts. A counterman can 
quickly tell whether the items requested by a cus- 
tomer are in stock without pulling out drawers and 
inspecting contents. Both withdrawal and replenish- 
ment of stock are speeded up. Identification tags on 
the drawers provide manufacturers’ names and part 
specifications as a double check against error and 
mistaken identity. 








70 Slt V-Belts 


"V¥" still stands for Victory 
when it comes to conquer- 
ing many problems in 
power transmission. The 
answers to questions are 
on Page 243. ~~ 


QUESTIONS: 


1. Is the cross-section of a v-belt really 
v-shaped? Why or why not? 


2. What are some of the advantages of 
v-belt close drive over gear drive and 
direct drive? 


3. When one v-belt in a multi-belt drive 
wears out (a) the worn out belt should 
be replaced (b) all the belts in the 
drive should be replaced (c) it doesn’t 
matter because the drive can operate 
until at least half the belts are worn 
out (d) chain drive should be installed. 


4. Do any industrial v-belt drives em- 
ploy only one belt? 


5. Most y-belts are constructed of (a) 
solid rubber (b) solid leather (c) layers 
of rubber and leather (d) rubber-im- 
pregnated fabric. 


6. Functionally, there are three zones in 
the cross-section of a working v-belt,— 
outer, center, and inner. What is the 
primary function of each? 


7. Can motor rating be regarded as a 


dependable yardstick in selecting a v- 
belt drive? Why or why not? 


8. The outer surface of a v-belt should 
(a) be very nearly level with the outside 
of the sheave (b) be about 14 in. in- 
side the outer edge of the sheave (c) 
be about 14 in. outside the outer edge 
of the sheave (d) be shellacked occa- 
sionally to waterproof it. 

9. Sheave grooves should be at least 
(a) twice (b) one and a half times 
(c) four times (d) three times as deep 
as the thickness of the v-belt running 
in it. 

10. In what special applications should 
a v-belt touch the bottom of the sheave 


groove? 


11. How can the v-belt inner surface 
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YOU NEED THE ANSWERS 


come in contact with the bottom of a 
sheave groove? What is the result? 


12. The angle of slope of the sides of 
the ordinary sheave groove is about 


(a) 20 (b) 60 (c) 80 (d) 40 degrees. 


13. The best dressing for v-belts is (a) 
kerosene (b) tallow (c) dilute acetic 
acid (d) mineral oil. 


14. V-belts should be stored in (a) a 
moist atmosphere (b) talc or powdered 
lime (c) a cool, dark place (d) in a 
temrperature of 80 degrees F. 


15. What is the pitch diameter of a 
sheave? 


16. What is a good, workable rule for 
determining center distance of a v-belt 
drive when there are no restricting limi- 
tations? 


17. How many standard v-belt cross- 
sections are there and what is the ap- 
proximate range of the dimension of 
their longest (outer) sides? 


18. To permit installation of new belts 
and to compensate for stretch, provi- 
sion should be made for an adjustment 
allowance of about (a) 50 (b) 10 (c) 5 
(d) 30 percent of the center-to-center 
distance. 
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19. If it is impossible to move either 
the driving or driven sheave (a) idler 
pulleys (b) special easy-stretching 
belts (c) split sheaves (d) split belts 
can be used. 


20. If idler pulleys are necessary,*what 
kind should be used and where should 
they be located? 


21. In v-belt quarter-turn drives the 
center distance must be at least (a) the 
sum of the diameters of the two sheaves 
(b) 10 in. (c) 20 times the diameter 
of the smaller sheave (d) six times the 
sum of the pitch diameter of the larger 
sheave and the width of the group of 
belts. 


22. What are double vy-belts and where 
are they used? 


23. Is the driven wheel of a v-belt drive 
ever grooveless? If so, in what appli- 
cation? 


24. How is variable speed obtained in 


v-belt drives between two sheaves, with- 
out removal or addition of any belts? 


25. The adcteptable range of speed 
ratios for v-belt drives is from one to 
one.to (a) 15 tol (b) 20 tol (c) 3 to 


- 1 (d) 7 to 1 for normal service. 


4 
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The Kid Brush that Unravels Production Knots 
ool s OSBORN’S ORIGINAL DISC CENTER BRUSH! 


ERE’S the brush for those rough and rugged 
finishing jobs that require real cutting power! 
Osborn originated these famous knot-type sections 
and has improved them constantly so that today no 
harder-working, power cleaning tool exists than 
genuine Osborn Disc Center Sections. . 
Amazing production records have been set by 
these brushes, especially in recent years: weld clean- 
ing operations upped 40% . . . metal cleaning costs 
cut in half .. . tire moulds cleaned five times as fast 
. stayed on the job removing burrs from steel 
stampings for 130 hours instead of 30—to name 
just a few. 
If you have heavy-duty finishing jobs TODAY 


such as cleaning welds, removing scale or burrs, 
preparing large steel surfaces for painting, etc.— 
Osborn Disc Center Sections can help you do the 
job better, faster and at a considerably lower unit 
cost. DELIVERIES ARE GOOD! 


THe Oseaorn MAnuracrurine COMPANY 


5401 Hamilton Avenue Cleveland, Obie 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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Orderper Volume Size of . Order per 
Sales Salesman per Average Working 
Area Indicator perDay Salesman Order Day 


North Adantic 343.0 14 $13,500 $33.20 106 
322.0 16 13,600 32.30 109 





Southern - 343.0 16 $19,600 $33.40 119 
336.0 18 19,500 35.60 119 


Nerth Central - 292.0 16 $14,800 $34.10 115 
- 286.0 15 14,700 37.80 112 


Western . 441.0 a $15,600 $71.50 82 
Se 440.0 9 15,500 80.50 69 


am 


Pacific - 380.0 13 $10,200 $27.80 
Sept. 14 16,300 33.10 


THE SALES INDICATOR dropped 11 points in September 112 to 106. All other indexes rose in varying degrees. The 
from the all-time August high of 333, due partly to three size of the average order was $35.45, orders per salesman 
less working days. Orders per working day fell off from per day 16, and volume per salesman for the month, $15,380. 


100, month 1934-38 
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No. 422 "Power Vise Stand” con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe. 


No. 502 “Pipe Master," the lowest 
priced complete, portable power 
pipe machine on the market. 


He. 562 —— Thoms” acother 
er portable power pipe machine 
designed for speed one < accuracy. 


No. 53! "Tom Thumb," rotary die- 
head type designed for threading 
bolts, rods, studs, pipe, nipples, etc. 


No. 572 “‘Rapiduction Junior" ... 

floor type power pipe machine for 

production eae of the smaller 
sizes. 


- 


Geter Hea oe gia P aay i 
speed, production thread- 
wg machines. Made in three sizes, 


oe 


Oster “Wilco” power threading 
machines designed for maintenance 
and production threading. Two sizes. 


a 


Oster No. 300 Series general purpose 

threading machines with revolving 

die-head and open type vise. 
Three $ 


‘ 


No. 542 “Rapiduction Junior with 

revolving die-head and open type 

vise. Handles wide variety of 
ing work, 





This advertisement (with different copy, of course) is 
appearing in current issues of leading industrial publica- 
tions which reach many of your customers and prospects. 
The sole objective of that advertising to users is to help 
"bridge over" the present gap of unavoidable conditions 
delaying deliveries by keeping the OSTER line of power 
threading machines fresh in the minds of men to whom our 
Distributors’ Salesmen will look for future business. We 
trust that this frank and open explanation of why we con- 
tinue to advertise under present difficult delivery conditions 
will indicate to you that we have faith in the future when 
normal operating and delivery schedules can be maintained. 


for faster, better threadingaa@ 


THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. 5. A. 
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Steel Industry Believes 
End of Controls Nearer 


ELIMINATION OF PRICE CONTROL on steel 
products, sooner than was expected a 
few months ago, is anticipated by steel 
circles. However, no immediate aban- 
donment of controls is ‘ooked for. The 
steel industry, through its advisory 
committee, will undoubtedly continue 
to negotiate price revisions on some 
products on the assumption that OPA 
control will remain effective for some 
time. 

It is further believed that any action 
taken by an individual steel company 
in a free market. if OPA price decisions 
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Orders 


were stil] pending, would be conserva- 
tive and tempered by manufacturers’ 
continuing high costs. Increasing cau- 
tion displayed in manufacturers’ buying 
of steel, due to unbalanced inventories, 
is interpreted by the steel industry as 
an indication of slackening of demand. 


CPA Opposes 
Priorities Extension 


AN APPEAL made by the Electric Range 
Industry Advisory Committee for ex- 
tension of steel priorities to manufac- 
turers of stoves and other durable goods 
has been rejected. The decision re-af- 
firms CPA’s policy of limiting positive 


JFMAMSJASONDJFMAMJJASON 


assistance in obtaining steel to veterans’ 
housing, container manufacture, _re- 
quirements for the armed services and 
the government’s export programs. In 
announcing the decision, CPA Adminis- 
trator John Small said: 

“We have now practically full pro- 
duction and full employment. Extra 
steel for one industry can come only 
from taking it away from others that 
need it just as much.” 

The committee’s request. was con- 
sidered a test case in Washington, 
where pressure has been building up 
for re-imposition of wartime steel allo- 
cation as between competing civilian 
industries. 





Inventories in Billions of Dollars 
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Shipments and 
Inventories Rise 


INVENTORIES go up in step with ship- 
ments in normal times. Plants began to 
hoard in 1941-1942, then got by with 
minimum stocks as allocations came in 
to assure a flow of supplies. Now, in- 
ventories are a little out of line with 
shipments. They must get into balance 
again. Will shipments catch inventories 
as both go up, or will both go down? 
Shipments have rebounded sharply of 
late, and that is a promising sign. An 
uneven flow of supplies has piled up 
stocks of plentiful materials, waiting 
for scarce key items to go with them— 
linings for suits, motors for refrigera- 
tors. If stocks don’t balance out, orders 
for excess goods may be cut. 





HAVE YOU A COPY OF 
OUR NEW 
WRENCH CATALOG? 


HARTFORD ° CONN., U. S. A. 
THE BILLINGS & SPENCER CO. 
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ALTHOUGH IT MAY NOT immediately ap- 
pear so from the chart below, in which 
wartime indexes seem to belittle present 
production levels, our -peacetime econ- 
omy is in an explosive stajg, This be- 
comes clearer when we mentally black 
out the index graph for the years 1940 
through the Fall of 1945 and compare 
prewar years with the latest production 
indexes of 177 for total production and 
211 for durable manufactures. 
Acuteness of the situation is further 
emphasized by certain facts presented 
by Jchn R. Steelman, Director of War 
Mobilization and Reconversion, in his 
October report. The.imminent danger, 
according to the report, is that we may 
not be able to shift from an excess of 
demand over supply to an economy 
where demand and supply are approxi- 
mately- balanced, without falling to a 
point of equilibrium on a far lower 
level of production and income than we 
now have. The big question mark in 
this transition is prices. A further in- 





Sept.* Aug. Sept. 
1946 1946 1945 
Total Production 177 176 = 167 
Durable Manufactures.... 211 206 194 
Non-durable Manufactures 161 162 156 


*These figures are preliminary and subject 
- minor revision on the basis of additional 
ata. 





crease in prices, which rose further in 
the three months following expiration of 
the original price control act than they 
did in the previous three years, might 
stifle demand, upset business stability 
and precipitate an early and severe col- 
lapse. 

The report adds other facts to support 
the tenseness of present conditions, 
which can be disastrously thrown out 
of kilter by continued price spiralling. 
Employment in August of this year was 
nearly 9 million above the same month 
of 1940. Unemployment at the same 
time was 2 million, as against 8 million 


1935-39 =100 


in 1940. Income payments are about 
$167 billion, more than ‘twice. the 1940 
figure, and the highest ever. Business 
profits, after taxes, are at the highest 
point in history. And total production 
by private industry, near an annual rate 
of $172 billion, is also at a peak. 

To balance supply and demand at a 
high level of production and employ- 
ment is a hard target to hit. Sustained 
production is a definite curb against in- 
flation, but it is not known definitely 
whether production can rise enough to 
meet the demand of the next few months. 
Because there is no past precedent for 
the conditions existing today, it is not 
easy to determine whether the ceiling 
to our production is our physical produc- 
tive capacity or our ability and willing- 
ness to pay. In any event, we cannot 
realize the limit of our potentialities in 
the output of goods and services unless 
we. have industrial peace, and utilize 
our raw materials and basic industries 
wisely. 


1929 "30 ‘31 ‘32 33 34 35 "36 ‘37 38°39 40 41 42 43 4445 JFMAMJJASOND JFMAMJJASOND 


Source: Board of Governors of the Federal Reserve System. 
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Dumore Grinders 


















Dumore Grinders 


Mount on all can be 






Applied to 
Hundreds of 
Bench-Mounted 
Jobs 


Basic 
Machine Tools 








Adaptability of DUMORE 
Grinders Gives YOU a Wide 
and Profitable Market... 






A Dumore Grinder N 


The Dumore line is a profitable line to sell because i is the 
market is so wide. Almost any plant is a logical prd Grinding Head 

pect for a Dumore. Most plants can use more than o of Many 1 
— several in the toolroom, one or two in the main@aPPerin triinte 
tenance shop, and often whole batteries of Dumores 

in production work. With seven models and a wide 

selection of interchangeable quills, you can recommend 

the right combination of power, speed, and capacity 

for any grinding requirement. Few jobs are too exact- 

ing for the high precision of a Dumore. Because of ‘ " 
their adaptability, you can sell Dumores for work on ie Oe Sees 
standard machine tools, for bench-mounted jobs, or 

as grinding heads on special machines. Capitalize on 

this adaptability to increase your profitable Dumore 

sales, And don’t forget the easy-to-sell Dumore hand- 

grinders, flexible shaft tool, and bench drill. For more 

information, write — 


The Dumore Company, Dept. DUMORE ' 


LitiLillichss 


















PRECISION TOOLS 


SOLD BY AUTHORIZED INDUSTRIAL 
DISTRIBUTORS PAL CITIES 


HOW AND 


WHAT 


A MAJOR AIR LINE BUYS 


Breakdown of one year's purchases by United Air Lines discloses inter- 
esting facts: more than $9,000,000 spent 


Fhe 

© THE PUBLIC perhaps, the thought 
T« running an airline conjures up a 

picture of a comely passenger agent, 
skirt fluttering in propeller backwash. 
while saluting a snappily attired flight 
captain who peers down from the nose 
of a giant airliner—thanks to publicity- 
minded public relations department. 
But R. K. (Bob) Moore, director of pur- 
chasing for United Air Lines, knows 
that before the Mainliner can leave the 
pretty girl behind, a myriad of details 
must be taken care of—on schedule and 
correctly. ’ 

Possibly because no one ever took the 
trouble to make an exact count, a 
round figure of 35,000 is used by Mr. 
Moore to tally the number of different 
items which United buys and stocks. 
And to handle this total of 35,000 differ- 
ent items—ranging from safety pins to 
bulldozers—United maintains a 55-man 
purchasing force. In addition to Bob 
Moore and his staff, there are seven 
buyers in the Chicago regional office. 


Bob Moore and Hank Mossman look 
on while a mechanic operates a drill 
press. 


three in Cheyenne, five in San Francisco 
and two in El Paso (for Lamsa, United’s 
Mexican operation). Included in the 
general headquarters staff office is a six- 
man department which is charged with 
responsibility for setting up and main- 
taining vendor lists, the establishment 
of standards, the execution of national 
purchasing contracts and acceptance of 
new products. This staff office makes 
the initial purchase of new products 
which thereafter may be ordered by re- 
gional buyers. 


Anticipating Requirements 


Last year, the purchasing department 
laid over $9,000,000 on the line for 
supplies, exclusive of war activities re- 
quirentents, to meet its burgeoning 
needs. “Next year,” said Mr. Moore. 
“it will be more. And the year after 
that? .Who knows?” he asked with 
outspread palms. 

When you stop to consider that part 


35,000 different items 


of Bob Moore’s buying involves the an- 
ticipating of requirements one and even 
two years hence, the importance of those 
question marks becomes apparent. 

It was back in the Terrible 30’s that 
Bob Moore first showed his genius for 
organizing with military precision the 
tremendous job of buying and storing 
all the things necessary to commercial 
flight. 

Meanwhile, Bob Moore had been 
learning a valuable lesson which, par- 
ticularly during wartime shortages, has 
paid off handsomely. The mainprop 
of that lesson is that vendors, and their 
representatives (salesmen) are human 
beings too. And traditionally, United’s 
buyers have maintained an “open door” 
policy that calls for interviews from 9 
a.m. to 4:30 p.m., and anytime earlier 
or later for out-of-town vendors. 

To get the picture of United’s 1945 
purchases it is necessary first to know 
something about the system of product 

(Continued on page 259) 





Description 


Propellers & Maintenance Paste. oe 

Engines & Maintenance Parts. . 

Aircraft & Engine Accessories. . 

Aircraft & Engine Instruments & 
Maintenance Parts 

Radio Equipment & Maintenance 


Pa 
Electrical, Aircraft & Ground .. 
Airplanes & Maintenance Parts. 
Ce e, Fabrics & nee. 
t Pipe & Fittings. . 


ition Materials... 
Paint, Chemicals, etc 
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Investment Bankers 
Buy Moore-Handley 


The huge Moore-Handley Hardware 
Co., Birmingham, Ala., was purchased 
on Oct. 11 by the Equitable Securities 
Corp., investment bankers of Nash- 
ville, Tenn., and the Union Securities 
Corp., New York City. The purchase 
was announced by Charles J. Allison, 
manager of the Birmingham office of 
the Equitable Securities Corp. 

Although the purchase price was not 
disclosed, informed sources said the 
figure would run into “several millions”. 
“Mr. Allison said no change was con- 
templated in the present management 
or personnel of the wholesale hardware 
firm which also does a large industrial 
supply business. 

William W. French, Sr., will be re- 
tained as president. “We consider our- 
selves particularly fortunate,” Mr. Alli- 
son said, “in retaining the services of 
all the other executives who have been 
responsible for the long and steady 
growth of Moore-Handley.” 

The former owners were the Moore 
family and members of the Handley 
family, with the majority of the stock 
being held by the Moores. Actual trans- 
fer of ownership was expected to take 
place in November. The firm was es- 
tablished in 1882. 


Chase Steel Erects 
New Quarters 


The Chase Steel & Supply Co., Los 
Angeles, is erecting a new building to 
house expanded requirements. The new 
structure is going up at 5105 Alcoa 
Ave., and contains 10,000 sq. ft., under 
one story. An 80-ft. strip of property 
adjoining the building is owned by the 
firm and will be used for future expan- 
sion. 

The new structure is of concrete, al- 
ready poured, so that no shortage of 
cement can halt its erection. The firm 
believes it will be ready for occupancy 
about Dec. 15. 

Chase Steel & Supply Co. 
founded less than two years ago. 


was 
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G. S. Lovell, seated center, talks 
over orders with Salesmen Roy 
Riggs and Woodrow King (stand- 
ing). Virginia Brown, secretary, is 
at the far end of the office. 


Analysis of Back 


Orders Is Required 


Current shortages of all sorts of 
equipment make it mandatory to closely 
analyze all orders so as to eliminate in- 
flation or duplicate orders placed by 
customers who may have placed similar 
orders elsewhere, according to G. S. 


Lovell, manager, machinery depart- 
ment, Forslund Pump & Machinery Co., 
St. Louis. Mr. Lovell checks back with 
customers on orders which appear to 
be at variance with past experience. By 
constant vigilance, he hopes to keep his 
back orders in line with actual account 
requirements. 


Gilmore Steel 
Pushes Supply Unit 


The Gilmore Steel & Supply Co., 
Inc., San Francisco, with branches at 
Los Angeles and Oakland, now has a 
industrial supply sales staff of 12 out- 
side salesmen and six inside. The de- 
partment is under the direction of 
E. 0. “Joe” Garbush, who is manager. 

The firm was established in 1926. 
W. G. Gilmore is president, M..R. Gil- 
more, vice president, and E. S. Gilmore, 
treasurer and sales manager. E. S. Gil- 
more is manager of the Los Angeles 
branch and A. G. Thies is manager at 
Oakland. 
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Yale & Towne Hires 
Ex-Eisenhower Aide 


J. Bryan Williams, Jr., colonel, whe. 
served as chief of operations 
for General Eisenhower and succ . 
Allied commanders in the Mediten 
ranean Theater of Operations, was 
named a member of the executive sales 
staff of the Stamford Division of The 
Yale & Towne Mfg. Co. Mr. Williams — 
is making his home in Stamford with 
his wife and son. : 


Riechman-Crosby Adds 
Engineering Unit 

The Riechman-Crosby Co., Memphis, 
Tenn. distributors, have added an en 
gineering department to its service 
facilities. The new department is 
headed by James A. Farnham, accord- 
ing to Richard Alcott, vice president 
and general manager. Mr. Farnham 
was formerly with Fischer Aircraft 
Corp., Memphis. 


Lovett & Tharpe 
Plan For Expansion 


Plans are being made by Lovett & 
Tharpe Hardware Co., Dublin, Ga., to 
expand and modernize present head 
quarters and warehouse. It is expected 
that all operations will be departmen- 
talized and the new sales and display 
room opened by early next year. 

The firm recently added a line of 
electrical appliances with Joe Haslett 
as manager of appliance sales. Refrig- 
erators, washing machines, electric 
ranges and quick freeze lockers have 
been placed on sale. The company also 
has added a line of work shop equip 
ment and electric tools. 

Several new salesmen have been ad- 


. ded to the staff to increase the inside 


unit to ten and outside to five. Latest 
member is Leroy Tebo, who was with 
International Harvester before entering 
the Navy. Others include R. A. Hobbs, 
W. F. Young, and W. M. Moon, former 
servicemen, and Garnett Stevens am@ 
M. K. Williamson. 





Two Ways to Boost Sales 
of this Versatile Drill! 


Deuble use increases 
your accessery sales! 
Selling C 
4” Heavy-Duty Drill for 
both portable and stationary 
use, means more profits for 
= on sales of Twist Drills, 
‘ood Augers, Hole Saws, 
Drill Stands, Reamers, 
tersinks, etc. There are 
plenty of prospects. It’s up to 
~ to go after them now! 
Black & Decker Mfg. 
Co., 617 Pennsylvania Ave., 
Towson 4, Maryland. 


ae 


o> LEADING DISTRIBUTORS EVERYWHERE SELL 


So 


Black’ Decker 


PORTABLE ELectric TOOLS 
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Hardware Convention 
Attended by 1,800 


More THAN 1,800 DELEGATES journeyed 
to Atlantic City last month to attend 
the 52nd annual convention of The Na- 
tional Wholesale Hardware Association 
and the 91st semi-annual convention of 
the American Hardware Manufacturers 
Association. 

Henry J. Allison, president of the 
Allison-Erwin Co., Charlotte, N. C., was 
elected president of the wholesalers’ or- 
ganization, succeeding Edward F. Pritz- 
laff of the Pritzlaff Hardware Co., Mil- 
waukee. H. P. Ladds, president of Na- 
tional Screw & Mfg. Co., Cleveland, was 
named president of the manufacturers’ 
association. He succeeded John S. 
Tomajan, Washburn Co., Worcester. 

Vice-presidents elected by the whole- 
salers were John H. Mize, Blish, Mize 
& Silliman Hardware .Co., Atchinson, 
Kan.; W. P. Tracy, The Tracy-Wells 
Co., Columbus, O.; and Arthur M. 
Vorys, Vorys Bros., Inc., Columbus, O. 
Named to three year terms on the ex- 
ecutive committee were Robert H. 
Baker, Fones Bros. Hardware Co., Little 


Herbert F. Ladds 


Rock; W. W. French, Jr., Moore-Han- 
dley Hardware Co., Birmingham; and 
John S. Stiles, Morley Murphy Co., 
Green Bay, Wis. 

In addition to Mr. Ladds as president, 
the manufacturers elected three vice- 
presidents: H. F. Seymour, Columbian 
Vise & Mfg. Co., Cleveland; George H. 
Halpin, Minnesota Mining & Mfg. Co., 
St. Paul, and Richard L. White, Lan- 
ders, Frary & Clark, New Britain, Conn. 


Power, Engineering 
Show Set For Dec. 2 


The 17th- National Exposition of 
Power and Mechanical Engineering will 
start on Dec. 2 at the Grand Central Pal.- 
ace, New York City, and will continue 
through Dec. 7. In a history of almost 
25 years, the show has become a strong 
institution, joining the general interests 
of consumers of power and producers of 
power generating equipment. It pro- 
vides a forum for the exchange of tech- 
nical and engineering information con- 
cerning power problems as well as a 
display of the most recent advances in 
methods and equipment. 

Nearly 400 exhibits have been en- 
rolled occupying four floors. Many ex- 
hibits include rfew atid redesigned prod- 
ucts now on view, for the first time, in- 
corporating both advanced engineering 
promoted in conjunction with war pro- 
duction or privately developed during 
the last six or eight years, but withheld 
from production due to restrictions. 

Exhibit classifications cover the entire 
subject of power generation, conversion, 
distribution and application to produc- 
tive machines and equipment. 














A CATALOG IN PANTS 


How COULD THERE BE such a thing? 
Well, there was and I’ve seen it and 
you’ve seen various degrees of it. What 
I saw was literally “A Catalog in 
Pants” in full bloom. Some people 
grow up that way. 

The Catalog I refer to was a man, 
employed as a salesman by a friend of 
mine. He wasn’t a salesman and nat- 
* urally he didn’t last long in that capac- 
ity. Why? Because a paper catalog 
would have accomplished all that he 
did without annoying anyone. 

Let me tell you what I saw happen 


124 





Stepping Stones 
To Successful Selling 


Reflections of a veteran sales- 
manager, culled from bulletins 
to his salesmen 


over and over again. Some years ago, 
I had desk room in the office of a con- 
tractor. This “Catalog in Pants” ar- 
rived in the contractor’s office at regu- 
lar intervals—opened the door—walked 
in—solemnly presented his card on 
which was listed the various items the 
contractor might buy—was told that he 
would be remembered—walked out. 
There were two things wrong with 
this fellow. First, he did the wrong 
thing the first time. Second, he con- 
tinued to do the wrong thing every time 
and he was remembered! But, he wasn’t 
remembered in the way that he thought 
he was. He would have made a better 
impression if he had been delivered 
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through the contractor’s door by way 
of the letter slot. That would have been 
different and more unusual and cer- 
trainly would have attracted some at- 
tention. 

This “Catalog in Pants” represented 
a good company, had a good line of ma- 
terials to sell at fair prices, but he 
wasn’t a salesman. He couldn’t have 
sold gold trimmed caskets to an under- 
taker for $1.00 each because he was too 
solemn and drab to interest even an 
undertaker who, though his dealings 
are mostly with the dead, is still human 
and alive. 

Now, what’s this got to do with us 
salesmen? Just this, you’ve known peo- 
ple who do and say the same things in 
the same way time after time. Maybe 

(Continued on page 140) 





YOUR CUSTOMERS KNOW A GOOD THING WHEN YOU EXPLAIN— 


More Strength—at No Extra Cost— 
thanks to 


ape 
Ql 
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The toughness and accurate fit you want in fasteners for heavy transportation jobs, for 
instance, are forged into Cleveland Top Quality Cap Screws by the Kaufman Double 
Extrusion Process. This process assures greater strength and uniformity in the various 
types of cap screws for any fastening requirement. Precision controlled heat treating is 
added in the manufacture of popular Cleveland High Carbon Heat Treated Cap Screws. 
It's good business to use the best cap screws you can buy—for top speed in the shop and 
strength in your finished product. Write the factory, or your nearest Cleveland repfesentative. 


CLEVELAND 


To Cluolly 
FASTENERS 


a » 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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SMERS Reduce 


mance (Costs 


Steadily mounting production costs 
due to higher priced raw materials 
and increased payrolls have made 
industrial manufacturers aware of 
the need for modern lubricating 
methods if profits are to be main- 
tained. 


You can help your customers re- 
duce lubrication maintenance by 
selling them increased service life 
and output of machinery through 
positive, thorough lubrication. 


Lincoln provides the proper Lubri- 
cating System for.every application. 
The line is complete and includes 
everything needed for efficient lubri- 
cation maintenance. A few of the 
many items are illustrated. Now is 
the time to start selling lubrication 
service—“THE LINCOLN WAY.” 


Write for Complete 


INFORMATION 


Fs ale, 4 ey Pot nom 
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taKnee? OUAAEN OK Euginccrea Lubricating cguipment 


LINCOLN ENGINEERING COMPANY 
5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO., U.S. A. 









SELLING THE DISTRIBUTOR 


More manufacturers use their consumer advertising to put spotlight on the 
services of supply firms; MILL SUPPLIES continues ifs successful campaign 


still very much in the spotlight this 

month as more and more manufac- 
turers devote their consumer advertis- 
ing to playing up the advantages indus- 
trial buyers obtain when they purchase 
through distributors. But, while the 
manufacturers may be carrying the 
ball, like the linemen on a hard hitting 
football team, the distributors are the 
ones who are opening the way. Copies 
of “Service and Dependability” are be- 
ing brought to the attention of thou- 
sands and thousands of buyers, making 
them receptive to the messages manu- 
facturers have to relate in their adver- 
tising. 

In addition to publishing the 16-page 
booklet, “Service and Dependability”, 
and making it available to distributors 
at cost ($8 per hundred copies), MILL 
SupPLiEs is carrying on its own national 
advertising program in American Ma- 
chinist and Factory Management & 
Maintenance. Your magazine also has 
pledged itself to a continuing program 
of urging manufacturers to publicize 
the distributor’s role in America’s in- 
dustrial picture. 

Mitt Suppiies checked manufactur- 
ers’ advertising in October issues of 
some magazines going to the industrial 


[ sit ery DISTRIBUTORS’ services are 
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What does “Distributor” mean to You? 


user. Forty-eight advertisers, in ad- 
dition to those named last month, were 
found to be mentioning the distributor 
in some way. The latest check also re- 
vealed an increasing number of manu- 
facturers featuring the distributor. 
Four examples of this are reproduced 
below. These and similar ads show 
that manufacturers recognize that their 
advertising must do a two-fold job: 

1. Gain buyers’ acceptance for their 
products. 

2. Show buyers where they can pur- 
chase the products easiest and most 
profitably to themselves. 

While gaining buyers’ acceptance of 
a product is of prime importance, 
manufacturers found through experi- 
ence in the recent war years that it 
was equally important for buyers to 
know where to obtain the product. The 
circumstances during the war were dif- 
ferent than in a normal or competitive 
market but the end result was the 
same: 

War shortages often made a buyer ac- 
cept a different product than the one 
he wanted; in a competitive market, 
lack of information as to where to buy 
a product may mean that while an ad- 
vertiser has aroused interest in a prod- 
uct, a rival gets the sale. 
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As pointed out previously, though, 
the whole responsibility does not belong 
on the manufacturers’ shoulders; the 
distributor, too, must keep customers 
and prospects aware of the products 
and services available through his or- 
ganization. From the service stand- 
point, distributors are finding out that 
the booklet, “Service and Dependabil- 
ity”, really does a job when it comes to 
“selling the distributor” to industry. 

Some distributors have recognized 
this fact and have taken steps to insure 





For quickest delivery of 


Locat impusTaiat 
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Bassick 
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that they will obtain the greatest pos- 
sible value from the booklet. Bob 
Russell (J. Russell & Co., Holyoke. 
Mass.), for example, called a special 
meeting of his sales staff; went over 
the booklet with the salesmen, page 
for page, and then distributed the book- 
lets for personal presentation by sales- 
men to buyers. As Mr. Russell ex- 
pressed it: 

“The booklet carries too important 
a message to send it through the mail 
and thereby take a chance that the 
buyers will read it.” 

J. Russell & Co., salesman did not 
attempt to go over thtentire booklet 
with each buyer. They selected various 
points made in the booklet to call to the 
attention of buyers, thus insuring thor- 
ough readership of the booklet at the 
buyers’ leisure. 

Similar sales staff meetings were held 
in numerous other distributor organiz- 
ations and thus buyers are 
reached from all sides. 

The advertisements reproduced on 
page 127 tell an interesting story. The 
New York Belting & Packing Co.’s ad 
points up the fact that a dictionary 
definition of “distributor” does not tell 
a complete story, that industrial dis- 
tributors believe “that distribution goes 
far beyond the mere filling of orders.” 
The truth of the statement is further 
emphasized by a case history. 

The Ohio Injector Co.’s ad is the 
most detailed of the group. In this 
advertisement it is stated that the dis- 
tributor “serves you in many ways.” 
The advertisement then itemizes sev- 


being 


The American Pulley Co. 
American Saw & Mfg. Co. 
Aurora Pump Co. 
Bay State Abrasive Products Co. 
Boston Wooven Hose & Rubber Co. 
The Bristol Co. 
The Buckeye Brass & Mfg. Co. 
Bude Company 
Buffalo Bolt Co. 
Celfer Tools Div. 

Clerk Equipment Co. 
Clemson Bros., Inc. 
Crescent Machine Div. 

Rockwell Mfg. Ce. 
Demascus Steel Products Corp. 
Dizen Velve & Coupling Co. 





“Service and Dependability” is 
now definitely in the best seller” 
classification. Distributors in every 
section of the country have 
placed orders for the booklet. In 
fact, the demand for the booklet 
has surpassed our greatest expec- 
tations—we’ve had to order an 
immediate re-printing in order to 
fill requests (and the New York 
truck strike didn’t help matters). 
However, everything is straight- 
ening out now. How the booklet 
appears when a distributor’s name 
is included on the cover is shown 
at the right in the reproduction 
of J. Russell & Co.’s use of the 
blank space. 



























































eral of the distributor’s assets: conven- 
ient stocks, on-the-spot technical aid, 
immediate information, securing scarce 
items, easier purchasing, and product 
dependability. 

Republic Steel plays up the speedy 
service distributors render and then 
cites a two-fold advantage buyers get 
when they purchase through distribu- 
tors: 1, “You save time and effort in 
locating and ordering stock, 2. you 
eliminate unnecessary overhead and 
maintenance expense resulting from 
maintaining large . . . 
your plant.” 

Bassick Co., also stressed quicker 
delivery by dealing through distribu- 
tors. Bassick also explained that the 
distributor “is equipped to give you 
practical advice . . . he can contact 


inventories in 


you quickly for aid in solving prob- 


A check by Mill Supplies of some indus- 


trial user publications revealed that 
the following additional manufacturers 


mentioned the industrial distributor in 
their advertisements: 


Henry Disston & Sons, Inc. 

The Fafnir Bearing Co. 

The Falk Co. 

Flexibie Steel Lacing Co. 
Fior-Dry Co. 

The B. F. Goodrich Co. 

The Goodyear Tire & Rubber Co. 
Helicord Gage Div. 

American Chain & Cable Co., Inc. 
independent Pneumatic Tool Co. 
The Lamson & Sessions Co. 

Lisbon Hoist & Crane Co. 
Mason-Neilan Regulator Co. 
Master Lock Co. 

New Britain Machine Co. 
Nicholson File Co. 

Owatenne Tool Co. 
Owens-Corning Fibergias Corp. 


lems . . . he is close at hand .. . for 
prompt, satisfactory delivery.” 

In other advertisements where the 
distributor was named, similar phrases 
to those cited last month were found, 

Use of symbols to keep readers re 
minded of the fact that the advertiser 
sells through industrial distributors is 
being used by many other manufac. 
turers than those mentioned last month. 
For example, Yale & Towne employs a 
drawing of the world to indicate that 
its products are available world-wide. 
Cleveland Twist Drill Co., uses a tele 
phone to show how easy“it is to contact 
the distributor. The symbol features 
the initials ISD for Industrial Supply 
Distributor. These two examples are 
reproduced below as a heading for 
those advertisers who this month were 
found to have mentioned the distributor. 


















Wm. Powell Co. 
Pyrene Mfg. Co. 
The Ridge Tool Co. 
John A. Roebling's Sons Co. 
Russell, Burdsall & Ward Bolt & Nut Ce. 
Rust-Oleum Paint Corp. 
S. K. F. Industries, Inc. 
Stanley Tools 
N. A. Strand & Co. 
Taylor Instrument Co. 
Tube Turns, Inc. 
The Van Dorn Electric Tool Co. 
Victor Saw Works, Inc. 
Watson-Stiliman Co. 
Werthington Pump & Machinery Cerp. 
Wright Mfg. Div. 
American Chain & Cable Co., Inc. 
Yale & Towne Manufacturing Co. 
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DEPRESSION IN °4:7? 


.-- controls can bring one 





ness man,who values freedom, to protest against 

government regulation. On this account, many 
people who do not know the facts in detail are in- 
clined to discount current business protests against 
the post-war application of wartime economic con- 
trols. This is particularly true since in his report for 
the third quarter of this year, the Director of War 
Mobilization and Reconversion implied that busi- 
ness is in fine health by remarking that “business 
profits, after taxes, are at the highest point in 
history.” 

In complaining about government controls, how- 
ever, the American business man is not crying wolf. 
These controls were an essential war weapon. Now, 
however, they are contributing decidedly to a twist- 
ing and distorting of the American economy in a 
degree which, if not soon corrected, may well start 
production and employment down the toboggan. 

One general indication of how badly twisted our 
economic system has become is found in the wide 
disparities in the amounts by which different groups 
of prices have increased. Since 1941, for example, 
farm prices have advanced an average of about 
125%. Industrial prices, more tightly controlled than 
any other group except rents, have increased only 
about 32%. Meanwhile, straight time hourly earnings 
of industrial workers have gone up about 60% and 
the cost of living about 43%. 

The advances of individual prices within these 
groups have also varied enormously. Among indus- 
trial prices, that of finished steel has gone up only 
about 14% since 1941, while lumber has gone up over 
50%. Hourly wage rates in the women’s garment 
industry have gone up 116%, while those in the 
brewing industry have gone up only 33%. That share 
ofthe cost of living due to rent has gone up only 
4%, while that due to the cost of clothing has gone 
up over 60%. 


Well, What Of It? 


At least four things of major importance: 


1. Production, under the influence of price 
control, has been heavily concentrated in some 


[ IS CONVENTIONAL for the American busi- 


lines to the neglect of others. Result—unbalanced 
production, unbalanced inventories, and a seri- 
ous cut in the flow of goods to consumers. 


2. More or less uniform post V-J Day wage 
increases, promoted by the federal government, 
have imposed a far more serious cost problem on 
some industries than on others. This is particu- 
larly true of some of the most basic industries. 


3. While, as a whole, “business profits, after 
taxes, are at the highest point in history” (due 
in part to a temporary excess profit tax rebate 
arrangement) there are enormous disparities in 
the profits of different industries. Some key in- 
dustries are making little or no profits, 


4, If not corrected, the distortion of prices, 
wages and production, which has resulted in 
such a wide disparity of profits, can contribute 
decisively to a major business upset. 


The most striking example of the distortion of pro- 
duction by controls was, of course, that provided by 
a metropolitan meat famine at a time when beef 
cattle crowded the ranges. This has now been recog- 
nized, But there are many other distortions. Abun- 
dance of sports clothes, acute shortage of more essen- 
tial clothing made from the same kind of cloth. 
Successive shortages of critically important products 
like baling wire and nails as the price lid on steel 
is jiggled first this direction and then that. 

Some of these distortions of production are due to 
material shortages. But a major contributor is un- 
even application of controls, and the total removal of 
some while others are held firm. Among the results 
are bulging inventories of partially completed assem- 
blies and shut-downs while waiting for parts. 


‘ Wage Complications 

While price controls, unevenly applied, have 
shunted production first this way and then that, the 
federal government has further complicated the situ- 
ation by promoting uniform wage rate increases 
without regard to varying capacities to pay them. 
The greatest single contribution to this distortion 
was made by the President himself. In the course of 








unsuccessfully trying to mediate the dispute over 
steel wages last January he recommended a wage 
rate increase of 184 cents an hour. Immediately that 
increase was accepted by organized labor as par for 
the first round of wage adjustments, having the sanc- 
tion of the White House itself. The game then be- 
came to beat par. 

But the capacity of different industries to pay 
wage increases varied greatly. During the war some 
had hiked their pay much more than others. More- 
over, in some industries wages are a much larger 
element of total cost than in others. In 1939 (last 
year for which figures are available) wages ranged 
all the way from 2%% ‘of total sales in cigarette 
manufacturing to 34.3% in hosiery manufacturing 
and 65.2% (for wages and salaries combined) in soft 
coal mining. 

Under these circumstances, some industries were 
far less able to meet a uniform wage increase than 
others. Nonetheless, many of them had uniform wage 
increases imposed upon them. Then the price lid was 
held firm. This, coupled with material shortages and 
production difficulties which also choked output, 
squeezed the profit right out of those industries. 


A Study In Contrasts 


Some of the most important industries are making 
little or no profits while they bump along on a pro- 
duction volume which fails to meet consumer needs 
and prevents attainment of maximum efficiency. The 
automobile industry affords one conspicuous exam- 
ple. Another is electrical manufacturing, and rail 
equipment is yet a third. All of them are crucially 
important. Many other lines of business, of course, 
are extremely profitable. For example, the profits of 
a group of large retail stores were 150% higher dur- 
ing the first half of this year than they were a year 
ago; the profits of a group of motion picture com- 
panies were up 140%. 

In the meantime, the workers in some of those 
low-profit industries are in no bed of roses. The in- 
crease in the cost of living since 1941 is now outstrip- 
ping the increase in the hourly wage rate of workers 
in a number of industries, where wage rates have not 
risen as much as the average. On a weekly basis, a 
shorter work week, with less overtime, has combined 
with the recent upsurge in consumer prices, to place 
the living standards of some of these workers below 
the wartime level. 

Such circumstances obviously create pressure in 
the ranks of these workers for another round of 
wage increases. But as long as the profit remains 
squeezed out of their industries wage increases, if 


any, must be translated either into higher prices, or, 
if the government sits tight on the price lid, into 
losses which will discourage production and ulti. 
mately cost workers their jobs. 


What To Do? 


Salvation both for the workers and for employers 
in the relatively profitless section, a peculiarly im. 
portant group of industries, must be looked for 
primarily by increasing productivity, thereby de- 
creasing ‘the cost per unit. Part of this higher pro- 
ductivity can come only from individual efforts 
of the workers themselves. Another part can come 
from an elimination of bottlenecks in materials and 
parts which prevent the labor force from working 
most efficiently. Only by greater output per man- 
hour can workers and management solve their 
common problem. 

Until productivity has been thus increased, it is 
hard to think how the federal government could do 
a greater disservice both to labor and to industry 
than to repeat its performance of promoting a uni- 
form national wage increase. With the present dis- 
tortion of the national economy, some industries 
might again take such an advance in their stride, 
With many others it would raise even greater havoc, 

While avoiding like the plague promotion of an- 
other uniform wage adjustment, the federal govern- 
ment must make it a primary objective to relieve 
distortions caused by the uneven application of other 
controls, primarily price control. Nature has given a 
lift to the elimination of distortions by providing 
bumper grain crops which should in time reduce that 
staggering disparity between a 125% increase in 
farm prices and a 32% increase in industrial prices. 
But that process must be speeded as a matter of 
conscious policy. No element of such a policy is more 
important than expediting the decontrol of industrial 


' prices. Such a course is clearly essential te achieve 


that balance in the production of materials and parts 
required for maximum output. 

Business and labor both want a sustained prosper- 
ity in which all will share. Sustained prosperity can 
be achieved only if we eliminate the distortions in 
wages, prices and profits which now restrain so much 
vital production. 
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How? Sell the Yale Spur-Geared Hoist, 
the most efficient type of hand chain 
hoist made! Precision engineered to the 
highest standards and ruggedly built 
to stand up under the tough service of 
today’s fast industrial operations— 
that’s the Yale Spur-Geared Hoist. It 
saves time, saves effort, boosts output, 
and cuts costs. 

Show your prospects the many ad- 
vantages of the Y ale Spur-Geared Hoist. 
Let them know that outstanding per- 
formance in all kinds of plants the 
world over has proved the quality of 
this top-notch production tool. In so 
doing, you turn a want into a need— 
and boost your income at the same 
time. But don’t stop with Yale Hand 
Chain Hoists! There are countless 
“spots” where the Cable King and 
the Midget King Electric Hoists 
fit into the production picture 
profitably. Point out their quality 
and performance features — for 
extra cash! The Yale & Towne 
Manufacturing Company, 4530 (AOR 


SALES pad SERVICE 
t el 


TaconyStreet,Philadelphia24,Pa. [aaD 


itribéte 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


KRON INDUSTRIAL SCALES - HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 
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TOPIC OF THE MONTH 





Manufacturers Schools: 
One Route To Product Knowledge 


Salesmen, distributor, customer and supplier—all benefit 
when hard-hitting salesmen apply factory-gained prod- 


uct knowledge in the field 


Most INDUSTRIAL DISTRIBUTORS currently 
are faced with the necessity of making 
the decision of whether to have new 
salesmen train at one or several of the 
schools that are being conducted by 
certain manufacturers who sell through 
distributors. 

In this article, the reaction of distrib- 
utors and their salesmen to one such 
school, and a description of that school, 
is set forth as a possible guide for dis- 
tributors in weighing the pros and cons 
of the matter. 

As a preliminary, and resulting from 
conversations with many distributors 
concerning all factory schools in gen- 
eral, two salient facts emerge: 


1. If the  student-elect possesses 
neither the aptitude nor the inclination 
to learn about the product in question, 
it is futile to send him to school. In 
other words, manufacturers’ schools 
cannot make the sales engineer—they 
only improve receptive students. 


Factory schools are a “must” for ef- 
ficient servicing of equipment, says 
Lioyd M. Aldrich, Forslund Pump & 
Machinery Co., Kansas City. 


2. Never send green sales material to 
the schools. It is a waste of time be- 
cause (a) the man has not had. suff- 
cient field experience to get the “feel” of 
the line and (b) he should have a 
period of trial, for if he should quit or 
flop on the job his sales training is a 
waste to all concerned. 


On the opposite side of the ledger, 
there are many facets for consideration. 
In the case under consideration, namely 
the training offered by The Delta Mfg. 
Co., Milwaukee, the quickest way to 
gain a comprehensive perspective is to 
talk with some of the salesmen and dis- 
tributors who have had first hand expe- 
rience with the course and with its re- 
sults. 


Student Becomes Teacher 


Take, for example. the experience 
of Lester Dahm who is manager of the 
supply department and buyer of indus- 
trial supplies for the St. Louis firm, Cen- 


Lester Dahm, Central Hardware Co., 
liked Delta school so well he will 
start one for all Central sales em- 
ployees. 





Factory Schools Help 
The Distributor Salesman: 


1. Get into customers’ shops, broaden 
sales opportunities. 

2. Win confidence based on_ product. 

3. Sell related supplies. 

4. Establish himself as an authority, 

5. Service equipment on the spot; sell 
more parts. 





tral Hardware Co. He was one of two 
Central men who attended the Delta 
school early in 1945. His object was not 
only to obtain a better understanding of 
the line for purposes of buying and sell- 
ing, but also to absorb enough knowl- 
edge so that he, himself, could impart 
some of it to salesmen—outside as well 
as telephone and counter. 

“There is no substitute for product 
knowledge,” Mr. Dahm told Mitt Sup- 
PLIES, “and there is no doubt but that 
Delta can do a better job of training 
than we can do. But because we feel 
that everyone who has anything at all to 
do with selling or servicing the line 
should have a good working knowledge 
of the line, and since it is not prac- 
tical to send everyone to Milwaukee 
for training, we have decided to set up 


Knowledge gained at school gets me 
into customers’ shops, C. Kolconay, 
Pulver Machinists Supply Co., Chi- 
cago, says. 
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der toughest conditions. The 
consistent good performance of 
MORGAN VISES has earned them 
a reputation that makes the dis- 
tributor's selling an easy matter 
and helps him to build a good 
steady-paying business. Line up 
with this good seller... 
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We advise our industrial users to pur- 
chase through their local distributor 


MORGAN VISE CO. 
108-112 N. Jefferson St., CHICAGO 6, ILL. 





MILL SUPPLIES © NOVEMBER, 1946 











our own school, patterned after the 
Delta school. 

“This will be done,” he said, “as soon 
as we have adequate equipment in 
stock. Because we do not have cut-a- 
ways, we will dismantle and reassemble 
equipment. First we will concentrate on 
the industrial line. Later we will hold 
classes on the home workshop line, too. 
We figure it will take us about a year 
to complete the course, running a three- 
hour class one evening every four weeks. 

“The factory is working closely with 
us on the project and offering every 
aid, including texts, examination pa- 
pers and the like. About the’only place 
we will vary to any extent from the 
original course will be special emphasis 
on belt dimensions and pulley speeds,” 
Mr. Dahm said. 

Discussions with salesmen and their 
employers elsewhere in the United 
States (Delta has had students from 
virtually every state, including foreign 
countries, such as England, Belgium, 
and Australia), reveal a fairly uniform 
story: When the student material was 
up to requirements the results were 
favorable. 


Customer Confidence Gained 


The experience of two Chicago sales- 
men is typical. Both work for Pulver 
Machinists Supply Co., and of their 
training, Harry A. Pulver, partner, said 
that there is no doubt but that it has 
improved their effectiveness as sales- 
men—not only of the Delta line alone, 
but in general. Mr. Pulver explained 
that in becoming experts on the equip- 
ment, the men also gained a greater in- 
sight in the lines which may be sold 
with the equipment—drills, taps, ream- 
ers and the like. 
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R. J. Miller, Forsiund Pump & Ma- 
chinery, smiles beside parts depart- 
ment he persuaded his boss to 
install after learning of sales op- 
portunities at school. 


One of the most pronounced results 
of the special training—and one of the 
most satisfying to C. Kolconay, one of 
the Pulver salesmen taking the course— 
was the rise in customer confidence 
which followed the training. 

“Of course you have to let them know 
that you’ve had the training,” Mr. Kol- 
conay said, adding that “you've got to 
remind them, too.” He explained that a 
system df picture postcard mailings 
from the school, arranged by Delta, “is 
all right for letting customers and 
prospects know that you’re in school, 
but you’ve got to follow up on that.” 
He thought that perhaps some sort of 
a card “about wallet size,” might be a 
good idea so that the trained salesman 
could show it to his customer: “Or per- 
haps a button,” he added. (Some 
schools do equip graduate students 


1 don’t have to take refuge in gen- 
eralities, says Jim Sobolik, Pulver 


Machinists Supply Co. Now I can 


talk details. 
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How it works: the first order of the class day is actual 
work with tools. Instructor Martin telis them all about 
this equipment. 
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Factory Schools 
Help the Supplier: 


1. Give better sales representation and 
coverage. 

2. Keep customers better satisfied with 
better service. 

3. Avoid “over” selling. 

4. Lessen service load on own field men, 
freeing them for sales work. 

5. Improve distributor and customer re- 
lations. 





with pins and cards. Delta issues a 
souvenier diploma.) 

“Customers just have more confi- 
dence in a man who is specially 
trained,” Mr. Kolconay said. “For in- 
stance, there was a man who wanted a 
much more expensive machine that he 
really needed for the job he had in 

(Continued on page 138) 





Students must not only look like they know what instruc- 
tor talks about, but must prove it. Here they are shown 
at written examination which followed first lesson. 
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Self-Locking Nut — “SOLD 
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You can't screw socket screws in or 

HALL()WELL out, without a socket hex wrench,— 
so why not get our #25 or #50 

KEY KIT Bim Hallowell” Hollow Handle Key Kit, 


SN which contains most all hex bits. 
N 


“Unbrako” and “Hallowell” Products are sold entirely through distributors . . . and 
today they are busier than ever with manufacturers and machine shops calling 
constantly for these nationally advertised and well-known products. 


“Hallowell” and "“Unbrako” Products have TIME-TESTED acceptance. "Unbrako” 
Socket Screw products are accurate, strong, and dependable . . . ‘Hallowell’ Ready- 
made Shop Furniture of Steel is sturdy and well built. Up-to-the-minute design, 
quality of material, skilled craftsmanship—plus a full range of sizes and combina- 
tions—have put them in the front rank of industry, and HAVE KEPT THEM THERE! 


Write for our latest catalog on "“Unbrako,” “Hallowell,” and “Flexloc’’ Products, and 
call on your Local Distributor to fill your needs. 


Kits: Patents Pending OVER 43 YEARS IN BUSINESS *Reg. U. S. Pat. Off 
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This SKILTOOL advertisement 


is running this month in 


principal industrial publications 
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The last lecture: Robert Melius, sales 
manager, demonstrates to class how 
to “sell "em more” with a specially 
prepared illustration of an ad run in 
Mill Supplies. When you sell a drill 
press for instance, he tells the class, 
you can sell spur bits, router bits, 
drills, hollow chisels, etc. 


mind. With some justification he as- 
sumed that by paying the highest price 
he’d be sure and get the job done right. 
That was true, but it likewise was true 
that I could recommend a piece of 
equipment, for less money, that would 
do the job he wanted just as well. Be- 
cause of my training (I showed him my 
diploma) he took my word for it. I 
made a real friend for I proved to him 
that I have his best interests at heart.” 


Sell More Parts 


Jim Sobolik, the other Pulver sales- 
man taking the course, was equally 
enthusiastic. “We carry a good supply 
of Delta parts,” he said, “and we can 








Factory Schools Help 
The Distributor: 


1. Train his sales force. 

2. Win customer recognition and confi- 
dence. 

3. Increase average sale to customer. 

4. Lessen dependency on factory field 
men. 

5. Increase service to customers. 





make up our own adaptations, can 
change from low to high speeds, for 
example. You get right down to fun- 
damentals when you tear a piece of 
equipment apart and put it together 
again. You then know that equipment 
and in talking with customers you can 
get right down to cases—don’t have to 
take refuge in generalities,” he added. 

Both men were emphatic that their 
new knowledge was an important factor 
in enabling them to get into the shops 
of their customers and that sales of 
Delta as well as of other types of equip- 
ment, and supplies, followed. 

In Kansas City this same door-open- 
ing facility was underscored: When they 
find out you have training behind you, 
you can get into plants . . . they be- 
lieve you and have confidence in your 
recommendations. That was the concen- 
sus of two salesmen of the Forslund 
Pump & Machinery Co., who had gone 
to the Delta school. 

One of the immediate results at 
Forslund’s of the training was the in- 
stallation of an enlarged Delta parts 
department. Both salesmen came back 
full of talking points on this matter 
and the management agreed with the 
men. In fact, G. S. Lovell, manager of 


Be 
be 3 


The final step: H. C. Stuckeman, executive, awards diplomas to eight graduat- 
ing students while Messrs. Martin and Schutz look on. 
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the machinery division of Forslund 
smiled wryly when he mentioned the 
school: “They (Delta) did such a good 
job that I had a time getting the two 
men to sell other equipment, too.” 

One of the Forslund men, R. J. Miller, 
who spends most of his time on counter 
sales, was enthusiastic about the train. 
ing. “It was conducted like a school— 
not like a sales meeting,” he said. It 
was Mr. Miller who led the drive tg 
get Forslund to enlarge the parts de 
partment. 


Salesmen Gain Confidence 


“Now that we have the parts and 
the training,” he said, “it is much easier 
for me to be of service to our customers, 
I know now what the customer ma 
needs and we can do Fi b right,” he 
added. “And in se = achines, I 
know more selling points. I know how 
the machines are made and in talking 
to prospects I can answer their ques 
tions without running back to the fae 
tory for additional information.” 

Lloyd M. Aldrich, Forslund service 
and sales, likewise testified to immed: 
ate benefits as the result of his training, 
We now have a parts stock big enough 
to make whole subassemblies which will 
get a customer by on some particular 
job. Often our knowledge of how to 
improvise, especially during days of 
slow deliveries, has been a life saver to 
a customer. And, naturally, that makes 
friends for the firm, he added. 

Interviews with other graduates in 
other parts of the nation all tend to 
prove up the benefits to distributing 
form and supplier alike when salesmen 
are in possession of sound, adequate 
product knowledge The customer gets 
better service and becomes a better 
customer, the salesman and the dis- 
tributor firm sell more, and the sup- 
plier is relieved of a burden of service 
problems and, more important, finds 
better acceptance for his line. 

These blessings seem large in rela- 
tion to the cost. Delta figures that it 
is out of pocket about $50 for each man 
trained. The distributor supplies the 
student and pays his fare to and from 
Milwaukee. Delta pays the rest; that 
is, hotel and meal and local transporta- 
tion expense. Very little entertaining is 
done on the theory that the men are 
in Milwaukee to work and learn. 

The school is, in reality, a war-time 
instituted postwar plan. The first class 
was held December, 1943, and the first 
students were Delta executives; the 


(Continued on page 255) 















* * “ 
.. but he just feels lost out his 
OUND 
, ary é 
= Eh WN 
— inewauons © ; 


All right, then — so our idea’s far-fetched. We'll grant 
that even the most devoted WITT CAN owner would hardly 
gum up an evening by lugging his precious corrugated 
beauty to a night club. 


And yet .. . WITT CAN owners are almost ‘that way” 

about their prized WITT CANS. They value them highly— 

service oe sever Cop — and quite naturally, when you consider that this finest 

t, finds to per > - Can possible to produce actually OUTWEARS A CAN OF 
operat erwrit: THE ORDINARY KIND 3 TO 5 TIMES. 





in rela- Just run an eye over this list of 4-star features: Made of 


that it - heavy-gauge, special analysis steel . . . Built in a rugged, 
: punishment-taking one-piece body, with perfect-fitting 
one-piece lid... Wrapped in a super-thick ‘‘overcoat”’ of 
rust-resistant zinc by hand process “‘hot-dip”’ galvanizing 
. .. Stoutly armored with shock-absorbing steel bands. 


Because WITT CANS are the best made, they're best 
for you to sell. By building lasting customer satisfac- 
tion, they build your business. 


MILL SUPPLIES © NOVEMBER, 1946 





problems 


——, 





“of Hein- 
1 USES @ 
Q we H os Soc? 


001 USES 
A oe moving machi 
on: pressia 


items, 
straightening * 


them wering 
¢ heavy 
ending or 


, but varies 

Sy nme plant 
ch spec Ne Gilt filter press 

to be ress s in less 
previously 





-wW JACKS DEPENDABLE? 
acks are 
sturdy hydraulic ae = 2 bg 


factory- “test sed a — 





ory 
ARE JACKS AVAILABLE for fact 
Q needs? ee ot 
A Ys, 


“fp Jee i2, 2 20, 30 and 
et. 





The rugged construction and smooth, 
powefful operation built into Hein- 
Werner Jacks are prime reasons be- 
hind their ability to save time and 
labor throughout industry. There are 
no better jacks made than those devel- 
oped and produced by Hein-Werner. 


Write for details 


Skip 
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BUILT RIGHT AS 


2: PRICED RIGHT 


HEIN-WERNER MOT@R PARTS CORP. 


Waukesha, Wisconsin 
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you know of some one who has told 
you the same funny story two or three 
times in succession and maybe will do 
it again the next time he sees you. No 
variation, no imagination, no versatility, 

You'll admit that such people are 
tiresome and that you avoid them if pos- 
sible. So does the individual that you 


| interview because he knows ahead of 


time exactly what to expect. Any sales- 
man who approaches a customer or a 
prospective one in the same way with 
the same story repeatedly, soon finds 
that the man he wants to see is “out” 
or “is sorry that he is too busy to see 
him today”. 

It’s necessary to conjure up new ways 
of approach, new lines of attack; some- 
thing different in sales presentation, so 
as not to become menotonous. 

Let’s jack ourselves up occasionally 
for maybe our failure to interest and 
sell certain people is because we are ap- 
proaching the stage of “A Catalog in 
Pants”. 


Supply Firm Branch 
Moves In Columbia, S. C. 


Tidewater Supply Co., Inc., Colum- 
bia, S. C., recently moved into its new 
building at 807 Gervais St. A modern 
fluorescent lighting system was installed 
in the display room as well as in the 
offices. 

The machinery and equipment de- 
partment has been expanded to meet 
increased sales demands. R. S. Paschal, 
formerly with Century Electric, and 
Gene F. Scarborough, formerly with 
Link Belt, are in charge. Both are 
graduate engineers from Georgia Tech. 

S. M. Drummond and H. L. Faery, 
formerly with Cameron & Barkley at 
Charleston and Tampa, respectively, 
have joined the Columbia branch of 
Tidewater. Leroy Branham, who served 
in the Navy during the war, also joined 
the firm. Irwin W. Hunt, former GI, 
was made a member of the inside staff. 
C. W. Turner, who was in the Army, 
and J. K. Coleman, who was in the 
Navy, also rejoined the firm. 

T. M. Faison, manager since 1927, 
returned recently from an extended 
vacation, the first in many years. E. A. 
Brigham, formerly with Greenville Tex- 
tile Supply, is now working the Green- 
ville area for Tidewater. 
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HOLD THE EDGE IN WEAR 
GIVE THE EDGE IN VALUE 


ie Super Alloy Grade, Premium Price 
0 Shovels of final cost economy. Mo-lyb- 
den-um Alloy Steel Blades, heat treated, Brinell tested. XX 
Grade Northern White Ash Handles, smoothly sanded, 
thoroughly waxed. Unconditionally Guaranteed! . . . to 
outwear any other shovels made. 


Lat The standard of Quality Comparison 
STUART among all popular price shovels. High 


Carbon Steel Blades, -heat treated. Quality X Grade 

Handles, smoothly sanded and thoroughly waxed. 

WILSO The undisputed Quality Leader among 
oS her all lowest price shovels. Carbon Steel 


Blades, heat treated. Serviceable No. 1 Grade Handles, 
smoothly sanded, thoroughly waxed. 


Guaranteed! 


12 PERFECT SHOVELS 
TO EVERY DOZEN 


A Nxtional Organiration Specializing Lxchusively tr 


SHOVELS GPADEF SCOOP 
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They carried the ball during the 
war years at home. George W. 
Flook, left, and E. R. Medford of 
the Cameron & Barkley branch In 
Jacksonville, Fla. 


Veteran Employees 
Praised By Official 


The brunt of the inside work dur- 7 


ing the manpower shortage of the war 
was carried by two veteran employees 
at the Jacksonville, Fla., branch of the 


Cameron & Barkley Co., according to * 
W. A. Anderson, branch manager. The | 
two men praised by Mr. Anderson are 4 
George W. Flook, supervisor of pur- © 
chasing, and E. R. Medford, supervisor ~ 


of inside sales. 


Mr. Flook has been with the firm for 4 
26 years and Mr. Medford 23 years. 


Because of their experience, Mr. An- 
derson said, the pair was invaluable in 
handling special cases and in directing 
the new help obtained to replace ex- 
perienced men who went into the armed 
forces. 


International Rubber 
Allocation To End 


The Combined Rubber Committee, 
having recommended allocations of nat- 
ural rubber for the fourth quarter, 1946, 
has agreed that in view of the increased 
quantities of natural rubber becoming 
available, international allocation con-, 
trol need not continue beyond the end 
of this year. The member governments 
have, therefore, agreed that the Com- 
bined Rubber Committee be terminated 
as of Dec. 31, 1946. 

The Combined Rubber Committee was 
formed following the termination of the 
Combined Raw Materials Board at the 
end of 1945, to continue the allocation 
of the world supply of crude rubber as 
long as that seemed necessary. Its mem- 
ber countries are the United States, the 
United Kingdom, Netherlands, France, 
Belgium and Canada. 
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52 square inches of steel removed 






at one pass of these cutters 


_.. THATS CUTTING CUTTER COST 


oe 


Half Side Milling Cutters... used in stra 
dle milling or cutting slots where co 
plete bottom finish is not needed. 
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In the job above, nine slots 5/16” wide and two end cuts 
9/32” wide... all 1-11/16” deep . . . are being milled simul- 
taneously by a gang of nine Staggered Tooth and two Half 


Side Milling Cutters. That’s removing 51/2 square inches (in 

cross-section area) of low carbon steel at a single pass. These 

Brown & Sharpe cutters are completing ten pieces per hour. 

There’s a good reason for preferring Brown & Sharpe mill- 

ing cutters. They cut more metal per sharpening and cut it 

. faster . . . all of Which gives the lowest real cutter cost. Brown 
& Sharpe Mfg. Co., Providence 1, R. I., U.S. A. 


[BS PRE We wrge buying through the- Distributor 


‘ @. 3 o* 
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Staggered Tooth Side Milling Cutters. 
The alternate spiral angles of the 

and the angle of undercut enable the 
cutters to remove large amounts of met 
without destructive vibration or chatteé 


Deep cuts are made with good finish. A 
used in making shallow-eits where dept 
must be varied. 


*Cross-settion area of metal removed. 
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Zi, WRE-STRIKING «S 


Marquette Instant Arc Welders give 
your customers the utmost in welding per- 
formance, Faster Arc Striking makes 
welding easier, faster and smoother on 
light sheet metal. On heavy jobs, the 
Automatic Voltage Control assures the 
best arc and reduces spatter on high heats. 


Instant Arc Striking is 
achieved thru Marquette’s newly 
designed transformer which de- 
livers smooth welding power of 
the correct voltage-current ratio 
thru the entire welding range. 


Model 262C has Capacitor 
for High Power Factor, Telnic 
Bronze plugs and sockets, a 
wide welding range of 20-275 
amps, and is fully equipped. 
Models: 262 and 262 C, 20- 
275 amps.; 261 and 261 C, 20- 
200 amps. 


MARQUETTE INSTANT ARC WELDERS 

FOR FASTER PRODUCTION 
Show your customers how to speed production by producing neat, dependable 
welds faster and at lower cost. Welding eliminates unnecessary drilling, 
tapping and riveting . . . and makes a lighter, stronger finished product. 


INSTANT ARC WELDERS 
SPEED ALL MAINTENANCE JOBS 
Strong, dependable repairs can be made quickly without even dismantling 
the broken machine. Tell your customers how they can save money by 
using their Marq for building low cost trucks, racks, bins, guards, etc. 





MARQUETTE INSTANT ARC WELDERS 

SAVE TIME and MONEY in the TOOL and DIE SHOP 
Build new tools and dies from low carbon steel and hardsurface the working 
edges. Sell superior Marquette Hardsurfacing Electrodes to every machine 
shop. 


SELL THE BEST... SELL MARQUETTE 


REGISTERED U.S. PAT. OFFICE 


EQUIPMENT 


The Parker-Kalon Corp. held a sales 
conference lasting four days tn New 
York City recently and this was the 
attendance. 


Parker-Kalon Sales 
Staff Holds Conference 


A four-day sales conference of all 
Parker-Kalon Corp. field representa- 
tives was held in New York City on 
Sept. 16-20. The conference was an an- 
nual event and included was an annual 
dinner at the Waldorf-Astoria, a theater 
and a night club party. 

Among those attending were H. Gil- 
bert Stewart, J. E. Borchard, Charles 
J. Geis, sales promotion manager; S. S. 
Kahn, sales manager; W. A. Toepel, 
Harold Elfenbein, advertising manager; 
J. Schwartz, Fred Schell, J. J. Mathe, 
Milton Rones, John Harper, E. W. 
Stearns, Roland Roe, Kenneth Carpen- 
ter, Alan Dickson, J. Bruce Hagadone, 
E. Ogulnick and Gordon Mitchell. 


Hardware Trade 
Meets With Meat 


Roast beef was back on the menu for 
the Hardware Trade Association’s sec- 
ond Fall meeting at Miller’s Restaur- 
ant, New York. Consequently, the thirty- 
odd members attending were mighty 
glad the meeting was postponed a week 
so as not to conflict with the Hardware 
Convention in Atlantic City. The prin- 
cipal business discussed during the 
after-dinner meeting concerned plans 
for the forthcoming Thanksgiving get- 
together. 


Quaker Rubber Makes 
New Appointments 


Frank A. Rowe was made district 
manager of the Philadelphia fire hose 
division, with headquarters in Phila- 
delphia, and P. H. Penman was made 
district manager .of the Cleveland 
branch of the fire hose department of ° 
the Quaker Rubber Corp., Philadelphia. 


AC ARC WELDERS - ELECTRODES 
MARQUETTE MFG CO INC GAS WELDING And CUTTING EQUIPNENT 
MINNEAPOLIS 19. MINN ACETYLENE GENERATORS - ACCESSORIES 


The firm has recently added indus- 
trial V-belts to their line of rubber 
products. 
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CUT YOUR 
CUSTOMER’S COSTS 
with MILLERS FALLS 

BLADES 


When customers come up with a diffi- 
cult hack sawing problem, ‘recommend 
the correct Millers Falls Hack Saw Blade 
and you will assure their satisfaction. 

There is a Millers Falls Hack Saw 
Blade for every purpose. Some are fine 
general purpose hand blades such as the 
Tuf-Flex, made from a new analysis steel 
that stands the severest strains. Others, 
such as the Millers Falls High Speed line, 
both hand and machine, were developed 
for fast, economical cutting of the hard- 
est metals. 

Among the Millers Falls blades now 
offered as the most economical solution 
to any hack sawing problem are those 
shown at the right. All of these blades, 
both hand and machine driven, assure 
your customers the greatest efficiency 
at the lowest possible cutting costs. 

These blades are typical of the com- 
plete Millers Falls Power and Hand 
driven line. Feature them and you will 
sel] the best in hack saw blades. Write 
for complete information on these blades 
which are breaking many production 
performance records. 


ONE THING IN COMMON—QUALITY 


MILLERS FALLS 
TOOLS 





BLU-MOL MOLYBDENUM HAND 
AND POWER — Special analysis 
molybdenum alloy steel. Single- 
Edge equals best high speed steel 
blades on most jobs. Exclusive Blu- 
Mol Double-Life blade (machine 
sizes only) gives lowest cost per cut 
of any blade ever produced. 


eet 4 
ge ig z 
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TUF-FLEX — Super-tough, super- 
flexible, super-hard pais a 
analysis steel blade eet 

sheets, tubing or gutter pi 

severe abuse without ee 


HIGH SPEED STEEL HAND AND 
POWER — Developed for fast cut- 
ting of very hard carbon too! steels, 
chrome nickel, alloy steels, monel 
metal and nichrome. 


STANDARD STEEL HAND — Filex- 
ible, soft back to withstand side 
strains. All-Hard for general all- 
round work 4f the bench. Individu- 
ally heat-treated in automatically- 


MILLERS FALLS COMPANY controlled electric furnaces. 


@ REeEnrFtIEt DO 
MASSACHUSETTS 
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Build Business 
FOR YOU 


and (eaemy 








You no.doubt, have a good business on tools 
right now, of course — and so hos Celfor. And 


you're not worried about losing it— nor are we. 


Yet these two businesses working together — 
two excellent reputations in double harness— 
will get more business: will provide the extra 
power neéded to get it and keep it. 


To that practical cooperative effort, Celfor 
brings a Franchise which you'll find most interest- 
ing, and the only tool line including high speed 
twist drills, reamers and carbide cutting tools. 


Let’s exchange some letters on the subject and 
develop an important mutual advantage. Good 
idea—You and Celfor! 


i> 
COMPANY 


HIGAN 





Products of CLARK « TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES ¢ AXLE HOUSINGS e BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS « HIGH-SPEED DRILLS AND REAMERS 

METAL SPOKE WHEELS e GEARS AND FORGINGS « RAILWAY TRUCKS 


wit, 
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William L. Wahl, president of the 
Farquhar Machinery Co., Jackson- 
ville, Fla., talks. about the stock ; 
with J. B. Wallis, vice president — 
and sales manager who has resigned, 


Wallis Resigns = 
From Farquhar Co. a8 


J. B. Wallis has resigned as vice 
president of the Farquhar Machinery) 
Co., Jacksonville, Fla., on Sept. 1, and 
is now taking a rest. Mr. Wallis was? 
with the Jacksonville firm for 22 years; 


L. H. Brown Becomes 
Manville Chairman 


Lewis H. Brown, president of Johns- 
Manville Corp. since 1929, was elected 
chairman of the board and chief execu- 
tive officer by the directors. R. W. 
Lea, vice president for finance since 
1939 and executive vice president since 
January, 1946, was elected president; ’ 
Alvin Brown was named vice president 
for finance and a member of the board, 
and John P. Syme was named vice 
president and assistant to the chairman. 

Bruce T. Humphreville and Perry A. 
Martinson, both of Chicago, have re- 
sumed their duties as engineers with 
Johns-Manville in Chicago, following 
their discharge from military service. 
Charles W. Weitzel returned to the 
New York office as engineer after serv- 
ice in the Army and Fred D. Richards 
was named engineer trainee following 
his discharge from the Navy. 


| Motor Plant Bought 


By General Electric 


Fractional-horsepower motor produc- . 
tion facilities at General Electric have 
been increased with the purchase from 
the Reconstruction Finance Corp. of the 
Ft. Wayne, Ind. plant where the com- 
pany manufactured turbosuperchargers 
during the war. The company paid 
$5,000,000 for the plant. More than 
3,000 persons will be employed as soon 
as the installation of production lines 
is completed. The plant has been in 
limited operation for several months, 
employing more than 700 persons. 








Il’S EASY TO SELL SCHRADER PRODUCTS, EVERYBODY 


WANTS TO INCREASE PRODUCTION 


Every major industry in the country has requirements for 
Schrader Air Control Products. Schrader Air Controls give 
new life and efficiency to war-weary power presses and ma- 
chines. Schrader Air Valves and Cylinders perform tiring 
lifting, lowering, pushing and pulling operations much faster, 
better and more economically than they can be done by human 
muscles. Schrader Pneumatic Press Controls eliminate costly 
industrial accidents, by reducing fatiguing manual operations 
and by preventing operators from placing their hands in the 
danger zone while their machines are in operation. There are 
literally thousands of time and money saving uses for Schrader 
Air Control Products. 


AIR PRESSORE REOELATOR © 4 Through our national advertising we are telling industry 


how to improve production methods and operate more 

efficiently with the help of Schrader Air Control Prod- 
ucts. Cash in on the demand for greater production, 1844 
by selling Schrader Air Control Products now. Write to 1946 


Dept. SM for complete information. 
S chrader 


PRODUCTS 
CONTROL THE 
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Joseph H. Hayden (right), vice 
president of Hewitt Rubber, con- 
gratulates William F. McGraw, 
Detroit industrial distributor, on 
the opening of William F. McGraw 
& Co.’s new building. More than 
200 Detroit industrialists inspected 
the new facilities. 


Heyden, Fogarty 


| Advanced By Graver 


Edward B. Heyden ‘was named to 
head the construction division, and 
John E. Fogarty was named general 
manager of the Sand Springs, Okla. 
plant of the Graver Tank & Mfg. Co., 
Inc., East Chicago. Active in construc- 
tion work since 1920, Mr. Heyden has 


| been associated with The Lummis Co. 
| for the past 14 years. He replaces 
| Lloyd K. Wells, who is retiring to fol- 
| low: personal interests on the West 
| Coast. 


Mr. Fogarty formerly managed the 


| Graver weldment division at the main 


plant in East Chicago. Storage tanks 


| and other fabricated plate products are 


manufactured at the Sand Springs 
plant. 


Paul 8. Zellers is back on the job 
as stock control clerk at William 
H. Taylor & Co., Allentown,’ Pa., 
after seeing service with the Navy. 





TAPS Thal Thread Well 
TAPS coith the THREADWELL 


Threadwell Taps are sold exclusively through Mill 
Supply Distributors. 


Colorful page advertisements like this pound home 
the Threadwell selling points month after month in 


MILL & FACTORY 
AMERICAN MACHINIST 
MACHINERY 
TOOL ENGINEER 
PURCHASING 
MACHINE TOOL BLUE BOOK 
MODERN MACHINE SHOP 
METAL WORKING EQUIPMENT 
TOOL AND DIE JOURNAL 


SCREW MACHINE ENGINEERING 


Every Threadwell advertisement directs the tap 
buyer to the Threadwell distributor. 


THREAD WELL TAP AND DIE COMPANY - 


and DOT’S NOT ALL! 


In addition to Threadwell *‘i-dot-ification’’ -— red dot for 
cut thread, white for commercial ground, blue for preci- 
sion ground, Threadwell Taps have 


COLD-TEMPER — treated at 120° below zero for extra- 
toughness without brittleness. 


TAP-CAPSULE — in individual transparent plastic tubes 
that protect ground-threads and permit quick selection 
of type and size before unwrapping. 


GREASELESS RUST-PROOFING —by an exclusive Thread- 
well process that keeps the tap clean and dry, ready for 
instant use. 


“PERSONAL ATTENTION” SERVICE from the factory so that 
individual tap needs are promptly and efficiently met at 
all times. 


Threadwell 


“TAPS OF DISTINCTION™ 





CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE., LOS ANGELES 21 





MILL SUPPLIES © NOVEMBER, 1946 





GREENFIELD, MASSACHUSETTS, U.S. A. 





Sy fT 


| 


= ~ 


a> 


} 
( 


arts than any other hoist 


Ball-sealed oil ducts 


@ Drop-forged, heat-treated hook 
which gives visual warning of over- 
load 


@ Automatic load-brake prevents 
slipping 


@ Hook assemblies permit rocking 


and swiveling 


@ Load chain is high-carbon, heat- 
treated steel 


A 








Ford Triblocs are easy to sell—for a lot 
of reasons. Tell your prospects that many 
other hoists have some of Ford's features, 
but no other has all of them. Ford Tribloc 
is a quality spur—gear, ball—bearing hoist 
for endurance and economy at low cost. 
Remember—if you need help on some special 
problem a skilled Ford engineer 

will help you. 


York, Pg., Philadelphia, Chicago, San Francisco, 
Denver, Los Angeles, Portland, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


4 In Business for Your Safety 
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Curtiss Hayden, Jr., 
Made Sales Manager 


Curtiss Hayden, Jr. 


Curtiss Hayden, Jr. has been ap 
pointed industrial sales manager, a 
recently created post at Dunham, Car 
rigan & Hayden Co., San Francisco. He 
is the son of Curtiss Hayden, president. 
There is another son, Bruce Hayden, 
captain in the infantry, who recently 
came out of the service and has re 
sumed his duties as vice-president. 

This old and very large hardware 
house in San Francisco, established in 
1849, has been consistently developing 
its industrial sales over a period of 
years, and now employs seven outside 
salesmen on industrial supplies ex- 
clusively, whose efforts are supple- 
mented by those of all the regular line 
hardware salesmen. The appointment 
of Mr. Hayden to the post of industrial 
sales manager is in line with the aim 
to further strengthen and departmen- 
talize the industrial supply end of the 
business. 


Dispersions Process 
Bought by U. S. Rubber 


United States Rubber Co. has pur- 
chased the outstanding common stock 
of Dispersions Process, Inc. Activities 
of the Subsidiary, which consist of the 
development and sale of dispersions 
of rubber, reclaimed rubber, plastics 
and other rubber-like materials, will 
be combined with the latex activities of 
Naugatuck Chemical division. 

Dispersions Process, Inc. is a Dela- 
ware corporation, organized in 1928 
It controls many patents covering meth- 
ods of producing aqueous dispersions. 

Sales headquarters for dispersions 
and latex will be located at the Nauga- 
tuck, Conn, plants. 





Mdlas of Sine Sood Face 44h" 


We present our latest catalog No. 100 commemorat- 
ing the completion in 1948 of a century of service to 
industry. This achievement is made possible with the 
loyal support of Whitman & Barnes distributors. 


WHITMAN s BARNES 


DETROIT 


NEW YORK CHICAGO LOS ANGELES 
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THE “POCKET SIZE MACHINE SHOP” 
IS A REAL PROFIT PRODUCER! 


The popular Moto-Tool Kit No. 2... 23 
accessories, new finger grip extension and 
Model 2 Moto-Tool in a felt-lined, highly fin- 
ished wood case . . . retails at $23.50, Model 
mw only with one emery point .. . 


Wherever there is a man or a women working at a 
bench removing metal, polishing or cleaning by hand 
in order to obtain fit, finish or contour, there is a 
market for another Dremel Moto-Tool ... and a 
continuous demand for Dremel accessories. Set-up men 
use it for touching up tools and cutters, tool-makers 
for finishing dies and templates. Moto-Tool is a “war 
veteran” .. . thousands of them were used at far flung 
maintenance bases by every branch of the armed forces. 
Moto-Tools in the hands of men and women were used 
to establish production records in plants such as Gen- 
eral Electric, Westinghouse, Remington Arms, Ford, 
Nash-Kelvinator, Consolidated Aircraft, Northrup, 
Douglas and many others. Write today for catalog 
and distributor prices. 





14 REASONS WHY MOTO-TOOL SELLS FASTER 





© Weighs only 13 ot... . 
shaped to fit the hand. 
® Dynamically balanced for 
vibretionless operation. 
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OBITUARIES 


Walter A. Ridings . 
Porter Cable President 


Walter A. Ridings, former secretary, 
treasurer and vice-president of the Sy. 
racuse Supply Co., Syracuse, N. Y, 
died in his home there on Oct. 17 after 





‘an illness of five months. 


In recent years, Mr. Ridings had been 
president of the Porter-Cable Machine 
Co., manufacturers of sanding machines, 
He was a past president of the Syracuse 
Manufacturers’ Association and was one 
of the city’s leading business figures. He 
is survived by his wife, a son and a 
daughter. Percy Ridings, president of 
Syracuse Supply, is his brother. 


Arthur C. Evans 
Norvell-Wilder Salesman 


Arthur C. Evans of Tulsa, Okla., sales 
representative for the Norvell-Wilder 
Supply Co., Beaumont, Tex., died at the 
age of 45 after an illness of several 
months. Previous to joining Norvell- 
Wilder, Mr. Evans had been with the 
National Supply Co. 


John A. Hagerstrom 
Former Durabilt Employee 


John A. Hagerstrom, formerly of the 
Durabilt Tool and Die Mfg. Co., Long 
Island City, N. Y., died on Oct. 12 in 
Muhlenberg Hospital, Plainfield, N. J., 
after a long illness. He was 74 and 
lived in Cranford, N. J. He is survived 
by a widow, three sons and four daugh- 
ters. 


Stanley M. Prior 


Fafnir Sales Manager 


Stanley M. Prior, distributor sales 
manager for the Fafnir Bearing Co., 
died in New Britain, Conn., at his home 
on Oct. 22. Mr. Prior was 60 years 
old. He had been with the company 
since 1919 and was widely known in 
the ball bearing industry. 


Meredith Poole 
Atkins Purchasing Head 


Major Meredith Poole, purchasing 


’ director for E. C. Atkins & Co., died at 


his home in Indianapolis on Oct. 4 at 


‘the age of 65. Associated with the 


firm 46 years, Mr. Poole was a native 
(Continued on page 160) 











How 
Disstoneer research 
and development 

“cut costs and 


2 


Sy. 
b NN . 9 

ne save time’ for 
a Pan American 
ine World Airways 
nes, 

use 

one 

He 


ee 
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In the carpenter 


les shops of Pan Amer- 
F ican Airways, prac- 
2 tically every type of 
€. 


the wood-cutting saw 
used by industry is 


busy at work on 


e equipment for their 

the giant Atlantic and Pagfic Clippers. These saws are Disston Saws 
ng 

in ... developed by years of research and a thorough understanding 


5 of industry’s cutting-tool requirements. LE A DI N G | & D UST gE | f S 


ch- A Pan American official writes: “Actually the pictures portray a | FVERY FIELD 


better story of our dependence upon Disston equipment to cut 


And each of these advertisements 


costs and save time than I could convey with many words. Also, 
is an advertisement for you. This 


what we have here pictured is nothing more than is to be found Disstoneert advertisement, with 

‘ : adaptations, will be seen by your 

les at many of our world-wide bases where Disston products play a customers in the November 11th 
0., , a F ss and December 9th issues of 
me vital part in our operations. Newsweek, the November 23rd 


and December 21st issues of 
*DISSTONEER —a man who combines the experience of Disston Business Week, the November 


leadership and sound engineering knowledge, to find the right 15th and December 15th issues 
tool for you—to cut wood, metal, or other materials — and TO of Modérn Industry, the De- 
CUT YOUR COST OF PRODUCTION, not only on special cember 19th issue of American 
work, but on ordinary jobs as well. Machinist, and the November 
and December issues of Mill 
and Factory. 





STEEL ... Everybody who wants to obtain steel, can help 
himself to get it by immediately starting scrap into the HENRY DISSTON & SONS, INC. 


channels that serve steel mills. 1123 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, New 
Orleans, Seattle, Portland, Ore., San Francisco, 
Vancouver, B. C. Canadian Factory: Toronto. 


HENRY DISSTON & SONS, INC., 1123 Tacony, Philadelphia 35, Pa., U.S. A. Australian Factory: Sydney, N.$.W. 
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e 
How more sales of DELTA equipment : 
help you sell more supplies — 
No. 6 of a series. 
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CI You sell more 
Three-Lip Shaped Cutters 
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| stain 
cove 
servi 
Fold 
stan 
ring 


Ky. 
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( Yow sell more 
Three-lip Straight Cutters. 




















CD You sell more ing 
Cove and Bead Cutter Sets. wit 
Ele 

' os : 3 

(J You sell more Sash and ‘ issu 
Cabinet Cutter Sets. | Your sale of a single ry 
sL <pen 

DELTA’ Sh . 

aper : 

(C0 You sell more 2” Spindles. floo 
roy oT -SaMl] Mell MisltM:> 47a°M -)'19 111-033 re 


on supplies 
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CJ You sell more Shaper Collars. . trat 
4 fire 
4 fire 
Fr tise beens e You make a nice profit on the initial order for a Delta Shaper. Chi 
EON ¢ But even more worthwhile is the money you can make from 
: $ _ the sale of attachments and accessories necessary to operate 5 
° the machine. 
a Much of this is “automatic” replacement business — con- 16 
[7 ene mics thnk eat ° tinuous for the life of the machine. The total volume often Ing 
ee ee ee e adds up to a mighty substantial supply account. the 
for special moulding cuts a : sho 
ond special cope cuts. ° To sell more of the supplies ee here, first sell more ion 
e Delta Shapers to use the supplies. To do this, put extra effort figs 
$ ‘now against the cabinet shops, furniture factories, specialty ing 
A ° shops, sash and door plants, and similar woodworking enter- | vay 
@ _‘ prises in your territory. as 
[J You sell more 3-knife ° we 
Sittin tind tie — ‘ Delta Manufacturing Division My 
vsing sow moviding ° Rockwell Manufacturing Company 
knives. ° Milwaukee 1, Wisconsin 
> *Trade Mark Reg. U.S. Pat. Off. 6 
s. 
e du: 
é 4 are 
more V-Belts. » 
N. 
e : 
e 
* 
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1 PIPE, FITTINGS—A 9 by 14-in. chart 

deals with carbon, intermediate alloy, 
stainless and special analysis steels, and 
covers ASTM specifications, chemistry, 
service limitations and welding procedure. 
Folds to 8$ by Al in. and fits easily into 
standard letter-size file, or may be kept in 
ring binder.—1uve Turns, Inc., Louisville, 


Ky. 


2 LUMINAIRES, LAMPS, BALLASTS— 

Essential information on these prod- 
ucts and data for designing interior light- 
ing installations contained in 8-page folder 
with easily-read tables.—W estinghouse 
Electric Corp., Advertising & Sales Pro- 
motion Dep't, Bloomfield, N. J. 


i STEAM CLEANERS—Two-page speci- 
fication circular describes new model 
issued by the company, showing details 
of model with accessibility, unit control 
{panel and other features of interest to any- 
one with problems of cleaning machinery, 
parts, automobile engines and chassis, 
floors, walls, windows, etc., or in steriliz- 
ing and disinfecting—Homestead Valve 
Mjg. Co., Inc., Corapolis, Pa. 


4 FIRE EXTINGUISHERS—A 20-page 

booklet graphically explains and illus- 
trates the latest techniques in fighting 
fires with carbon dioxide and other type 
fire extinguishers.—Randolph Laboratories, 
Chicago 11, Ill. 





5 TURBO-BLOWERS, ROTARY COM- 

PRESSORS, VACUUM PUMPS—A 
16-page booklet designed for student train- 
ing which tells what these units are, how 
they operate and how to figure them; also 
shows the simple construction and the 
importance of complete information in 
figuring blowers correctly. Curves depict- 


ing pressure volume, influence of water 
| vapor on volume and correction curves 


for volumes to maintain constant air 
weight are reproduced.—Allis-Chalmers 
Mig. Co., Milwaukee, Wisc. 


WATER SOFTENERS—Basic types of 

ion-exchanging water softeners for in- 
dustrial, institutional and municipal use 
are explained in a booklet recently pub- 
lished-—The Permutit Co. New York, 
N.Y. 


7 SAPETY GOGGLES, ACCESSORIES 
—Descriptive literature of new in- 





TRADE LITERATURE —— 


Here, arranged in numerical order by product, are new 
catalogs, booklets and bulletins with the necessary 
information for keeping your product library up-to-date 


dustrial safety equipment such as goggles, 
gloves, mittens, cover-mitts, hand pads, 
sleevelet, finger cots, spats and ladder 
shoes available—American Optical Co., 
Southbridge, Mass. 


8 MICROMETERS—New 8-page folder 

discusses manufacturing methods, vari- 
ous inspection procedures such as checking 
parallelism and flatness of spindle and 
anvil.—The George Scherr Co., New York, 
ie Be 


ce) LEATHER PACKINGS — Hydraulic 

and pneumatic packing guide con- 
tains such important packing data cover- 
ing usage, types, sizes, tables, etc. Tables 
of suitable allowances for all types of 
packings are also included.—Alexander 
Brothers, Philadelphia, Pa. 
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10 TIME SWITCHES—A four-page bul- 

letin describes with typical examples 
of timing operation being achieved spe- 
cially to do an intended job.—Automatic 
Temperature Control Co., Inc., Philadel- 
phia, Pa. 


11 ELECTRICAL CONNECTORS—A 

new booklet, 8} by 11-in. and printed 
in two colors was compiled to assist engi- 
neers, jobbers, contractors and industrial 
purchasing agents in acquiring an exact 
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Your 


Your Title 


Mit Suprcies, 330 West 42nd S1.. New York 18, N. Y. 


understanding of design and function of 
these products——Cut-away models and 
schematic drawings and factual analysis 
of mechanics involved are included.— 
National Electric Products Corp., Pitts- 
burgh, Pa. 


12 PRESSES—The types of work per- 
formed by air, hydraulic presses manu- 
factured by this company are illustrated 
in an 8-page booklet which also contains 
specification tables of different models.— 
Air-Hydraulics, Inc., Chelsea, Mich. 


13 SPEED REDUCERS, GEAR SETS, 

MOUNTINGS—A four-page folder 
announcing a new line of standard cone- 
drive gear sets, standard eeae-drive pinion 
and gear mountings, and standard cone- 
drive speed reducers is available. Tables 
of horsepower ratings for these products 
and information on cooling speed reducers 
are included—Michigan Tool Co., De- 
troit, Mich. 


14 DRILLS, REAMERS—Full specifica- 

tions for complete line are set forth 
in new 96-page catalog. Feature is 28-page 
engineering data section, containing in- 
formation relating to proper selection of 
tools, how to balance tool capacity with 














Your 
Firm Nome 


work load and useful maintenance ideas 
for prolonging tool life. The catalog is 5} 
by 7}-in—Celfor Tools, Division of Clark 
Equipment Co., Buchanan, Mich. 


15 DIAMOND TOOLS—Important fac- 

tors in buying these products, pre- 
venting overheating, minimizing resetting, 
preventing wasteful work are explained in 
new catalog. Pictures of use of these 
tools in boring, turning, roughing, semi- 
finishing and form dressing are included.— 
J. K. Smit & Sons, Inc., New York, N. Y. 


1 SCREW KEY KITS—A full descrip- 

tion of the multiple purpose screw 
driver kits with interchangeable bits for 
socket set and cap, Phillips and slotied 
head screws; and socket wrench kits for 
external hexagon fasteners is contained in 
an 8-page catalog. Accessories are also 
included.—Standard Pressed Steel Co., 
Jenkintown, Pa. 


17 TAP HOLDER—A 2-color folder de- 
scribes in detail the friction holder 


- manufactured by this company. The folder 


explains where and how the product is 
used and the safety feature which slips if 
the tap sticks or strikes bottom.—Pro- 
cunier Safety Chuck Co., Chicago, Iil. 
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18 DRILLS—A 24-page manual on the 

correct principles of sharpening twist 
drills contains detailed data on the proper 
care of these items and gives a number 
of pointers on sharpening and web thin. 
ning as well as dimensions and angles of 
proper points for best results in drilling 
various materials.—Republic Drill & Tool 
Co., Chicago, Ill, 


JACKS—A new 40-page catalog gives 

complete descriptions, data and speci- 
fications for every jack in the line manu 
factured by this firm. Various types such 
as ratchet, screw, air motor operated and 
iydraulic jacks, are included. Application 
data and illustrations complete the array, 
—The Duff-Norton Mfg. Co., Pittsburgh, 
Pa. 


20 MASONRY DRILLS —A  tour-page 
color bulletin gives description, speci 
fications and prices on a new type of 
carbide tipped masonry drills, for sales 
men, contractors, electricians, machinery 
installers, maintenance men and plumbers, 
—Metro Tool & Gage Co., Chicago, Ill. 


21 FILES—Descriptions, sizes, models 
produced by the manufacturer are 
contained in a 16-page, two-color catalog. 
Comparison of Swiss pattern and Ameri 
can pattern files are included.—American 
Swiss File & Tool Co., Elizabeth, N. J. 


2 REAMERS—Prices, sizes, types of 
steel, dimensions and other specifica- 
tions of items produced by this firm are 
included in several pieces of literature 
issued. Pictures and tables are included— 
N. J. Daniels Tool Co., Haverhill, Mass. 


(Continued on page 255) 


HOW TO ORDER 
YOUR LITERATURE 


Be sure to fill out, completely, 
one coupon for each piece of 
literature you order. (See sam- 
ple below.) This gives your re- 
quest authority and helps the 
manufacturer to address your 
copy completely. 

When you hove filled out 
completely one space for each 
catalog or bulletin you want, 
detach along the scored lines 
and drop the cards in the mail. 
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D OWNERS 


In shipyards (as in automobile plants, Te: s remove screw-drivin’ from 
frigerator factories — what's rs?) hi ai work, help to i 
America® Phillips Screws deliver these spe- i 
ai savings: i sure-handed handling. 
i ivi otrected, 
unspo! ‘ore an er 
work done far more ity. All of which 
translate into TOTAL Ya ME-SAVINGS 
AS HIGH AS 50%! 
Phillips savings reach 
gh er of the boat. 
sist corrosio®, with- 
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YOU FURNISH 


: Benches 
Shop Boxes ee 
Adjustable Shelving 


Lockers Filing Cabinets 
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|THE STEEL 
make the product 


Lyon facilities for the production of a wide range of sheet steel products are far 
in excess of sheet steel receipts. Steel producers have been doing the best job in 
the face of current difficulties but there just isn’t enough steel to go around. But, if 
you have steel on hand, or available, Lyon can give you help in one of two ways: 







1 STANDARD LYONS PRODUCTS 


To complete your plant expansion or conversion program, we will accept 
your sheet steel (12 to 24 gauge and certain sizes of band steel) and 
supply you pound for pound with any selection of “Lyon Standard 
Products” currently in production, a few of which are: Steel Shelving, 
Lockers, Shop Equipment, Kitchen Cabinets, Filing Cabinets, and 
Gravity Conveyors. 


SPECIALIZED CONTRACT PRODUCTION 


We will manufacture to your specifications: assemblies, sub-assemblies 
or parts, in gauges No. 8 and lighter up to No. 30; in Lyon production 
run quantities, 


Get in touch with your Lyon Dealer... or your closest District Office 


LYON METAL PRODUCTS, INCORPORATED 





Branches and Dealers in All Principal Cities 


Home Appliance Stands 
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The use of C-1113 in 
fabricating this part 
simplifies the orimping 

acilitates 


operation 
machining. 


This is fabricated 
from C-1113 Cold Orawn, 
and it results in a bright 
smooth finished job. 





ES. 


we have 


C-1113 
STEEL 


TT) 


Of course, your local distributor can supply 
you with this popular grade of Free-Machin- 
ing Open-Hearth Bar Steel. 


C-1113 is in great demand among steel users, 
because it offers important advantages in the 
production of machine parts requiring the 
service qualities of Open-Hearth and the 
free-cutting properties of Bessemer. 


C-1113 . .. a low carbon grade . . . machines 
10% to 15% faster than B-1112 Bessemer 
screw stock. It possesses adequate ductility 
to permit cold forming such as bending and 
nibbing. 
& 

For many applications, C-1113 is used in the 
cold drawn conditién. Where service require- 
ments demand, this grade may be subjected 


to case hardening treatments, to which it will 
be found to respond satisfactorily. 


Specify this modern steel on your next order 

. . . you will be pleased with the results of 

better machining and lower production costs. 
Write for C-1113 Folder 


COLD FINISHED STEEL AND SHAFTING 


BLISS & LAUGHLIN, INC.) 
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M. M. Poole 


of Indianapolis and began work with © 
the firm as a laborer, putting wooden | 
plugs in cross-cut saw handles. After © 


working up through various depart | 


ments, he was named steel purchasing © 
agent in 1920. In 1940 he was elected ™ 


to the board of directors and named 
director of purchases. 
president of the Atkins Savings and 
Loan Corp. since 1940. 


ay 


He had been 


ea 


In 1945, Mr. Poole was presented 4 
with a diamond-studded merit award * 
and award certificate for the important _ 
part he played in the firm’s growth. ~ 


Charles F. Schlink 
Buhl Sons Buyer 


Charles F. Schlink, buyer and man- 
ager since 1925 of the houseware de © 
partment of Buhl Sons Co., Detroit, | 


Mich., died on Aug. 20 of a heart at-— 


tack at his home. Mr. Schlink was 54, § 


having joined the firm in 1914. He was * 
a veteran of World War I. 


Frank H. Manley ; 
Ex-Carborundum Director — 


Frank H. Manley, Sr., retired treas-" 
urer and director of the Carborundum 
Co., Niagara Falls, N. Y., died at his 
home there on Oct. 7. Mr. Manley was 
elected treasurer of the firm in 18997 


and chosen director in 1921. He re- | 


tired in 1942. 


C. E. Brown, 
Shapleigh Salesman 


Charles E. Brown, salesman for the © 
Shapleigh Hardware Co., St. Louis, 7 
for more than 30 years, died at his | 
home in Mount Vernon, IIL, on Aug. 14 = 
Mr. Brown joined Shapleigh in 1911; 





TO MORE PROFITS| 


ppell the advantages to jobbers and dealers 
he circle © line of nuts and bolts. . . 


because the uniform, controlled 
ry circle ® nut and bolt increases ~ 
fficiency . . . calls for plenty of 
peat business. 
because the circle ® line is widely 
b your customers and prospects — 
mand which you can 


he circle ®@ line of nuts and 
key to more profits. 
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BUFFALO 


F 
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ORTH TONAWANE % International CorP- 
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FICES IN pri 
Church Stre 







REFLECT 


Those small leaks mean a lot when 
you figure costs. There’s belt slip- 
page, for instance. CANTOL BELT 
WAX eliminates slippage 100%! 


CANTOL imparts elasticity to your 
belts—the ability to elongate under 
heavy loads and then snap back to 
normal. CANTOL will increase 
power and belt life. That means 
more production and profit. In bar 
or liquid form. 


Cantol Belt Wax is a product of 


CANTOL WAX COMPANY 
Bioomington, Indiana 


Sold in every state—through 
distributors and dealers. 


BELT WAX 
FROM OLD MEXICO comes Can- 
delilia Wax. Properly combined 
and rightly blended with other 


ingredients, it becomes CANTOL, 
the different, better belt dressing. - 
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and served his apprenticeship in the 
stock department. Mr. Brown was 
active in formation of American 
War Dads and held the office of local 
and state director of that organization. 


Theodore C. Ulmer 
Philadelphia Distributor 


THEODORE C. ULMER, SR. 


Theodore C. Ulmer, Sr., president of 
Theodore C. Ulmer; Inc., Philadelphia, 
industrial supply firm, died on July 12. 

Charles A. Noll, assistant purchasing 
agent of the Ulmer firm, succumbed on 
Aug. 13. 


David G. Sloan 
Atkins Salesman 


David G. Sloan of Klamath Falls, 
Ore., crosscut saw demonstrator and 
salesman for E. C. Atkins and Co., In- 
dianapolis, was struck by a car on Aug. 
16 in the Feather River Canyon and 
died of injuries. Mr. Sloan was born 
in Quebec, Can., but had lived in the 
United States for many years. He 
worked for large timber firms before 
joining the Atkins sales force. 


Charles R. Merritt 
Retired Belting Man 

Charley Ray Merritt, 83, who was 
with Southern Belting Go. for a number 
of years before his retirement, died on 
Sept. 30 at a private hospital in At- 
lanta, Ga., following a long illness. 


William P. Foster 
Former Distributor 

William P. Foster, a former partner 
in Mathews & Boucher Hardware Co., 


Rochester, N. Y., died on Aug. 16. He 
was 85 years old. 








a.” 


oeea ee eT F 


This is one of a series of full-page adver- 
tisements appearing each month in indus- 
trial publications with a total circulation 
of more than 350,000 to help you sell 
KENNEDY Valves. 


y nt a 


is in this 


‘An | ypow ae 
\ WEDGE 
WALNE 


It will pay you to stock and recommend KENNEDY Extra-Value 
Valves. You will find that their many superior features make 

* them sell readily and earn repeat orders. Write for Catalog and 
complete information. 


THE KENNEDY VALVE MFG. CO.° ELMIRA, N.Y. 
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METAL CUTTING SAWS 














BAND SAW BLADES 


It's the results obtained 
from any product that 
bring repeat business and 
profits to you and Spartan 
results do just that. 
































Spartans give increased 
efficiency, faster produc- 
tion and greater economy 
in Metal Cutting. Made of 
the best steel obtainable, 
Spartanized Heat Treat- 
ment and their teeth are 
milled accurately, evenly 
and carefully. 




















CONTOUR AND DIE CUTTING 
































Furnished in Die Cutting, 
Skip Tooth, Flexible Metal 
and Spring Temper Metal 

' ~ Cutting and Wood Cut- 
FLEXIBLE METAL CUTTING ting Styles. 


JOIN THE 
SPARTAN BAND 
If you want a line of band 
Saws that will bring re- 
sults today and tomorrow, 


SPRING TEMPER METAL predic ramen 
AND with progress and distrib- 
WOOD CUTTING utor co-operation. 
















































































Write us Today 


eee A few territories are open 


" FLEXIBLE BACK-SKIP TOOTH 




















SPARTAN SAW WORKS, INC., SPRINGFIELD 7, MASS: 
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Frank S. Gray 
Retired Hubbard Head 


Frank S. Gray, former president of 
the S. B. Hubbard Co., Jacksonville, 
Fla. distribution firm, died at his home 
in Jacksonville on Sept. 30 following 
an illness of several months. 

Mr. Gray was born May 31, 1863 at 
Marcus Hook, Pa., and went to Florida 
in 1871 with his parents. He started as 
office boy for the Hubbard Co., and in 
1884 was made general manager. In 
1892 he was elected vice president and 
treasurer and held those posts until the 
death of Mr. Hubbard in 1903, when 
Mr. Gray was made president. He re. 
tired in 1932. 


Nobert Sherman 
Partner With Brother 


Norbert Sherman, formerly a first 
lieutenant in the Army Air Forces, 
is now a partner with his brother Wil- 
liam in the industrial supply firm of 
Sherman Brothers Mill Supply Co., with 
quarters at 222 North Shelby Ave, 
Louisville, Ky. 

Norbert Sherman attended the Uni- 
versity of Kentucky before enlisting in 
the Army Air Forces. He served in 
the air forces as a navigator for four 
and a half years, flew 24 missions in 
the European Theater of Operations and 
received the air medal and three oak 
leaf clusters. 

William Sherman was formerly man- 
ager of Mill and Industrial Supply, 
Louisville, and resigned his position 
there last January after a short illness. 











Norbert R. Sherman, partner in 
Sherman Bros. Mill Supply Co., 
Louisville, Ky. checks on a ship- 
ment of large valves. 





Sautug Sheaves / 
FROM BEARING TROUBLE , 


It’s only a dwarf compared to this 10-foot diameter Allcasteel 
Sheave, but this 0S Pillow Block plays a tremendous 
part in this sheave’s performance. The most rugged 

unit of the SH0SF line, this pillow block is designed to carry 
the loads of Industry’s heaviest equipment. Accurate ma- 
chining assures the same precision bearing fit found in all 
SHSSF Pillow Blocks, and the top is tapped for the use of 
a lifting bolt to facilitate installation. Ask your nearest 
Si0S Distributor to tell you more about SSF Pillow 
Blocks, or write direct. 6071 


&{0S INDUSTRIES, INC., PHILADELPHIA 34, PA. 


@ Built by 
VULCAN IRON WORKS 
Wilkes-Barre, Pa. 


ok 


BALL & ROLLER BEARINGS 
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CURTIS 


AIR COMPRESSOR 


Operates 14,000 Hours 
with Maintenance of 
Less than $75! 


Here’s proof of Curtis de- 
pendability and low-mainte- 
nance expense. A Nebraska 
user writes about a Curtis 
Compressor purchased in 
1926 that ‘‘14,000 

hours of operation 

resulted in an 
expenditure for 

repairs, including 

labor, of less than 

$75!” 


Check these 
outstanding 
features 


Timken-bearing equipped 
Carbon-free disc-valves 
Self-oiling — positive-pressure lubrication 


Parts readily accessible and interchange- 
able 


Electric motor or gasoline-engine driven 
@ Automatic pressure-unloader 
@ Precision construction throughout 


Also, learn how Curtis Air Hoists offer a faster and smoother 
performance of hoisting, lowering, pushing or pulling. 


CURTIS PNEUMATIC. MACHINERY DIVISION 


of Curtis Manufacturing Company 
1919 Kienlen Avenue St. Lovis 20, Missouri 





CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 
1919 Kienlen Avenue, St. Louis 20, Missouri 


Please send me Bulletin C-7 on Curtis Air Compressors and Curtis Air Hoists. 
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Brown Expands Sale 
And Service Staffs 


A group of 45 new sales and service 
engineers has been added to the field 
staff of the Brown Instrument Co., Phila- 
delphia. The addition of 25 sales engi- 
neers and 20 service men, according to 
W. H. Steinkamp, field sales manager of 
the industrial division: of. Minneapolis. 
Honeywell Regulator Co., is further evi- 
dence of the overall growth and expan- 
sion of their activities. All the men are 
now attending the company school of 
instrumentation in Philadelphia. 


Gillespie Takes Over 
Father's Territory 


James Gillespie was named sales rep- 
resentative for Texas, Oklahoma, Ar- 
kansas and Louisiana for the Flexible 
Steel Lacing Co., Chicago, manufactur- 
ers of Alligator, Flexco HD and Flex 
V-Belt fasteners and Alligator belt cut- 
ters. The territory was handled by his 
father, the late J. W. Gillespie, who 
covered it for eight years until his 
death in December, 1944. 


Christmas Seal Sale 
Opens on Nov. 25 


The 40th annual Christmas Seal Sale 
opens Monday, Nov. 25, and will con- 
tinue until Dec. 25. Funds raised 
through the sale of Seals will be used 
to support the tuberculosis control pro- 
grams of 2,900 associations affiliated 
with the National Tuberculosis Associa- 
tion. 

Of the money raised in the 1946 
Seal Sale, 95 percent will be spent in 
the state where it was contributed and 
five percent will be sent to the National 
Association to support the services it 
performs on a nationwide basis. 
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UMI 


shoite of 316 sizes 
a 


g5 q 0 with only 4 reels of Veelos 


ST four reels of Veelos, the link V- 
Le give you a choice of 316 standard 
sizes of industrial and fractional endless 
V-belts. With these four handy reels, a 
large costly inventory of endless belts is 
eliminated. Stock records are simplified. 
There are no spare V-belts to age and 
deteriorate. 

Standard reels of Veelos hold 100 feet 
... require only minimum storage space. 
Belt replacements for any length drive 
are always on hand... always conven- 
ient to locate. 

Veelos is quickly and easily installed 
on any drive. On drives with fixed cen- 
ters or outboard bearings, it is installed 
without moving the motor or disman- 
tling the machine... in just a few minutes. 
it provides substantial savings in in- 
stallation and maintenance costs. 

Veelos sales engineers are located in 
principal cities; 300 distributors through- 
out the country. 


MANHEIM MANUFACTURING & BELTING CO, 
MANHEIM, PENNSYLVANIA 


Tested 


VEELOS Fea 


by American 
THE LINK Industry 
V-BELT 


Adjustabl: 
Adaptable 


to any Length 
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R. A. Crush looks over some hose 
couplings at Albert D. Crush Co., 
Louisville, Ky., of which brother 
Albert D. is president. 





Weller Supply Co. 
Stages Hoist Clinic 


More than 1,500 industrial executives, 
superintendents, purchasing agents and 
foremen in the Erie, Pa. area attended 
a three-day Hoist Clinic staged by the 
H. P. Weller Supply Co., Erie, Pa., un- 
der the direction and cooperation of 
Shaw Box Hoist Division of Manning, 
Maxwell & Moore on Sept. 24, 25 and 
: 26. 

The Weller Supply headquarters were 
. @ reade FOGUCTS even icoms ast 110 PA, cock dey 
i of the clinic. Special window displays 
were arranged and the clinic was ad- 
The Chicago Screw Company has served industry vertised extensively in the Erie Daily 
Times. Visitors’ names, addresses, 
firm, position and other data were taken 
threaded products, for over 74 years. by women employees and door prizes 

Since 1872 Chicago Screw has maintained an ob- were distributed on the last night of 

the show. 


well, as a leading manufacturer and designer of fine 


jective of constant improvement in its products. Today 





the resultant high standard of quality and efficiency 
is found in the complete line of Chicago ‘Safety Plus” 
Socket Screws. 

These products have reached a standard of perfection 
never before known in this commodity—in tensile 
strength, in weight efficiency, and in precision design 
and manufacture. Let these qualities help you solve 
problems involving the design, assembly or manufac- 
ture of any product requiring fastenings. 


These Fine Products are told only 
thru Authorized Distributors 


THE CHICAGO SCREW Co. Richard G. Laud, salesman for 


ESTABLISHED 1872 the R. C. Neal Co., Inc., branch at 


1026 So. HOMAN AVENUE CHICAGO 24, ILL. Elmira, N. Y., sits down to check 
some orders after a few calls. 
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... is the record of this 


This nylon-bristied paintbrush used by an 
Winois painting contractor in varied service for 
800 hours—or 80,000 sq. ft. of painting —is 
only % inch shorter than when new. Nylon- 
bristled brushes outlast the best natural bristles 
from 3 to 5 times. 


NYLON-BRISTLED BRUSH 


Chicago distributor, who loaned 
| this test brush to the 
me. waisesen Monogr Painters who used it, writes: 


Wallbrunn, Kling & Co. 
Chicago, Ill, 


“The master painters who do business with us are more 
than enthusiastic over nylon-bristled brushes. They re- 
port that nylon bristles hold paint well and spread it 
evenly, and they need little breaking in.” 

Mr. Farley kept a careful record of the work done by 
the nylon-bristled paintbrush shown above. The 
brush was used on both smooth and rough surfaces, 
on both inside and outside jobs. 


To reserve your nylon-bristled brush, see your 


dealer-soon. Your regular manufacturer is now work- 
ing hard to catch up with the huge demand for these 


fine brushes. 
E. I. du Pont de Nemours & Co. (Inc.), Plastics 
Dept., Room $111, Arlington, N. J. 


LIM Yo) ba hake). 
BRISTLES 
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MACHINE BOLTS by RBaW 


a line of practically unlimited variety 
... but just one standard of quality 


ANY LENGTHS — With the development of the Rod Header, RB&W cold SOLID DIE — This big machine which cold heads in solid dies — insuring 
heads the smaller diameters of machine bolts in the longest lengths. maximum accuracy and soundness — indicates scope of RB&W equipment. 
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HIGH SPEED HEADING — 11,220 pieces an hour is the rate of this THREADING ACCURACY — RB&W cold forms threads in the widest size 


x" header. 


range — for maximum strength and precision. 


RB c.W The complete quality line 


The most modern machinery, the 
use of cold-forming methods for 
heading and threading, the finest 
equipped laboratories for analysis 
of raw materials, and a quality con- 
trol system that involves continu- 
ous inspection at the machines... 
assure highest quality and perfect 
uniformity of RB&W Machine 
Bolts. These are characteristics 
which you, as the user, can trans- 
late into faster assembly, greater 
holding power and better appear- 
ance. 


Whatever your tequirements may be 
in bolts, nuts, screws, rivets and 
special fasteners, RB&W is your 
logical source of supply . . . offering 
the advantages of a 10]-year old ex- 
perience and unsurpassed research 
and production facilities to provide 
you with engineered fasteners of max- 
imum strength and accuracy and 
finest finish. 


101 YEARS Waking dtieng the things that make CAmerica ctiong 


a WARD BOLT AND NUT COMPANY ; 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, tll. Sales Offices: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle, 
Distributors trom coast to coast. By ordering through your distributor you can get prompt service for your normal needs from his stocks, 


Also, the industry’s most complete, easiest-to-use catalog. 
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GRIFFIN 


Molybdenum High Speed Steel Blades 
A special Griffin tempering process gives these 





molybdenum steel blades a toughness and break- 
resistance that makes them the most economical buy 
you can find for production metal-sawing. Their 
keen, hard teeth will cut through any alloy except a 


few of the very hardest. In hand and power sizes. 


A GRIFFIN BLADE FOR EVERY METAL-CUTTING SERVICE 


GRIFFIN HIGH SPEED STEEL ... . For cutting toughest alloys—stain- 
less, chrome, nickel, etc. Power and hand sizes. 


NEW GRIFFIN . . . Most economical general purpose hand saw 
blade: Exclusive with Griffin. Hardest teeth, hard back, soft but 
TOUGH center. 


GRIFFIN NON-STRIP . . . A specially tempered hand blade for 
cutting thinnest sheet and tubing without tooth breakage. 


Latest Griffin Hack Saw Price List on request. 


General Sales Agent 


JOHN H. GRAHAM & CO. INC. 


105 Duane St., New York 8, N. Y. 
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Pennsylvania Jobbers 
Meet in New York 


The semi-annual meeting of the 
Pennsylvania Wholesale ,Mardware & 
Supply Association was held Sept. 19 
and 20 in New York City, with C. E. 
Maloy, Jr., of H. C. Prutzman Co. 


’ Altoona, Pa., president, in the chair. 


Business conditions and price struc- 
ture were the main topics. Officers in- 
cluded: Mr. Maloy, president; Denton 
L. Wright, P. A. & S. Small Co., York, 
Pa., first vice president; C. E. Moyer, C. 
Dreisbach’s Sons, Lewisburg, Pa., sec- 
ond vice president; Samuel B. Smith, 
Steinman Hardware Co., Lancaster, Pa., 
secretary; James G. Krause, George 
Krause Hardware Co., Lebanon, Pa., 
assistant treasurer; H. C. Hopkins, 
Reilly Bros. & Raub, Lancaster, chair- 
man of executive committee. 

Guests of the New York State Asso- 
ciation of Hardware Jobbers, meeting 
with the Pennsylvania association were: 
Tom Bradley, Jr., Bradley Hardware 
Co., Watertown, N. Y., president; Rob- 
ert Rose, Barker, Rise & Kimball, Inc., 
Elmira, N. Y., vice president; James 
Sherman, Roberts Hardware Co., Utica, 
N. Y., secretary; William W. Conde, 
W. W. Conde Hardware Co., Watertown, 
N. Y., treasurer; Harold W. Conde of 
Conde Hardware, C. G. Ralph, Burhans 
& Black, Inc., Syracuse, and A. L. 
Darby, Jr., J. M. Warren & Co., Troy, 
N. Y. 








The big blue ox among loggers’ 
equipment, being the high lead 
block which is fastened to the top 
of the spar tree, is on display at 
Eugene Mill Supply Co., Eugene, 
Ore. 
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is again 
important 


Yes Preference is mighty important. The sellers market 
is definitely on the way out and Leading Distributors all 
over the country know that Preferred Brands once again 
must be the backbone of their business. Their customers 
have strong preferences when it comes to the tools they 
-use. This is especially true of tool holders. They must be 
ARMSTRONG TOOL HOLDERS to sell. 


Used in over 96% of the machine shops and tool rooms, 
’ throughout the world, ARMSTRONG TOOL HOLDERS are 
dominantly preferred. Comprising a complete System of 
Tools, for every operation on lathes, planers, slotters and 
shapers, they need no supporting lines. They are the 
“bread-and-butter” tools that sell every day, every year. 
This same preference for ARMSTRONG quality and “tool 
sense” assures a ready market for all ARMSTRONG 
TOOLS, makes it sound policy to Catalog, Stock and Sell 
ARMSTRONG—’" Across the Board.” 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People" 


305-N. Francisco Ave. Chicago 12, U.S.A. 
Eastern Whse. & Sqjes Office: 
199 Lafayette St., New York 12, N. Y. . 
Pacific Coast Whse. & Sales Office: 
1275 Mission St., San Francisco 3, California 
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- Come to headquarters for the grectest 
variety of to ality accessories avail- 
able... ses a and grinding wheels 
in all grades, grains, shapes and sizes 
. « - tool and cutter wheels ... cups 
- - » internal wheels . . . wheels for 
center lapping machines . . . drum 
sanders and bands .. . wire brushes 
. « « felt and rubber polishers .. . 
miniature cutters. 


You'll find ALL your requirements in 
~the famed CHICAGO line! 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 


Send Catalog. interested in 
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A sample of a job done by a chain 
saw on a giant fir. This one is five 
ft. in diameter but some run 10 ft, 
and more. 


Chain Saws "Accepted" 
For Tree-Felling 


“This is the machine age,” according 
to P. J. Hanns of the P. J. Hanns Co., 
Eugene, Ore., “and you are not going 
to get young fellows to go out into the 
woods and fall trees with hand cross- 
cut saws much longer now that the 
chain saw has demonstrated how easily 
it can be done.” Mr. Hanns said that 
it was only about four years ago that 
these saws were first tried out for big 
tree felling. Today, it has virtually 
supplanted the hand-saw. 

“Why not?”, asks Mr. Hanns. “A 
pair of the best fallers with hand saws 
will knock down at the maximum 35,000 
ft. of timber in an 8-hr. day, with the 
average closer to 28,000 ft. The same 
two men with a chain saw, gas operated, 
will easily knock down 100,000 ft. and 
as high as 180,000 ft.” 

P. J. Hanns Co. has sold more than 
400 of these rigs, as fast as it could 
obtain deliveries. The back order file 
is stacked. The firm maintains a serv- 
ice department for keeping the saws in 
repair. This calls for a stock of repair 
parts. 


Hill Is Transferred 
By Independent Pneumatic 


J. A. Hill, former manager of the 
New York branch of Independent 
Pneumatic Tool Co., Chicago, manu- 
facturer of Thor portable pneumatic 
and electric tools, has been named 
manager of electric tool sales. Mr. Hill 
has been connected with the firm since 
1920. 

W. C. Rush, formerly in the St. 
Louis branch, was named manager of 
the new Cincinnati office located at 426- 
428 Elm St. 





J-M Backing Helps You Sell Packing! 


Yes, your customers are approached from every angle— 


THROUGH the most popular news program on the air, Bill Henry and the News brings 
the Johns-Manville name to millions of people. J-M Packings—and the part 
you play in serving American industry—are frequently featured .. . 


THROUGH consistent, month-in, month-out national advertising in the magazines read 
by your important customers .. . advertising that establishes you as packing 
headquarters... 


THROUGH mailing pieces and other helps that are available to you as part of the com- 
plete Johns-Manville program that is designed to merchandise you and your 
facilities... 


This aggressive promotional program gives you the support you need for a top 
selling job . . . builds up the prestige and good will that go with the Johns- 
Manville Packings Franchise. And it all adds up to one important factor . . . the 
right kind of backing that helps you sell packing! ij 


Johns-Manville, Box 290, New York 16, New York Md 


Johns-Manville 
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THREE DISTINCT LINES 
OF ROTARY FILES 


for the MILL SUPPLY HOUSE 


Wh 


HAND CUT FILES 


Hand cut from High Speed Steel—recom. 
mended for burring ferrous metals. 


2 


"GROUND BURS 


Ground-from-solid High Speed Steel blanks— 
recommended for burring on non ferrous 
metals, plastics and wood. 


CARBIDE BURS 


Ground-from-solid Cemented Carbide blanks 
—recommended for long life and maximum 
economy. 


Profitable These complete lines—other shapes and 
sizes available in both 4" and 14” 


shanks—colfer maximum turnover with minimum investment. 


FORD 
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NEW LINES 
“lakeu ou by 


DISTRIBUTORS 


The Charles C. Lewis Co., Springheld, 
Mass., was appointed distributor for 
Morse Twist Drill & Machine Co., 
line in western New England. 

The Pate Supply Co., Birmingham, 
Ala., took on the line of pneumatic 
tools made by Aro Equipment Co. 

General Bearing Co., Fresno, Calif., 
has added the following lines: Whit- 
ney Chain & Mfg. Co., chains; Ster- 
ling Electric Motors, Inc., motors, 
and Torrington Mfg. Co., self-align- 
ing bearings. 

C. W. Marwedel, San Francisco, Calif., 
has been made distributor for Car- 
boloy Co., Inc., products in northern 
California. 

General Machinery & Supply Co., San 
Francisco, Calif., has obtained Key- 
stone Lubricating Co. products, and 
Millers Falls Co., line of tools. 

Kyle & Co., Fresno, Calif., is now 
handling Schramm, Inc., air compres- 
sors, and Henry Disston & Sons, Inc., 
line of chain saws. 

The Frank Groves Co., San Francisco, 
Calif., is stocking and distributing 
Jenkins Bros. valves out of the home 
office. The Portland and Seattle offices 
have been appointed distributors for 
Foster Engineering Co. regulating 
and reducing valves. 

E. S. Atkinson Co., Erie, Pa., has taken 
on the Chicago Latrobe Twist Drill 
Works’ line of twist drills, reamers 
and special tools for distribution in 
the Erie area. 

E. B. Packard Co., Inc., New York, 
N. Y. has secured the exclusive dis- 
tribution of the Cleveland Pneumatic 
Tool Co.’s pneumatic tool division 
lines for metropolitan New York, 
northern New Jersey and New York 
State east of Utica. 

White Tool & Supply Co., Cleveland, 
has been named distributor for Wick- 
wire Spencer Steel wire rope for 
northern Ohio. 

Phillips Hardware Co., Cambridge, 
Md., was made an authorized dealer 
of Worthington Pump & Machinery 





Dake Engine Company 
606 Seventh St., Grand Haven, Mich. 


Please send me a copy of your NEW Arbor Press 
Catalog. 


EE ee 
Company. 
Address, 


AND HYDRAULIC PRESSEG 


a 


\ 


ENGINE COMPANY 
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LANTS handling printed matter prefer VICTOR 
Belting—make another substantial source of belting sales 
for you. Yet printing plants are only one of many markets 
that are yours to serve when you handle the VICTOR 
line. For there’s a particular type of belting in the 
VICTOR line called “best” by purchasing agents or 
plant managers in ‘most every field you can name... 
best for efficient, economical conveying, elevating or 
power transmission. VICTOR is recognized as “the most 
complete line of textile belting in America.” 

When you handle VICTOR Belting you can depend 
on REPEAT business, too... from customers who've dis- 
covered the long, uninterrupted service they get from 
VICTOR Belting and come back for more. Why not serve 
more belting customers in more industries more often? 
Let VICTOR start booking belting business for you to- 
day. Write for full details. 


These Industries Use Belting — Sell them VICTOR 


Brick and Clay * Bottling * Flourand Feed * Canning * Steel 
Confectionery * Paper * Packaging * Food * Tobacco *° Printing 
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Corp. line of industrial machinery 
equipment. 

Industrial Rubber & Equipment Co., 
Inc., Indianapolis, Ind., will repre- 
sent Worthington Pump & Machin- 
ery equipment, Allspeed Selectors, 
and Multi-V-Drive. 

Knoxville Belting & Supply Co., is 
selling the Worthington Pump & 
Machinery Corp., line of Allspeed 
Selectors. 

L. P. Degen Belting Co., San Francisco, 
has taken on the Fort Worth line of 
steel sheaves for northern California. 

Knight Mfg. & Supply Co., Tulsa, 
Okla., has been appointed distributor 
of Hewitt Rubber of Buffalo line of 
mechanical ‘rubber -products, princi- 
pally transmission and conveyor belt- 
ing and industrial hose. 

Stromberg-Carlson, Lt., will distribute 
in Canada industrial electronic tubes, 
laboratory equipment and industrial 
and electronic devices for communi- 
cation applications manufactured by 
Sylvania Electric Products, Inc. 





25 Years Ago 


An editorial points out that it is now 
time for distributors to consider getting 
away from standard, old-fashioned tools 
and to think of the new time and labor: 
saving devices now in demand. Pro- 
gressive mill supply men have already 
climbed aboard the band wagon, the 
editor says. 

The Barrett-Christie Co., Chicago, is 
swinging into the “back to normalcy” 
race now that the nation is straighten- 
ing out after the great war. The distrib- 
uting firm’s first step is the dumping of 
excess weight—surplus stock and slow 
moving materials. 

The nation, an article says, has been 
going through a “buyers’ strike” that 
now appears to be breaking. Hesitaucy 
on the part of buyers is disappearing. 
The manufacturer is buying raw mate- 
rials again, the distributor is restocking 
depleted lines, and the retailer is re- 





THERE ARE 


Over 200 Applications 


FOR STERLING SANDERS 


| Preparing bar 
refrigerator cabinets 


Satine cat piescare marks '* Smoothing rough plaster 
' and scratches on cabinets and plastered joints 


F oo store fixtures | Boat finishing operations 








In addition to the applications illustrated, 
the Sterling 1000 Portable Electric 
Sander is being used to great advantage 
by manufacturers, repairers and recondi- 
tioners of trucks and buses, school equip- 
ment, machine tool bases, leather goods, 
toys, displays, signs, and many others, 


STERLING TOOL PRODUCTS CO. 
384 East Ohio Street Chicago 11, Illinois 


STERLING PORTABLE ELECTRIC 
- AND AiR Driven SANDERS 


MILL SUPPLIES © NOVEMBER, 1946 










































- MONEL BOLTS ARE BEST 
.«- AGAINST SALT CORROSION 





Fh ETE a 

A filter used in Merton 

Selt Company brine 
evaporating process. 
Nickel Alloy drums 

use Monel Metal 
bolts and 
rivets. 


O: the destructively corrosive effect of salt 
and salt brine upon common steel probably no 







one knows more than the Morton Salt Company 





. “when it rains it pours.” 





To reduce maintenance costs in their salt 






mining and evaporating processes the Morton 
Company relies upon Monel Metal in contacts 






with salt and salt brine, using Harper fastenings 






of the same non-corrosive, non-rusting alloy. 





If you have chemical corrosion problems in 
your industry it will pay you to use Everlasting, 
non-ferrous fastenings. Consult Harper Engineers 
or order any of Harper’s more than 4850 dif- 


2 ferent types from stock. 
HARPER 
tonlasting Tasloningh 


Chicago 






THE H. M. HARPER COMPANY 
2622 Fletcher St., Chicago 18, lil. 


Branch Offices: New York City, Phile- 
deiphia, Los Angeles, Milwaukee, Dallas 


Representatives in Principal Cities 
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loading his shelves. A new era has ar. 
rived. 

A recent incorporation was that of 
the Napier Saw Works, Inc., Middle. 
town, N. Y., in the amount of $100,000, 
Those associated in the company are 
W. E. Cross, W. P. Jeffrey and J. H, 


Greene. 


10 Years Ago 


Moving pictures are being used effec. 
tively by the Hagerty Bros. Co., Peoria, 
to sell the key men of industry in the 
Peoria territory on the lines carried by 
the distributing firm, and the services 
it is equipped to render. 

Lloyd H. Smith, president, Buford 
Bros., Inc., Nashville, has inaugurated ' 
an incentive program for the sales force, 
Six lines are selected for the contest 
each week, and prizes are awarded on 
the size of the orders, the number of 
lines sold, and the number of new ac- 
counts. 

The Sager-Spuck Supply Co., Inc, 
Albany, N. Y., has issued a 450-page 
catalog which includes pictures of the 
supply firm’s sales room and a map 
showing Sager-Spuck’s location with 
reference to the industries of New York. 

Recent additions to the membership 
of the National Supply & Machinery 
Distributors’ Association include: Buhl 
Sons Co., Detroit; Montana Hardware 
Co., Butte; Oppel Glaneld & Rowe, Inc., 
Newark; and the Crescent Supply Co. 
Marietta, O. 

A recent Virginia hurricane kept all 
Norfolk distributors busy supplying 
pumps, hose, lanterns and other items 
necessary in clearing up the storm’s 
effects. Nearly all kept part-time crews 
on duty 24 hours a day. 

John C. Ralston has been elected 
president of the Joplin Supply Co., Jop- 
lin, Mo., to succeed the late Frank C. 
Ralston, who died several months ago. 
The new president has named W. J. 
Beechwood as sales manager and Clark 
C. Calvin as office and credit manager. 






W. J. Beechwood 


















OF MACHINERY 
AND EQUIPMENT 


with this 3-star 
























th ° 
he time payment plan 
vith N 
ork, 
hip 
ery 
uh] 
a * Helps you get business immediately which otherwise might be lost 
ne., 
Co, * Pays you your full selling price in cash 
: * Involves no cost, credit risk or contingent liability on your part 
ms 
m’s 
ws 
' Here is a plan that helps you step up your sales . . . by 
ted HERE s THE LOW COST offering customers the convenience of easy terms on 
Op purchases of heavy machinery and equipment. 
C TO YOUR CUSTOMERS Commercial Credit’s Heavy Machinery and Equipment 
gO. * . Financing Plan provides low cost financing for your 
J. per $ I ,000 of fi nancin y customers . . . and operates entirely without cost to you. 
7 12-Month Terms... .. . $ 32.50 We purchase your customers’ paper from you without 


recourse ... you get your full selling price in cash. . . and 
24-Month Terms ...... 67.50 you are in no way liable if your customer fails to complete 


36-Month Terms ...... 107.50 payments under the financing agreement. 


A booklet which you can use in offering this plan is 
—_ yours for the asking. Let us send you a copy... with 


T more information about how this plan will work for you. 
Ke) MNERCIAL @-149)) Write to the nearest Commercial Credit office listed below 
COMPANY 


for booklet HI-1. 
¢ 89,000,000 COMMERCIAL FINANCING DIVISIONS: 
















4 
P| 
4 
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and Surplus 


Capital 
MORE 2, MD- 


BALTI 


Baltimore, New York, Chicago, Los Angeles; 
San Francisco, Portland, Ore. 







=. 


OPERATING OFFICES IN ALL PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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ALL-STAR LINE... 


brings in more cash ! 


Takes no genius to figure it out. Look: In the Star line 
there’s a saw for cutting everything a hack saw or band saw 
can cut—from tool-steels to ham bones. So push Star—to let 
your customers know you've got what they want, whatever 
they want! With the complete Star line you just naturally 
complete more sales. 

Selling’s easier, too. From presidents to apprentices, your 
customers know STAR Blades — see 
them advertised in the business and 
shop magazines they read. 

Free Booklet of Hack Saw Hints 
helps your men in the field. Pocket- 
size. Gives specifications, prices, tips 
on selection and use. Available in bulk 
for distribution to your customers. 


CLEMSON 


Sold only CLEMSON BROS, Inc. Middletown NY 
Through Recognized Hokers of hond ond powers hotk som blades 
Distributors 
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WYER 


LOOKS AT 








Composite opinion of purchasing agents 
who comprise the N.A.P.A. Business 
Survey Committee. 


Reports from industrial purchasing 
agents, which, for some time, generally 
anticipated better business conditions, 
now indicate an expectation of lower 
business. The trend to better business 
has apparently been halted and the gen- 
eral feeling is pessimistic. Nevertheless, 
the backlog of unfilled orders still ap- 
pears to be on the increase. Employ- 
ment is at a high level, and further in- 
creases in production volume are lim- 
ited only by the shortage of basic mate- 
rials and operating supplies. Retail 
sales are continuing generally at a high 
rate for the preholiday season. Car 
shortages are beginning to become very 
serious. Coal and ore mines are having 
to curtail operations because of this 
shortage, and more industries will be 
affected shortly unless the situation im- 
proves. 

Reports from many areas indicate we 
may be approaching what might be 
termed an industrial buyers’ strike. 
Prices, in many cases, are so fantastic 
that purchases cannot be justified. Buy- 
ing at any price, to keep a plant run- 
ning, may be approaching an end. Shut- 
downs due to strikes and material short- 
ages are seriously affecting the pay- 
income of industrial workers, and a 
drop in buyers’ and consumers’ demands 
is bound to result. 

The profit angle still continues to 
worry many in business. Profits do not 
appear to be in the percentage required 
to make business attractive and sound. 
Many concerns are struggling with the 
problem of cost because of material 
scarcities and a lack of proper produc- 
tive cooperation by labor. With the re- 
turn to production of two of the large 
steel plants in Canada, general business 
conditions there take on a brighter 
aspect. 

Industrial buyers are generally con- 





C/R Mallets contain 

same non-chipping, 
non-shearing 

rawhide as hammers. Won’t 
discolor, smear or 

mark surfaces. 


C/R Mauls increase 
production, reduce costs 
on dieing out operations... 
furnish ample protection 


of dies, too. Refillable. 


C/R hammer faces of coiled 


rawhide may be quickly 
replaced in the permanent 
malleable iron heads. 
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THEIR 
IMPORTANCE 
TO INDUSTRY 
MEANS -::- 


GOOD 


BUSINESS 
FOR YOU 


Socket Set Screws 
Socket Head Cap Screws 
Socket Head Stripper Bolts 


Socket Screws— 
Dardelet Thread 


Socket Screw Keys 
Socket Pipe Plugs 


. 


Tue sound, steady progress of American 
Industry ‘is dependent in great part on such 
accessories as BLUE DEVIL Socket Screws. 
They have proved themselves equal to any 
requirement—they are safe and dependable 
for high precision work—they are manufac- 
tured with great precision and care. Out- 
standing records made by BLUE DEVIL 
SOCKET SCREWS in plants all over the 
country have set high standards for future 
manufacturing perfection. They will con- 
tinue to uphold and sustain these fine rec- 
ords. You can make us your valuable supply 
source for Screw Products that have a good 
sales future . . . let us send you facts that 
will aid your selling. 


SAFETY SOCKET SCREW CO. 


4445 N. KNOX AVE. CHICAGO 30, ILL. 
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cerned over the duplication of commit- 
ments. It is believed there are many 
such instances; to date, there is no great 
evidence of cancellations. It is ex- 
pected, however, that a point has been 
reached where the trend to cancel out 
these commitments will accelerate. The 
opinion is very general that industrial 
buyers have, or will shortly, scale down 
their ideas on buying too much and too 
far ahead. 


Prices 


While the general trend of commodity 
prices continues upward, there is, for 
the second successive month, a decrease 
in the number of reports from industrial 
buyers indicating higher prices. There 
are no reports of lower prices. Price 
advances appear more conspicuous in 
the semi-fabricated and processed goods 
field than in the basic raw materials. 
Where permitted, prices continue to 
break through OPA ceilings. OPA con- 
tinues to give ground. 

Buyers feel that we are in the last 
wave of increases, although there are 
indications of another upward surge. 
If this tendency can be restrained for 
another 60 days, it may well doom fear 
and possibilities of outright inflation. 
While the trend of price is still upward, 
it is not at the rate of the past few 
months, and indications are that prices 
may now level off for a few months, 
after which declines may show up. 
West Coast buyers report prices con- 
tinue to rise but they are of the opinion 
that more and more opposition to higher 
prices is developing. 


Inventories 


Reports received indicate a slight 
(very slight) drop in the overall inven- 
tory situation. Deliveries are not im- 
proving, and inability to get suitable de- 
liveries tends to reduce inventories in 
some plants and to unbalance them in 
others. Work-in-process inventories are 
becoming very difficult to control, due to 
the short supply of many items neces- 
sary to the completion of the product. 
Little change in this picture is expected 
for the balance of this year, at least. 
Industrial buyers are practically unani- 
mous in their desire to reduce or bal- 
ance inventories. This tendency is ac- 
celerated because higher prices are 
meeting resistance for the first time 
since the war. There is also a very defi- 
nite policy of resistance to long-term 
commitments with the price prevailing 
at time of shipment. 

Many buyers report that inventory re- 





, a0 Sons 


I figure any company 
that has specialized in 
making pipe for 106 years 


sure knows its business. 


SPF ANT 


Division of The National Supply Co. 
EXECUTIVE OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Les 
Angeles; New York; Philadelphia; Pittsburgh; St. Lewis; San Francisco; Tulsa 
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On every welded piping job there 

are sure to be branch lines. Every one 

of these branches provides a market 

for WeldOlet Fittings. Regardless of 

whether the branch line is the same 
size or a smaller size than the run pipe, WeldOlet 
Fittings will provide a safer, stronger, less expensive 
and permanently leak-proof joint. Flow conditions will 
be improved too. 


Regardless of what line of welding fittings you carry, 
the addition of WeldOlets to your line will provide 
an added fitting market. Write today for the new 
WeldOlet Fitting catalog and distribution proposition. 


Forged Fittings Division 
BONNEY FORGE & TOOL WORKS - 645 N. Meadow St., Allentown, Pa. 


WELDOLETS 
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duction is their No. 1 problem, and is 
receiving major attention. In this con- 
nection, it is interesting to note the pol- 
icy of a very large buyer in one of our 
major industries. Every open order is 
being checked, and those of long stand- 
ing are either being cancelled outright; 
or, as soon as travelling expediters lo- 
cate the material or supplies for near- 
by delivery, the order is cancelled. 
There appears little value to the pur. 
chasing department in having orders 
on so-called standard items dating back 
many months, when no deliveries are 
being made. Many vendors may be in 
for quite a surprise as they receive such 
cancellations and learn how very serious 
this back-order situation really is. 


Buying Policy 


The buying policy of industrial buyers 
is more and more one of caution. A 
general policy would seem to be about 
a three-month position, with variations 
in different items, the goal being to try 
to keep inventories in balance with de- 
mand, supply and deliveries. Many 
buyers are delaying forward commit- 
ments for 1947 beyond the first quarter, 
awaiting a clarification of the situation. 


Specific Commodity 
Changes 


The constant change in commodity 
prices and situations continues to make 
more difficult the smooth operation of 
industrial business. Frequently, substi- 
tutions are necessary, even though there 
is no restriction on the use of the de- 
sired materials. Little improvement is 
expected until raw materials are pro- 
duced in a more balanced supply. 

In the midst of advancing prices one 
item, fuel oil, is lower. No. 6 Grade 
fuel oil has been reduced 1014 cents per 
barrel. Electrical equipment is up 12 
percent to 15 percent; batteries, up 5 
percent; insulators, 5 percent; large 
mechanical equipment, generally up 9 
percent. Ceilings have increased on 
coated abrasives. Rubber goods, such as 
belting and hose, have advanced. Cast 
iron scrap is up $5 per gross ton; malle- 
able scrap, $2 per gross ton. ‘Roller 
bearings are up 12 to 20 percent, de- 
pending upon size. 

In the sense that there is a good de- 
mand, business generally may be said to 
be good. The picture, however, is 
clouded by general disappointment in 
production and the tendency to price 
inflation. There is much talk of a com- 
ing “buyers’ market.” 











Marwedel Appoints 
Six New Salesmen 


C. W. Marwedel, San Francisco dis- 
tributor, has added six salesmen which 
brings the sales staff to 25. It is 
planned to have 35 men working outside 
by the end of the year. This compares 
with 21 employed before the war and 
19 during the war. + 

The new appointments include: Don 
Cave, formerly with Chicago Bridgé 
Co., and now resident salesman at 
Eureka; Larry Semper, formerly with 
Kyle & Co., Fresno, now working at 
Stockton; Len Peterson drawn from 
Marwedel to be resident salesman in 
Fresno; John Finch, former GI trained 
under the on-the-job program, now in 
San Jose; Bill Donahue, also Marwedel 
training program product, now selling 
on the Peninsula, and Bill Mann, cut- 
ting tools specialist and production man, 
now at Oakland. 

The facilities at the Oakland plant 
have been doubled by the addition of 
a new building. The staff of five sales- 
men there is expected to be increased 
to ten. 

Al Dow was made manager of a new 
department in San Francisco for the 
wholesaling of tools through a line of 
retail outlets. 





Stocks were built up rapidly during 
and since the war at Noland Co., 
Inc., Washington, D.C., where sep- 
arate departments also handle 
electrical, refrigeration, and plumb- 
ing and heating supplies. H. W. 
Stevens, salesman, selects. a grind- 
ing wheel for one of his customers. 





BONNEY 
TOOLS 


ARE PREFERRED BY MECHANICS 


“Efficiency’’ means “producing the maximum effect with the 
minimum effort’’—and that’s just why Bonney Tools are pre- 
ferred by so many mechanics. They help get more work done 
in less time and easier too. They are easy-on-the-hands, light, 
well balanced, accurate and strong—no wonder distributors 
and jobbers find the Bonney Tool line easier to sell. If you are 
not set with Bonney Tools, write today for the Bonney Tool 
catalog and distribution proposition. 


* Of course, Bonney Tools are chrome plated. 


BONNEY FORGE & TOOL WORKS 
645 N. MEADOW ST., ALLENTOWN, PA. 
in Canada: Gray-B y Tool Co., Lid., St. Clarens & Royce Aves., Toronto 
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Ta the Sates Spotlight 


= 2 


® Latest addition to the diversified line of 
Buda Industrial Lifting Jacks is the Model 
50-B-26 High-Lift Hydraulic Jack. Especially 
useful for general high lifting jobs, this 
model will raise 50 ton capacity loads up to 
a height of 20 inches. 

One simple adjustment controls either 
high speed or normal lifting action, depend- 
ent upon load requirements. 

It will pay you to investigate the sales 
possibilities offered with the complete line 
of BUDA Quality Hydraulic and Mechanical 
Jacks. 


SEND FOR THE NEW 
ILLUSTRATED CATALOG 


BUDA 
“CHORE BOY" 


Roche Is Raised 
By Heppenstall Co. 


John P. Roche 


John P. Roche was named vice presi- 
dent and general manager of sales of 
Heppenstall Co., Pittsburgh, Bridge- 
port and Detroit. He was also made a 
director. 

Mr. Roche comes to Heppenstall 
from Oliver Iron and Steel Corp., where 
he had been secretary and assistant to 
the president since 1944. 


Kellogg Switchboard 
Sets Pension Plan 


The board of directors of the Kellogg 
Switchboard and Supply Co., Chicago, 
approved a retirement income plan for 
its 1,900 plant and office employees at 
a recent meeting. The plan is designed 
to provide for an income to employees 
who retire at the age of 65 and who have 
been employed by the firm for at least 
10 years. It also provides for income to 
employees who retire at 55 or more 
years of age and who have been em- 
ployed by the company for at least 20 
years. 

A trust fund will be set up to assure 
prompt payment of benefits provided for 
in the plan. The plan will be financed 
in its entirety by the company. The firm 
placed a group life insurance plan, in- 
cluding sickness, accident, hospitali- 
zation and surgical benefits in effect in 
July 1945. The board of directors ap- 
pointed a committee to administer the 
pension plan. It includes Philip Vetter, 
N. T. Axman, Joseph A. Petrick, Bert 
A. Wallace, Harold D. Hurlburt, Albert 
E. Strong and Mrs. G. G. Lustbader. 





This group averages 3114 years in its 
term of employment at Kellogg. 


15413 Commercial Ave. bi toy eclitiies, 
HARVEY (Chicago Suburb) ILLINOIS “ strpos 
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All Quaker V-Belts are manufactured on 
brand new equipment. Specially designed 
new modern building with unique lighting 
facilities permits rapid production A and B 
Cross-sections in both Multiple and FHP. 


/-BELTS 


QUAKER V-BELT FEATURES 
@ FLEXIBILITY 


@ HEAT RESISTANCE 
@ ABRASION RESISTANCE 

@ BALANCE 

@ MADE WITH ALL NEW EQUIPMENT 


QUAKER RUBBER CORPORATION 


REC.U.S.PAT.OFF, 


Manufacturers INDUSTRIAL and AUTOMOTIVE RUBBER PRODUCTS 
Main Office and Factory PHILADELPHIA 24, PENNA. 


NEW YORK e CLEVELAND ° CHICAGO » HOUSTON 
Western Territory 


QUAKER PACIFIC RUBBER COMPANY «San FranciscoeLos Angeles 
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It positively... 


KEEPS BOLTED ASSEMBLIES 
permanently TIGHT 


, am 

BEALL helical SPRING WASHERS have “live action” and con- 
stantly exert tightening pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 
bolt head. 

IN STOCK in all Standard Sizes; made of Carbon Steel, 
Stainless Steel, Everdur and Duronze. 


SOLD THRU MILL SUPPLY JOBBERS 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shemrock St., EAST ALTON, ILL. 


BEALL 


SPRING WASHERS 





po Big Ao 


T Electri 
‘orpedo ectric 
250-, 500- and 1000- 


belt or 


Differential Hoist. 
ties one-half, 
pet A fast- 


cornet. 
ae we 


low-cost 
ith « large 


MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. 
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H. D. Linder, manager of supply 
department, Lovett & Tharpe Hard- 
ware Co., (center) demonstrates 
grinding wheel operation to R. A. 
Hobbs (left), and W. F. Young, two 
former GI's. 





Haven Saw Opens 
Sacramento Branch 


The Haven Saw & Tool Co., Oakland, 
Calif., opened a branch in Sacramento 
in a new building at 21st and Jay Sts. 
Vic Haven, son of C. E. Haven, senior 
partner, heads the new branch. 

Mr. Haven’s other two sons—Claude 
and Allen, run the San Francisco office. 
Another son, Clayton, is in a veterans’ 
hospital recuperating from extensive 
war service in the Pacific. He will join 
the firm upon being discharged from the 
hospital. 


Metalworking Unit 
Opposes Fixed Price 


Having expressed disapproval of any 
departure from the Clayton formula of 
pricing war surplus machine tools, at 
a meeting with War Assets Administra- 
tion officials in Washington, the Metal 
Working Machinery industrial advisory 
committee disapproved of the fixed price 
program recently instituted by the ad- 
ministration. Trade conditions will be 
disrupted if the new schedules are used, 
spokesmen said. “The committee thinks 
the fixed price plan will seriously affect 
the machine tool business as a whole. 
Many manufacturers and dealers al- 
ready feeling serious financial difficul- 
ties due to dropping off in business, 
plus lack of reserves,” they emphasized. 

Members of the industry were sur- 
prised that the new Fixed Price Catalog 
was dated Oct. 1 instead of Oct. 28. 
The catalog lists prices for scores of 
varieties of tools, many of which cannot 
be delivered in less than four to six 
months. Industrial buyers forecast that 
the new prices would lead to an ava- 
lanche of buying for foreign account. 








.. - FOR FAST, 
DEPENDABLE 
PRODUCTION 
DRILLING AND 


LE*FORGE “sez20 DRILLS MORE HOLES 
TRADE MARK REG. U.S, PAT. OFF PER fed *ai i) 


Y 
DISTR 
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CLEVELANO' - ¢ J 
DISTRIBUTORS EVERYWHERE 
ARE READY TO SERVE YOU / 

( 


This advertisement appears in current issues of 


tie setelete > ' fel pel-yt*? Gd *ig ie ' .” 
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IN CASTER- SELLING 








2. Plain Bearings or Roller Bearings? 


Most casters are obtainable with either plain bearings or roller 
bearings in their wheels. Very often, however, the customer is not 
fully aware of the great advantages offered by roller bearings — and 
may be inclined to let original cost be the sole deciding factor in his 
choice. 


So, when the question arises as to the most suitable type of bear- 
ings for his particular use, you can explain to him that although the 
strength and static load capacity of a caster are the same whether its wheel 
has plain bearings or roller bearings . . . 


WHEELS EQUIPPED WITH ROLLER BEARINGS 
START EASIER AND ROLL EASIER 





Roller bearings in my wheels 

Are the kind I need 

To roll along more easily 
And with greater speed. 


















Show the customer that easier mobility has a dollars-and-cents 
value — that roller bearings, by cutting down friction, also cut 
down the man-power required to move the loads they carry. There- 
fore, the slight additional first cost of roller bearings is an invest- 
ment that can pay regular dividends in the-form of reduced labor 
costs .. . while at the same time it increases the value of your sale. 


And remember — Bassick distributors, with the world’s largest 
line of casters and wheel mountings for their selection range, have 
unequalled opportunities for supplying the right caster for every job. 
THE BASSICK COMPANY, Bridgeport 2, Conn. Division of 
Stewart-Warner Corporation. Canadian Division: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, Ont. 


Making more kinds 


of Casters+*° 
sters 


do more 


CAP SCREWS 
SET SCREWS 







MILLED STUDS 
COUPLING BOLTS 
SCREW MACHINE PRODUCTS 











The line with which to 
render a complete and 


profitable service .... 


Demand for high quality and precision in 
milled screw machine products has always 
found Ottemiller a dependable source of 
supply. because Oftemiller has always spe- 
clalized in producing to rigid specifications 
for strength and accuracy. Because every 
item in the complete Ottemiller line is made 
to eneet standards and of carefully selected 
materials, users who insist on high quality can 
standardize on Ottemiller for all their require- 
ments. Ali this means volume and profits for 
Ottemiller distributors. 


IP ne ff) 
WM. H. (St CMAL XO: CO. 


YORK, PENNA 








DISTRIBUTORS 
WANTED 
f, 


A NEW LINE OF AIR AND 
HYDRAULIC CYLINDERS 


A new line of AIR and HY- 
DRAULIC CYLINDERS is now 
available to industrial distributors 
by a reliable manufacturer on the 
Pacific Coast. 


xk *k& 
Used by industrial plants of all 
kinds—to lift or lower, tilt or turn, 
press or squeeze, open or close. 


x 2 :® 


Designed for handling by distribu- 
tors, to stocking in moderate quan- 
tities, and are available for imme- 
diate shipment from factory. 


x * * 


Built for long life and satisfactory 
service, and for a _ continuing 
volume of business through the 
years ahead. 


ENGINEERING PRODUCTS CO. 
1600 S. Pedro St., 
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Jt takes TOP QUALITY 
to stay on TOP 


The chief reason why so many Distributors prefer to 
sell Johnson Universal Bronze is its uniform, high quality. 
They particularly enjoy the freedom from complaints, 
rejections or customer dissatisfaction. They like to sell 
a product that they can guarantee . . . unconditionally 
. . . to deliver top performance for the greatest length 
of time. After all, the gauge of quality is the service a 
product renders the user. In this respect there is no 
higher quality bronze than Johnson UNIVERSAL. 


Distributors like to do business with Johnson Bronze. 
We know the problems they encounter in selling. We 





appreciate the value of good service to their customers. 
We realize the importance of a wide and constant 
margin of profit for them. We help to make their job 
easier by consistent advertising, sales help and real 
factory-distributor cooperation. 


Catalogue 
76 Pages, completely illus- Isn't this the type of franchise you have been looking 


trated lists and oe for on bearing bronze? Why not write for complete 
most complete Sleeve I- details—TODAY. 


JOHNSON BRONZE COMPANY 


It's FREE. 
Sleeve Bearing Headquarters 
535 SOUTH MILL STREET » NEW CASTLE, PA. 
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LAUGHLIN OFFERS 


0 Shgpnond 


OF WIRE ROPE AND CHAIN FITTINGS 





If you can make deliveries these days, you have a long head start in the 
coming era of competitive selling. 

Laughlin has been working day and night since V-J Day to build up a 
finished-goods inventory that makes this possible today. 

Take advantage of this favorable condition, and tie up with the 
Triangle-L Line of fittings. It’s a profit line... and here are the reasons: 
1. It is the most complete line of Wire Rope and Chain Fittings 

on the market. 

2. Business-getting sales features that are door-openers for your 
salesmen... the “Fist Grip” Safety Clip, Improved Safety 
Hoist Hooks, Genuine ‘‘Missing Links’’, Pear-Shaped ‘‘Miss- 
ing Links’’, drop-forged weldless Rings and a new design in 
Turn-buckle Eyes. 

3. Recognition built by consistent advertising and 80 years of 
manufacturing experience. 

4. A Distributor Policy that Protects the Distributor. 

Our Industrial and Marine Hardware Catalog #135 shows the scope of 
the Triangle-L Line, complete with strengths, dimensions and charts 
showing the proper size fittings to use with the popular type of wire rope 
and chain. 

Build your sales and profits with Triangle-L Fittings. 


THE THOMAS LAUGHLIN COMPANY, PORTLAND 6, MAINE 


Laughlin Protects The Distributor 


AUGHLIN © 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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James J. Moran goes over an in- 
voice with Miss Ethel Buchan, bill- 
ing clerk, at English Bros. Machin- 
ery Co., Karisas City. 


Post War Prosperity 
Depends On Volume 


There is no doubt in the mind of 
James J. Moran, president and general 
manager, English Bros. Machinery Co., 
Kansas City, that the only way that 
distributors can make money over and 
above present business costs is to main- 
tain a high sales volume and concen- 
trate on more profitable lines. 

“If we were to operate on pre-war 
volume at today’s cost of doing business, 
we'd be using a lot of red ink,” the 
distributor said. “The main thing is 
to keep as many of the customers 
gained through war time experience as 
is possible and by continuance of serv- 
ice, prevent the direct buyers from re- 
turning to their old habits. Distributors 
and suppliers will have to work together 
to solve this problem, but it is worth 
hard work.” 

One of the main concerns of Mr. 
Moran is the fact that renegotiation 
practices and high war-time taxes com- 
bined to drain off profits to such an 
extent that there is little left with which 
to cushion the effects of a period of 
hard times. This fact, together with 
the generally higher level of inven- 
tories (though perhaps not so well bal- 
anced) would make the going most 
difficult should any sharp recession, 
such as experienced in 1921, develop 
in the near future, he concluded. 


Honeywell Expands 
On Pacific Coast 


New and greatly-enlarged headquar- 
ters were opened by the Minneapolis- 
Honeywell Regulator Co. at 2840 East 
Olympic Boulevard, Los Angeles. The 
new building is a modernistic structure 
housing all divisions: heating and air 
conditioning, controls, industrial aero- 
nautical, contractor, original equipment 
and jobber-dealer. 





No. 17 Ua 
CALIPER 


Long the favorite—again available. We recommend that 
you take advantage of the built-up demand. 


The No. 17 Roch Vernier Caliper is made by the world 
famous Swiss precision instrument maker, P. Roch, and 


offered in this country by the Park Sales Co. 


The accuracy of the Etalon Calipers, of which the No. 17 
is the most popular, is world accepted. It is important that 
a caliper be extremely accurate in design, construction and 
markings. 


The No. 17 is an all purpose caliper with precision lock- 
ing device for finest readings, has a capacity of seven 
inches (larger sizes available). 


ACTUAL SIZE EPS Sn. Extremely sharp knife edges increase accuracy in use, 
Z. while careful inspection of every instrument before 
shipment, eliminate any danger of error. The cali- 
per is supplied with form-fitting leatherette 
plush lined case with cover. 


Restricted sales thru few distributors 

© in each trading area mean more 
Special Features volume for you. We recommend in 
our national advertising in leading 


ih rey : magazines that readers “purchase thru 
Combination inside and outside measurement with a local dealer.” Write us for 


knife edges. Convenient depth gauge included. All ‘gem C folder of complete line. Imprinted 
readings on same vernier. Manas cee 2 ee on ee 
Constructed entirely of stainless tempered steel. 


Readings in | 1/1000th inch. Instruments supplied 
with metric and English reading or English only. 


Quick acting precision lock by simple thumb screw. 


Swiss craftsmanship gives instrument the precision and 
accuracy of a fine watch. 


If your trade is interested in precision instruments write for 
resale discounts and folders of complete line. 


‘ii 
PARK SALES COMPANY 


417 CANAL ST. NEW YORK 13, N. Y. 
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“a SHATTER-PROOF 


FLEXIBLE HAND BLADE 


Here is the original high-speed flexible 
hand blade, perfected by Super-Sterling 
and guaranteed unbreakable in normal 
use—the hand blade to bring’you more re- 


peat orders. 


With its shatterproof guarantee the fast, 
easy cutting Super-Sterling flexible blade 
stays in the frame longer, eliminates the 
cost and danger of breakage. A safe and 
economical blade for production and main- 
tenance work, it is available in both stand- 
ard and Broach (graduated) teeth, an ex- 
clusive Super-Sterling feature. 

Mill Supply Distributors find this fine 
blade, as well as the complete Super-Sterl- 
ing line, easier to sell—and customers stay 
sold. If you are not now a Super-Sterling 
distributor, why not write us. 






The Complete Line.....PLUS 


< DIAMOND SAW WORKS, INC 
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These men keep an eye on orders. 
Seated are Saniuel J. Henry, vice 
president and Mr. Tierney. Stand- 
ing are Harry Hempen and John 
P. Tierney, son of the Capen sec- 
retary-treasurer. 


Motor Shortage 
Curbs Belt Sales 


Capen Belting & Rubber Co., St. 
Louis, is watching orders for sheaves 
and V-belts closely to avoid “order in- 
flation,” according to John J. Tierney, 
secretary-treasurer. Mr. Tierney cited 
as one example of this, a manufacturer 
of ventilating fans who had ordered an 
excessively large number belts and 
sheaves. “Upon checking the delivery 
rate of the electric motors which were 
needed to power the fans, we found 
that within the next ten months he 
could use less than one-fourth the goods 
ordered,” Mr. Tierney said. 


Electric Truck 
Salesmen Taught 


For the first time in the history of 
the electric industrial truck industry, all 
salesmen of this equipment are being 
given a one-day industry-wide course 
in material handling and the place that 
electric trucks occupy in that growing 
field. The course is sponsored by the 
Electric Industrial Truck Association, 
members of which produce some 90 per- 
cent of all such equipment made in this 
country. 

Approximately 880 men registered for 
the course which was given in Atlantic 
City, Chicago, Biloxi and San Francisco. 
The course is built upon user benefits 
disclosed by records of some 40,000 elec- 
tric industrial trucks currently in serv- 
ice. Its purpose is to acquaint salesmen 
with all established factors in favor of 
battery-powered industrial trucks, as 
well as indicate how this information 
may be interpreted best to prospective 
users. 








MASTERS OF THE 


of ua 


HE TOUGHER WE ARE on 

Weatherhead products in the 
laboratory, the better they will be 
able to take it in your automobile, 
refrigerator, mechanical product . 
any place where hose, valves, or fit- 
tings are used. That is why every 
Weatherhead product goes through 
an exhaustive third degree before it is 
made available to you. 


For example, there are those exhaus- 
tive vibration tests of fittings shown 
in Illustration No. 1. The vibrator bar 
in the middle operates continuously 
at high speed in an attempt to jar 
these fittings loose while they carry 
hydraulic fluid under high pressure. 


There are those never-ending cycling 
tests which literally wear the life out 
of valves, as is shown in Illustration 
No. 2. The tiniest failure is made evi- 
dent by a film of soap which the atten- 
dant here is applying to the valve. 


Then there is the cold box, as is shown 
in Illustration No. 3, which subjects 
valves and fittings to sub-zero temper- 
atures while they carry maximum 
pressure loads. 


All the materials that go into Weather- 
head products are carefully tested 
before they are fabricated into parts. 
Illustration No. 4 shows an electro 
analyzer using the process of electrol- 
ysis to determine the copper content 
of a piece of brass. 


The tensile testing machine shown in 
Illustration No. 5 stretches a metal test 
bar until it reaches the breaking point. 


These are only a few of the many tests 
to which Weatherhead materials and 
products are subjected. They all under- 
go the third degree before they receive 
the Weatherhead seal of approval. 
That’s why Weatherhead products re- 
ceive the consumers’ seal of approval. 


pete anced wae WEATHERHEAD PRODUCTS INCLUDE: 


Weatherhead eee + Sifitan« o 


Cocks * Hose Assemblies ¢ 
THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO Dash Controls « Packing Regu- 
& lators * Valves * Dehydrators ° 

Strainers 


REW YORK © DETROIT © CHICAGO 0 ST. LOUIS © ATLANTA © DALLAS © LOS ANGELES 
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(CTOR FOR 


COME 


ee the line's ae 
iY ee cutie Clarke A. ay zone manager for 


Georgia and Florida for Hajoca 
Corp., gets ready to hop off after 
visiting the Jacksonville, Fia., 
branch. 





Bade dha tej and po you the order, its Murray-Brooks Drops 


Victor for VOLUME! | Retail Hardware Store 
vertising, Victor’ selling bel Bris Herta - Tein & The Murray-Brooks Hardware Co., 
way for your men in the bart os ; | Ltd., Lake Charles, La., one of Louisi- 


This pocket-size booklet blad : | ana’s oldest hardware stores, closed its 
seen alate can wenidoaiens 6d ~ | retail hardware store on Sept. 14 and 


apron tone tp ges Lage | will concentrate on wholesale hardware 
| and industrial supplies. 
A new site at Goosport, a suburb of 
| Lake Charles, has been purchased and 
the firm will be moved there. Its oil 
field supply business was started in 
1925 and an industrial supply depart- 
ment was added in 1930. Officers are: 
G. W. Law, president; G. L. Paret, vice- 
president and W. H. Frank L. Hereford, 
secretary-treasurer. Allison T. Miller is 
sales manager and Paul F. Carmouche 
is director of sales. 











Leonard Vial, right, of Frank Vial 
& Sons, Thor distributors in Mel- 
bourne, Australia, looks on while 
Ed Wilkie, tool repairman, assem- 
bles a tool during a four-month 
training course at Thor’s Aurora, 
Ill., main plant, 
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THE NAME SYNONYMOUS WITH WELDING CABLE 
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Sizes Available 


78 $0 080" Anps. | Covered 
exible wr 
WELDING CABLE 


The Arc Welding Industry voted “MAJOR” Welding Cable their first 
choice of brand names. The shipyards, ordnance plants and inde- 
pendent arc welding engineers backed their judgment with purchases 
of hundreds of thousands of feet of “MAJOR” Cable. “MAJOR” is 
STANDARD—Super Flexible, having a paper separator for quick strip- 
ping and attaching to lugs and holder. Spiral winding of fine copper 
strands in the conductor increases flexibility and insures maximum 
power transmission. Extruded type rubber covering is maximum oil 
and abrasion resistance. “MAJOR” is good welding cable. 


AT YOUR DEALER OR WRITE... WIRE... PHONE 
WELDING ENGINEERING COMPANY 


MANUFACTURERS . DISTRIBUTORS 
ee: a WISCONSIN 
OG ae hcaa oe thee Thies States 
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Solving Problems in 
Hard-to-glue Materials 


CASCO FLEXIBLE CEMENT 
(  New—ready to use 


HE NEW, flexible, water-resist- 
ant, ready-for-use adhesive for 
bonding dissimilar materials— 
wood, canvas, leather, etc. to glass, 
metal, painted surfaces, etc.—on 
which conventional-type glues do 
not “take.” Sets up flexible—with- 
stands jolts, shocks, and expansion. 
It’s ideal for: fabricating novel- 
ties and displays, sealing cartons, 
or for those “‘hard-to-glue” jobs 
where other adhesives won’t work. 
Available in 1, 5, 30, and 55-gallon 
drums. 





a 


By the Makers of the Na- 
tionally Known CASCO 


> Casein Gives 
CASCAMITE : 


UREA RES 


CUNEO ~ 


CASEIN COMPANY OF AMERICA 
As soon as you are ready for a new CATALOG (Division of The Borden Company) 


Dept. MS-16, 350 Madison Avenue 
New York 17, N.Y. 


The quality appearance—the over-all character—the 
individuality of your catalog totals up for you in terms of s 
greater selling power. 





To gain all this requires more than just ordinary prepara- Stronger than the wood it bonds 
tion— your catalog must have expert attention—and that 

is what our specially organized, equipped, and manned CASCAMITE 
CATALOG DEPARTMENT is able to give you. Urea-Resin Glue 


i i ; ”“ 

We cooperate with you in every detail and make cover soit aaiiianin aniauaadiiads 
- = suggestions based on years of experience in joints for jobs to be exposed to 
compiling catalogs. excessive moisture or dampness. 
Easy to mix with cold water— 
Get excellence in your catalog from CATALOG HEAD- ready to use immediately. Ideal for 
QUARTERS. fine cabinet work or veneering. 

Suggest CASCAMITE for: furni- 
ture, laminated wood beams, 
arches, prefabricated houses, or 
wherever a highly water-resistant 
bond is required. Available in 1, 5, 
25, 50, and 100-pound drums. 

For outdoor work recommend 


CASCOPHEN, the new, completely 
Cermak Road at Canal ¢ Chicago 16, Illinois durable, waterproof resorcinol- 


resin 
MILWAUKEE © PHILADELPHIA « NEW YORK ¢ SAN FRANCISCO a4 
i ee 
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John A. Rohrs, right, owner of the 
General Bearings Co., Fresno 
Calif., talks things over with Floyd 
Richmond, manager, in the firm’s 
new quarters. _ 





National Radiator 
Formulates Course 


Completion of the first real training 
course in “heating salesmanship” has 
been announced by Robert S. Waters, 
president of the National Radiator Co. 
Mr. Waters pointed out that the need 
for practical training was revealed by 
an industry-wide study to determine the 
most practical approach to the training 
problem. Individually, successful whole- 
salers and contractor-dealers were found 
to use planned selling methods, but 
those who had actually executed a com- 
plete sales training program were in the 
minority. 

The development of this course was 
undertaken following a series of veteran 
NRC sales meetings held some time ago. 
The completed training program re- 
quired well over a year’s intensive study 
and research. 























“Here you usually fill my orders—can 
you make out what | wrote here? | 
can't." 





ae -.- your key to 
Lasting Customer Satisfaction 


When you sell “AMERICAN SWISS” Swiss- 
Pattern Files you open the door to repeat sales of 
precision tools that are known throughout the 
country for constant quality performance. 


Tool makers, model makers, watch makers and 
metal craftsmen in we industry rely on these 
uick cutting, smooth finishing, uniformly hard 
Aes. With the complete line of “AMERICAN 
SWISS” Swiss-Pattern Files you offer 3000 dif- 
ferent shapes, cuts and sizes from which your 
customer can always choose “the right file for 
the job.” 


45 Years of experience . . . extensive national 
advertising . . . and our 100% distributor policy 
back up your every sale. 


AMERICAN SWISS FILE & TOOL COMPANY 


410-416 Trumbull Street 


Elizabeth 1, New Jersey 


SWISS PATTERN FILES 
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Research Workers 
Added By Calgon, Inc. 


- 


Byrnece Vogt Howard Shrut 

Miss Byrnece Vogt and Howard 
Shrut were added to the reseasch staff 
of Calgon, Inc., in the detergent divi- 
sion. Miss Vogt was educated in 
Whitaker, Pa., and was graduated this 
year from the University of Pittsburgh 
with a BS degree. She has done work 
on plastic injection of circulating sys- 
tems of small animals prior to which she 
had been a chemical analyst of steel for 
the Navy and for the Carnegie-Illinois 
Steel Corp. She also did laboratory 
work for the Department of Agriculture 
on insect repellants. 

Mr. Shrut was graduated from the 
University of Pittsburgh in 1943, having 
majored in chemistry. He joined the 
Marine Corps and was assigned to anti- 
aircraft work, serving in the Pacific 
theater for more than two years. He 
emerged as a first lieutenant. 


Paisley Acquires 
Adhesive Division 


Paisley Products, Inc., Chicago has 
purchased the Adhesive Division of 
Certified Products Co., Chicago. The 
purchase includes all formulas, manu- 
facturing processes, raw materials and 
finished products. No processing ma- 
chinery was included as Paisley plans to 
transfer all manufacturing to their mod- 
ern plant, which is now undergoing ex- 
tensive interior alterations to expand 
production facilities. 


Herman Heads District 
For Ahiberg Bearing 


James Herman, recently Philadelphia 
branch manager for the Ahlberg Bear- 
ing Co., Chicago, has been made eastern 
district sales manager. His territory 
will cover Boston, New York, Philadel- 
phia and Washington. Mr. Herman 
joined the bearing concern in 1935 and 
served in the important post of Washing- 
ton branch manager during the war 
years. 
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The LUBRIPLATE Tag Ser- 
vice assures the machin- 
ery manufacturer, who 
uses LUBRIPLATE for ini- 
tial lubrication, that the machines will 
be serviced with the same outstanding 
lubricant. Machine Builders, use the 
Tag Plan. Machine users, mail the post 
cards you find on the equipment. 
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YOU CAN BE SURE 
OF CORRECT 
LUBRICATION OF 
YOUR MACHINERY 


Machinery manufacturers go to 
great lengths in selecting lubri- 
cants that will assure the most 
satisfactory performance of the 
machines they build. Initial lubri- 
cation at the manufacturer’s plant, 
however, will only affect the first 
stages of the machine’s operation. 
Once the machine is sold or rented, 
subsequent lubrication will natu- 
rally influence the performance of 
the machine. Any excessive wear, 
malfunction, or frequent break- 
downs of a machine, often due to 
faulty lubrication, will prove cost- 
ly to the machine user and will re- 
flect back on the machinery manu- 
facturer. 

Proper initial lubrication of 
machinery is undeniably important. 
But of even greater importance, 
especially to the machinery manu- 
facturer, is the maintenance of 
original standards of lubrication 
in the field. To back up machinery 
manufacturers who use LUBRI- 
PLATE for initial lubrication the 
“TAG PLAN” has been developed. 
It assures proper lubrication of 
Machines in Use. Before a machine 
leaves the manufacturer’s plant a 
“tag” is attached. It fulfills three 
functions . . . advises proper type 
of LUBRIPLATE to be used... 
explains why this lubricant should 
be used for relubrication . .. pro- 
vides postal for locating nearest 
LUBRIPLATE dealer. 

When one of the tagged machines 
is delivered, the receiver and future 
user of the machine detaches post- 
al from the LUBRIPLATE tag, 
leaving on the machine informa- 
tion about type of LUBRIPLATE 
recommended and points of appli- 
cation. He then mails the postal 
inquiry card to Fiske Brothers 
Refining Co. On receipt of this 
postal, they do two things. 1. They 
notify the nearest LUBRIPLATE 
dealer of this new machine in his 
territory. 2. They write to the 
machine user, giving him the name 
of his LUBRIPLATE dealer. 
Thus the machine user meets the 
LUBRIPLATE dealer and the 
manufacturer of the machine can 
rest assured of proper relubrica- 
tion of the equipment. 

Scores of machinery manufactur- 
ers have adopted LUBRIPLATE 
for the lubrication of their equip- 
ment because of LUBRIPLATE’S 
exceptionally high film strength, 
stay-put qualities, long-life, and its 
water, steam, and acid resisting 
properties. Since using LUBRI- 
PLATE they have been able to 
guarantee smoother, more quiet 
performance, and longer life for 
their equipment and, therefrom 
are assured of valuable customer 
satisfaction, 
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Dayton Rubber introduced the first practical V-Type 

belt for industrial use in 1928... an outgrowth of the 

first V-Type automotive belt which Dayton Rubber 

perfected in 1921. Since then, Dayton Rubber research 

engineers and laboratory technicians have made many 

improvements in V-Belt design and construction... have M 

developed many new types of V-Belts for specialized 7, aa Siesiani fatalog tin 

uses. The result is a product unsurpassed in quality .. Industrial Belt Field! 

in performance . . .in dependability. 7) are Man in 
Behind the quality of every Dayton V-Belt is the fon'e Meevltony | 

reputation Dayton Rubber enjoys as The World’s Largest 

Manufacturer of V-Belts! Wherever industry’s wheels 

turn, Dayton V-Belts are well and favorably known. It’s 

an acceptance that has been built by the efficient per- 

formance of a quality product, plus a continuous and 

aggressive advertising and sales promotion campaign. 
The combination of a top-quality product and a name 

that has instant acceptance with industrial buyers every- 

where is a combination that has enabled Dayton V-Belt 

Distributors to make constantly increasing sales and 

profits. For the complete story, write: 


THE DAYTON RUBBER MANUFACTURING COMPANY 
DAYTON 1, OHIO 


tom mubbear 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 


the Distrib. 
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SHORT DISTANCE |tacz 7%... 


TO THE ANSWER ON POWER F. W. Anderson of Precision Grind- 


ing Wheel Co., was elected president 
TRANSMISSION PROBLEMS of the Keystoners Organization of 

Philadelphia. The Keystoners are a © 
group of 75 manufacturers’ representa- 
tives who come in contact with the trade 
and industrial buvers of the Phila- 
delphia area. 

Other officers named for the coming 
year are: B. F. Butterfield, Greenfield 
Tap & Die Corp., vice president; R. D. 
Casey, Lamson & Sessions Co., serre- 
tary, and Harry White, Yale & Towne 
Mfg. Co., treasurer. 

Chairmen of standing committees 
are: R. S. Trimble, Simonds Abrasive 
Co., entertainment; H. M. Easton, Na- 
tional Twist Drill & Tool Co., sports; 
H. L. Pruner, American Saw & Mfg. 
Co., publicity, and Harry Muschen- 
heim, Henry Disston Sons Co., visita- 
tion. 


Flemming and Moore 
Form Partnership 


Arthur Flemming and William M. 
Moore have formed a_ partnership— 
Flemming and Moore—to become the 
latest addition to industrial supply firms 
in Savannah, Ga. Mr. Flemming served 
with the Army Ordnance during the 
war. Mr. Moore has been in industrial 
supplies for the past 35 years. 

Gordon Helms, recently returned from 
Europe, where he had served as a B-17 
bomber pilot, has joined the sales staff 
and will travel South Georgia. The new 
firm is handling valves, fittings, pack- 


“i Patents wake Jobs" ing, transmissions, compressors, woven 


eShait Hangers ¢Chain Drives eRigid Shait Couplings hose and rubber. 
Bicycle Type Sheaves Set Collars Flexible Shaft Couplings 
eV-Belt Drives Hercules Pulleys 3 eUniversal Shaft Couplings 
eCast Iron Pulleys Wood Pulleys eMedart -Timken-Bearings 
@Steel Rim Pulleys eShatiting elron & Semi-Steel Castings 
Ring Oiling Bearings @ Friction Clutches eWire Rope Sheaves 

e Wick Oiling Bearings © Sprockets e@Cut Tooth Gearing 

eBelt Tighteners Pattern Work @Molded Tooth Gearing 


r 4 ‘ ms : % ; a AN 
Ni » ) A T William M. Moore (left) looks over 
some vaives with partner, Arthur 


Flemming, who recently returned 
from service with the Army. 


eeeeeeeeeesesneeoeeeeeeeee 


psy 


eeeeceeseeoseooeseeeeeeee eee 





MILL SUPPLIES © NOVEMBER, 1946 








V-Belt 
In Sheave Clearly, it's the sides 
of a V-Belt 


i SIDE 


OF A V-BELT 


that DOES the WORK | 
and GETS the WEAR ! 


That's Why the 


CONCAVE SID 


(A GATES PATENT) 


is IMPORTANT! 


Look at any V-Belt in its sheave groove and you see at 
once that the sidewall is the part that gets the wear! 


The sidewall is what grips the pulley. The sidewall picks 
up the power from the driver pulley, transmits that power 
to the tension member, then grips the driven pulley and trans- 
mits the power to it! 


That explains why you have always noticed that the 
sidewall of the ordinary V-Belt is the part that wears out 
first. Clearly, anything that lengthens the life of the side- 
wall will lengthen the life of the belt. 


The simple diagrams on the right show exactly why the 
ordinary, straight-sided V- Belt gets excessive wear along the 
middle of the sides. They show also why the Patented 
Concave Side greatly reduces sidewall wear in Gates Vulco 
Ropes. That is the simple reason why your Gates Vulco 
Ropes are giving you so much longer service than any 
straight-sided V-Belts can possibly give. 


*MORE Important NOW 
Than Ever Before! 


Now that Gates Specialized Research has resulted in V-Belts 
having much stronger tension members—tension members of Rayon 
Cords and Flexible Steel Cables, among others—the sidewall of the belt 
is often called upon to transmit to the pulley much heavier loads. Nat- 
urally, with heavier loading on the sidewall the life-prolonging Concave 
Side is more important today than ever before! 


THE GATES RUBBER CO., Denver, U. S. A. 


World's Largest Makers of V-Belts 


sysameemer IN ALL INDUSTRIAL CENTERS sistis%tutt 
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that do all 
the gripping on the pul- 
ley and get all the wear 
against the sheave- 
roove wall. That's why 
onger life for the sides 
means longer life for 
the belt! 











Straight Sided 
V-Belt 


How Straight Sided 
V-Belt Bulges 
When Bending Around 
Its Pulley 


You can actually feel the bulging of a 
straight-sided V-Belt by holding the sides 
between your finger and thumb and then 
bending the belt. Naturally, this bulging 
gee = os excessive wear along the middle of 
he sidewall as indicated by arrows. 


Gates V-Belt with 
Patented Concave 
Sidewall 


Showing How Concave 

Side of Gates V-Belt 

Straightens to Make Per- 

fect Fit in Sheave Groove 

When Belt Is_ Bending 
Over Pulley 


No Bulging against the sides of the sheave 
greeve means that sidewall wear is evenly 
istributed over the full width of the side- 
wall—and that means much longer life for 
the belt! 





THE MARK OF SPECIALIZED RESEARCH 
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wanpiwinch 


Weighs only 95 Ibs- 
10,000-Ib. Capacity 
Brake, ratchet and dog— : 
other “big hois?”’ features 








Your Customers a 
Will Be Asking for It! 


It didn’t take long for the news about this great new Handi- 
winch to get around—and no wonder! This remarkable little 
all-steel hoist packs so much ability that dealers and distrib- 
utors everywhere are stocking them. They’re new, different, 
and extremely useful —backed by a strong advertising program, 
too! Why not cash in on the wide and growing interest in the 
Handiwinch yourself? Write for complete Distributor Plan 


AMERICAN 


HOIST & DERRICK CO. 
St. Paul 1, Minnesota 
“SAN FRANCISCO 





CHICAGO NEW YORK 


¢ 
(Manufacturers of the well-known, widely used Crosby Clips.) 
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Ryerson Announces 
New Appointments 


Six new sales appointments were 
made in the Cleveland plant of Joseph 
T. Ryerson & Son, Inc., warehouse steel’ 
distributors. This follows an announce 
ment that the firm had’ un construe 
tion of a new, large was and office 
building adjacent to the existing prop. 
erty at 53rd St. and Lakeside Ave., pro 
viding 78,000 additional square feet 
for carrying stocks of cold finished car-’ 
bon and alloy bars, stainless steel, tub- 
ing and other products requiring heated 
storage space. : 

The appointments and assignments; 
H. G. Nystrom, who has a background 
of 21 years with the firm, first at Chi- 
cago and later at Cincinnati. He will 
represent Ryerson in eastern Ohio; 
G. W. Hagedorn, another veteran, in 
Columbus and immediately surrounding 
territory; J. E. Mazach, who was re- 
leased from service in September, 1945, 
who will represent the firm in Cleve- 
land; W. H. Irwin to the field staff; 
F. E. Jorden, formerly with the Ameri- 
can Rolling Mill Co., who will cover 
Cleveland, and A. P. Beckloff appointed 
to assist W. E. Falberg in the alloy and 
stainless steels department. 












Lovell, Hillerman 
Gain Collet Posts 


Allen W. Lovell was named general 
manager of the Modern Collet and Ma- 
chine Co., Ecorse, Mich., and Henry 
Hillerman was appointed sales manager 
to fill the position vacated by Mr. Lov- 
ell. 

Mr. Lovell joined Modern Collet in 
1944 after serving with SKF Industries, 
Jack & Heintz, and Booz, Allen & Hamil- 
ton. He also served as consultant for 
the War Assets Administration in the 
disposal of surplus government-owned 
screw machines. 

Mr. Hillerman has been a screw ma- 
chine man since 1917, having started 
with Chalmers Motor Car Co. He also 
worked for the Fetcher, Ajax, Besse- 
more and LaSalle screw machine prod- 
ucts companies. 





A. W. Lovell 


H. Hillerman 
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THE 


THAT BLOCKS YOUR — 


Every mail received at Parker- 
Kalon brings a stack of orders 
like this, to further swell our 
backlog which has reached 
astronomical proportions. 


This steadily mounting back- 
log which far exceeds manufac- 
turing capacity for months to 
come, besides raw material 
shortages and the many difficul- 
ties which all manufacturers con- 
tend with today, has forced us 
to schedule deliveries of new 
orders farther and farther into 
the future. 


¥ PARKER-KALON , 
FASTENING DEVICES 


TASVLUW Wo AAW 


SEVER Y 


ee 



































We are doing everything pos- 
sible to increase production — to 
take a bigger “bite” in the back- 
log each day — to bring back the 
time when we can say, “We will 
ship immediately,” as we did in 
the pre-war years. Until then, 
we ask your continued under- 
standing and patience on P-K 
Self-tapping Screw deliveries. 
Parker-Kalon Corp., 200 Varick 
St., New York 14, N. Y. 


*GOOD NEWS! Orders for alloy 
steel P-K SOCKET SCREWS can 
be shipped without delay. 


METAL PLASTIC, Bagemou.y 
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AVAILABLE IN 
ALUMINUM 
AND COLORS 


—— = oo oe oe 


Few products offer so big a market or so large a volume of 
profitable sales. RUST-OLEUM fills a universal need for positive 
rust protection. Every industry needs it for maintenance— 
many use it on their products. Salesmen readily set new records 
with this effective, easy-to-sell rust preventive. Distributors use 


it as a powerful wedge in opening new accounts and re-selling 
inactive customers. 


were’s WHY =", 724" 
RUST-OLEUM 


1. It’s a proved product that will do what 
you claim for it. Factories, utilities, heavy 
industries, public works departments, 
contractors, etc.—all need RUST-OLEUM. 

2. RUST-OLEUM IS EASY TO SELL... 
The sales story is simple, convincing 
and result-getting. Repeat business is 
certain . .. Profits are BIG! 

3. Fast turnover assures nominal inventory 
requirements. 

4. Use Rust-Oleum to open new hard-to- 
get accounts, re-establish customers that 
have fallen away during war years, and 
increase profits per call from present 
customers. 

Write for full details of our tested 
sampling campaign. 
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Dalmar Purchases 
Interest In-Kelmar 


Dick Dalmar has purchased an inter- 
est in the Kelmar Corp., Milwaukee, 
manufacturer of the Pow’r House line of 
educational playthings, and was elected 
vice president at a recent meeting of 
directors. Mr. Dalmar has 27 years ex- 
perience in sales, merchandising and 
development. 


Conde Hardware 
Separates Selling 


The separation of the retail and 
wholesale activities of the Conde Hard- 


_ ware Co., Watertown, N. Y., was an- 


nounced with the advancement of W. W. 
Conde II to vice president and gen- 
eral manager. H. W. Conde, presi- 
dent, revealed the new policy. The re- 
tail division will be housed in a new 
location, 4 Public Square, where 10,000 
sq. ft. of selling space is available. 
The wholesale business has been op- 


» erating since February at 200-222 Mill 


St. In a one-story warehouse of 40,000 
sq. ft. Both divisions had been located 
at 29 Public Square since 1880. G. H. 
Baker was appointed sales manager re- 
cently. He was formerly with du Pont 
for 20 years. 


Clay Pipe Makers 
Meet In Cincinnati 


More than 100 clay pipe manufactur- 
ers and officials, members of the Na- 
tional Clay Pipe Manufacturers, Inc., 
attended a meeting at Cincinnati on 
Sept 13 to discuss the industry’s part 
in the national building program. Host 
for the meeting was the Clay Sewer Pipe 
Association of Columbus, O. 

Featured speaker was J. Harry Mc- 
Gregor, member of the House of Repre- 
sentatives from West Lafayette, O., who 
urged businessmen to take an active, 
non-partisan interest in politics to help 
prevent over-restriction of business ac- 
tivities. 

In a discussion of the building pro- 
gram, manufacturers stressed that pro- 
duction of vitrified clay pipe is at its 
highest point in history. Even greater 
production was forecast to assist not 
only veterans’ housing but to build new 
factories and to provide municipal sew- 
age facilities for the increase in urban 
areas brought about by new housing. 

Manufacturers also discussed stand- 
ardization specifications on perforated 
pipe and flue lining and improving them 
on extra-strength pipe. 























for Safety and Long-Time Service 


For 2000, 3000 and 6000 pounds service — Sizes !/;" to 6” 
SCREW END TYPE 


Sa @ 4 


For schedules 40, 80 and 160 pipe — Sizes '/," to 4” 
T WELD TYPE 


ae ae Shocks and stresses imposed by high pressures and high temperatures are taken 
= ot Se Soe Se ee in their stride because Vogt fittings are uniform in structure, fine grained, and 
- free from porosity . . . the superior product of laboratory controlled materials and 
giant forging hammers and upsetters. ®hese properties also give higher resistance 

























to erosive and corrosive conditions, thereby adding to service life expectancy 
in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 


Louisville 10, Kentucky 
BRANCH OFFICES: NEW YORK © PHILADELPHIA © CLEVELAND e CHICAGO e DALLAS 


DROP FORGED 
STEEL FITTINGS 
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ANOTHER DIVIDEND 
for PENNSYLVANIA SUGAR 












valves right on the line. 
no replacement, and only a 
needed to do it. No matter 
use valves, you need Dex 
Reseating Machines and (¢ 
the outfit that converts an 
into a paying investment. S 


to your maintenance 
v-5m 

















coupon today. s 7 #3 _Jobbers Wanted ae 
| The Leavitt Machine Company ' 

iF YOU CAN'T 170 E. River Sgreet 
| Orange, Mass. } 
SEND AN { Please send information on how a Mill Supply | 
Dealer can make money selling Dexter Valve { 

ORDER - - - - | Reseating Outfits. 

| Name | 
SEND YOUR | Tu. : 
PROBLEM j Firm | 
‘9 Address. - 4 








THE LEAVITT MACHINE COMPANY - ORANGE, MASS. 


AUTOMATIC AIR SEPARATORS 
DRAINS © LATHE CHUCKS 


VALVE RESEATING MACHINES 
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Harriet Campbell sorts out orders 
at the Augusta Mill Supply Co., 
Augusta, Ga. 





Allegheny Ludlum 
Consolidates Units 


Consolidation of sales development 
and engineering service divisions of Ak 
legheny Ludlum Steel Corp. under.the 
managership of W. B. Pierce was an- 
nounced by the company. Functions of 
the new department will be to coordi- 
nate and extend the company’s coopera- 
tion with users and fabricators of stain- 
less steel on their problems of applica- 
tions and uses. Special attention will 
be given to the development of new mar- 
kets for the introduction of new alloys. 

Pierce, formerly manager of the or- 
ganization’s sales development division, 
came to the company in 1945 after war 
work as chief of the stainless steel 
branch of the War Production Board. 
He previously had served in the devel- 
opment units of similar organizations. 











W. J. Riley, owner of W. J. Riley 
Supply Co., Monroe, La., front left, 
poses with some of employees in 
_front of new building. Front row, 
left to right: Mr. Riley, Mrs. Vir- 
ginia Miles, J. W. Fretwell, Miss 
Faye Wallace, Mrs. Irene Nieder- 
korn and Mrs. Betty Powell. Back: 
E. H. Miller, H. S. Young, J. C. 
Holloway, H. M. Long and E. G. 
Courtney. 

















Aha BULBS Blosrem 


into Et insiodines ile a 


Plant CHAMPION Incandescent Bulbs and 
Fluorescent Tubes with any account on your 
list and watch the repeat business grow! 

For CHAMPIONS have what it takes to 
get and hold the business: 

QUALITY and dependable performance 
... guaranteed to equal or exceed Federal 
Specifications, and the price is right! 


EVERY CENT of possible profit . .. because 
Champion's clean-cut, direct-sale policy and 
modern production set-up (one of the big- 
gest and best in the industry) keep costs 
cut to the bone. 

NO RESTRICTIONS. No red tape, no 
special contracts... nothing to hinder you 
from getting maximum volume and profit. 


Sell Champion Fluorescent and Incandescent Lamps and watch your profits bloom! 
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NAYLOR PIPE COMPANY 


EAST 92ND STREET » CHICAGO J0 THT Te 
~~ ¥ TLLINOIS 


NAYLOR LOCKSEAM 350. Mad 
SPIRALWELD PIPE 
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Dobson Appointed 
By Porter Company 


It 


G. A. Hays Cc. R. Dobson 


C. R. Dobson was elected vice presi- 
dent in charge of operation at the H. K. 
Porter Co., Inc. Mr. Dobson was for- 
merly chief industrial engineer of the 
Jones & Laughlin Steel Corp. He will 
supervise operations of the seven Porter 
manufacturing plants. 

George A. Hays was named vice pres- 
ident and general manager of the Hin- 
derliter Tool Co., a Porter division, at 
Tulsa, Okla., following the retirement 
of Frank J. Hinderliter, who founded 
the firm in 1920. Mr. Hays was formerly 
vice president of Oil Well Supply Co., a 
U. S. Steel subsidiary. 


ASTE Semi-Annual 
Convention Cancelled 


The semi-annual conyention of the 
American Society of Tool Engineers 
scheduled for Oct. 10-12 in Pittsburgh, 
was cancelled because of power, hotel 
and other strikes. 

Tentative plans for the board of direc- 
tors and several of the society’s com- 
mittees to hold their semi-annual ses- 
sions in Detroit late in October were 
made. The next scheduled meeting of 
the society will be the annual convention 
in Houston, Texas, in March. This will 
be the first time that a large national 
engineering meeting has been held in 


the South. 


Dayton Rubber Names 
Clarke Vice President 


M. H. Clarke was named vice presi- 
dent and director of manufacturing of 
the Dayton Rubber Mfg. Co. His du- 
ties will include responsibility for engi- 
neering, production, laboratory, traffic, 
safety and plant protection in all of the 
firm’s operations. ; 

Prior to joining Dayton, Mr. Clarke 
was president of the Lake Shore Tire & 
Rubber Co., Des Moines, Iowa. 





J&L has developed Jalloy steel especially for use in forged and heat 
treated parts. It provides exceptional response to heat treatment. 
Jalloy may be depended upon for its uniform deep hardening char- 
acteristics. It also has excellent ductility and toughness in the 
quenched and tempered condition. Jalloy is the steel for use where 
high dynamic stresses are involved. Our metallurgists will be glad 
to discuss the unusual properties of Jalloy with you. Write for 
further information. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH 30, PENNSYLVANIA 
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thet BLACKMER | 
ROTARY PUMPS | «. «. cvierr (us ans par 


his sales staff: N. M. Eagle, H. J, 
»\)\ Work, R. C. Benson and A. W. 
Schultz. 


Hobbyists Know 
Their Lines 


Just as soon as material is available, 
there is going to be a real boom in 
hobby machinery and equipment, pre- 


ai ° ° dicts G. C. Peterson, president of the 
€ Plant men like this feature. G. C. Peterson Machinery Co., Minnea- 


@ it makes pump sales easier for | rls. Minn. “Right now,” he said, 


acy fast “these hobby enthusiasts come in, and 
distributors. —believe it or not—they know more 
than some salesmen. They'll mention 

a line and, then without looking at 
SUSTAINED PUMPING CAPACITY notes, tell you just what page of the 
catalog it is on. Then they'll do the 













































is vital to your customer's same thing on other lines. Believe me,” 
production efficiency. It's Mr. Peterson added, “that’s a tip: we've 

: got to be on our toes to please the 
also of importance to igs eke” 


distributors because a 
SATISFIED customer is a Production Show 
REPEAT customer. To Attract 20,000 


An attendance of 20,000 production 
BUCKETS ARE EASILY REPLACED executives, technologists, sales managers 
and purchasing agents is expected at 
the Chicago Production Show to be 
held March 17-19, in the Exhibition 
Hall of the Stevens Hotel. Invitations 
to exhibit are being mailed to a selected 
list of manufacturers and suppliers of 
materials, equipment, tools, instruments 
and services. 


The Chicago Production Show is held 





A cost-cutting feature that 


appeals to pump customers. 
When the “buckets” are 


finally worn out, a 20- 
minute replacement job re- 


stores the pump to normal 
each year concurrently with the annual 


capacity. 
three-day conference of the 48 affiliated 
A DISTRIBUTOR'S LINE OF ROTARY PUMPS societies with a combined membership 


Capacities to 750 GPM .. . Pressures to 500 PSI. ss! en atnitlaty, Cea a 
Ask us to send Catalog No. 106 
Tankerly Is Selling 


BLACKMER PUMP COMPANY |FerlL.P. Degen Co. 


1810 CENTURY AVENUE GRAND RAPIDS 9, MICHIGAN James S. Tankerley is a new sales 


man for the L. P. Degen Belting Co., 
San Francisco, and is now working out 
POWER PUMPS - HAND DUMDS 
- EZY-KLEEN STRAINERS - 


of the Oakland office. During the war, 
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Mr. Tankerley was in Panama doing 
heavy machine work on docks and ships. 












DISTRIBUTORS 





This Line 
ASSURES MORE BUSINESS... 
GOOD PROFIT TO YOU | 


of : oe ae 











ion 
ers 
be And it's a line that sells and stays sold. Wood's Products sell fast . . . give 
ion dependable, trouble-free service . . . make friends . . . provide profitable repeat 


ons business — and your sales efforts are made easier by our Engineering facilities, 
ted sales promotion activities and forceful, consistent business paper advertising. 


Investigate the long-life Wood's Line — a Quality Line backed by more than 
88 years’ experience in the design, development, "manufacture and application 
old of Power Transmission Equipment for every service. Some profitable territories 
ial are still available; write for details. 

ed 
1ip 
ch- 





WOOD'S PRODUCTS 
FOR POWER TRANSMISSION 


SONS COMPANY Pt rane 
CHAMBERSBURG, PA, | "<1: <cino:« tern + cater 


V-Belt Sheaves and Complete Drives 





eS 
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Bond 136-A Caster. Com- 
bines easy swiveling with long 
service. Special double ball 
race design... built of durable 
Bond Coster metal. Pressure 
lubricated throughout. Wheel 
sizes from 4‘‘to 12" dia.;load 
capacities from 600 te 1700 Ibs. 
per caster. 


Which is the right caster for your customers’ 


needs? With the Bue line of 


ae 
built-for-the-job truck casters you can 


recommend the caster that meets their 
actual service conditions. Recommendations 
can always be impartial because there's a 


caster for every industrial 


+1 par orf 


we 
requirement. Speed your customers’ ma- 
oa 


terials handling with these easy swiveling 
. . . sturdy casters. Handle the job right 
... Sell the casters that are precisely right. 
Send for the free Abts catalog 


—it's a step in the right direction. 
BOND FOUNDRY & MACHINE CO., MANHEIM, PA. 
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Henry Ferree, salesman; Oscar P. 
Stoeker, sales manager, and E. M. 
“Gene” Chilton, salesman, look 
over a shipment of casters just 
received at the Graft-Pelle Co., 
Louisville, Ky. 








CPA Encourages 
Importation of Hides 


To encourage importation of cattle- 
hides and calfskins during the current 
leather shortage, the Civilian Produc- 
tion Administration authorized tanners 
and contractors to withdraw foreign 
hides and skins from customs without 
counting them against the quantities 
allocated by CPA. 

This policy—outlined in an amend- 
ment to Order M-310 (hides, skins, 
and leather)—will continue so long as 
“a substantial part of the industry is op- 
erating at less than a minimum eco- 
nomic rate,” CPA said. The agency 
warned, however, that a tanner or con- 
tractor should not request authority to 
withdraw from customs more materials 
than he can put into process within 60 
days. 





A. O. Halsey, secretary and sales 
manager of Allen & Webb, Charies- 
ton S.C., distributors, studies up 
on price changes. 








ort and cost by ordering Shinyheads anc 
ar name. No need to write up the order the long way 
9 ‘unnecessary details. The Ferry Cap trade name, as indicated, __ 
Below, is its own specification and your guarantee. 
Simply specify— — ShinyheadsNC = Shinyheads NF 
Sh nyheads mean hexagon head cap screws of high carbon C-1038 
steel—full finished—bright, shiny heads—NC or NF thread. 


Simply specify— Hi-Carbs NC Hi-Carbs NF 


Hi-Carbs mean hexagon head screws of high carbon C-1038 steel, 
double heat treated, black satin finish, NC or NF thread. 


These Ferry Cap products are carried in stock in popular catalog 
sizes in bulk and in attractively labeled packages. 





Wig 





The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD + Dept. A23-2 * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS © SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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SOLDER SALES 1946 








On the CLIMB with... 
KESTER Cored SOLDERS 


@ The quality, uniformity and dependability of Kester Solders 
point the way to ever-increasing sales—a consistently upward 
profit curve. Backed by 47 years of solder leadership and 
continuous powerful advertising, Kester Cored Solders are easy 
to sell. 


Kester Cored Solders are virtually mistake-proof in application. 
Their self-contained fluxes—scientifically balanced with superior 
alloys—do not disintegrate or lose their fluxing power. Flux 
and solder are applied in one simple operation that results in a 
clean, tight solder bond. 


Kester Rosin-Core Solder—a “natural” for all electrical jobs— 
contains a patented plastic flux that does not cause corrosion or 
injure insulation—eliminates terminal resistance. 


Kester Acid-Core Solder for general soldering builds profitable 
volume. Its leak-proof core contains a rapid acting, all-purpose 
flux. 


Kester Cored Solders are fast-selling distributor’s items. In con- 
stant demand throughout industry, both volume-building Kester 
Cored Solders should be making profits for you today. 


KESTER SOLDER COMPANY 


4214 Wrightwood Avenue Chicago 39, Illinois 
Eastern Plant: Nework,N.J. Canadian Plant: Brantford, Ont. 


New products are a main cencern 
of H. A. Vogts, manager of Tie- 
mann Hardware & Supply’s indus- 
trial department. 


Tiemann Matches 
Expanding Demand 


Sales of industrial supplies in the 
St. Louis area are pacing well ahead of 
pre-war records, according to H. A. 
Vogts, manager of the industrial de- 
partment of Tiemann Hardware & 
Supply Co. While there naturally was 
some decline from war peaks, Mr. 
Vogts said that the prospect remains 
that the main problems of an indus- 
trial distributor will continue to be in- 
telligent selection of new lines, buying 
adequate supplies of existing lines and 
generally keeping stocks in balance 
with rising demand. 


New York Factory 
Plans Set Record 


In number and construction costs, 
industrial building plans filed with the 
New York State Department of Labor 
during the first nine months of 1946 
surpassed any previous full year. Indus- 
trial Commissioner Edward Corsi re- 
vealed that 2,385 plans, representing 
construction costs of $72,738,100 outside 
of New York City, were filed with the 
department in nine months for approval 
as to compliance with the State indus- 
trial code. The highest previous annual 
total of plans submitted was 2,073 
in 1941. The previous high in construc- 
tion costs was $65,790,230 in 1942, 
which Mr. Corsi described as “the peak 
war construction year.” 

The breakdown of the 1945 plans 


KESTER 
Carved Solera 


7"TANODAROD FF Ge iw OSs Te.-Y 


showed 1,081 for factory construction to 
cost $46,948,718; 1,186 for mercantile 
establishments at $22,797,582, and 118 
for places of public assembly at $2,- 
991,800. 
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Ww A N T E D by hard-working bearings, 
steadily employed in paper, textile and 
other process industries, adequate shelter 
for self and lubricant from storms of dust, 
dirt, moisture, acids, lint, tar, sand, mud and 
other foreign materials. Will be quiet, re- 
quire minimum services, and pay hand- 
somely ... 


Bearings that were using up too much oil and grease, 
taking too much maintenance, costing too much in 
shut-downs advertised this need. 

Industry got the answer it wanted ... from Fafnir 
...acomplete line of ball bearing power transmission 
units. Fafnir engineered sealing and shielding 
systems, integrated with sturdy housings, kept 
lubricant in the bearing, kept out every particle 

s 


MOST COMPLETE LINE IN AMERICA 





of grit, “gunk”, water, acid or other foreign substance. 
And, for good measure, Fafnir made these sealed, 
shielded and completely housed bearings the easiest 
bearings in the world to install. 

These Fafnir Ball Bearing Power Transmission 
Units have jumped production up to 50%, saved a 
quarter of power consumption, cut oil consumption 
by the gallon every month and worked a 24-hour shift 
continuously for five years at a time. 

FAFNIR Distributors are enjoying the results of 
these Fafnir developments plus the cooperative 
field engineering of Fafnir sales engineers. The 
Fafnir Bearing Company, New Britain, Conn. 
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THE LINE OF UNIVERSAL ACCEPTANCE 


The distributor who handles the Jackson Line has the advantage 
not only of being in position to meet all customer demands but 
also the acceptance of the Jackson name as an additional sales 
advantage ...a name with seventy years of service to industry 
behind it. 


Acceptance has been won on the sheer merit of the products 
themselves in terms of long service and utmost dependability. 
Then, too, Jackson has met distributors’ requirements for prompt- 
ness in supplying their needs. From every standpoint, the 
Jackson Line has proved a profitable one for distributors. 
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Kyle & Co. Expands 
Fresno Facilities 


Kyle & Co., Fresno, Calif. steel dis. 
tributors and steel fabricators, started 
construction of a warehouse and office 
on an 8\%-acre tract on the outskirts 
of the city. In addition to the above 
items, a full line of industrial supplies 
will be carried in a special mill supply 
department. 

The firm recently took on a line of 
prefabricated steel buildings, manufac- 
tured by the Steelcraft Mfg. Co. 

Ray Dougherty, former assistant to 
Martin Arnold, Fresno warehouse super- 
intendent who died recently, has been 
honorably discharged from the Army 
and has taken over Mr. Arnold’s duties. 

Charles G. Connor is president of 
Kyle & Co., and Walter B. Kyle is 
vice president. The firm has a branch 
in Stockton directed by Paul F. Jack- 


Commerce Department 
Studies Monopoly Trend 


Investigation of a reported growth 
in monopoly among distribution indus- 
tries is being carried out by the Com- 
merce Department, Secretary Henry 
Wallace revealed in a letter to Chair- 
man Kefauver of the House Small Busi- 
ness subcommittee on monopolies. 

Mr. Kefauver said the investigation 
should go far in bringing to light the 
extent to which economic concentration 
is throttling the independent business- 
man. 

The probe will cover: (1) An analysis 
of business births, deaths and transfers 
in the distribution industries; (2) An 
evaluation of recent mergers and ac- 
quisitions; (3) An analysis of specific 
areas in distribution and the means 
used to gain control. 








Salesman and credit manager of 
the Boyd Supply Co., Philadeiphia, 
James Hartshaw also serves as in- 
structor for the on-the-job training 
program. 
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R and L Turning Tool 


Does the work of fourteen 
separate tools and saves 
over $200 in first cost. Made 
in five sizes. 


to Cut Costs 
andSpeedWork 


A built-up demand based on proved perform- 
ance of R and L Tools assures distributors of con- 
tinuing satisfactory business on this line. 


Today, when so many small operating shops 
are faced with competition to turn out more and 
better work at lowest cost, these tools provide 
an outstanding opportunity for investment, be- 
cause of the obvious dual performance and 
cost-cutting features built into their design. They 
are adaptable to screw machines. 





With R and L Tools, your customers can per- 
form two or more operations simultaneously, 
speed up tooling and tool replacement, and 
maintain constant accuracy. It is easy to dem- 
onstrate the THREE WAY saving which is as- 
sured in (1) First cost, by replacing the many 
separate tools ordinarily required to handle a 














DELIVERY FROM STOCK 


R and L Universal Tool 
Post 

Simply and ruggedly built. 

Can be used front or back 

cross slide with spindle run- 

ning either direction. Holds 

square or flat tools. 






R and L Tap and Die 


Holder 

New design eliminates 
spring plungers and small 
screws. Engaging teeth se; 
arate fully—and instantly 
—when released, eliminat- 
ing wear. 


variety of jobs; (2) time savings through their 
multiple operation feature which reduces the 
number of set-ups: (3) maintenance savings 
through simple, rugged construction. 


R and L Tools are receiving wide publicity 
through the advertising pages of twelve publi- 
cations serving the metal working industries. 
Their acceptance has already been established 
by their ever increasing use in many of the 
largest and most progressive shops in the coun- 
try. They are a sales “natural” for alert dis- 
tributors. 


Sold through selected distributors. Please 
write for information on our selected distribu- 
tor plan and to ascertain if an opportunity is 
available for you to handle the R and L line in 
your territory. 








al 
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Paper—Cloth—Combination 


@Silicon Carbide Aluminum Oxide> Garnet 
in full range of Standard grit sizes 


eLapping Compounds 





The Michigan line is known to manufacturers 
for the way it keeps them out of trouble ... 
for the wide range of production applications 
it meets, from snag grinding to precision 
lapping! 


Distributors like the Michigan line because 
it’s a quality line, which brings in repeat 
orders and allows a liberal profit margin. 


Write your name in the margin of this page, 
tear it out and mail it to uu—-GET OUR 
DEAL—Youw'll find it mighty interesting. 

@ e i & 

OVE AF COCFOE TF, AT al og A Ma “4 
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J. C. Corbin is manager of Colum- 
bia Supply Co. which is remodel- 
ing its building in Columbia, S. C. 


Columbia Supply Co. 
Remodeling Building 


The Columbia Supply Co., Columbia, 
S. C., is remodeling its building at 823 
Gervais St. and the project is expected 
to be finished some time in August, ac- 
cording to J. C. Corbin, manager. 

The entire front of the three-story 
structure containing display rooms, 
counter, offices and stock rooms will be 
remodeled with concrete facing on the 
outside and a rearrangement of the in- 
terior. When the project is completed, 
Mr. Corbin said there will be more space 
for display and the counter. A heavy 
duty freight elevator will be installed 
and alterations in the stock room will 
be made to facilitate the storage and 
handling of. heavy items. 


Rigg Joins Sales 
Staff at Corning 


Richard Rigg, former Navy lieu- 
tenant, has joined the sales staff of the 
Corning Glass Works. He was assigned 
to the Technical Products Division and 
is located in Corning as a member of 
the commercial engineering section of 
the industrial sales department. His 
two-year Navy record includes a tour of 
duty in the Pacific aboard the carrier, 
U.S.S. Munda. 


Phosphor Bronze 
Appoints Geittmann 


Herbert C. Geittmann was nemed 
plant engineer by the Phosphor Bronze 
Smelting Co. Mr. Geittmann was gradu- 
ated with a BS degree in metallurgical 
engineering from the University of Wis- 
consin in 1938 and from 1941 to 1946 
served as ordnance officer in the Army. 
After his discharge from the Army, he 
served as special sales engineer for the 
Standard Steel Works Division of the 
Baldwin Locomotive Works. 
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_. «in the early days 


Toledo SIMPACT—an 
example of outstanding 
design and perform- 
ance! A self-contained, 
adjustable threader for 
1'' to 2'' pipe. Sizes 
changed instantly with 
one set high speed 
steel dies. Accurate, . 
dependable. 


"TOLEDO" 


anoistenee 
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TOLEDO Leadership in Pipe Tools! 


It was a dreary December day in 1903 when 
the Wright Brothers made their momentous 
flight over the sand flats of North Carolina... 
the world’s first successful airplane flight! 

In the 12 H. P. biplane weighing a total of 
750 Ibs., Wright stayed in the air 12 seconds. 
Three more flights were made the same day, the 
fourth of which covered 852 feet in 59 seconds 
attaining a speed of 30 M. P. H. Compare this 
with the advancement made in aviation to today’s 
jet propelled planes traveling 660 M. P. H. 

These were the days, too, when TOLEDO 
Pipe Tools were first being produced. And in 
their field, these tools soon demonstrated out- 
standing merit... expanding from four basic 
threaders introduced in 1902 to the wide range of 

TOLEDO-Engineered Pipe Tools and equip- 
ment of today. The Toledo Pipe Threading 
Machine Company, Toledo, Ohio. New York 

Office, No. 2 Rector Street Bldg. 












PRECISION PIPE TOOLS 





























































for a 


COMPLETE 
PROFITABLE 
DISTRIBUTOR 
SERVICE 


All requirements of grinding wheel 
j - users are covered by the 7 sizes in 


which Calder Dressers are avail- 




























able. In spite of the ever-increasing 
demand for “Calder”, the needs of 
your customers can be met with a 
minimum of replacement parts and 
simple stock inventory. 








The value of the Calder line has 
already been established and is the 
result of faster cutting, greater ac- 
curacy in dressing and longer cutter 
life. These advantages are being 
capitalized on by alert distributors 
everywhere. 


Sites ee 


DIAMOND DRESSING TOOLS 


Hand tools in the following 
six sizes are available in the 
Calder line: #1, 2, 3, 4, 5, 6. 
“Ga” diamonds in any size 
diamond or nib are also 
available. Calders uncondi- 
tional guarantee of satisfac- 
tory service assures full 
protection to both distributor 
and user. 


Calder Dressers feature cutters of 
electric furnace-heat treated high 
carbon tool steel, Greater hardness, 
toughness and maintained clean, 
sharp cutting action are assured. 
“Bushings are threaded right and left 
hand for automatic tightening by 
cutter rotation. are long wear- 
ing, cannot become loose and are 
easily replaced when necessary. 











CALDER MANUFACTURING CO 


PRINCE ST., LANCASTER,. PA 
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This is reported to be a model 
warehouse crew, employed by the 


Republic Supply Co., Oakland, 


Calif. After Ray Ard, shipping 
clerk, at the left, come, Warehouse- 


men Michael Ybarra, Roland Gue- 
nett, Earl Rose and Clarence 
Andre. 





Robertson Is Buyer 
At McClung & Co. 


Aubrey M. Roberson, formerly with 


Bloch Bros., wholesale and retail hard- 
ware firm of Salem, Ala., has joined 
the staff of C. M. McClung & Co., Inc., 
wholesale hardware and supplies, as 
a buyer in the hardware division. Mr. 
Roberson was a long time with Bloch 
Bros. He spent four years in the Army 
Air Forces. 


American Mfg. Co. 
Moves Chicago Office 


The Chicago office of American Mfg. 


Co., Brooklyn, N. Y., cordage mill, has 
been moved to 800 No. Clark St., Room 
324, Chicago. The office had been 
temporarily located at 620 West Fulton 
St., after having been burned out at 
438 West Ontario St. 











W. C. Thomas, manager of the John 


D. Robinson Co., Savannah, Ga., 
store, displays the three-masted 
ship model long admired by visi- 


tors. With Robinson since 1931, Mr. 


Thomas was formerly with Dillon 
Supply Co., Raleigh, N.C., and J. D. 
Weed & Co. 














“DO THESE GOULDS PUMPS COST 
MORE THAN OTHER MAKES?” 


“THEY SHOULD. . . BECAUSE 
THEY'RE BETTER! BUT YOU'LL 
FIND THEM COMPETITIVE ON 


EVERY JOB!” 


Tue refinements in Goulds pump 
designs are the result of 98 years of 


concentration on pump manufac- 
turing. Even so, every pump in 
Goulds ‘Commercial Line’ is com- 
petitively priced. Your customer gets 


dependable performance at a price. 
You derive a steady source of profit 
without the headaches of an un- 
tried line. There are still a few open- 
ings for reliable distributors. How 
about you? 


Goulds Pumes, inc 
AMaS PUMPS, ING 
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MAINTENANCE 


TOOLS 
You Real 


PROFIT 
OPPORTUNITIES 


In every maintenance field—factories, mills, mines, 
railroad shops, highway departments and others— 
there is a large and fast-growing demand for OTC 
TOOLS . . . built up during the past 20 years and 
greatly stimulated by the urgent need for just such 
equipment in War production and combat service. 
Many big industrial concerns have standardized on 
OTC TOOLS for maintenance jobs. Hyatt, M-R-C, 
New Departure, Timken and SKF recommend OTC 
Tools as best for removing and replacing their pre- 
cision-made bearings without damage. 


The OTC Distributor-Merchandising Plan was 
adopted to assure the best service to users of OTC 
Tools and the widest possible distribution. Com- 
plete, whole-hearted selling cooperation with OTC 
Distributors is a basic OTC Policy. 


Write Us About Your Territory. 


OWATONNA TOOL CO. 


312 CEDAR ST. _OWATONNA, MINN. 
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’ Hagerty Bros. Co. 


Holds Annual Picnic 


The annual picnic of The Hagerty 
Brothers Co., Peoria, Ill., was held at 
Shore Acres, Ill., on August 31. More 
than 50 executives, employees and rela- 
tives attended. The usual baseball game 
between warehouse and office employees 
was played and dinner was served in 
the clubhouse overlooking the Illinois 
River. Prizes for winners of games 
and contests were distributed. 


Porter Co. Buys 
Brake Equipment Firm 
The Brake Equipment & Supply Co., 


Chicago, manufacturer of brake parts 
for railway locomotives and freight 


cars and airbrakes for export, has been 


acquired by H. K. Porter Co., Inc. 
Sales of the new Porter acquisition will 
be handled by the Porter Railway Sales 
Division. The Brake Equipment & Sup- 
ply Co. plant is located in the Clearing 
section of Chicago. 

The new plant will make a total of 
eight plants operated by the Porter 
Co., whose products include locomotives, 
railway specialties, springs, chemical 
equipment, pumps and oil field equip- 
ment. 


Griese Resigns 
National Screw Post 


After almost 38 years of service with 
The National Screw and Mfg. Co., 
Eugene E. Griese resigned from his po- 
sition as secretary and treasurer. Dur- 
ing his long association with the firm, 
Mr. Griese saw it grow from a small 
tack and screw manufacturing concern 
to one of the world’s largest makers of 
bolts, nufs, screws and other industrial 
fasteners. 

George R. Kloppman, former direc- 
tor of personal relations, will replace 
Mr. Griese as secretary and treasurer. 
Harold H. Hummel was named assistant 
treasurer and Richard H. Leukart was 
named director of Industrial relations. 


G. R. Kloppmann E. E. Griese 





THIS HOIST CUTS 
HANDLING COSTS... 


.. rhat's Why It’s Easy to Sell! 


One of the best ways to make your selling job easier is to 
offer your customers just what they want. And today indus- 
trial hoist users want and weed a hoist that reduces handling 


costs and speeds up production. That’s why you'll find a 


ready market of easy sales for dependable, long-lasting 
Reading Chain Hoists. In hundreds of industries, Reading 
Chain Hoists are handling all kinds of materials—from 
bread dough to pig iron. And the fact that Reading 
Hoists are handling these materials quickly and eco- 
nomically, is proved by the number of repeat orders com- 


ing in every week. 


So decide today to make your selling job easier and more 
profitable by handling the complete Reading Chain Hoist 
Line. There may be a Reading franchise open in your 
territory. Write today for full details and information on 
how Reading’s selective distribution fully protects your 


selling efforts. Just drop us a line, now. 





HERE’S ADDITIONAL 
HELP FOR 


EASIER SELLING 


The new Reading Chain 

Hoist Catalog No. 60 gives 

you and your customers prac- 
tical data on how to select the most eco- 
nomical hoist for the job. Its 36 illustrated 
pages provide you with another selling 
wedge, another way to step up hoist sales. 
Write for your free copy today. 











CHAIN HOISTS © ELECTRIC HOISTS ¢ OVERHEAD TRAVELING CRANES 


READING HOISTS | 


READING CHAIN & BLOCK CORPORATION 


2107 ADAMS STREET 


READING, PA. 
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diese 
FROM STOCK 
_—s«OF OVER 
~~ ONE THOUSAND 
)—sODIFFERENT 
~) STANDARD 


UTNAM 
U-Goeed , TOOLS 


YOU can always guarantee fast delivery of the Putnam 


& 


Tools your customers may require quickly, for full stocks of 
Putnam Tools are constantly maintained at the factory. 
These are available and ready to be shipped to you or 
your customer the moment your 
order is received. 

Add to this fast delivery set-up 
Putnam's completeness of line and 
established customer-preference in 
the field—and you have a “natural”’ 
for the aggressive distributor inter- 
ested in maintaining a high volume 
of profit-making tool sales. Write 
for full information on the Putnam 





line today! 
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Glesener Places 
Outside Salesmen 


Warren Zimmerman has joined the 
sales staff of the A. J. Glesener Co., 
San Francisco, following a tour of duty 
in the armed forces. He was formerly 
with Baker & Hamilton of San Fran- 
cisco. After taking a six-month refresher 
course he was placed in the San Jose 
territory. 

Another addition is M. E. Wilkinson, 
formerly with Mine and Smelter Supply 
Co., Salt Lake City and who came to 
the Glesener organization about a year 
and a half ago to work on city sales. 
He will cover part of San Francisco. 


Manufacturing-Retail 
Combines Are Hit 


Rep. Wright Patman of Texas, chair- 
man of the House small business com- 
mittee will introduce a bill in the next 
Congress to prohibit industrial concerns 
from operating as both manufacturers 
and retailers where such operations 
stifle free competition in industry. “In 
the country’s present economical situ- 
ation,” said Mr. Patman, “such legis- 
lation has become essential if the inde- 
pendent businessman and, particularly 
returning veterans who now are enter- 
ing business, are to be protected from 
the rapacious competitive practices that 
make it increasingly difficult for them 
to exist.” 

Rep. Patman pointed out that Depart- 
ment of Justice figures showed more 
business consolidations during the last 
three months of 1945 than during the 
last 15 years. 








Gaskets are made in the basement of 
Langdon Supply Co., quarters in Kan- 
sas City by George Fielding. The 
cloth is cut from the bolt at the left 
and the complete jib is done on the 
long metal table. 














Good mechanics know the 

Wiss reputation for supe- 

rior design, performance 

and staying power. And they 
find all three brought to a new 
high in the Wiss “Metal Master.” 

They can tell at a glance that 
these compound-action snips will cut 
easier with less effort. 

They can see that these blades, 
forged of tough molybdenum steel, 
are shaped to cut the most intricate 
patterns with accuracy and ease. 

No wonder they’re the most popu- 
lar snips of their type made: hot 
formed, high quality crucible steel 
handles; special bolt made to U. S. 
Navy specifications; all parts re- 
placeable; will cut stainless steel and 
other alloy steels up to 18 gauge. 

Sell the snips that smart mechanics 
want. Sell WISS. 

Stock Approx. Length Type 
No. Length ofcut of cut 


mt 10" «=1%,” — Left 
M2 10% 1%” = Right 





METAL MASTER 


the Pocket-Size 
“Giant” Every 
» Mechanic Wants 


INDUSTRIAL SNIPS 
SHEARS and SCISSORS 
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Pinking Shears 
Aviation Snips 
Straight Cutting 

Snips 
Curved Blade Snips 
Curve Cutting Snips 
Combination Snips 
Metal Cutting Shears 
Jeweler's Snips 
Bent Trimmers 

6” to 12” 
Straight Trimmers 

6” to 10” 
Industrial Scissors 
Hedge Shears 
Grass Shears 
Pruning Shears 
Lopping Shears 





OKINNER 


iciTy 


@ One of our old friends—a fine mechanic—when 

he first saw one of our power chucks exclaimed, “It’s simply 

beautiful.” In all walks of life men find beauty in the things their minds have been 

trained to appreciate. The Skinner Power Chuck is beautiful in its simplicity 
—— just four movable parts: the wedge and three jaws. 


% body of steel forging ample 
in proportion to withstand exces- 
sive strains—replaceable hardened 
steel liner reduces wear and 
prevents scuffing. 


% wedges and jaws of alloy steel 
properly heat treated, operates 
similar to a collet with collet ac- 
curacy and gripping power, reduces 
body strain toa minimum. 


@ You will find other “beautiful” features in Skinner Power Chucks—and from 
the combination of them all — the result is less maintenance expense, longer life, 
greater accuracy and greater holding power. Skinner Chucks — all of them — 
have a fine reputation gained in nearly 60 years of “know how” and 


THE SKINNER CHUCK COMPANY 
346 Church Street, New Britain, Connecticut 
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The new home of the M. T. Gossett 
Co., on the Church St. Viaduct, 
Nashville, Tenn. There is another 
story under the street level with 
loading docks on a side street run- 
ning under the viaduct. 





Seward & Co. Marks 
125th Anniversary 


Seward & Co., Bloomington, Ind., is 
marking its 125th anniversary as dis- 
tributor of industrial and contracting 
supplies. The firm is located at 408 
West 8th St., having been organized in 
1821. 


Loewy Is President 
Of Industrial Designers 


Raymond Loewy was elected presi- 
dent of the Society of Industrial De- 
signers to succeed Walter Dorwin 
Teague. Harold Van Doren was made 
vice president, Egmont Arens, secretary, 
and Ray Patton, treasurer. 


Houghton Joins 
Milwaukee Chaplet 


R. D. “Don” Houghton was appointed 
general manager of the industrial ma- 
chinery division of The Milwaukee 
Chaplet & Mfg. Co., Milwaukee, Wisc. 
Mr. Houghton was formerly with the 
Chain Belt Co. as export executive. 
His new duties will be the expansion 
of markets for machinery lines. 





Part of the staff of Inland Supply Co., 
Danville Ill., wholesale plumbing and 
heating house with an industrial supply 
department. At the extreme left is 
George Brooks, buyer of industrial 
supplies. od 








One big advantage in selling the Deming line of pumps 
and water systems is the exceptionally wide range 
of selection available from ONE dependable source. 


It takes a wide variety of pumps to meet the require- 
ments of most plants. Both from the customer's view- 
point and certainly from the distributor's viewpoint, 
the COMPLETENESS of the Deming line eliminates many 
time-taking details. 


But even more fo the point is the advantage of con- 
centrating responsibility for pump performance in an 
organization prepared to back up its products 100%. 


Sell Deming and you sell dependable pump performance. 


PUMPS AND WATER SYSTEMS 


The Deming Company - Salem, Ohio 
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SIDE SUCTION 
CENTRIFUGALS 





DOUBLE SUCTION 
CENTRIFUGALS 





SELF-PRIMING 
~CENTRIFUGALS 





TWO-STAGE 
CENTRIFUGALS 





OEEr WELLE 
TURBINE PUMPS 





CONDENSATION 
RETURN UNITS 





PISTON PUMPS 

——EE sane aamanes — 

MINE DEWATERING 
PUMPS 





TRIPLEX PUMPS 


VERTICAL 
SUMP PUMPS 





CELLAR DRAINERS 





ROTARY PUMPS 





OSCILLATING 
PUMPS 





HIGH PRESSURE 
PUMPING UNITS 





SHALLOW WELL PUMPS 
(Ani. TY PED} 





ser tVYPE PUMPS 
DEEP WELL PUMPS 
(mat TYPES) 








COMPLETE 
WATER SYSTEMS 





FORCE PUMPS 





HAND PUMPS 
SPECIAL SERVICE 
PUMPS 





MANY TYPES OF PROTECTIVE GLOVES 
IN OUR LINE 


PROTECTIVE 
CLOTHING IN 
GREAT ASSORTMENT, 
FOR ALL PARTS 

OF THE BODY 


FINGER GUARDS 


GET QUICK ATTENTION 
AND SALES ACTION... 





% Letus give you the complete FINGER 


GUARD story—then see the profit 
— for yourself. The bulletin 

tured is but one of numerous bul- 
letins we have of our complete line. 
Included is a 20-page catalog. You'll 
want them all. 

FINGER GUARDS give protec- 
tion to fingers and thumbs in burring, 
grinding, buffing, sanding, assembly, 
machine, punch press, and many other 
factory operations. That means you 
have an item that gets you in and 
gets you sales in one factory after the 
other—and you make quantity sales 
as you go. 

FINGER GUARDS open doors 
wide for the sale of OLD HICKORY 
STEEL-GRIP Safety Clothing that 
you will read all about in our catalog. 
STEEL-GRIP Safety Clothing is well 
designed, comfortable, and durable. 
Every need is amply provided for 
due to our long experience in the field. 


There are more than 4300 items in 
our line of STEEL-GRIP Protective Work 
Handlers and Safeguards. 








Industrial °°" 


GLOVES COMPANY 
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Bob Fisher, L. A. Benson Co. sales- 
man, is the man responsible for or- 
ganization of the company’s yearly 
outings. This year’s invitations 
were sent in poetry and replies had 
to be in kind. Bob has quite a col- 
lection of some 80 poetical gems. 


At the annual outing of L. A. Ben- 
son Co., Baltimore, a convict team 
of manufacturers’ “ringers” joined 
in a burlesque ball game against the 
Benson boys. The two officiating 
end men are Lou Musser (left) of 
Abrasive Co. and Jack Mathe, 
Parker Kalon. 


These rakishly-capped Benson em- 
ployees sat still just long enough 
for a picture at the Benson outing. 





Standards Association 
Appoints MacMillen 


Frank MacMillen, former member of 
the New York Times editorial staff, has 
been appointed director of information 
for the American Standards Associa- 
tion. He will supervise an expanded 
educational program designed to in- 
form the public and interested indus- 
trial and technical groups concerning 
the association’s activities. He will 
direct all publicity for general news- 
papers, trade papers and radio. 


























SELL THE COMPLETE LINE 
FOR COMPLETE PROFITS AND 
COMPLETE-GRAPHITE SERVICE 


A Two oR THREE-MAN CREW 
wouldn’t get very far in a race, 
would they? By the same token, a 
Mill Supply Man who carries only 
a few Dixon Products just whittles 
down his own chances. Sell the com- 
plete Dixon Line and you open up 
many opportunities to knock off an 
extra sale on every call. You see, 
there’s not a plant in your area that 
does not have a crying need for 
several Dixon Graphite products. 
With the complete line you don’t 
have to try and out-guess the buyer. 


You've got just what he needs. And, 
the beauty of it is, that one Dixon 
Product sells another. More than 
ever before, plant men today need 
the extra production that only 
Dixon’s Graphites and Graphited 
lubricants can give, They know it, 
too, what with machines still being 
over-worked and a few new ones in 
sight. The complete Dixon Line of- 
fers Mill Supply Men a most unique 
and timely opportunity to be of real 
help to their customers and make 
real money doing so. 


THAT'S AN IDEA! Why not let me drop in on your sales 
meetings. I'm ready to pass along a lot of valuable dope on the 
wheres and whys of the whole Dixon Line—plus some valuable 
selling tips every salesman on your staff can profit by. Do each 
of your salesmen have a complete set of 15 Dixon product Data 


Sheets? If not write today to Graphite Gus. 


JOSEPH 3 5 xX © INI crucis.e COMPANY 

















DIV. 71C11 





JERSEY CITY 3, NEW JERSEY 
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eee pressure for heavy 
cuts — minimum pressure for light 
cuts — at the operator’s fingertips. 
Union power operated chucks give 
you speed of operation, greater range 
of chuck jaw pressures at reduced 
operating cost, man time, down-time 
and operator fatigue. 


UNION Electrically Operated 
Chucks have been giving effortless 
and trouble-free service for over 12 
years. Pieces are securely held with 
power cut off. Power requirements are 
negligible. Fully adjustable jaw pressure 
available in any jaw position. 


‘ 


UNION Air Chucks provide the 
strongest wedge construction available, 


insuring long life and dependability. 


UNION Hydraulic Chucks are 
readily adaptable to all types of 


machine tools and equipment. 


Construction —an exclusive UNION 
feature is the hardened steel face that 
gives nfaximum long accurate life and 
can be renewed by simple regrinding. 


Whatever your requirements, a 
complete engineering service and the 
broadest line of chucks in the world 
are available from UNION. Write for 
Catalog No. 61 for full details. 


Chucks - Hoists - Trolleys 


UNION 
MANUFACTURING CO. 


304 Church Street 


New Britain, Conn., U.S. A. 
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WALDEN 


WORCESTER 


MICROJUSTABLE 
WRENCH 


Designed and 
Engineered by 


STEVENS-WALDEN, iwc. 


Drop Forged, Heat 
treated. STRONG 
WHERE STRENGTH 
iS MEEOED.. cs: . 


Adjusts snugly to any size nut by 
quick acting thumb screw. Ma- 
chined with Micrometer precision, 
Bright plated and highly polished 
This wrench is a prime necessity in 
every machine shop and garage. 
Made in seven sizes from a vest 
pocket size of 4 inches in length 
to the 18 inch large size. 





WORCESTER MASSACHUSETTS 
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Caldwell Marks of Owen-Richards 
Co., Birmingham, Ala., studies a 
report. 


Owen-Richards Co. 
Is Incorporated 


The Owen-Richards Co., Birmingham, 
Ala., distributors, has been incorpo- 
rated and new officers were announced 
recently. Under the new organization, 
Zack Martin is president, Don Richards 
is vice president, Caldwell Marks is 
wice president and secretary, and Wil- 
liam M. Spencer III, is vice president 
and treasurer. 

Buzzy W. Arrasmith has been named 
sales manager. Mr. Marks was formerly 
with the Tennessee Coal Iron and Rail- 
road Co., and Mr. Spencer was with 
Monsato. Both saw service with the 
armed forces and on their return, in- 
vested in the Owen-Richards firm. 


R. S. Laird Elected 
By Manufacturers’ Unit 


Roy S. Laird, Ohmite Mfg. Co. vice 
president in charge of sales, was elected 
chairman of the Association of Elec- 
tronic Parts and Equipment Manufac- 
turers, succeeding J. A. Berman of 
Shure Brothers. Les Thayer of Belden 
Mfg. Co., was elected vice chairman. 
Other officers are: Miss H. A. Stani- 
land, Quam-Nichols sales manager, 
who was reelected treasurer, and Ken 
C. Prince, reelected executive secretary. 


Lungerhausen Gets 
Engineering Post 


J. C. Lungerhausen, a specialist in 
the design of positive displacement 
pumps, joined the engineering staff of 
the Bowser, Inc., Industrial Pump Di- 
vision, Fort Wayne, Ind., in the capacity 
of chief development engineer. He was 
with the Blackmer Pump Co. for the 
past five years. 


For Utmost 
Precision... 


... recommend 
Desmond Diamond Tools 


FOR PRECISION truing and 
dressing of grinding wheels, you 
can recommend Desmond dia- 
mond dressers with full assur- 
ance that they will serve long 
and well. You see, Desmond 
specializes in grinding wheel 
dressing tools and makes the 
most complete line of such tools 
you can get. We select rough 
diamonds with extreme care, 
mount them (in hand tools or 


nibs) with hard- 
earned know-how, 
and stand behind ev- 
ery single one. 

If you do not have a 
copy of our Catalog No. 
45, write for one today. It 
will help you recommend 
the right tools for individual 
jobs, open new accounts and 
keep profitable repeat business 
coming in month after month. 


THE DESMOND-STEPHAN MFG. COMPANY ¢ URBANA, OHIO 











\ 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 








my oat ei 


curren 10 TPR | DRESSERS 
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JAMOND HAND TOOLS WHEEL TYPE 
AND NIBS 


SIMPLEX 


DRESSERS STEEL-SLIDE VISES 





-WHITNEY- 


PUNCHES 
“PIONEER” 


STEEL SHAFT HANGERS 


MILLIONS SOLD 


+ the weight 
Unbreakable 


Reduces millwrighting costs! 


“Pioneer” Steel Shaft Hangers built for superior 


strength, rigidity and wunbreakability, nevertheless, 
weigh but one-third of the old-style cast iron hangers 
size for size. And because of this = in weight, 
expenses of handling, hauling and ting are so 
greatly reduced that the “Pioneer”, which costs no 
more than any other type hanger, is decidedly the least 
expensive f.o.b. ceiling. Write today for information 


on the money-saving possibilities of “Pioneer” Steel 
Shaft Hangers. 


“Unbrako" and “Hallowell products 
are sold entirely through distributors. thinner’s round, square, button, shy. 
Over 43 Yeors in Business light, ventilating tank, flange . 


STANDARD PRESSED STEEL CO. hp Riy bs ela 


They‘re money makers! 
JENKINTOWN, PA, BOX 519 


—BRANCHES— W. A. Whitney Mfg. Co. 


aanen = Saaeae « Oleh » tetentestn.* Sen Sreciine - 2. teats 636 Race St. Rockford, Ill. 


all types are 
in demand 


Each individual type of WHITNEY 
Punch has characteristics that make 
it most adaptable for a certain kind 
S work. Each cyme aE variety of 
sizes gives sales coverage. 
All WHITNEY Punches are in de- 
mand ... hand, channel iron, angle 
iron, close corner, bench, hammer, 

















ALWAYS A DEMAND FOR THESE 
Leo ft ey DRILLING xo TAPPING 


PRODUCTION BOOSTERS 


TTACHMENTS 
TAPPING & a high-speed. sensitive FOOT . OPERATED 


“A GIANT IN 
YOUR HAND” 


tapper of any 


Quickly ers sizes for 


i ress. 
Et 1" taps. QuILt 
CLAMPS available to assure 
absolute rigidity. 

For full details ‘. 
ask for BULLETIN No. 


CHUCKS 


of key speeds 


ite nergy. 
up drilling, agg Al for 


chucks 
yo operators. + we 
ipping ef ° 

ge P ighest quel- 
yn precision construction 
muons long, hard service: 
§ sizes for No. ° ° ee 
drills. Also available 
portable drills. 

For full details 4 
esk fer BULLETIN Ne. 


KEYLESS DRILL 


Elimination 


ETTCO TOOL CO. sx 


TAPPING MACHINE | 


air-trigger sensitive 
aso rea friction a. 
automatic rogers’ aa 
sensitively counterba amen’ x 
foot pedal. All the a ; 
tor has to do is fee oF 
work and step oF — 
pedal. Unskilled ar 
can maintein productio 


12,000 holes 


rates up to 

er hour. za 
For full dete 

ask for BULLETIN No. 4 


TAP CHUCKS 


, assuring 


No 0 to |” taps 
For full details 
ask for BULLETIN No. 


Write for the Bulletins ond 
details of the Dealer set-up 


Jehnson Ave., Brooklyn 6, MY. 
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ServesAs 

A PLIER 

A WRENCH 
A HAND VISE 
A CLAMP 


NEW MULTI-USE TOOL for 
HOME—FACTORY—FARM 
WELDER—REPAIR SHOP 


Tremendous gripping and holding 
power — locks when closed for hold- 
ing pieces for welding, 
scribing, grinding, etc. Easily and 
quickly unlocked. Used also without 
locking as a plier. Thousands of 
uses wherever mechanics work. No. 
1607, 7" size; No. 1610, 10” size. 


Full details on request. 
SEYMOUR SMITH & SON, INC. 
OAKVILLE, CONN., U.S. A. 


Sales Rep.: JOHN H. GRAHAM & CO., Inc. 
105 Duane St., New York 8, N. Y. 








* The right product is the first im- 
portant step in building a well-paying 
business. GORHAM High Speed Steel 
Tool Bits is your product—they're 
preferred by large industrials and 
are in constant demand. New appli- 
cations naturally open up new mar- 
kets, therefore your field is constantly 
broadening. GORHAM products are 
superior products—our long experi- 
ence in the selection and heat treat- 
ment of metals makes it possible to 
produce bits that meet exacting re- 
quirements of tough production jobs. 
This exceptional quality and out- 
standing performance have won 
nationwide recognition. Investigate 
the benefits for you in selling the 
GORHAM line. 


GORHAM TOOL COMPANY 


14400 Woodrow Wilson 
Detroit 3, Mich. 
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E ach month, more SpeedWay Drills 

come off the production line; are be- 

ing shipped each day. But, frankly, 

though we are beginning to cut into 

our mountainous pile of back orders, 

there's a deal of waiting still for a lot CLEVIS 
of people who are ordering SpeedWay : 
Tools today. However, because they 

are worth waiting for, we suggest that 

ou place your order now with your 

Iocal SpeedWay dealer for earliest pos- 

sible delivery. EYE END 


SPEEDWAY MFG. CO. 
1832 S. 52nd Ave., Chicago 50, Ill. 


No. 89 equipped with Snap-Release 
Chuck 


No 89-J with Jacob chuck (as 
Illustrated) $5.00 extra. 


STUD END 


COUPLING 


TURNBUCKLE 


Write for complete 


dealer information 2 - 
(DI-ACRO pronounced “DIE-ACK-RO”’) 7 MANUFACTURED SOLELY BY 


® Electrotine lompony 


O'NEIL-TRWIN MEG. CO. 7. WB ess sootn se ses 


CHICAGO 9, ILLINOIS 


_ : 312 EIGHTH AVENUE ° LAKE CITY, MINN | (ae 
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Batson-Cook Sells 
Supply Department 


Roy Tillery, an officer of Batson-Cook 
Co., Inc., West Point, Ga., and a group 
_ of West Point business associates have 
purchased the industrial supply depart- 
ment of Batson-Cook and announced the 
formation of the Georgia-Alabama Sup- 
ply Co., which will deal in industrial 
supplies and began operations on Nov. 
1, 

According to Edmund F. Cook, presi- 
dent of Batson-Cook, Mr. Tillery and 
his associates will operate from the 
Batson-Cook plant until their building 
is completed, about a year from now. 
Mr. Tillery, it was announced, will serve 
as an officer of the Batson-Cook Co. for 
another year. 

The Georgia-Alabama Supply Co. is 
planning to erect a building on the La- 
Grange Highway, at Miller’s Crossing. 
The officers and directors of the firm 
will be announced soon. 

Mr. Tillery joined Batson-Cook in 
1919. Later he was elected secretary of 
the company and for the past year has 
served as a vice president. 





LEGAL NOTICE 





STATEMENT OF THE 0 , MANAGEMENT, 
CIRCULATION, ETC., REQUIRED BY THE 
ACTS OF CONGRESS OF AUGUST 24, 

1912, AND MARCH 3, 1933 


Of Mill Supplies, published monthly (semi-monthly in 
December) at Albany, N. Y., for October 1, 1946. 


County of New York § *%*- 


Before me, a Notary Public in and for the State and 
ew aforesaid, personally appeared J. A. Gerardi, who, 


been duly sworn according to law, de and 

thing he is the beg =! of the ase a _ 

¥ es, 

and best of his Knowl 

ent of the o' man- 

agement, etc., of the aforesaid publication for the date 

bo required by the Act of 

the Act of March 3, 

section 537, Laws and Regu- 

1, That the name and address of the publisher, editor, 

and business man is: McGraw-Hill Publishing Com: 

RW. Bamett; Busnes ‘Manager, Ay Md “all 
of 880 West 42nd Street, New York 18, NY.” 


the two paragraphs next above, ving the 

names of the owners, stockholders, and secu 
if any, contain not only the list of nd stil oad se- 
the books of com- 
stockholder or security 


the name of the 


J. A. GERARDI, Secretary. 
W-HILL PUBLISHING COMPANY, INC. 


(My commission expires March 80, 1948.) 
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----- RED INDEX shows the highest 


or lowest temperature reached! 


Simply swing the red index to the low side of the temperature pointer, and 
the index will move to the lowest temperature reached, and remain there 
until manually reset. For highest temperature record, simply swing the red 
index around to the high side of the pointer. 


The index movement in no way impairs the guaranteed high accuracy of 
the WESTON Thermometer. 


Thus the WESTON Maximum-Minimum Thermometer provides, at only 
slightly above ordinary thermometer prices, a means of obtaining high or 
low temperature records on equipment or processes where these extreme 
temperatures are critical. Ideal for transformers, sterilizers, ovens, chemical 
equipment, food processing, etc. For complete information, consult your 
nearest WESTON representative. 


WESTON ELECTRICAL INSTRUMENT CORPORATION 
682 Frelinghuysen Avenue, Newark 5, New Jersey 
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It’s tought 


That’s a good way to describe 
the ‘Load-Lifter’ to anyone want- 
ing to know what kind of a hoist 
it is, how long it will work at a 
stretch. 


Back up your remark by tell- 
ing them that ‘Load-Lifter’ Hoists 
are built to lift loads up to 20 
tons. That, from the standpoint 
of hoist performance, ‘Load- 
Lifters’ have been recognized for 
over twenty years as outstanding 
electric hoists. They are reliable, 
safe! It costs little to operate 
them. They are high-quality 
hoists due to mechanical and 
structural superiorities not found 
in other hoists. They possess long 
life, will work the clock ’round 
day after day with the minimum 
amount of attention. They can be 
used to carry heavy loads from 
department to department or 
within departments such as side 
bays and heat-treat departments. 


Be sure to add to your talk 
that ‘Load-Lifters’ come in a 
wide variety of capacities and 
combinations to meet almost 
every industrial requirement. 


Keep yourself supplied with Catalog 
Ne. 215 to help you in your selling. 


inet LOAD LIFTER 


Hoists 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of "Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
akers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
rican’ industrial instruments. 
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FLOOR MATTING 


7 
PROMOTES 
SAFETY [ile 
he 
REDUCES 
FATIGUE 
” 


PROVIDES 
COMFORT 
* 


FURTHERS 
SANITATION 


AMERICAN COUNTER-TRED MATTING 


m affords aeration and drainage. 
* Sethe 24" wide, any length. 


AMERIFLEX HARDWOOD LINK MATTING 


Beveled edges. Can be roiled or folded. 


. 
26" 


desirable territory open to mill supply and machinery dealers—Phone - 
for details and list of inquiries which have been received from your territory on our product. 


AMERICAN MAT CORPORATION 


1799 Adams St. 


framework. 


The ONLY 
Successful 


OIL and GREASE 


RESISTANT 
MATTING 


Neo-Cord 
Counter-Tred 


Contains no rubber 


Made with Dupont Neoprene 


A tough, durable rubber and cord matting that 
affords safety in wet or slippery areas. 
Easily handled for cleaning. 


Links are held on galvanized steel springwire 
Follows contour of the floor. 


hi d 
TUF-TRED TIRE FABRIC MATTING {r'.sover'and locker rooms.” Bersled nosing. on al 


at thick, up to 6' wide, anyglength. Standard sizes: 16" x 24", 


“America's Largest Matting Specialists” 


Ridged 
eeps the test a. 


18" x 30", 36", 


wire - write 


Toledo 2, Ohio 




















“TOO NUMEROUS 
TO MENTION" 


That's aimost the case when you 
talk about the Globe Woven Belt- 
ing Line! There's just the right 
belt in Globe products to suit 
every belting need in industry. 


But we'd like to mention three 
of ‘em here which are enthusias- 
tically praised by leading food 
processors: 

GLOBE KANRY-TEX: Strong; durable; re- 
sists fruit and vegetable juices; does not 
impart odor or taste; clean, sanitary ap- 
pearance; requires minimum care. 
GLOBE SOLID WOVEN COTTON BELT- 
ING: Manufactured especially for hard 
usage where a tough strong belt is es- 
sential. 

GLOBE CELLULOSE-COATED BELTING 

(clear or A perfect conveyor 

for use in bakeries, cereal products, 

candy plants, etc.; easily washable with 
soap and water; heat-resisting, sanitary, 

Bhi cence 


WOVEN BELTING CO 
i Belem Gs, Peon, me pi 
BUFFALO 6, N.Y 


GLOBE 
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VISES AND MILLING ATTACHMENTS 
Profitable Items To Sell 


ANGLE VISES 


1¥2""-2V2"t-4"'-6"'-8"" Jaws 


Solves difficult 
angle jobs. Quick 
accurate angle 
ey , save time 
loss. Ideal 
for rilling, Mill- 
ing, Grinding, 
Fitting, Filling, 
Etc. Accurate y 
machined and 
graduated. Hard- 
ened ste! jaws, 
plain or grooved. 


DRILL PRESS VISES 


1¥a"-2Va"" 4 Jaws 


eer sees Be cast- Ted 
Leng bearing 
hardened steel—plain 


MILLING ATTACHMENT 
BARES pene sarepations 
POSS! HE. Fits South 





IMMEDIATE DELIVERY 
Ne. 350 


Write for Circular 


cHICAGO TOOL ond Euginetnne co, 
8392 South Chicago Avenue, Chicago 17, i.” 





Lester L. Davis, owner; Fred Deno, 
store manager, and ivan King, 
salesman, aided in the rapid expan- 
sion of Davis Industrial Products 
Co. 


Davis Products 
Expands Lines 


Established in 1936, the Davis Indus- 
trial Products Co., Portland, Ore., has 
added greatly to the number and diver- 
sity of its lines and now maintains four 
outside and three inside salesmen. The 
firm is owned by Lester L. Davis. It 
has two trucks and is about to expand 
its present quarters. Adjoining space 
has been secured, walls will be torn 
out, and offices will be built across the 
front. Considerably more warehouse 
space will be obtained. 

Starting out as a house devoted 
largely to welding equipment and sup- 
plies, Davis Industrial Products now 
distributes hand tools, drills, electric 
tools, carbide tipped tools, precision 
tools, lubrication, files, screw products, 
grinding wheels and lathe bits. 





Salary Or 
Commission 


(Continued from page 96) 





Sebastian can almost tell at a glance 
the uncovered accounts. 

When sales become 60 days past due, 
the commission previously credited to 
a salesman is deducted from that sales- 
man’s current commission account, If 
and when collection is made at no ex- 
pense to the company, the commission 
is re-credited to the salesman’s account. 
If expense is incurred in collection of a 
past due account, the amount, not to 
exceed the amount of commission, is 
deducted from the commission on the 
sale, 

There are no regular expense ac- 
counts under the Klinger-Dills plan 
but automobile mileage is paid for at 
the rate of 5 cents per mile. This is 
deducted from gross profit which, Mr. 








WATERLESS 


GENTLE 


free from abra- 
sives;not injurious 


to skin 
@eeeeeeesvsensesee8ese 


GOOD FOR THE HANDS 


3 fartified with 
f 


Lanolin and 
Vegetable Oils 
TRY IT 
YOURSELF’ 
SEND FOR 
SAMPLE! 
FREE! 


GUARANTEED 
SATISFACTION 


ill 
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HAND 


CLEANER 
all of industry is your market 


Every factory and plant needs QUICKEE, the Water- 
less Hand Cleaner. Easy to use! More convenient! 
Saves time and money! These plus features will rein- 
force your QUICKEE sales talk: 


TUDOR CHEMICAL SPECIALTIES, INC, 
Dept. Mi, Tudor Bidg., 229 W. 179th St., New York 53, N. ¥. 
Send me a sample can of QUICKEE free. 


ECONOMICAL 


less wasteful than 
soap 


eeeeese@eeeesesd © 
TIME-SAVING 

no need to leave 

machine untended 

while washing hands 


TUDOR CHEMICAL SPECIALTIES, INC. 
Dept. Mi, Tudor Bldg. 
229 W. 179th St., 


New York 53, N. Y. 


ee ne 
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that satisfy your 
most exacting customers 
“ALLIGATOR” “CARSON” “NEWTON” 


SWISS PATTERN AMERICAN PATTERNS 


The line is complete in sizes, shapes and cuts. 
For 35 years CARSON-NEWTON have been 
making files, INDUSTRY have used them, they 


are accepted by the most particular file users 
on the basis “THERE IS NOTHING BETTER.” 


TRADE OF QUALITY 
MARK . .AND SERVICE. 


CARSON-NEWTON CO. BELLEVILLE, W. J. 


CARSON 
NEWTON 


EASY - 
HIGH PROFIT-— 
VOLUME SALES 
ucth 
“ 1VINCENT-HUNTINGTON 
S  «\ GRINDING WHEEL 
Be) 





‘ DRESSERS AND CUTTERS 


PS / ae ‘ why— 


Special steel, exact hardness and controlled heat-treat eliminates tooth 
breakage or mushing over. An exclusive heat-treating process used by 
VINCENT assures long life, clean dressings and absolute satisfaction to your 
customers on every hand dressing operation. 

The name, VINCENT, has been widely known for over 36 years . . . known 
for high quality, reliable products. It continues to be brought to the atten- 
os of your customers and prospects through monthly trade journal adver- 
tising. 

Send for complete information today! 
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ptere-Seal” 


PROFIT-MAKING 


Altamira’ INDUSTRIAL USES 


¢ For industrial 
equipment 


© For air, oil and 
coolant lines 


¢ For cars and 
trucks 


© For maintenance 
work 


¢ For many pur- 
poses every day 


You'll find an unlim- 
ited demand for this 
outstanding hose 
clamp, suitable for 
most every purpose. 
They'll want it because 
it's fast and easy to 
install. They'll want it 
because once in place 
it can be forgotten... 
because it reduces 
maintenance costs. 
Write for prices and 
free sample. Here's a 
real volume-building 
money maker. 


PATENTED — U.S. Pat. Nos. 
2,386,629; 2,395,273. Other Pats. Pend. 


AIRCRAFT STANDARD 
PARTS CO., INC. 
1708-19th Ave., Rockford, Ill. 





Sabastian explained, makes “the com- 
pany assume its proportionate share of 
this expense.” Assuming that it costs a 
salesman exactly 5 cents a mile to op- 
erate his car, the system means that he 
pays 1 cent a mile of the cost out of his 
income. 

In special instances where entertain- 
ment expenses are approved, the ex- 
penses are deducted from gross profit, 
“the company thereby assuming its 
proportionate share of such special ex- 
penses.” 

The management has retained the 
right to reassign accounts at any time 
as a precaution against saddling a sales- 
man with an account when he can make 
little headway there. Shortly after the 
plan went into effect some of the sales- 
men suggested that a few of the ac- 
counts be switched. Such swapping of 
accounts cannot be done without the ap- 
proval of the management but in the 
first cases approval was granted because 
all salesmen involved were in favor of 
the changes. 

Commissions are paid monthly with 
a month’s lag to permit accurate compu- 
tation. The former weekly salaries are 
still paid but they are regarded now as 
drawing accounts. 





Know the 
Answers 


to quiz on page 112 





ANSWERS: 


1. No. The cross-section is a trapezoid. 
The wedging action of the belt in the 
sheave groove permits better transmis- 
sion of power in large speed ratio close 
drives. 


2. Motor and bearings are cushioned 
against load fluctuation; does away with 
lubrication required by gearing; it is 
not as noisy as direct drive; belt re- 
placement is much simpler than gear 
or coupling replacement or repair. 


3. (b)—all the belts in the drive should 
be replaced 


4. Yes. 
5. (d)—rubber-impregnated fabric. 


6. Outer zone—protection. 
Center zone—power transmission. 
Inner zone—protection and cushion- 
ing. 


7. No. Because the motor may be over- 








‘> Sa Alloy Quality 
Po) WESTERN 


Socket Cap and Set Screws 


pore Good Susinerss for Your 
Customers... and for You! 


They need them—to streamline attractively and make 
safe from dangerous and unsightly bolt heads their 
new modern design machines and devices. A grow- 
ing market. 


Western Socket Screws do a strong safe job 
of fastening, without marring 
smooth streamlined surfaces. 
They're the choice of hundreds 
of important users. 


Heat-Treated Alloy Strength . 
— Fewer Needed —they hold 
down costs. 


Cut Assembly Time and Expense — precision- 
made, they fit instantly — no 
delays, no rejects. 


Steady Sales and Profits — Your customers 
appreciate the precision alloy quality of these 
screws. Don’t miss the profitable sales they 
offer you. Write now for the informative West- 
ern Socket Screw catalog and prices. 


# 


Western Automatic 
Machine Screw Company a : 


722 Lake Ave., Elyria, O. 


Screw Products, Parts and Assemblies Sin 
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Handy, Dependable, 
Completely Portable 


“Bring the welder to the work—not the 
work to the welder!” The portable Magic 
Wand Welder handles difficult jobs in close 
quarters easily, where large, industrial type 
welders become awkward and hard to 
handle. 

You plug the Magic Wand in on any 
regular 110-V, 60-cycle AC line and it’s 
ready instantly for electric flame welding, 
metallic arc welding, brazing or soldering. 
Heavy-duty transformer gives 6 stages of 
welding heat, up to 9000F. Handles any 
metal. Consumes little current. Built into 
durable, shock-proof carrying case. Comes 
complete with welding, brazing and solder- 
ing supplies, helmet and instruction manual. 
Weighs less than 30 Ibs. packed. 

Busy plants need this handy, time-saving, 
money-saving maintenance tool. Priced for 
quick sales. Write for discounts, open terri- 
tory, etc. 


FREE New Welding 
Manual 

Latest Magic Wand selling aid. Shows customers 

how welder operates, how to handle different jobs, 


etc. Easy to follow. Handy pocket size. 28 pages. 
Send for sample copies NOW. 


General Sales Agent . 
Dept. L, 105 Duane St., New York 8, N. Y. 


Mae GAC Wand 


WELDER 


a 











co 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Taper Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. &. S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
High ‘Speck Point lathe Centers 

‘oint ters 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 
Standard tools for all drilling, reaming, 
and tapping needs and special tools to 


order. Immediate attention to regular or 
special requirements. 


THE COLLIS COMPANY 


CLINTON, IOWA 














Stainless 
Steel 


BOLTS 
SCREWS 
NUTS 
WASHERS 


| 

_* 
— 
— 
— 
— 
— 
— 
— 
— 
— 
— 
— 
— 
— 


Stainless Steel 


PILCC CLE E 
Wb 


BO S SREW NUTS 


stuintess 


SCREW & BOLT CORP 








by carrying the complete 
CLOVER LINE 


bid 









CLOVER COATED ABRASIVES, —in all grains, 


grades, backings, coatings, sizes and shapes. 


CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 


5 RS a 4 








CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG, co., Norwalk, Conn. 


CLOVER 


—Pbiidiitd. 














ont f&©0e0 & |S S&S as hUcrtlU lO CU tDSlClU 
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loaded or often subjected to severe over- 
load. 


8. (a)—be very nearly level with the 
outside of the sheave. 


9. (b) one and a half times. 
10. Never. 


11. Wear of the belt will eventually 
allow it to ride into the bottom of the 
groove. This causes overheating and 
slippage. 

12. (d)—40 degrees. 


13. V-belts should not be dressed. To 
counteract glazing, they may be rubbed 
with a cloth dampened in gasoline. 


14. (c)—a cool, dark place. 


15. The diameter at which the sheave 
speed and belt speed are the same. 
(That is, twice the distance from the 
center of the sheave to the center of the 
thickness of the belt in the groove.) 


16. A satisfactory center distance is 
one slightly larger than the diameter 
of the larger sheave, and smaller than 
the sum of the diameters of the two 
sheaves. 


17. There are five standard cross-sec- 
tions, called A, B, C, D, and E. In 
that order, the dimension of their long- 
est sides ranges from 4% in. to 14% in. 


18. (b)—10 percent. 
19. (a)—idler pulleys can be used. 


20. Flat-faced idlers should operate on 
the back of the belts; flat or grooved 
idlers may sometimes be used on the 
inside of the belts. In either case, 
idlers should be on the slack side of the 
drive. 


21. (d)—six times the sum of the pitch 
diameter of the larger sheave and the 
width of the group of belts. 


22. Double v-belts have angularity on 
both sides. They are for use where 
power must be transmitted from both 
the top and bottom of the belts. 


23. Yes. This is often the case when 
extremely short centers are necessary 
and a large velocity ratio required. 


24. The sheaves are made mechanically 
adjustable so that their grooves can 
be narrowed or widened, and the motor 
is mounted on a sliding base. Maxi- 
mum speed is transmitted to the driven 
element when the grooves are narrow- 
est and the belts track at the top of 
the grooves. The change in center dis- 
tance is compensated for by automatic 
movement of the motor. 


25. (d)—7 to 1. 














WELD! 


GRIND BETTER 










































LAST LONGER 


Reduce Costs! Avoid Injuries! 
Increase Production! 


WELDISKS grind better because they lie flat...do not soften up 


..- do not curl or warp. 


WELDISKS last longer, thereby reducing costs, because, unlike 
ordinary disks, their amazing cold-setting cement (a scientific 


formula — not glue or resin) actually improves with age! 


WELDISKS avoid breakage and injuries to operators because of 
their laminated backing of fibre for stiffness plus cloth for strength. 


WELDISKS are better disks. They mean satisfied customers and 
repeat orders. Try them on your toughest customer for his tough- 


est jobs. 


&% Abrasive Products Inc 


Serpe 
ii 
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FAFNIR BEARING COMPANY BACKS 
DISTRIBUTORS’ SELLING THROUGH REGULAR 


ADVERTISEMENTS IN ETO) RY 
~_ 


Like the Fafnir Bearing Company, more than 300 companies selling 
the manufacturing industries have discoveres! that regular adver- 
tising in FACTORY is the very best way to back the selling efforts 
of their own sales staffs and distributing} agents. Because, as 
Mr. Prior writes, 


“BACTORY's 47,000 subscribers include the men who are 
primarily responsible for plant operation, plant maintenance, 


and plant production in top American manufacturing com- 
munities...” : 


In brief, this means that FACTORY's readers, are vitally interested 
in ANY product or service that can help thee lower production or 


maintenance costs, or improve product quality, 


And FACTORY's practical, progressive editorial articles “condition” 
these men to want the very best in the equipment and supplies 
they use, specify and buy in their daily jobs. 


ADVERTISING 

IN FACTORY 

HELPS DISTRIBUTORS 
SELL TO INDUSTRY 


FACTORY 


MANAGEMENT AND MAINTENANCE 


asc + ABP 
A MCGRAW-HILL PUBLICATION @ 330 WEST 42nd STREET, NEW YORK 18, N. Y. 
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THE FAFNIR BEARING COMPANY 


BALL BEARINGS 
New Baitain, Conn. 


Mr. George E. Pomeroy, District Manager 
"Factory Management & Maintenance" 
1427 Statler Building 

Boston, Massachusetts 


Dear Mr. Pomeroy: 


Fafnir distributors located in every major 
manufacturing center of the United States are 
given support in their sales and engineering 
program through Fafnir advertising carried 
regularly in "Factory Management & Maintenance". 


This Company has been impressed by the type of 
readership of "Factory"; its 47,000 subscribers 
include the men who are primarily responsible 
for plant operation, plant maintenance, plant 
production in top American manufacturing 
communities. These are the men who see anti- 
friction bearings in daily use, who know the fine 
job such bearings are doing, and who specify 
replacements of such bearings or new fields for 
them. These are the men who keep our distributors 
busy. 








Very truly yours, 
THE FAFWIR BEARING COMPANY 


ee en — 


8.M.Prior Manager of Distributor Sales 
“Oo 
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THE DISTRIBUTOR 


1S AN IMPORTANT LINK 


CAR MOVERS 


@ The need for freight cars is always urgent, there- 
fore your customers with sidings need BADGER Car 
Movers. The distributor is the important link here 
and... we always urge our users to buy thru 
our distributors. The thousands of satisfied users 
who repeat on BADGER Car Movers will repay our 
distributors for their sales effort . . . are your 
stocks adequate to meet the demand? 


ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 








, GENERAL PURPOSE 
TL Ay TUNGSTEN CARBIDE TOOLS 


Write for 
WILLEY’S NEW 
CATALOG 29 


MILL SUPPLY HOUSES 


Some territories still open for Willey's standard and special cutting 
tools, drills, reamers, grinders, and diamond tools. Write for full 
information and new Catalog No. 29, and special circular covering 
tools by the package. 


WILLEY’S CARBIDE TOOL CO. 
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The Patented 
Series 150-B 


LE-HI Hose Couplings 
with Built-in 
SAFETY-LOCKING 

FEATURE 


A 


‘ la i ~4 é : 


q . 
Vai 


% NO PINS 
% NO NAILS 
*% CAN'T 
COME 
OPEN 
SPECIAL 
* EASY TO TOOLS 
COUPLE & 
UNCOUPLE * INTER- 


THE ONLY CHANGEABLE 
REALLY NEW 


HOSE COUPLING IN 
THE PAST TEN YEARS 


Series 150-B available in hose end 
only for hose sizes %”, 12”, %4”, 1”. 
Write today for details and prices! 
Sold Only Through Distributors and 
Rubber Manufacturers. 


” MAKES A Lee 
| ONNECTION = 


iow 
on HOSE 
COUPLINGS 














HOSE ACCESSORIES CO. 


2714 N. 17th Street © Phila. 32, Pa. 








Sales 
Tips 


(Continued from page 109) 





to a user, a salesman should be able to 
explain the merits of the product to 
assure the buyer he is getting full 
value for his money. But it is just as 
important that he should be able to 
demonstrate to the customer how he can 
best use this product, a function seldom 
required of a salesman selling to a re- 
seller. 

In order to familiarize himself with 
the products he is selling now, Mr. 
Emerson believes in looking them over 
and handling them. To gain further 
knowledge of the applications of these 
items, he converses with factory work- 
ers who actually use the products. Mr. 
Emerson also gains application knowl- 
edge from his contacts with manufac- 
turers’ men in the office and in the field. 





j RE YOU prepared to fill whatever need a customer may have for maxi- 
mum building protection against the effects of wear and weather? 


The Sonneborn line of “Building Savers’ gives you—from a single source 
of supply—a wide variety of products for building construction and main- 
tenance (see chart)—each one a profit-maker in itself and a strong recom- 
mendation for sales of the others—for every type of building. 


Sonneborn ‘Building Savers” are regularly specified by architects and 
used extensively by builders in every type of construction, and are recog- 
nized for outstanding performance in building maintenance. 


Cash in on this ready-made market for profitable sales in your territory. 
For details of the Sonneborn ‘Building Savers’’ franchise, write Dept. M9. 





BUSINESS-FINDER CHART 





You Sell tt For 





Seeing Is 
Buying 


(Continued from page 85) 





buy one item, in one size, made by one 
particular manufacturer, will not volun- 
tarily think of another item he may 
need unless he sees it right under his 
nose,” says Mr. Stewart. “Our job is 
to put as much under his nose as pos- 
sible, but in orderly fashion, so that 
customers are pleased with the way we 
remind them. Then too, our counter- 
man cannot tell intuitively what to 
recommend to a customer who is un- 
familiar with available sizes and specifi- 
cations and who has only a vague idea 
of what he wants. The more products 
prospective buyers can readily see, the 
more likely they ate to crystallize their 
thinking and clearly state their needs.” 

Naturally, the number of questions 
asked of counter and store men varies 
directly with the number of things on 
display to ask questions about. For 
this reason Standard Automotive con- 
ducts weekly sales meetings with a 
punch to encourage product knowledge. 

Both outside salesmen and counter 
men assume individual responsibility 
for meetings, in rotation. Each meet- 





Hardening, wearprooting and dustproofing new or old 
and t floors, other concrete surfaces. 








Preserving and finishing wood floors, trim, doors, panel- 
ing—in one application. 





Protecting and decorati: cement and wood floors, 
porches, decks. Colors and transparent. 





Improving quality and ‘kability of te and mor- 


tar mixes. 








Protecting and preserving, patching and repairing roofs 
of all types, new or old. 








Protecting iron, steel and other metal surfaces, inside 
and out, against rust and corrosion. 





Prot and brighteni = eet ge gemamem surfaces 
eal ead, masonry, wallboard, et 








Caulking, pointing up, ling, glazing, etc. Knife and 
gun grades. 








Patching and resurfacing concrete or wood floors. 





Cleaning and waxing wood floors and linoleum in one 


PLOORLIFE CLEANER 
application. 








HYDROCIDE Colorless Protecting exterior masonry walls against disintegration 


due to excessive water absorption 





SONNEB 


ORN “BUILDING SAVERS 


TECTIVE 
E' PAINTS AND PRS 
1< WAKES P iKX TURES 
? TMEN eg ADM 
oR TREATM NCRETE AND MORTA 
ON\ 


FING ANU 


HOFING 
TING ZOOFIN 


WATERPROS 
>OUNDS 
AULKING ‘ MP 


BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


86 Lexington Avenue, New York 16, N.Y. 
In the Southwest: Sonneborn Bros., Dallas 1, Texas 
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*PRECISION BRAND 


SHIM STOCK 


CONVENIENT TO USE 


4 IN 1 ASSORTMENT 
BRASS or STEEL = —> 


Contains an assortment in most 
populor sizes of Precision Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Total 1200 
squore inches. Put up in easel 
type display dispensers cello: 
phone wrapped. 


cae 


* TIME 
*« WASTE 
¢ BOTHER 


Speed in connecting and discon- 
necting is only one important 


advantage of the two couplings 
described below. Both have ad- Sy 
ditional features of design and t SHIM PACKETS 
construction that assure long, safe seta aileeree 
service in a wide variety of gppli- 


cations. 


SINGLE ROLLS 
BRASS or STEEL 


Single rolls 6”x100” 
each. 600 sq. in. to 

the carton. All popu- >)” 
lar thicknesses. 

Cellophane oa : 
moisture-proof. 


Flat Stock—Total 6 Pieces. Each 337x6” 
—120 sq. in. 2 pieces each .001, .002, 
-003. 48 packets to the box. 


<~ 
SHIM STEEL 
HEAVY SIZES 


6”x100” and 12”x120” in 200 Ib. 
test corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 


CONSULT YOUR JOBBER 


# REG.U.S.PAT.OFF. 


REG.U.S.PAT.OFF. 


“AIR KING” 


Quick-Acting, Universal Type 


De D. es, 


VALVE £& qQOl 


“ 


HOSE COUPLING 


With Auxiliary Locking Arrangement 


Plain design, yet outstanding in strength 
and efficiency. For indoor or outdoor 
work. No parts to foul up and cause 
delays. —2 heads all one size, 
regardiess of hose or |.P. = onl 
two sizes of hose, or hose and p 

can be coupled Ninstont a es 
adapters | or bushi Shes: H Hose 
End: le and Female 


kr ai 
1.P.T. es, ¥," to I". Matleable tron 
(cadmium plated) or brass. 


Patented Locking Arrangement. 
Eliminates all risk of sudden discon- 
nection. Coupling cannot possibly 
come apart until manually released. 


“DIX-LOCK” 


Quick-Acting 
AIR HOSE COUPLING 


With Renewable Sleeve and Spring 


poo a octl uarter turn against 
come 8 with reverse quarter 
turn sntock: Streamlined ‘a 
no ona parts. Light ight, 
as durable. Hose ends; 
male Y: female I.P.T. ends. Steel 
(cadimum plated) or bronze. 


SOLD IN ACCORDANCE WITH OUR 
ESTABLISHED DISTRIBUTOR POLICY. 


PACKAGE GOODS DIVISION 


erage STEEL 


Gin 4i ae 


WAREHOUSE, 


INCORPORATED 


CHICAGO 24, ILLINOIS 








PLING CO 





ECONOMY HEADLESS SET SCREWS 


ECONOMY HOLLOW SET SCREWS 


ECONOMY SOCKET HEAD CAP SCREWS 


ECONOMY 
PRODUCTS 


The benefits to industry in usin 
ECONOMY Screw Machine Pr 
ucts, such as smooth ranning 
a, ~- , Sustained holding 
pow y, are your 
assurance “of good business in 
selling them. They help to main- 
tain peak production while hold- 
ing down operating costs. They 
are repeat items and the income 
is steady with a good margin of 
profit. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 30 
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NEW! Takes but a second 


to close or open! 


(eLta») QUIKCET ue 


CHECK THESE 
FEATURES 
b “Insta 1t Ratchet Scfe 


ng Ypensin 


trigger release. 
Ready for further work without adjustment. 
Prompt Shipment 
Write for Complete Catalog 
of Speed Clamps and Vises 


GRAND SPECIALTIES COMPANY 


3104 W. Grand Ave.. + Chicago 22, Iilino 











ing is conducted by a salesman who 
gives a talk on one product, from both 
the sales and application angles. At 
the end of the talk, the presiding sales- 
man distributes to his audience a writ- 
ten quiz of ten questions about the prod- 
uct under study. The answers are read 
and discussed and the examinee sub- 
mitting the best group of answers, in 
the majority opinion, is awarded five 
dollars. After all salesmen have con- 
ducted one such meeting—about every 
nine weeks—a 50 dollar prize is 
awarded to the salesman who did the 
best all around job in directing his 
sales clinic. Needless to say, Standard 
Automotive salesmen like to learn, and 
the competition is keen. 


Special Exhibit 


Postwar success depends largely on 
aggressive merchandising, in the opin- 
ion of E. O. Keb, manager of the sup- 
ply department, The Ridge Co., South 
Bend. As as example of his methods, 
one of Mr. Keb’s’ merchandising 
schemes centered around a display for 
tractor dealers. On the second floor of 
Ridge’s plant, he partitioned off a large 
corner, making it a separate room, and 
in it he placed this equipment: 

Portable electric and pneumatic tools, 
lubricating equipment, valve refacer, 
tool chest, press, hoists, wheel pullers, 
lathe, paint spraying equipment, air 
compressors, jacks, fluorescent lights, 
workbench, vises, cylinder honer, hand 
tools, gages, drill press, grinding wheels, 
safety equipment, lockers, wire brushes, 
and other items required by tractor and 
farm implement dealers to conform to 
service standard, established by manu- 
facturers. 

Notices of the display were sent out 
to a select list of prospects. More than 
100 came. Several thousand dollars 
worth of equipment was sold. In addi- 
tion to farm equipment people, garage 
men and executives from small plants 
were invited and, like the dealers, de- 
veloped into good prospects. 


Aid To Salesmen 


A firm believer in maintaining at- 
tractive floor displays which are visible 
from the street, Lynn C. Fehring, vice- 
president and general manager of Hard- 
ware & Supply Co., Inc., Terre Haute, 
Ind., feels that the practice helps not 
only in building sales, but is of real 
advantage to salesmen, too. 

“Neat sales room displays,” says Mr. 
Fehring, “give customers a high opin- 
ion of our firm. That makes the 








Constant, careful 


control through every 


step of manufacture assures 
dependable performance, safety and 
long life in Wickwire Spencer Wire Rope. ' 


HOW TO PROLONG ROPE LIFE 
AND LESSEN ROPE COSTS... 


Thousands of wire rope users—old hands and new— 
have found “Know Your Ropes”’ of inestimable value 
in lengthening life of wire rope. Contains 78 “right and 
wrong” illustrations, 41 wire rope life savers, 20 dia- 
grams, tables, graphs and charts. 


For your FREE copy, write 
Wire Rope Sales Office, Palmer, Mass. 


| WICKWIRE SPENCER STEEL DIVISION \VY) 
dhe Colorado Fueloviron Corporation 


THE CALIFORNIA Wire CLOTH CORPORATION 


EASTERN GENERAL SALES OFFICE EXECUTIVE OFFICES WEST COAST OFFICES 
361 DELAWARE AVE., BUFFALO 2, N. Y. DENVER 2, COLORADO OAKLAND 4, CALIFORNIA 
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80,000 reapers 
are PROSPECTS for this SAW! 


Over 80,000 copies of leading trade 
publications are reaching 
telling about the NEW Timberhog Gas 
Engine Saw—the lowest-priced, lightest 
weight in the field! More than 34,000 
copies go to lumber and timber opera- 
pe 6,000 to railway maintenance men 
ang 40,000 to the construction field. 






These messages, describing the fea- 
tures of this one and two man portable 
chain model, cover a tremendous, 
potential market that will produce 
steady profits for established distrib- 
utors. Get your share — investigate this 
easy-to-sell, advertised line — write 
Dept. E, Timber Saw Division. 


REED-PRENTICE CORP 




















NEW YORK OFFICE: 75 West St., New York 6, N. Y. 
CLEVELAND OFFICE: 1213 W. 3rd St, Cleveland 13, Ohio. 





LOAD BINDERS 
For Every se 
Made by DURBIN-DURCO 


Smooth Handle 
STEEL DESION 


MIDGET—(1 Swivel) %4” chain 
DELTA—(1 swivel) 44” chain 
DIXIE—(2 swivels) 2” chain 


Heet Treated 
MALLEABLE-1RON DESION 


LONE STAR—No. 1—14 Ibs. 
(2. swivels) 1%” and %” chain 
LONE STAR No. 2—1672 Ibs. 
(2 swivels) ¥2” and 4%” chain 


Heat Treated 





No. 1—10 Ibs. (2 swivels) 3%” and 1” chain 
No, 2—1742 Ibs. (2 swivels) 4%” and ¥” chain 





No. 3—3 Pulleys, plain bearings, %” rope 
No. 33—3 Pulleys, roller bearings, 4%” rope 
No. 4—4 Pulleys, plain bearings,%4” rope 

. 44—4 eys, roller bearings, 4%” rope 
No. 88—4 Pulleys, roller bearings, 1/2” rope 


DURBIN-DURCO 


Monufacturers of Certified Specialties 
Drop Forged and Malleable tron 
6611 OLIVE ST. ROAD ST. LOUIS 5, MO. 








_z Why SMOOTH-ON 
SALES Repeat 


With mechanics and maintenance men there is no 
substitute for Smooth-On No. 1 Iron Repair 
Cement. For more than 50 years Smooth-On has 
been their repair standby. They rely on it regularly 
for stopping leaks, sealing cracks, tightening loose 
parts. 


Month after month the uses and advantages of 
Smooth-On are advertised in publications reaching 
many thousands of readers in varied industries. As 
a result of this advertising literally thousands of 
Smooth-On Handbooks are distributed each month 


to present and potential Smooth-On users. 


Aren’t these sound reasons why mill supply 
houses should always keep well stocked with 
Smooth-On No. 1? Reasons, too, for reminding cus- 
tomers to keep a supply of Smooth-On always handy 
for emergency as well as routine repairs? 


Check your stock of Smooth-On No. 1 and 
Smooth-On Repair Handbooks row. 


SMOOTH-ON MFG. CO.., Dept. 25 
570 Communipaw Ave. Jersey City, 4, N. J. 



















Doit with SMOOTH-ON 
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LABOR SAVER! 
MONARCH 
ONE MAN 

Car Door Opener 











One man can open 
the most binding balky 
box car door with the 
Monarch Car Door 
Opener. Get greater 
safeiy ... speed load- 
ing and unloading 
schedules . . . order 
an ample supply to 
fill your needs today! 
*No strained muscles. 
No slips or falls. No 
broken arms, legs or 
mashed fingers. No 
fatalities. No time 
wasted, No “gangs” 
needed. No time loss. 








ONLY $22.50 EACH F.0.B. Bowerston 
Write for free descriptive literature. 


MINING SAFETY DEVICE CO. 





DEPT. MS-11 BOWERSTON, O. 



























salesmens’ job easier. Also, word gets 
around among our customers. 

“The immediate effect, however, is 
the stimulus to off-the-floor sales,” Mr. 
Fehring continues. “For instance, a 
mechanic from a nearby shop may come 
in for welding rod. On our floor he 
sees a new electric welding outfit. He 
goes back and tells his boss and, in his 
own way, does a selling job to get 
the new equipment that will help him 
in his work. 

“Tt is hard to tell exactly what part 
floor displays play in our total sales, 
but occasionally a letter or "phone call 
supplies a direct check,” Mr. Fehring 
concludes. 


Emphasizes Orderliness 


Claude E. Wells, president of Ellfeldt 
Machinery & Supply Co., Kansas City, 
is another who believes neat displays 
are a positive sales booster. 

“You can notice the effectiveness of 
the sales appeal simply by keeping 
track of turnover of the items which are 
prominently displayed,” declares Mr. 
Wells. He adds that there must be no 
cluttering up of the store, though, if 
each piece of equipment is to be shown 
to best advantage. 

This guiding principle has also been 
applied in Ellfeldt’s offices, which were 
recently redecorated and refurnished. 
“Just as good display layout stimulates 
sales so does an orderly, efficient of- 
fice layout encourage the best in office 
workers,” Mr. Wells maintains. 


Built For Display 


In its new building in Aberdeen, 
Wash., the Whitcher Machinery Co. has 
made ample provision for machinery 
and equipment displays in a rectangu- 
lar room 70 by 30 ft., with a 12-ft. 
“L” at one end. In the “L” extension 
is housed a special department for in- 
dustrial paints, varnishes, cleaning com- 
pounds, and similar “canned” products. 
The city counter is across the wide end, 
with open shelves in back of it. 

Fluorescent lighting of 50 foot-can- 
dles intensity throughout, and windows 
running the full length of the 70-ft. 
side guarantee a brilliantly illuminated 
interior at all times. 

A special feature is the provision for 
window displays on the 70-ft. side. A 
low wall partition, about four feet back 
from the windows and four feet high, 
sets off this space and makes a back- 
ground for product display. Thus, dis- 
play is achieved without cutting off the 
outdoor light. 











These Allen-head screws are genuine Allen-made 


Because—they’re tied in with the ALLEN HEAD trade-mark which 
identifies only the product of The Allen Manufacturing Company. 


Through 36 years of specialization the Allen name has become synony- 
mous with hex-socket screws, so that many buyers accept Allen-type 
screws that are not Allen-made. Even buyers who for three decades 
have purchased “Allens” by name, have also purchased other makes 


in the name of “Allens”. 


IF all hex-socket screws were as serviceable as “Allens”, all would be 


well in ordering merely the type. But where customers need the Allen 
strength and precision they also need to specify the make — and get it. 


We urge our Distributors, in self-protection, to see that customers are 
not disappointed by so-called Allen screws that are Allens in type only. 
Look for the ALLEN HEAD trade-mark on packages and promotional 


matter, and help educate users to do the same. 


THE ALLEN MANUFACTURING COMPANY 


HARTFORD .* ALLEN wk CONNECTICUT, U.S.A 





MILL SUPPLIES © NOVEMBER, 1946 


MICROMETER 
DEPTH 





Designed for measuring holes, 
grooves, shoulders, etc., up 
to 3 inches in depth. Includes 





DISTRIBUTORS 


Meet Toughest Belting 
Requirements with "BUFFALO" QUALITY 


@ The Solid Woven Cotton Belting illustrated 
and the Buffalo products listed below are building good will 
for distributors everywhere by delivering Jong, dependable 
service wherever they are in use. 


PlasTex Food Conveyor Belting 
Paraffine Treated Belting 


Sifter Brushes—Buffalo ‘Webbings 
Write Dep?. B for Complete Information 


a set of interchangeable rods 
—l-inch, 2-inch and 3-inch, 
which are easily inserted and 
held to a positive seat by the 
knurled rod cap. There is an 
adjusting nut on each rod to 
compensate for wear. 

The case hardened steel 
base is furnished in either 
2%" or 4" lengths. Ends of 
measuring rods are hardened, 
precision ground and lapped. 
Furnished with or without 
case. Nationally advertised. 


TU-MI-CO PRODUCTS 


include a complete line of Microm- 








BUFFALO WEAVING & BELTING COMPANY 


Chicago Buffalo 7 New .York 





Here's an Item in 
a Class by Itself 


Used as a 
tall pulley on 
eters, Pedestal Indicators and Mi- ee. _ 
crometers, Standards, Steel Squares, 
and other practical measuring in- 
struments. 


Precision is a TU-MI-CO tradition 
WRITE FOR BULLETIN MS-D 
TUBULAR MICROMETER CO. 


ST. JAMES, MINNESOTA, U. S. A. 
Milwavkee Branch + Plankinton Bidg. 








Distributors selling 

“BELT-SAVER” Pul- 

leys know by act- 

ual experience that 

they are rendering 

q@n outstanding ser- 
vice to their customers. By replacing ordinary pulleys with 
“BELT-SAVER” on conveyors and bucket elevators carrying 
hard or abrasive materials, conveyer belt life has been > Ces 
tremendously increased. Case after case is on record and Sac 
open to complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
repeat orders from distributors proves that “BELT-SAVERS” 
is in a class by itself. Full details on request. 


SPROUT WALDRON & CO. 


MUNCY, PA. 


Manufacturing Engineers Since 1866 








BEARINGS 


CONVEYORS 
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Trade 
Literature 


(Continued from page 156) 





23 SALES RECORDS—A 96-page book- 

let describing the operation and 
maintenance of the sales control system 
and equipment designed and manufactured 
by this company is available. Examples of 
the system at work in different firms are 
natrated.—Systems Division, Remington 


Rand, New York. 


JACKS, LIFTING DEVICES—A new 

catalog contains a large list of uses 
and description of post war models of 
jacks and “toe-lift” combinations made by 
this firm. Helps salesmen analyze cus- 
tomers’ lifting operations and suggest im- 
provements.—Blackhawk Mfg. Co., Mil- 
waukee, Wisc. 


25 VALVES—Catalogs describing bronze, 

iron, cast steel and corrosion-resistant 
valves of every required type, size and 
design are now available-—The William 
Powell Co., Cincinnati, Ohio. 





Topic Of 
The Month 


(Continued from page 138) 





second class was made up of Delta fore- 
men. These were dress rehearsals. The 
next step was to hire the principal of 
a leading Milwaukee school (a man 
who was familiar with the equipment) 
to reconstruct the course based on best 
teaching methods. Then the third class 
was held with Delta district men as 
students. After that, the school was 
ready for distributors and their sales- 
men. 

Several hundred have attended since 
inception, including even the Delta key 
office girls, the latter on the theory that 
if they know what they are writing 
about they will write about it better. 
The school is discontinued in summer 
and also during major industrial shows. 

The school itself is run on a rather 
tight schedule. The work day is 8:30 
a.m. to 5 p.m. Opening Monday noon 
with a group luncheon, the next step is 
a plant tour. The balance of the sched- 
ule is as follows. Tuesday, drill presses; 
Wednesday, carbide and standard grind- 
ers, surface and tool cutter grinder; 
Thursday, band saw and butt welder, 








7 SPINDLE DRILL PRESS 
CONVERTED TO WET-CUTTING 
FOR ONLY $14.25 PER SPINDLE 








~ 


RAY- CONTROLLEDIEI 
/LLS PORTABLE PUMPING UNITS 


APPLICATION 


A plant superintendent converting a 7 
spindle drill press to wet-cutting, pur- 
chased a GRAY-MILLS MODEL G-4A 
pumping unit for $99.50. The system was 
hooked up quickly —at a cost per spindle 
of $14.25 plus a few dollars for piping. 


This is just one of the ways that you 
can convert machine tools to wet- 
cutting. No longer is it necessary to 
use make-shift methods — brushes, 
oil cans and drip cans—use 
GRAY-MILLS PUMPING UNITS 
and produce for greater profit! 





a ~ Designed for 


@ Lathes ® Broaches 


@ Grinders ®@ Cut-off Machines 
@ Milling Machines and many others 


; Speed cutting operations 25 to 150% 
Superflo Centrifugal Pumps give with GRAY-MILLS PUMPING 
you more volume per horse- . = 
power, Service-Free performance. UNITS. 14 sizes, capacities 60 to 2640 

Volumes to 2640 G.P.H. g-p-h., pressures to 50 lbs. per square 


\ inch. Gear and centrifugal models. 


Portable Pumping Units and Superflo Centrifugal Pumps available from stock 
through leading Industrial Distributors everywhere. 


GRAY-MILLS CORPORATION 


1937 Ridge Avenue, Evanston, Illinois 
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Saflets BELT LACING 


REG. U.S. PAT. O 


is easy to apply with any standard make 
belt lacing machine, lacer, or it can be 
applied with a hammer by using the in- 
expensive Safety Tu-way Lacer. 


Safety’s patented binder bars hold every 
hook in exact alignment, distributes ten- 
sion uniformly over the full width of the 
belt assuring efficient performance and 
long life. They also lap snugly over and 
protect belt ends and prevent belt fraying. 


SAFETY BELT-LACER CO. 


5388 N. Menard Ave. Chicago 30, U. S. A. 





when you waut Speed- 
when you want power- 


. . in your job of grinding, polishing, buffing, 
sanding, drilling, reaming, screw-driving or . 
nut-setting, you want a Strand Flexible Shaft 
machine, because a Strand will do it faster, 
better, and stand up to it longer. 


Strand Flexible Shaft machines provide 
constant speeds with greater operator con- 
venience. Hundreds of attachments easily 
interchanged — 125 types and sizes — models 
include vertical and horizontal type machines 
from ¥ to 3 h.p. Distributors in all principal 
cities. 

Send today for catalog showing complete line 


YIP RAND €220. 
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Stmer 
PADDLE PUMP 


® Designed for 
1750 R.P.M. 

© Elastic impeller 
usually ovtlasts 
bronze case 

® Quiet operation 
reversible ‘ 


@ instant self-priming 


© Requires no packing 
or stuffing box 


Handles alcohol, syrups, lubri- 
cating oil, peanut butter, 
chemicals 


Ideal coolant, ee - hg cre gate ng pump. 
With only one moving part—the "rock rubber" im- 
peller—there are no S.eeiicoted gadgets to get out 
of order. This impeller is more resistant to wear 
than ordinary rubber, metal or leather. Main cas- 
ing is bronze, with high -lead bronze for end-plate 
bearings . . . polished stainless steel shaft .. . 
double squeegee rotary seal protects each bearing 
from i leakage, eliminates need for stuffing 
box. ndies most all liquids except carbon tetra- 
chloride, gasoline, benzine or fuel oils, 


Write for Specifications 
JEROME SIMER COMPANY 





_HUOT_ 


“EASY 
PICKING" 
DRILL 
INDEX 


Busy mechanics — tool and die makers . 
ae electrician cabinet makers 
training ‘and vocational i schoots—all need this 
jent system for Soe Coeeee drills sorted where they 
be easily accessible and quickly found. No 
fimit to sales possibilities. Get details. 


. 13 for drills 1/16 to 1/4 

drills 61 to 80 

1/6 to 3/8 

drills 

1/16 to 1/2 

No. 1 to 60 

No. 1 to 60 also 12 taps 
‘aper Drills 33/64 in. 


‘aper Drills 49/64 in, 


EEETE 


ETE ET 


a be 
eseSsees 
=> 


a 
ba] 


. by 64ths 
HUOT MFG. CO. 
129 E. 10th St. St. Paul, (1) Minn. 
SR RL 











cut off machine, tilting arbor saw and 
jointer; Friday shaper, lathe and scroll 
saw, belt and disk finishing machines, 
dust collector. During these classes cer- 
tain talks are given by various officials. 
Diplomas are awarded the last day and 
a graduation dinner is held for the stu- 
dents. 

Classes are held in a spacious, air- 
conditioned room in which is arranged 
all equipment to be studied. The stu- 
dent group rarely numbers more than 
eight. After each machine has been 
studied, oral and written examinations 
are given. Replies to these examinations 
not only determine effectiveness of in- 
struction, but provide a point of depar- 
ture for re-teaching or review. Ample 
time is allowed for discussion. Each 
member of the class is provided with a 
manual which provides information for 
post graduate field work. Also in the 
manual is a list of types of businesses 
which are likely prospects for each type 
of machine. These prospects are di- 
vided into (a) important users; (b) 
frequent users, and, (c) occasional 
users, This list is the last page of each 
section dealing in detail with main fea- 
tures of each piece of equipment. 


Pre-Examination Guide 

After each session, comprehensive 
written examinations are held. But be- 
fore the classes themselves are held, in 
order to determine the knowledge level 
of the students, an “Instructional Pre- 
View” is filled in which is a sort of 
pre-examination. After studying the re- 
sults of this pre-view, the instructors 
adjust the course to meet student re- 
quirements. 

One of the executives of Delta said 
that since “we sell solely through in- 
dustrial distributors it is very difficult 
for "s to develop any sort of sales curve 
showing that the school was started at a 
certain date and that within three 
weeks’ time the sales had increased. 
We do know, however,” he said, “that 
we are receiving fewer letters from our 
distributors asking questions which they 
should know. We know also from our 
own field men that they are called less 
frequently on purely service calls, al- 
lowing them more time to do a better 
selling job in the field. We also have 
several reports from customers who 
tell us that they have been better serv- 
iced by the dealer’s man who has at- 
tended the school, and that they have 
greater confidence in him not only as 
an individual but also in the mill sup- 
ply house he represents. 

“Perhaps the best testimonial as to 
the worth of our school is the fact that 


SA WE Oe PA a re eee 


gage 
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The ELK Universal Precision TOOL HOLDER 


Note the various set-ups that can be made with 
ONE ELK TOOL HOLDER. 


Easy to demonstrate how ONE does 
the work of 10 TOOL HOLDERS 


The ELK TOOL HOLDER is an easily proved time saver on a wide range of 
lathe, planer and shaper work. Users everywhere are taking advantage of the 
easier set-ups, ability to perform right and left hand operations, secure and pre- 
cise holding of bits and use the same tool holder also for round boring bars. 


These ELK features are easy to demonstrate. Then, too, while the ELK UNIVERSAL 
PRECISION TOOL HOLDER performs the work of 10 different ordinary holders, 
it costs little more than any single one of them. 


ELK TOOL HOLDERS are furnished with Super X Ground Bits. 
Fertile territories are still open for alert distributors. Your 
territory may still be open. Write today for literature and 


details. Here is an item that assures attractive profitable 
business on an already widely accepted tool. 


ELK TOOLS, INC. 


96 WARREN ST. NEW YORE 7, N. Y. 














7 e 
CXLEN SEPARATOR 
DOES what others claim to do! 


No matter what tales of woe your customers tell 
you about other Air Separators, you can sell them 
American Machinist and Modern Machine the Dexter with confidence’that it will do the job. 
Shop are keeping the CANEDY-OTTO We’re so sure of this fact that we will refund 
name, trade-mark and product story the cost within 30 days of purchase if a user is not 
before your prospects. Here's oppor- satisfied after a reasonable trial. 

tunity to build your CANEDY-OTTO sales The Dexter Automatic Air Separator uses no 
filters, moving parts or manually operated drains — 
yet it positively and continuously eliminates oil, water 
and dirt from compressed air lines. 

Everyone who needs clean, dry air is a logical 
prospect for a Dexter Separator, now available for 
immediate delivery in popular sizes at prices greatly 
reduced below prewar levels. 


@ Full page, two color ads every month 
in such publications as Machinery, 


to @ new high. 





Write for our jobbers’ offer today. 


THE LEAVITT MACHINE CO. 
170 East River Street, Orange, Mass. 


LS CANEDY-OTTO J AUTOMATIC SEPARATORS 


ALSO MAKERS OF DEXTER VALVE RESEATING MACHINES, 
ATHOL PLUMBING SUPPLIES AND DEXTER LATHE CHUCKS 
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after one man has attended, two or . 

three more from the same organization Keep your Business J 
have been sent to Milwaukee for this : in 
training. One dealer told me person- H 

ally that although he had sold our Jd Ua wre wre  } re YT 
tools for eleven years and felt himself 

well-qualified, yet after only two days . * sy 
in the school he realized that there were with Air E x pre SS 
many things which he did not know and 
since he was the head of his company he ki — 
immediately sent other men so that they, a money-making foo 


too, could do a better job for the firm for every business 


4 ” 
and for their customers,” he concluded. When critical materials, tools, dies, parts 


or machinery are needed fast to prevent 
costly production delays in your business 
What A Major — GET IT BY AIR EXPRESS and let this 
fastest delivery service pay its way many 

Airline Buys = es y 

) Rates are drastically down from pre- 
war days — a new economy that makes 
this service a greater money-making tool 
than ever, for thousands of firms 
throughout the nation. 





(Continued from ‘page 120) 





classification about which revolves the 
firm’s entire system of purchasing, stor- 
ing and requisitioning. The classifica- 
tion system, modeled after that used by 
railroads, contains 21 standard classi- 
fications and three specials. 

The 1945 total as run up by Bob 
Moore’s purchasing department em- 
braced a variety of the goods classified 
either by number, or in the three special 
classifications as shown in the accom- 
panying recapitulation which, however, 
included only vendors from whom 
$5,000 or more was purchased in the 
year. 

There are several reasons for the 
betier than 9 to 1 ratio in favor of the 
direct seller. Some of them are histori- 
cal, It must be remembered that large 
as it is, the air transport industry still 7 <i . 
is a young industry when contrasted Specify fir Express- 3 Good Business Buy 
with, say, the railroads. And in the 
early days it was compulsory to deal pa RNa sa DAE 


with manufacturers for many, many principal U. S. towns and cities, with cost including special AiR To tos | 5 the | 25 the. | 0 the. [Over 42 Be. 
items because they were not yet made — = 


wail dinteaiteiniin dai oan tn dinahed pick-up and delivery. Same-day delivery between many air- va [evan] oo} reo] wont see 
118) 2 92te 
by Penance " white Salty ‘teen fe @ port towns and cities. Fastest air-rail service to and from = taal ane] ote] 15.286 


certain extent today. A good portion 23,000 off-airline communities in the United States. Serv- on tt Se 
of United’s requirements, and of other ice direct by air to and from scores of foreign countries in Ove, | 147| 348] ve42| ava7| 7248 
airlines, are made to meet their peculiar the world’s best planes, giving the world’s best service. Gieinntens Ae ae 
needs—are specials in other words. |’ 
Then, some of the largest items such as 
aviation gas, naturally are sold direct. 
Inspection of a more minute breakdown 
of direct versus distributor purchases 


reveals that United is channeling a more 


substantial portion of its business s GETS THERE PYRST- 


58 Write Today for the Time and Rate Schedule 
through distributors than would appear on Air Express. It contains illuminating facts 


to be the case from casual inspection. - ' (ae to help you solve many a shipping problem. 
i j j Air Express Division, Railway Express Agency, 
For ee, take the special radio ; 200 Park Avenue, New York 17. Or ask for it 
equipment, listed under classification at any Airline or Railway Express office. 
5: The original special equipment and Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
the tubes are bought from manufac- Representing the AIRLINES of the United States 





Shipments go everywhere at the speed of flight between 
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MEET ALL YOUR CUSTOMERS’ NEEDS WITH |Z2duce COSTLY 
WiLCox “Dependalle” TAP BREAKAGE 
DROP FORGED HEAVY HARDWARE yi © f 


When customers buy chain and wire or manila rope, they also need 
Shackles, Thimbles, Turnbuckles, etc. to complete the job. There's extra 
volume for you in sales “tie-ins” with WILCOX Drop Forged Fittings. 





WILCOX SHACKLES — Drop forged from the finest steel, 
under rigid quality-control which assures maximum 
strength, safety and service. 
SIX TYPES— MANY SIZES 

Anchor Shackles (Screw Pin) —3/16" to 2” 

Anchor Shackles (Round Pin) -Y%4" to2” 

Chain Shackles (Screw Pin) -i4" to2” 

Chain Shackles (Round Pin) =H. to 2” 

Safety Shackles (AnchorType) —%" toll,” 

Safety Shackles (ChainType) -%" tol” 

Weldless Drop Forged Steel — 
Hot Dip Galvanized or Self Colored. 


© Square, straight tapping 
© Does the job in half the time 
@ Anyone can operate it 


Die makers can be tied up for hours trying 
to dislodge brok t db 











We can make prompt shipment of WILCOX Drop Forged Wire 
Rope Clips and Sockets, Connecting Links, Turnbuckles, Thimbles, 
Hooks, Eye Bolts and Ring Bolts. 
Give your customers full satisfaction with the complete 
WILCOX line. It builds consistent, volume, repeat business. 





work always straight and true. Just fasten 
it to a post or bench, slip a Tap Adaptor 
into the spindle and the most inexperi- 
enced operctor can handle it. Equipped 
with 7 Adaptors, arr from 8-32 to 12" 
(takes care of 95% of tapping require- 
ments). Table size 6 x 1014", 7” opening. 
pond not furnished. List $42.50 F.O.B. 


neapolis. Literature on request. 
Advertised in Leading Machine Shop Papers 
DAHLSTROM MANUFACTURING CO. 
424 South Sixth St. @ Minneapolis 15, Minn. 


Zattoo TAR G UIDE 


It Pays to Sell Wi.Cox, CRITTENDEN 


11 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 








FOR 


O,iginality 
LOOK TO 


Standardize on XCE- 
LITE for more satis- 
fied customers! EXC- 
LITE shockless 
screwdrivers and 
other quality EXC- 
LITE tools are add- 


1. Drills 4 times fasteri—All 





1S POPULAR SIZES 
ASK ASOUT 


CANVAS KIT 





@ tough job! 








masonry, brick, concrete, efc. 


2. Stays sharp up to 50 times 
longer! Tipped with Carboloy 
Cemented Carbide—harder 
than the hardest steel! 


3. Drilis clean, sharp, true- 
size holes! 


4. Drills closely-spaced holes : 


without break-through! 
5. Drilis far quieter! 


6. Drilis every type of ma- 


ing hundreds of new 
friends to their list of 
steady customers. 
They have the bal- 
ance and “feel” that 
mechanics like .. . 
and every detail in 
them spells “fine 
tools”. Look to 
XCELITE for tool 
leadership! 


PARK METALWARE CO., 
Inc. 


? Dept. F, Orchard Park, New York 


Quality cJeols 


PREFERRED BY EXPERTS 


THEY START ASKING; 
CARBOLOY COMPANY = 


11131 &. 6 MILE ROAD © DETROIT 32, MICHIGAN 


sonry! 


7. Fer use in any rotary drill, 
drill press or hand brace. 
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turers, but maintenance parts, except 
tubes, are bought 75-25, respectively, 
direct and through electrical wholesalers 
and jobbers. 

Virtually all of Class 6 is purchased 
through distributors stocking electrical 
repair parts and supplies for aircraft 
and ground needs, including such things 
as switches, cable and the like. 

Class 8, cordage fabrics and leathers 
is split up as follows: Direct (60 per- 
cent): All types of upholstering mate- 
rial, carpeting, soundproofing material, 
belting (except industrial) webbing 
pinked tape, cloth, felt, leather and 
cabin upholstery components. From 
mill supply distributors and wholesale 
notion goods houses (40 percent) came: 
Industrial rope, twine and cord; sewing 
room supplies. 

All of Class 10, aircraft hardware, is 
purchased from mill supply or whole- 
sale hardware dealers. 

Virtually all of Class 12, metal and 
composition materials, comes from ware- 
house dealers. 

About 10 percent of Class 13, dope, 
paint and chemicals, is bought through 
distributors, waxes and polishes making 
up the bulk of the distributor purchases. 

In Class 14, everything but shipping 
containers (accounting for 25 percent 
of the classification total) is bought 
through mill supply houses. This in- 
cludes abrasives, gloves, rags, brooms, 
buffing and polishing wheels and the 
like. Class 15 hand and small machine 
tools come exclusively from industrial 
distributors. 

Class 17 is divided 80 percent direct; 
20 percent through distributors, with 
the latter coming in largely on such 
things as shop and hangar equipment 
(lathes, drills, jigs, etc.,) material han- 
dling equipment, half of the office fur- 
niture, fixtures and office machinery 
business and virtually all of the elec- 
trical ascessories plus the food handling 
equipment. 

When excluding the large totals, such 
as gas and oil, engines and the like, it 
is apparent that the distributor comes 
in for a respectable portion of the total, 
although there is ample evidence, too, 
that distributors still could gain much 
ground with the airlines if they better 
understood and served the industry’s 





Faster action, higher operating 
efficiency, lasting endurance, eas- 
ier handling—that’s what you get 
in the aptly named High Speed 
CYCLONE Hoist. You can depend 
on this “tops in performance,” be- 
cause only in the CM Cyclone will 
you find 12 anti-friction bearings 
—a ball or roller bearing at every 
rotating point. Other extra value 
features are: Extra safety from the 
smooth gyrating yoke action... 
internal guides to prevent load 
chain slippage...accurate meshing 
of machine cut gears...shielded 
lift wheel...CM “Inswell” electric 
weld load chain. For a hand oper- 
ated chain hoist here, definitely, 


is outstanding value. 


Capacities from 4 ton up. 
CM Bulletin No. 100 contains complete 
details. Write for it. 


needs. In the case of Bob Moore and 

=iinee=| CHISHOLM*MOORE 
largely a matter for time and experience 

proc HOIST CORPORATION 


i 00 ara ag rsteg Seer (Affiliated with Columbus-McKinnon Chain Corporation) 
Air Lines make Bob Moore conscious | GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. 


of the need for careful consideration | SALES OFFICES: New York * Chicago * Cleveland * San Francisco + Los Angeles 
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CUTTING NIPPERS... 
Hoof Parers and Hoof Nippers 


Made of first quality steel, accurately finished with 
a close fitting rivet which eliminates loose fitting 
joints. Handles hardened for stiffness and long 
service. Sizes: 8, 10, 12 and 14 inch. Reasonably 


prompt delivery. 


Damascus Steel Products Corp., Rockford, Ill. 
One of the largest producers of Nippers in the country. 


SOLD BY LEADING JOBBERS 





Forged Kratd (ols 














HANDLE WON'T 
SLIP OR PINCH 


another Parker Quality Feature! 


A large size vise handle can 
cause a nasty pinch. But not 
with a Parker. A special ten- 
sion spring and screw in the 
handle keep it from slipping 
in any position, yet it can be 
moved easily by hand. Send 


if it’s a 
Parker, 
the handle 
“stays put’ 
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for catalog illustrating 
Parker Vises...see how 
Parker’s many special fea- 
tures can help increase your 
sales. The Charles Parker 
Company, Meriden, Conn. 


ms PARKER VISES () Ei 


it Vise Maker 











of all available vendor sources and, in 
the Chicago office alone, some 50 to 60 
sales representatives are interviewed 
every day. Speaking of distributor 
salesmen, Bob Moore said that one 
prime consideration is the prestige and 
character of the house he represents. 
“Of course,” he added, “the same holds 
true for the people from whom we buy 
direct. 

“If the distributor can supply me off 
his shelf and if his price is the same, or 
his service offsets a price differential, 
then I will buy from the distributor, pro- 
viding I do not lose my engineering 
liaison with the manufacturer. And, in 
cases where a manufacturer has an ex- 
clusive distributor policy, I have no 
quarrel so long as the distributor is 
able to fill my needs,” he said. “But 
the distributor who has to place an 
order each time I order from him is not 
a distributor according to my lights 
but rather a jobber, and usually in 
cases of that sort we can do better by 
going to the manufacturer ourselves.” 

“T have an open mind,” Mr. Moore 
said, “and | will stand and fall by my 
three-point standards: Price, quality 
and service.” And he added, “It is in 
the latter point that some of our older 
vendors who know our buying habits, 
can shine.” 


Standards Upheld 


Bob Moore made it plain by his 
words and by his purchasing records 
that he buys only where his experience 
tells him United is best served. But, he 
added pointedly, his function does not 
stop with the purchase and storing of 
merchandise. Far from it, he empha- 
sized, 

“Just about everything we buy must 
meet rigid standards. It must be the 
best for the job. And the only way we 
know to determine which is the best is 
by actual tests.” 

Metal is tested for its hardness, tools 
are tested for performance in actual 
shop use, hack saw blades, files and all 
the rest come in for critical inspection 
right on the job and Mr. Moore makes 
it his job to circulate in the shops and 
talk with the men who use the stuff he 
buys. This fetish for testing and on-the- 
spot check-ups has as its end product 
the certainty on the part of the pur- 
chasing department, and the company 
as a whole for that matter, that what- 
ever is bought and used is the best 
available, and if better performance is 
required, then United must design and 
specify its needs, 








PHILADELPHIA 
ST. LOUIS 


BOSTON 
CHICAGO 
CINCINNATI 
CLEVELAND 
DETROIT 
NEW YORK 
TROY 


QUALITY COATED ABRASIVES SINCE 1872 
Hn 
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“ain 


LAB-TEST 
YOUR TOOL-UPS 
... LOCALLY! 






Abrasive engineering, to effectively. in- 
crease man-hour production must include 
the recommendation and demonstration 
of abrasive equipment as well as the abra- 
sive itself. To this end, Behr-Manning 
has pioneered a new abrasive engineering 
service — branch-located methods and 
equipment demonstration rooms—for lab- 
testing tool-ups, locally. 


Inaugurated last winter, this service has 
been recently augmented by the opening 
of additional demonstration rooms at our 
branches in New York, Philadelphia and 
Cincinnati. 


May we suggest that you too may find 
this service helpful in either improving 
some present abrasive operation or in 
simplifying some non-abrasive method 
through conversion to abrasives. Write 
or phone our nearest branch or write for 
booklet, “Your New Laboratory, Sir.” 


BEHR-MANNING 


(Division of Norton Company) 
TROY, N. Y. 














































Grand Opening California Style 


(Continued from page 93) 


_ Wide aisies an abundance of packing tables are provided in the warehouse. 


general offices are in the front while 
the rear is used for warehousing appli- 
ances and other bulky material. This 
floor has a ceiling height of 25-ft., pro- 
viding for vertical storage of crated 
merchandise. Fork lifts are used for 
straightening and transporting the mer- 
chandise in this area. 

All three floors are connected by an 
elevator with 3-ton capacity. 

The company was organized in 1914 
by Clarence H. and Ruth Dallman, hus- 
band and wife. Previously Mr. Dall- 
man was a plumbing contractor in San 
Francisco. The company’s first place 
of business was a 20 x 80-ft. building 
in Sacramento. The first major expan- 
sion was the construction of a ware- 
house with spur track facilities. 

Management of the company was 
taken over by Vernon S. Dallman, son 
of the founder when Mrs. Dallman re- 
tired in 1928. In 1930 the first of the 
company’s modern display room and 
offices were constructed. In five years 
the original offices and warehouse were 
outgrown, and in 1935 the company 
built a large warehouse with offices and 
display rooms in Sacramento. 

In 1937, Lloyd H. Dallman and 
Rosalie D. Lincoln, son and daughter 
of the founders, were taken into the 
partnership. In 1939, another major ex- 
pansion found the company purchasing 
the stock and equipment of the Merrill 
Hubbard Co., successors to the oldest 
plumbing supply firm on the Pacific 
Coast. By 1943, the San Francisco op- 
erations of the company had expanded 
to thé point where it was necessary to 
provide new quarters, and a large lot 
for the site of the new building was pur- 
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chased. An application was made to 
the War Production Board as soon as 
the plans of the new building could be 
completed, and construction of the 
building was started in September, 
1945. 

The Dalco Appliance Co. was or- 
ganized as a subsidiary company in 
1944 to provide specialized service to 
the appliance dealers. This company 
is under the direction of John Gregory. 

The company operates throughout 
Northern California into Southern Ore- 
gon and through Western Nevada. There 
are 19 sales territories, each of which is 
covered by both Dallman Supply and 
Dalco Appliance field representatives. 

The Sacramento branch is managed 
by Stanley M. Purcell, and the San 
Francisco office is under the direction 
of L. L. Burt. 





% 


“| sald lubricated—not oilled!!" 











wesneanis De-STA-CO 


PRODUCTS 


Greater satisfaction to your customers 
Liberal Profit for YOU 


De-Sta-Co Sum STOCK 


Steel or Brass «¢ 12 Standard Thicknesses 
from .001 to .015 


Made from selected materials, rolled to precision limits. 

Carefully oiled to resist rust and stains. All stock is 4 - 
clean and free from burrs or ragged edges. De-Sta-Co (A) Sheets 6” x 12 
is the finest shim stock available. 








“RNR, Se 


Two convenient sized packages: (A) contains twelve 
sheets of assorted thicknesses, .001 to .015, each sheet 
measuring 6” x 12”, and each identified to indicate 
thickness. (B) contains a roll measuring 6” x 120”, with 
. thickness indicated every six inches of its length. These 
packages allow ease in storage—prevent waste and 
(2 damage to stock. (B) Rolls 6” x 120” 





Out in the shop they 


know Westcott accuracy 
and dependability. They De-StA-Co— REED STOCK 
know that Westcotts 


stay on the job. That’s a West- A PRECISION PRODUCT 
cott habit — and a reason why Essential for close tolerance work. 


you can tell customers: Used for fitting piston, valve tappet 


clearance, spark plug gaps, for 
TEST A WESTCOTT — against inspection and production work 


any chuck you are using. where accuracy is vital. 
aes 12” lengths + Y2” wide 
SINCE 1872 Rounded on Both Ends 


14 standard thicknesses from .0015 
thru .015. Every piece identified 
to indicate thickness. Each piece 
packed in moisture-proof cello- 
phane envelope; 12 pieces of a 
thickness to a box. ay carton 
containing ten boxes of most pop- 
ular thicknesses now available. 


25-Foot Rolls 
Also supplied in 25-foot rolls packed 


in clear plastic case. ‘ Ones 
De-Sta-Co 
ARBOR SPACERS 


For fast, accurate spacing of Milling Cutters, SHIMS 
Sane Sawn, Sten, oe. For Gears, Bearings, etc. 
Thicknesses .001 to 3” 
20 Standard Sizes from ¥%" to 4” 


























Advertised in 


LEADING Detroit STAMPING Co. 


MAGAZINES Finished Products Division 


An old-established institution with a record 
of more than 30 years’ continuous operation 


WESTCOTT CHUCK CO. 332 MIDLAND AVENUE ° DETROIT 3, MICHIGAN 
613 E. Walnut St. + Oneida, N.Y. 
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FERGUSON 


“TURM-IT-OVER™ 


CONVEYOR 


Now . . . @ dual purpose con- 
veyor in ONE unit! 


Yes ... simply turn it over and you 
transform the unit from one type 
conveyor to another. 


Write ... right now... for de- 
scriptive folder and prices on this 
NEW dual-purpose FERGUSON 
“TURN-IT-OVER" roller gravity 


conveyor. 


WHEEL CONVEYORS 
ROLLER GRAVITY CONVEYORS 
BELT CONVEYORS 
PORTABLE BELT CONVEYORS 
DOLLIES 


’ y/ 
FP ny FO 


Complete Labor Saving Material 
HANDLING EQUIPMENT 
115 West Avenu< 


JENKINTOWN 











jE= 


ZZ. 





SURVIVAL OF THE FITTEST 


When war smothered the country with shortages, only the 

Fittest companies survived the famine. They were the ones 
whose purchasing agents had bought quality merchandise during 
lush years of plenty. 


When it comes to rope making the importance of quality is 
profound . . . always buy Fitler . . . this 142 year old name is 
your guarantee of a top quality product. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 


Manufacturers of quality Rope since 1804 


NEW YORK @ CHICAGO ® LOS ANGELES PORTLAND 














¢ CALLING 
THEM 
OTP 
CLIPPERS 


The name sets up a use-limitation which does not ex- 
ist. These tools will cut rods, straps, chain, stranded 
cable, wire, etc. Call them Porter Cutters 
because they work on the 
job anywhere independent 
of a power source other 
than the two hands of the 
C user——hand power 
multiplied to thou- 
sands of pressure- 
pounds. You can sell 
more of these tools 
— if you will realize 
their broad field of 
usefulness. 


H. K. PORTER, INC. 


EVERETT 49, MASS. 
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Spadework 


For Sale 
(Continued from page 91) 





listed, see special memo. After check- 
ing any change needed, the salesman 
enters new names, corrections, etc. 
There also is a column in which he may 
list the literature he wants sent to the 
account. Then, there is a special col- 
umn in which he may check off his need 
for more call report forms, calling 
cards, and other material. If he has any 
special instructions not provided for on 
the memo, he may attach a written note 
explaining the situation. The value of 
all this information to the advertising 
department is tremendous. The system 
accomplishes the same thing as a 
monthly survey, which could only be 
conducted at great cost. The main por- 
tions of the daily call reports find their 
way to Mr. Cullen’s desk. Here they 
are compared with the weekly call 
schedule, and further notations are 
made regarding questions to be asked 
the salesmen. 

Another form used to good advantage 
by the distributing company is its prod- 
uct inquiry form. When one of the 
firm’s suppliers writes that a local pros- 
pect has inquired about an item or line, 
Bronx Hardware types up the form and 
forwards it to its salesman in that dis- 
trict. The form lists the name and ad- 
dress of the prospect, date the inquiry 
was received, whether a catalog has 
been sent the prospect, the individual to 
be called on and the nature of the in- 
quiry. The lower half is used by the 
salesman to make his report after call- 
ing on the prospect. The form is then 
returned to the office, where one of the 
clerks writes a brief note to the supplier 
regarding the outcome of the interview. 
Several of Bronx Hardware’s manufac- 
turers have praised the system, com- 
menting on the rapidity of the follow-up 
and the value of the information for- 
warded to them after the interview. The 
supply firm itself benefits, finding prod- 
uct inquiries a good source for leads. 

The survey report is another form 
used to good advantage. It is used 
whenever a salesman spots what ap- 
pears to be a likely prospect for Bronx 
Hardware. Aside from incidental infor- 
mation concerning firm name, purchas- 
er’s name, the kind of business and what 
products or services it offers, the form 
asks the salesman to estimate the poten- 
tial volume of industrial supply buying 





are Quickly 
Demountable 





TWO BRONZE SEATS 
GROUND TO A TRUE 
BALL JOINT PERMIT 
EASY UNCOUPLING 


Whenever you wish to move a Dart Union to a new loca- 
tion, you'll find no trouble in uncoupling it. Because of its 
two bronze seats which have been ground to form a true 
ball joint, it closes to a drop-tight connection without exces- 
sive wrenching. Thus, undamaged, it will open easily 
whenever needed elsewhere. 


Body and nut are of high-test air-refined malleable iron— 
are practically unbreakable. 


Show your customers the 
unique Dart Construction. 
When you sell Darts, you sell 
satisfaction. 


a 


E. M. DART MANUFACTURING CO. 


Providence, R. I. 
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BUILT TO BE forgotten / 


But you'll REMEMBER the 
dependable service ‘of 
cASH-ACME Direct acting, 
single seated pressure reduc- 
ing valves for use as com- 
ponent parts of equipment 
or in factory steam, water, 
air or gas lines. 


new markets... 


Heavy industry snapped up the 
first ‘Budgit’ Electric Hoists for 
lifting jobs on its production, as- 


; sembly, and inspection lines 
TYPE “8” 


; where thousands of these efficient 
Bulletin No. 144, available on request 


i i rvice. 
RRR IRS EIS hoists did yeoman service 


SPECIALISTS 
or 


CASH-ACME = Products, 








FOR THE 


Wilwaukee 


DIE FILER 


Every tool and die shop, practically 
any machine shop or metal working 
plant, can use one or more of these 
versatile, bench-type reciprocal filing 
machines to advantage. It does the 
work of larger, costlier machines at a 
fraction of the investment. Saves up 
to 60% of hand labor costs on dies, 
gages, templates, stripper plates and 
similar items. 

In addition to filing, the Milwaukee 
does sawing, lapping and trimming 
operations at 325 or 450 1/2” strokes 
per minute. Any operator can get good 
results. What's more, it doesn't take a 
“machine tool expert” to sell it! 


Me Wi whe Ul 


LET 8 MANUFAS CO 


Si 5. 40th ST... MILWAUKEE 4, Wis 


Get Delivery NOW! 


Here’s one machine you can sell today 
with a promise of shipment soon. In- 
creased manufacturing facilities make it 
possible to ship machines in a reason- 
able length of time, with or without 
motors. 
WRITE TODAY 

— for literature on this versatile, low- 
cost machine. Almost every plant, large 
or small, isa prospect. A sample on 
your Display Floor will make sales, 
easily! 
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Today’s market is different! It’s 
the former factory worker who 
wants a dependable, economical 
‘Budgit’ Hoist to do the lifting in 
his garage or service station; his 
auto repair shop; his boatyard, 
the barn on his farm. Poultry men 
and dairymen, junk yard and 
monument works owners, hospi- 
tals, and many others make up 
the new market where you can 
sell ‘Budgit’ Hoists. 


Add the new markets to your 
old — plants, shops, warehouses, 
factories, foundries — and your 
sales of ‘Budgit’ Hoists will meet 


a new high on your sales chart. 


Carry a supply of Bulle- 
tin No, 371 with you to 
help you sell ‘Budgit’ 
Hoists. We'll send you all 
you need. 


‘BUDGIT 


Hoists 


MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 


Builders of 'Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
*American’ industrial instruments. 





done by the firm, what Bronx Hard- 
ware’s chances are for getting a fair 
share of the annual potential volume, 
what the salesman’s estimate of a “fair 
share” is, and other pertinent questions. 
The salesman also lists the principal 
lines that he believes represent a ma- 
jority of the supply firm’s share of the 
potential volume. This same form is 
used when a salesman wishes to cease 
calling on a customer, who, as proven to 
the salesman’s satisfaction, will never 
be a worth-while customer because of 
one reason or another. After Mr. Cul- 
len has examined the statement, and re- 
ferred to the company’s sales records, 
he adds the account to the salesman’s 
territory, or withdraws it, as the case 
may be. A withdrawn account then be- 
comes the property of the “house”, and 
the soliciting of it is handled by the 
advertising department through direct 
mail. 





Quonset 
Huts 


(Continued from page 87) 





a building ranging from $1.70 to $2.00 
per square foot of floor space. This in- 
cludes concrete foundation and concrete 
floor and also the cost of erection, which 
generally runs from 35 to 40-cents a 
a square foot. It is easy for anyone, 
anywhere, to compare these costs with 
those for any other type of building. 

What does the customer actually pay 
for one of these buildings? That ques- 
tion is best answered by showing one of 
our net price sheets. Take the one for 
the middle size of unit—the 24—for ex- 
ample. Here the prices for the various 
parts are shown and also total prices 
for the materials for various lengths of 
building, but not including the founda- 
tion and floor and the cost of erection. 
These are the prices, in short, for what 
the distributor has to sell. They earry 
a fair margin of profit for the distribu- 
tor, and it does not require much imag- 
ination to see that this runs into real 
sales volume, The two other price 
sheets show that the prices for the 20 
run, from $576.92 for a single 12 ft. 
unit, to $1664.41 for an 84-ft. building, 
while the 40 runs, from $2109.83 for a 
building 40-ft. in length to $6338.22 for 
a 200-ft. building. 

I challenge any distributor’s sales- 
man to look at these figures and then 
not find that he has a tingling sensation 





RATED BY SSS 
Utica - 


FOR MORE TOOL MILEAGE 


Pliers for 
Every Need 


Longer life and time-saving precision have 
always been features of UTICA Pliers and 
Adjustable Wrenches. And now a process 
- of electronic hardening of the cutting edges 
_ insures still more tool mileage. Sold through 
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CORPORATION 
UTICA 4,NEW YORK | 
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Off the swivel base, Back on the swivel 
end down for accu- base, at the bench, 


tate marking. 





Lifted onto drill 
, still accurate- 
y in position. 





Work locked in a “Yankee” Vise 
stays there . . . lined up accurately 
for every operation . . . bench to drill 
press to milling machine. That’s prac- 
tical automatic protection against 
speilage. You can sell that .. . for 
maintenance work, for general 
machine shop work. 

Swivel base for use on bench. Vise 
lifts off and on in a second. Easily 
made into economical jig. Hardened 
steel block, V-grooved for handling 
rounds, furnished with each Vise. 
Four sizes of “Yankee” Vises, 112” 
to 4” jaw widths. 


Sold through industrial distributors. 
NORTH BROS. MFG. CO. 


Division of The Stanley Works 
Philadelphia 33, Pa. 
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Your factory is their 
meeting place, your ma- 
chinery is the place they 
lodge . . . the place where 
they do damage, where 
they release their powers 
of destruction. You know 
them as Dirt, Dust and Grit 
... and you can rout them 
out quickly, completely, 
with the easy-to-use port- 
able electric CLEMENTS- 














ING TOOL. 












CADILLAC CLEAN.- 





EVERY FACTORY ZA 
NEEDS GOOD ADVERTISING 
CLEANING TOOLS 
+ CADILLAC WILL 













This Powerful 
Combination 


BLOWER and 
SUCTION CLEANER 


blasts damaging dirt and 
dust from hard - to - get - at 
places... 






TIME-SAVING « 
CLEMENTS 


CADILLAC 


portable electric 


CLEANING TOOLS 


Will-save your equipment 


Manufactured by 


J CLEMENTS MFG. CO. 
6624 S. NARRAGANSETT AVE. 
CHICAGO 38, ILL. 


EASY-TO-USE 


LIKE THIS 


DESIGNED TO 
STIMULATE 
YING INTEREST 

IN THIS NEEDED 





CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 
WANT A 


SELLER - 
WRITE US 
FOR DETAILS 





AND MUCH-IN-DEMAND 
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e The key to 
the pewer 
and of 
ATLAS Car 
Movers is the 


THEY HELP SOLVE 
SHIPPING PROBLEMS 


@ ATLAS Car Movers are indis- 
pensable wherever there's a sid- 
ing and railroads put lots. of 
stock in their help. Shippers and 
receivers of freight need these 
powerful, speedy, easy to handle 
“tools” and our distributors 
should be prepared to supply 
them. Profitable, steady busi- 
ness can be yours. 


APPLETON-ATLAS CAR MOVER CO. 
1533 No. 6th St. 
MILWAUKEE 12 WISCONSIN 











BUFFALO 
CASTERS 


Series C Ball Bear- 
ing Swivel caster, 
double ball race, 
non-binding type. 
High pressure tu- 
bricating oy in 
wheels as well as 
hangers. Large 
balls in naper race 
take load as well 





© Industrial users of casters are 
impressed with the facts you 
can give them on Buffalo casters. 


Some of the products we make 
for you fo sell: 

Bal! bearing swivel casters 
Ball bearing stem casters 
Thread guard casters 
Double wheel casters 
Rubber wheel casters 
BUFFALO CASTER 


& WHEEL CORP. 
187 Breckenridge Buffalo, N. Y. 
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in his order-writing nerve centers. I 
know our salesmen have “gone all out” 
for this line. We have sixteen regular 
line salesmen and all have sold from one 
to several buildings. One sold eight to 
an engineering construction firm which 
previously had been his customer on 
general lines and which had erected 
hundreds of this general type of build- 
ing for the Navy. So, now that we have 
the franchise, and this firm continues to 
promote sales of such buildings for 
peacetime purposes, it automatically 
became our salesman’s customer. 


Line Promoted 


We took on this line and were given 
a franchise for San Diego and Imperial 
counties and certain other contiguous 
territory early in February and sold the 
first building that month. A little pro- 
motional work was done in the begin- 
ning in the form of moderate space in 
local newspapers coupled with a typical 
Quonset building that we erected at the 
San Diego County fair where we had a 
registration of 17,500 persons. Some of 
the local, southern California farm pub- 
lications were used to a limited extent. 

These sources, plus word of mouth 
advertising, almost immediately brought 
so many inquiries from interested par- 
ties that our salesmen can now operate 
for the most part on inquiries. These 
inquiries and the fact that this type of 
building is so closely tied in with the 
industrial fields we cover give abundant 
opportunity for every salesman to sell 
to his heart’s content, something that 
he can supply from stock. Almost all 
industrial customers have need for 
buildings of one sort or another but 
cannot get materials. The salesman 
merely has to suggest the opportunity 
to arouse interest. Industrial plant 


buildings, fisheries, garages, roadside | 


stands, farm buildings of various types, 
machine shops, etc. point the way to 
hundreds of other fields. 

By now, any salesman reading this 
will have seen how he can develop in- 
quiries and business on his own account 
without having to go outside the path 
of his routine calls on industrial plants, 
contractors and others. There is a com- 
plete set of blue prints that goes with 
every building package, folders for each 
type of building, and it is hardly neces- 
sary to go into detail as to the erection 
part. Just as he has the ability to go 
into a plant and nose out opportunities 
for the sale of tools, gears and what not, 
so cam he nose around in most places 
and find something badly in need of 
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“SAPETY-PULL" 
RATCHET 
LEVER 
HOIST , 
SPUR GEAR "Qu, a-L IFT" 
CHAIN ELECTRIC 
HOIST HOIST 


- « THEY HANDLE "a thousand 
and one” DIFFERENT ona 
EFFICIENTLY »-=*+ +++. 


Your customers for COFFING HOISTS are in mines, ma- 
chine shops, steel and aircraft plants, shipyards, transporta- 
tion and wrecking outfits . . . in fact wherever there is a 
construction, maintenance, or production job to do. They 
are adaptable to a great variety of applications for lifting, 
pulling, and moving. They are easy to operate, safe to han- 
dle, and give dependable, economical service. Stock 
COFFING HOISTS and you can SELL all requirements with 
good, steady profits. 


COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 






LOAD BINDERS - DIFFERENTIAL. HOISTS - TROLLEYS 
DANVILLE, ILLINOIS 
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Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure; Tried once-—-@ 90 
re-ordered in quantity. With Foot Control Valve, Air Hose & Fittings, only 


Territories Open for Distributors and Factory Representatives 





W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 


SPEEDY AIR VISES * AIR REGULATORS ° AIR FILTERS * PORTABLE COMPRESSORS * PAINT SPRAYERS 


AMERICA’S MOST TALKED-ABOUT VISE AT A “PRICE 





interchangable 


Motor Mount 
- 2 feature of the 
HALAMAZO0 


You can't afford to risk produc- 
tion losses on cut-off work by mo- 
tor failure. The Kalamazoo uses 
no special motor housing or end 

bells, but has a motor mounting that permits the use of any standard type motor. 

Kalamazoo engineers designed this feature into this machine so there would be no 
headaches due to temporary motor repairs. You merely substitute any motor available 
“pee speeds merrily along. 


your dealer or write direct for complete information. 


MACHINE TOOL DIVISION 


Kalamazoo Tank & Silo Co., Kalamazoo 16, Mich. 
In Canada—Bridge Machinery Co., Montreal 


Kalamazoo. Metal (ulting Band Saw 
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WEY SET THE 
SA LES Pact 


JUSTRITE 


This 3-cell Service Flashlight by 
Justrite Is the Leader Among 
Safety Flashlights—and it's 
building profits for hundreds! 


It’s approved for safety by Under- 
writers’ Laboratories, Inc., and 
U. S. Bureau of Mines—and it’s ap- 
proved on every count by ey 
You just can’t find a better flash- 


light than oes eae Model No. 


17-S! Has sturdy plastic case guar- 
anteed against breakage. Fits in 
palm of coed, stands on base or 
attaches to belt with clip. Power- 
ful 1800 candlepower beam. For 
wider spread beam can be used 
with new Justrite Honeycomb Lens, 
which throws a circle of light 3 ft. 
in diameter at 8 ft. distance. 

List prices: Model No. 17-S ... $3.85; with 
Honeycomb Lens $4.00. Check your stock today! 


JUSTRITE MANUFACTURING COMPANY 
2063 N. Southport Ave., Dept. A-1, Chicago14, ill. 


SAFETY CANS + OILY WASTE CAN 
APPROVED SAFETY ELECTRIC LANTERNS 


am we ai wi, eee” oe Ue ee Coe ee. 








cover and make the suggestion, or he 
can show some small machine shop or 
other type of industrial how it can have 
a whole new building, at moderate cost, 
to house the whole enterprise. He, also, 
soon has the contractors drumming up 
trade for him. . 

So great has been the demand, that 
we have added four special salesmen 
for this line alone in the past two 
months and their performance to date 
indicates that we could perhaps use as 
many more. But I wish to add that hav- 
ing specialty men puts no damper on 
the efforts of our regular line salesmen. 
The two classes of salesmen work to- 
gether. Often the regular salesman 
lines up the job and then calls in the 
specialty man to clean up certain de- 
tails that may take a few call backs, 
while he drops it there and goes on with 
his regular territorial duties. At other 
times, the regular salesman may close 
the whole deal. I wish to cite two or 
three such examples because I wish to 
show how the whole thing has added 
zest to our salesmen in a time when 
they have so badly needed something 
they could go out and sell and then de- 
liver in the old-time way. 


f . Sales Variety 


One of our regular salesmen, W. G. 
McDonald, calls on the fishing industry. 
The Sun Harbor Packing Co. needed a 
building for a machine shop. He sold 
them one (shown in one of the photo- 
graphs). He then got real zippy and 
went over to the Van Camp Sea Food 
Co. and found that they had a prob- 
lem in finding storage space for fishing 
gear, so he sold them 312 lineal feet of 
24 for that purpose. 

A. P. Lyons, handling the Consoli- 
dated Aircraft account, ran into a 
former employee who was going into a 
machine shop venture on his own ac- 
count. Lyons sold him two 24 by 36 
units. Another account, the Boyce 
Boat Building Co. needed another build- 
ing and he sold them a 40 by 80. 

Another of the industrial salesmen 
has the High Seas Tuna Packing Co. 
account. The manager wanted a build- 
ing for his ranch. The salesman found 
out about this and promptly sold him 
a 24 by 24, which, it may be pointed 
out, was strictly plus business. 

Is it any wonder, then, that we all 
feel pretty much hepped up over this 
idea of stocking and selling buildings. 
We have always sold the things that are 
used in buildings, so why not sell the 
buildings themselves? 


DRAM TT 





AST FORE RENE 


WITH STANLEY “Flud-Lite’’ MAGNIFIER 
SPEEDS PRODUCTION 


Instant, accurate readings of scales and dial indicators are 
easy with STANLEY “Flud-Lite’ MAGNIFIERS .. . the 
magnifier that carries its own light. They also speed up in- 
spection of machine parts, dies and similar operations as 








STANLEY 


Trade Mark 


HARDWARE - HAND TOOLS: ELECTRIC TOOLS 
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well as promote more accurate 






line assembly. 

Push “Flud-Lite” Magnifiers. 
Have your salesmen show your 
customers how they can get better 
work faster with this combination 
of a shadow-free fluorescent flood- 
light and big 5-inch, non-distort- 
ing magnifying lens. 

Available in models for either 
portable or permanent installa- 
tion. Write for illustrated folder. 
Stanley Electric Tools, New 
Britain, Connecticut. 
































DIENER 


FOR ALL KINDS OF FIRE 
PREVENTION EQUIPMENT 


® Fire protection is most im- 

portant BUT fires will start 

trom so many trivial accidents, 

that equipment to fight them at 

their beginning is an absolute 

necessity wherever combustibles 

are kept. DIENER Fire Ex- 

tinguishers fit any requirement 

—whether for heated or un- 

heated buildings — indoor or 

outdoor—anywhere there is an 

emergency to be met, and 

FOAM TYPE DIENER Cans are almost stand- 

FIRE - ge eyo = — wane. 

ouses, and public buildings o 

EXTINGUISHERS = — to store rags, —_ 
2% gal. cap. a vital alcohol, gasoline, etc. Get ful a ™ 
necessity where gaso- details on DIENER Fire Pre- PROTECTION 
line, naphtha, oil, vention Equipment today. W. SAFETY CANS 
enamel, grease, of bs eqapanen - oa foolproof, coil spring, brass 
lacquer is used or would like to send you our spout, nod-explosive,  sis- 


stored. Thick ait- loose-leaf catalog sheets. tight. For handling and 
tight blanket of foam storing volatile liquids. Ap- 
which this  extin- proved by Underwriters 
guisher ejects smoth- Laboratories and Associated 
ers flame and prevents Factory Mutual Fire Insur- 
re-igniting. ance Co. 











GEO. W. DIENER MFG. CO. 


400-420 N. Monticellic Ave. 
CHICAGO 24, ILLINOIS 
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advances 
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leaves operator's 
hands free for 





ALL-PURPOSE ELECTRIC HOIST 


Here is the handy, easy to install, simple to operate elec- 
tric hoist. They do all kinds of lifting jobs up to 500 lbs. 
They free workers from handling tiring loads, allowing 
them to work better. They save manpower, speed produc- 
tion, cut costs. ; 
Low in price, P&H Handi-Lifts are available for three 
of mountings—bolt, hook or trolley. Operate on 3 
60 cycle, 220 or 440 volts. They are sturdily built 
years and years of service—compact and lightweight. 
Use them anywhere—they’re dust, Send for 
weather and acid-proof. Have flexi- fer, Bulletin 
ble chain lifting, safety limit stop te complete 
for smooth, safe operation. story! 


General Offices: 4538 W. National Ave., Milwaukee 14, Wis. 











ELECTRIC SOLDERING IRON CO. Inc. 
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New 


Products 
(Continued from page 107) 





band saw blades up to 1%-in. width. 
Features include built-in grinder for 
weld dressing, automatic motor con- 
trolled feed of material, and cam- 
operated lever method of clamping. 
Fully automatic, full cycle welding is 
controlled by a single pushbutton. The 
welder is designed for use with 220 volt, 
single phase 50/60 cycle AC, but can 
be supplied, in either pedestal type 
as shown or in metal carrying case, for 
other voltage requirements.—DoAll Co., 
Minneapolis.—Mi.t Supp.irs, Novem- 
ber 1946. 


Door Check 


Service—Free 








A NEW TYPE DOOR CONTROL which oper- 
ates on a simple mechanical principle 
and which, according to its maker, fe- 
quires no oiling or servicing, is now 
available. The action is such that the 
door is made to close. relatively fast up 
to about one inch short of full closure, 
and then is slowed and eased to fully 
closed position. It is said that this 
positive closing action eliminates the 
need for additional hardware on doors 
not requiring locks. The maker further 
claims that heat, cold or moisture have 
no effect on operation. The mechanism 
is constructed of cadmium-plated steel, 
and is at present being manufactured 
in two sizes for domestic, industrial or 
office use.-—B. L. Mallory Co., Hazel 
Park, Mich—Mur Surr.ies, Novem- 
ber 1946. 


Speed Reducer 
Compact, High Torque 


A COMPLETE LINE of compact speed 








reducers, said to transmit high horse- | 350 EAST TWENTY-SECOND STREET e 


























ARE YOU PREPARING FOR 
COMPETITIVE SELLING? 









A carefully-compiled new general catalog will 






% Help your salesmen do a more informative job of selling 






% Keep your hundreds of present-day products before the 
buyers “round the clock.” 







% Reach into the larger plants to influence the men who 
originate the requisitions for tools and supplies. 








% Give you an economical means of soliciting the smaller 
shops on whom your salesmen call infrequently. 







R.R. DONNELLEY & SONS COMPANY 








CHICAGO 16, ILLINOIS 
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Make “ATLANTIC” your 
Source of Supply for 


FLEXIBLE METAL HOSE 


You can satisfy your customers’ most exacting require- 
ments by making““ATLANTIC” your source of supply 
for a complete line of Metal Hose. 


Flexible Metal Hose in all sizes in Bronze and Steel for 
handling high pressure steam, hot and cold oils, tar, 
asphalt, chemicals, etc. 


“ATLANTIC” can meet your delivery specifications by 
prompt shipments of all types and sizes. Distributors 
experience gives complete evidence that “ATLANTIC” 
is a profitable line to handle. Send for complete out- 
line of useful sales information. 











ATLANTIC 
METAL HOSE CO. 


104 West 64th St. New York 23, N. Y. 











VIKING PUMPS 


Know VIKING PUMPS and you know 
why they are rugged ... simple... . 
dependable. There are no blades, springs. 
gadgets, timing gears or a mass of other 
devices required to make them work or help improve and 
retain efficiency. 


The VIKING is simple . . . just 2-moving “gear within a 
gear” parts make up the pumping principle. That is why 
they work so well for pumping any clean liquid regardless 
of viscosity. They are self priming without pulsation .. . 
deliver against discharge pressures up to 50 - 100 - 200 - 
or 500 psi. depending upon construction and applications. 


Know VIKINGS and what they can do for you. Send for 
free bulletin 468MM today. 


VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 
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© The NEW 


DEX-TRUSS 


STOCK STAND 


with ball bearing feed roller 


ACCOMMODATES 
ALL TYPES OF SAWS! 


TOUCH 
ACTION 


RUGGED 
Construction 
all steel 
electrically 
welded. 
iy 
- = Convenient 
coy JANDLI 
’ HANDLE 
= a Easily movable 
under heavy loads! 
o 


ORDER TODAY 
DISTRIBUTORS WANTED 
Write for descriptive literature 


ILLINOIS IRON WORKS 
115 East 75th St. Chicago 19, lil. 








LOVEJOY L-R 
FLEXIBLE 
COUPLINGS 


e ¥ 
if 
/ 


/ 
Cover the Field! 


Left: Lovejoy L-R Hi 
"“A''—1/6 to 40 .P. 
Others for duties up to 
2500 H.P. 


The Most Widely Used 
of All Couplings. 


WHY LOVEJOY Couplings are in con- 
stant demand: No lubrication needed, 
quiet, efficient handling of misalignment, 
takeup of backlash, whip, shock, etc.. 

WRITE today about the profitable Dis- 
tributor’s Plan. Lovejoy L-R Couplings 
are known throughout U.S. because of big 
national advertising. Let this and our 
sales helps help you. 


LOVEJOY 





| 


Flexible Coupling Co. 
5067 W. Lake St. CHICAGO 44, iLL. 
@eee@eoeeseoeoeee0 80 











power and torque, is being marketed. 
The manufacturer states that compact 
housings are the result of using com- 
paratively small cone-drive gearing with 
more teeth in contact and more contact 
per tooth than other types of right angle 
reduction gearing. Models with pinion 
under, pinion over, and gear shaft ver- 
tical are available and ratios range 
from 5 to 1 to 70 to 1. Horsepower 
ratings range up to 800 hp. input to 
the pinion. Cooling fins are in- 
corporated on all models to step up 
thermal capacity, and reducers from 4 
to 18 in. center distance can be 
equipped with water cooling coils.— 
Michigan Tool Co., Detroit—Mut Sup- 
piies, November 1946. 


Power Chuck 
High Speed Cutting 


A TWO-JAW COMPENSATING POWER 
CHUCK, designed to drive centered work 
where heavy cuts are being taken with 
carbide-tipped tools at high speeds, has 
been announced. Compensating jaw 
action, sufficient for gripping rough- 
forged or cast surfaces, is provided by 
a rocker attached to a plunger. The 
center, of high-speed steel, fits into a 


A SAVING 

AT EVERY TURN 

e SAVE MONEY, 
FLOORS, EQUIP- 
MENT AND TIME 
BY USING DARNELL 
CASTERS AND 
WHEELS... AL- 
WAYS DEPEND- 

S ABLE. 
Manual 
DYN cay | a eG @) 4 oe 
LONG BEACH.4 CALIFORNIA 
60 WALKER ST. NEW YORK 13. NY 
CYomee Gl, e@), eee 21 Gy Ve Om ommm ia: 
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HEADQUARTERS 

















ALLIGATOR Steel Belt Lacing for transmission belts 
For conveyor belts FLEXCO &-&E-® Fasteners and Rip Plates 


Gaskets and Pipe Joints 
Sealed With 
“KEY KEY Graphite Paste 


by. i Will Not Leak — 


That Means Repeat Sales for You 


Key Graphite Paste seals and lubricates pipe joints at the same time. 
The joint, when sealed with Key, is absolutely tight, yet will never 
“freeze — when necessary, it can be opened in a jiffy. When once 
your customers become acquainted with Key, they will use nothing 
else — that means good, profitable repeat business for you. 


Key's year-round national trade paper advertising, plus a liberal 
sampling plan, is designed to acquaint your customers with the many 
benefits of Key Graphite Paste and help you make the initial sale. 


Tie in with this promotion! 


(aa brand that will open the way 
to profits for you. 


C ONTPany 
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LARK 


Fasteners 


GEARS EST (0 


DALE, CONN 


Vents 














standard Morse taper hole in the center 
plate. Strong, rigid construction 
throughout is intended to maintain 
initial center accuracy under the severe 
strains imposed by carbide tools and 
high spindle speeds. The new chuck 
is available in 8-in. dia. for Type A6 
and 12-in. dia. for Type A8 spindles.— 
Skinner Chuck Co., New Britain, Conn. 
—Miuit Suppuies, November 1946. 


Drill Head. 
Multiple, Quick Change 


rrSy cia eee 
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A MULTIPLE-SPINDLE, entirely gear 
driven multiple drill head, which per- 
mits location and locking of each drill 
point anywhere in the area of a 334-in. 
circle, has been announced. The head 
is available in standard models with 
two to six spindles, thus providing for 
a wide variety of drilled hole patterns 
or bolt circles. With each head is pro- 
vided a set of templates,—a position- 
ing tempalte and a locking template. 
The position template has half-holes 
which allow spindles to be swung 
quickly into position. The locking 
tempalte is placed over the spindles, 
bolted to the template support posts, 
and the individual spindle lock-nuts 
tightened. Accurate spindle set ups 
result from this double locking feature. 
The head may be mounted on most 
standard presses by means of adapters 
without special tools.—Wisconsin Drill 
Head Co., Ltd., distributed through 
Strutz & Mead, Inc., Milwaukee —Mit 
Suprtizs, November 1946. 


Goggles 
Welding 
A HEAD REST WELDING GOGGLE which 


can instantly be thrown into “off guard” 
position for work inspection is on the 
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uth WENDT-SONIS 
(Za 164 de Pitted 


) END MILLS 
PRODUCTION DATA REPORT 


ombat Rising : 



















WORK: Milling 5% (.625) slot '/4” (.250) deep and 12” long in 
cast iron on a Kearney Trecker vertical milling ma- 
chine. 

TOOLS: H.S.S. six flute end mill. 






Wendt-Sonis carbide tipped four flute end mill. 
















WITH H. S. S. 
SPEED: 480 rpm. 
FEED: 5!/. in. per min. 

RESULTS: 19 pieces per grind 


WITH WENDT-SONIS 


900 rpm. 
12!/2 in. per min. 

















AVAILABLE IN TWO, 
FOUR AND SIX FLUTE 
DESIGNS .. STRAIGHT, 
RIGHT AND LEFT 
HAND SPIRALS .. . 
STRAIGHT AND TAPER 
SHANKS. 











Wendt-Sonis End Mills will make your customers’ produc- 
tion problems easier — help combat rising costs. Available 
for immediate shipment with the correct grades of carbide 
for milling steel, malleable, cast iron, non-ferrous and non- 
metallic materials. These carbide tools are exclusive W-S 
designs. All shanks are scientifically hardened. More cubic 
inches of stock can be removed per minute. Can be re- 
sharpened repeatedly. Investigate the complete line of 
Wendt-Sonis Carbide Tools today! WENDT-SONIs COMPANY, 
Hannibal, Missouri, (Tel. LD6) and 580 North Prairie Ave., 
Hawthorne, Calif., (Tel. Oregon 8-2655). 

























WENDT SOnNnis 


CARBIDE CUTTING TOCQES 


RORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS © CUT-OFF 
TOOLS © ORILLS © END MILLS © FLY CUTTERS @ TOOL BITS @ MILLING 
CUTTERS @ REAMERS @© ROLLER TURNING TOOLS @ SPECIAL BITS 
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Block will 
mazing ease 





useful 
control ; 


4 the man doing 

of engineering 

, fo ‘Budgit’ Chain 
wir abjlity to withstand 
4 and abuse, that 

#y to carry to any 

load to lift by 


able performance. 


Tell this story of ‘Budgit’ Chain 
Blocks to the harassed plant 
owner with more hand-lifting 
jobs than his men can handle; 
to the small store owner, garage 
man, farmer, and a host of others 
with loads to lift and no one to 
do the lifting. 


Bulletin No. 367 will help you in 
your sales work. Write for a supply. 


mil BUDGIT 
cu Chain Blocks 


ANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 








24 COLUMBIA 


e te Max. 
seine artes 
Yersiby cllers are a! 





Complete literature on Dudg- 
eon products — ders, 
hydraulic pumps and jocks — 
available. Write today. Address 
taquiries to Department H. 











7 
E 


LLIOTT 


ged, multiple purpose mo- 
chines are used in a large vo- 
riety of industrial operations, 
such as grinding, snagging, 
burring, buffing, drilling, die 
sanding, and polishing. 

Supplied in pedestal, suspended, and bench types with 
complete line of attachments. Write today tor Bulletin 44B. 
Franchises ore available for several desirabl itori 





ESTABLISHED 1032 








ELLIOTT 


MANUFACTURING COMPANY 
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SODERING + BRAZING 
WELDING 


No Better Line 
for Good Business 


@ Industry needs the best Soder and 
Flux obtainable and ALLEN offers a 
complete line to meet many and varied 
applications. Our more than 50 years’ 
experience in making Fluxes is at your 
disposal and our Technical Staff is 
ready to discuss and advise on the un- 
usual and intricate problems of your 
trade. We have 130 formulas to offer 
for repairs, maintenance, and produc- 
tion work. Send for our Check Charts 
which give the melting point of all 
soders—Get all facts on this good, re- 
liable line. 


LB. ALLEN CO, Inc. 
6731 BRYN MAWR AYE 
CHICAGO 314,-ILL 








market. Developed to eliminate waste 
motion and speed up welding opera- 
tions, the goggle is attached by friction 
joint to the head gear assembly. With 
one hand, the welder can flip the goggle 
above his eyes where it is secured and 
does not impair regular vision. Opaque 
eyecups allow the goggle to be worn 
directly over the eyes or over prescrip- 
tion glasses. Ventilated side shields 
keep out stray light, sparks, and metal 
splash.—American Optical Co., South- 
bridge, Mass.—Mutt Suppuies, Novem- 
ber 1946. 


Bushing 
Drill Jig 
oan 


RECENTLY INTRODUCED is a drill jig 
bushing which the manufacturer claims 
saves up to 75 percent in lofting and 
tool making time. The bushing consists 
of a formed steel arbor into which is 
pressed a hardened steel bushing. It 
can be spotwelded to any flat or curved 
template, requires no heavy fixture, and 
thus saves one-quarter or more in com- 
pleted tooling weight. Standard drill 
sizes up to 3% in. may be accommodated. 
Flexibility makes possible production 


Belmont's Semi-Metallic Packing 
—asbestos channel with special 


Cosectto 
Prichon less Seal 


Recommend Belmont’s 865 (ring For low pressure steam, hot and 





form) or 866 (spiral form) for high- 
pressure steam rods, valve stems 
and air compressor rods. Soft metal 
volutions which bulge toward the 
rod under gland pressure make a 
tight, metal-to-metal, practically 


friction-less seal. 


Theunique, spirally-wound metal 
is encased in a stitched asbestos 
channel. The packing is so flexible 
that it can be formed around small 


diameters. 


« new 

on ncen 
tae pumP 
Kings 


ite vs 
we am : 
arotorY 
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cold water rods and plungers and 
ammonia rods, offer Belmont 860 
(ring) or 861 (spiral)—same as 865, 
with stitched rubber-and-duck 


channel on three sides. 





IN THE BLUE-AND-ORANGE BOX 


NO. 866 IS ADVERTISED THIS 
MONTH IN POWER, POWER 
PLANT ENGINEERING, INDUSTRY 
AND POWER, MILL & FACTORY, 
NATIONAL ENGINEER, SOUTH- 
ERN POWER AND INDUSTRY. 





THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets 
sd aliteletsll lallc MP AMm ae) 








REPUTATION 


-228 good name protects you! 


Tie in with a reputable firm—it’ll 
pay off! MAGOR products are known 
among dealers as ‘‘quick-turnover, full- 
profit’’ items. Yes, the MAGOR name and the 
MAGOR line is well-established with users 
_ «= who know the value of the normalized 
non-split edges of MAGOR tools. Dealers 
know that every item in the MAGOR 
simplified line is a best seller...a 
profit-making item you’ll have calls 
for this year...and the next, 

and the next... 


EASTERN 


PATTERN MA ae | | WITH POWERFUL PRESSES 


SCOOP 


3 Sizes— 3108 THAT NEED NO POWER 


3 Brands @ There’s no cost for power 


or waste of floor space with 
Famco Foot Presses. Easily 
operated with speed and accu- 
racy they step up production 
on a wide variety of light 
punching and forming jobs. 
Famco Foot Presses are avail- 
able in 10 sturdy models for 
bench or floor mounting. 





UP TO 15 TONS PRESSURE 


Famco Arbor Presses enable 
an arm to deliver up to 15 
tons pressure with eose. Avail- 
able in 32 models for bench 
or floor mounting . . . ideal for 
assembly and dismantling jobs. 


REAL COST CUTTERS 
Famco Foot Powered 
Squaring Shears will cut 
up to 18 gauge mild 
steel with ease, accu- 
racy and speed. Avail- 
able in five models. 


Investigate for yourself the many sales 
possibilities of Famco Machines. Write 
today for catalog and information on 
profitable distributor franchise. 

FAMCO MACHINE COMPANY 
1321 18th ST. © RACINE, WISCONSIN 


ae: ’’ Lubricator Co., Inc. famco 
iy « ae ma * 


ARBOR PRESSES e FOOT PRESSES 
SQUARING SHEARS 





tooling for a limited number of units 
ordinarily justifying only hand drilling, 
or for precision drilling on mass pro- 
duction jobs.—Hi-Shear Rivet Co., Her- 
mosa Beach, Calif—Mtiu. Supp ies, 
November 1946. 


Rotary Pump 


Vane Type 


Now IN PRODUCTION is a rotary hand | 
pump on which field tests were recently 
completed. The pump is of the vane 
type, with an aluminum rotor, graphite 
carbon vanes and stainless steel springs. 
The capacity at normal cranking speed 
is 10 gallons per minute, and suction 
and discharge parts are threaded for 


34-in. pipe. Rustproof working parts a - +o 
are said to eliminate the “freezing” ac- | a a for K & M Ss: 
tion of rust due to condensation within | 2 i Revolutionary ; 
the casing when the pump is infre- § : if r 4 
quently used.—Industrial Pump Div., 4 » KON rRO 
Bowser, Inc., Fort Wayne, Ind.—Mu. | 4 ~~ : 

Suppiies, November 1946. | 





Industrial Jack 
Heavy Duty 


ulckK-acting clamy screws to loosen, and 4 


lamp ring eliminates 


| engineering 
ONTROL MOTOR featuris 
ed Steel Diaphragm Casing nclosed ball bearing Spring Adjust 
lighter tougher, more durable » Screw 
® Rigid Welded Steel Tubular Yoke i r 
] vbular Yoke ® Streamlined Flow Valve Body with 
® Long calibrated Steel spr ng fully high capacity unrestricted tlow 


enclosed oreas 
Super-finished Di Guides honed 
yvide bushings, top and bottom 
for minimum frict 
INTROL MOTOR dailies & 
DESIGNED FOR HEAVY buTY lifting, low- ensitively.-Send u 
ering and supporting, this ball bearing how the RONTROL MOTOR 
jack has a capacity of 25 tons and a CONTROL MOTOR bulletin 
maximum lift of 1014 in., yet weighs 
only 140 lbs. Lifting contact may be nines eda 
established either on the corrugated top / , ras 
cap, which is 22 in. above ground level, i ON. ,, V4 OZ 
or on a 10 in. square toe lift, 43% in. States val & TIT; 
above ground level. Speed, smoothness i ae 
and safety of operation are achieved by 7... 7O 
chrome-molybdenum steel thrust bear- 
ings, heat-treated seamless alloy steel 
dovetlegy: dani aidan th tata KIELEY & MUELLER, INC., North Bergen, New Jersey 
and forged alloy-stee] gears. Greater 
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Mw . | A HEAVY DUTY 


pe ) Welded Stecl 
B | #| INDUSTRIAL OILERS 
on all types fi Seacete am Seaire Wetled Sead sper 


ability to "take it. For graphic proof of their 


of wooD and - <7 Superiority, check these six points: 
“e re Heavy gauge welded steel spout. 
LUM B ER j r f Solid bushing—Machine cut threads. 


Solid neck—Machine cut threads— 

welded to body. a 

Drawn seamless jew body — heavy 
lished and | 4. 


gauge, q 
High carbon tempered spring steel 
bottom. 





@ Bottom and body electrically welded 
—triple thickness. 


The GEM Oiler shown at the top of this ad features 
a. flexible spout—invaluable in reaching those ‘blind 
spots". The spovt seated in a solid bushing with 
machine cut threads is brazed to a cold rolled steel 
tip. The entire assembly, as in all GEM Oilers is 
leakproof. Another important advantage—the flex- 
ible spout and rigid spout are interchangeable on all 
GEM Oilers. 


Write for price lists and distributor plan now, 
GEM also manufacturers Supply Cans, Tallow Pots, 
Torches and Heavy Welded Industrial Oilers. 











GEM Manufacturing Co. | , 


1229-1243 Goebel St., North Side Sta. 


i Pittsburgh Pa. 











By Test 
OUT-PERFORM 
ALL OTHERS 


Nylon by test is the toughest 


material yet developed for soft | fl 4 Streamlined 
4 ©@ Beautiful, durable 


Fi *) se Ps hammer use. Ouvtlasts all teen 5 ‘ finish 
‘ 3 to 1. Retains its shape under 4 Non-sparking 


constant, hard use. Does not chip . | Replaceable nylon 
. a faces 


Chicos tilihs iliaiailiaidn eth ios eats or mushroom. Has no rebound. | Patented lock-tite 


know why American Lumber Crayons sell Resistant to fire, acids, oils. head construction 
on their merit. ; 


A product of 111 years of crayon manu- 
facturing experience, American Lumber 
Crayons have won favor for foremost 


Destined to be first in soft hammer soil Order swe Immediate deliveries. 10 
quality. oz. and 2 Ib. sizes. Overall length, 10'/2” and 1242”. Dia. of faces, 14/4” and 1%”. 

Send for Free Industrial Crayon Guide Length of head, 3%” and 51/2”. Write for particulars. 
Dept. ML-15 


DANIELSON MANUFACTURING COMPANY 
«ae DANIELSON, CONNECTICUT 
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clearance above ground for easy oper- 
ation is attributed by the manufacturer 
to fully enclosed, dirt-; roof ratchet and 
elevating mechanism at the top of the 
jack.—Templeton, Kenly & Co., Chi- 
cago.—MiI.. Supp.ies, November 1946. 


Cordage 
Flexible Synthetic 


CORDAGE MADE WITH 19 sTRANDs of low- 
stretch cord rayon of high tensile 
strength, and jacketed with white Koro- 
seal, is now being marketed for indus- 
trial use. Advantages of this new 
cordage, according to the manufacturer, 
are: tensile strength of 150 to 200 lbs.; 
non-kinking and non-twisting; wipes 
clean with damp cloth; good abrasive 
resistance; little affected by moisture 
or temperature change; ties and knots 
same as cotton cord.—B. F. Goodrich 
Co., Akron, Ohio—Muiu Suppuies, No- 
vember 1946. 


Shaper 


Cutting Versatility 








A SEVEN-INCH SHAPER of advanced de- 
sign handles a variety of work, includ- 
ing straight cuts, angular cuts, squaring 
and slotting operations, and is said to 
take heavy cuts smoothly and accu- 
rately. An extra heavy cast iron crank 
plate backs up the powerful stroke and 
positive, slip-proof operation is assured 
by roller chain drive. Maximum stroke 
is 75g in. Any desired operating speed 
between 64 and 175 strokes per minute 
can be obtained without stopping the 
motor or shifting the belt. There are 


(Continued on page 291) 
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LAMINATED SHIM COMPANY 


INCORPORATED 


58 Union Street ° 





Glenbrook, Conn 








Saws Dull in 2 Hours— 
FOLEY-FILED in 7 Minutes! 


Here’s Tough 
Sawing and 
FAST FILING! 


been using our * 

‘ler daily “ 4 is dont : 
ing '@ 

. We are Witing with 










The FOLEY 
AUTOMATIC SAW FILER in this case is saving a 


saw filing cost of $1.00 per saw every two s of use. Its 
accuracy and speed in filing and automatically jointing a saw 
in one operation cannot be duplicated by hand. 


Solves Tough Sawing and Filing 
Problems for Your Customers 
With Foley filed saws every tooth is of equal size, height 
and spacing—saws cut much faster, truer and smoother— 
do 25% to 40% more work. Foley-filed saws stay sharp 
longer—filing time is reduced and saw breakage prevented. 
The Foley Saw Filer sharpens band saws, crosscut circular 

saws, hand saws. 







rn a 

FOLEY 

SAW FliER 
He 















| FO LEY MFG. co. 63 Second Street N. E., Minneapolis 13, Minnesota 
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Brass @ Mill Products 


ome 


’ 


A large supply of brass mill products is now offered to the 
trade at unusually low prices. The entire inventory may be 
fabricated by normal production methods and is being sold 
in production quantities. 

The inventory includes: Free Turning Brass Rod—1 inch 
diameter and larger; Copper and Brass Tubing—3 inch O.D. 
and larger; Naval Brass Rod—various diameters; Aluminum 
Bronze, Manganese Bronze and Silicon Bronze in various 
shapes. 


This material is offered in the following sequence as provided by law: (1) Certi- 


fied Veterans of World War II; (2) Subsequent priority claimants; (3) Non- 
priority purchasers. Federal agencies have had opportunity to fulfill their 
needs. VETERANS OF WORLD WAR II should apply to their nearest WAA 
Regional Office for certification; the case number assigned and the location of 
the certifying office must be stated in a Veteran’s offer to purchase. 


EXPORTERS: The War Assets Administration solicits your 
inquiries. Communicate with your foreign clients promptly. 


© NOVEMBER, 1946 





° 


All steel is subject to priority regulations. VETERANS 

OF WORLD WAR II are invited to be certified at the 

War Assets Administration Certifying Office serving 

chek: cose apd then to puschese the santerial offtwed 
rein. 


EXPORTERS: The War Assets Administration so- 
licits your inquiries. Communicate with your foreigr. 
clients promptly. 





NO WAITING FOR 


HIGH GRADE 


Sid 


Alloy steel billets, blooms, bars, plates, are all 
immediately available through your War Assets 
Administration. Bars include rounds, squares, 
flats and hexagons. Suitable for substitute and 


re-rolling purposes. 
Low prices on this high grade steel make it 
practical for low-cost products. 


For complete information on steel send this 
coupon to your nearest WAA Regional Office: 


PS SS SE SE eee eee 


TO: WAR ASSETS ADMINISTRATION 


Please send me, without obligation, full information on the 
availability, condition and location of the following checked 
items: 
1. Billets, Blooms, [J 4. Stainless Steel 
etc. Bars, Strips, and 
Sheet Standard 
2. Carbon and Alloy Types 
Bars 5. Valves and Fittings [] 
: , 6. Mechanical Tub- 
3. Wire Ropeand Air- ing, Carbon, Alloy, CJ 
craft Cable and Stainless 


_ te 


GOVERNMENT Louisville + Minneapolis » Nashville - New 
OWNED Orleans . New York . Omaha 
Philadelphia + Portland, Ore. + Richmond 

St. Levis + Salt Lake City + San Antonie 

San Francisco + Seattle + Spokane + Tulsa 
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ON 
IT’S EASY FOR THE SMALL 
BUSINESSMAN TO GET THEM AT 
Here 
A SAVING. off y 
Hobart—Standard models of this | Lincoln—In all models and most 
make available in large quantities ratings. Many in the popular 300 T 
and most ratings. } —400 Ampere size. Hundreds of arc welders are available to small busi- dem 
——sme ee leee e e nesses for immediate delivery. Some are unused. hatc 
Some are used. All were made by well known manu- nece 
facturers. lines 
Now they are offered for sale at real bargain prices. 
These are the type welders needed by garages, 
repair shops and maintenance shops. The large in- A 
Electrodes and Welding Rods— a tom 
Mitions of pounds available in ventory includes welders of 200, 300 and 400 Ampere prof 
available In limited quantities." — : Rating, either DC or AC. They are located at va- sg 
rious points throughout the country and may be Assi 
inspected before purchase. 
To obtain complete information on availability, “iin 


location and condition of the equipment you want, 
fill out the coupon and send it to your nearest War ENG 
Assets Administration Regional Office. 


EQU 
All Arc Welders are subject to priority regu- 
lations. VETERANS OF WORLD WAR II 
até invited to be certified at the War Assets 
Administration Certifying Office serving their _ 
area and then to purchase the material 
offered herein. ELEC 


EXPORTERS 


The War Assets Administration solicits your 
inquiries. Communicate with your foreign 
clients promptly. 


NISTRATION 


GOVERNMENT Louisville » Minneapolis « Nashville - New 

OWNED Orleans +¢ New York + Omaha 

Philadelphia + Portland, Ore. - Richmond 

SURPLUS St. Lovis + Salt Lake City + San Antonio 

Keasas City, Mo. « Little Rock « Les Angeles San Francisco + Seattle « Spokane + Tulsa 
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R ITEM FOR 


DEALERS 


ONLY on 
(LESS SPECIAL DEALER o1scount) 


Here are electric power units that will move right 
off your floor at a comfortable profit. 


The 3KVA unit is the size and type power plant in 
demand by farmers, dairymen, poultry ranchers and 
hatcheries, homesteaders, small shops. They are a 
necessity to modern living where public utility power 
lines are not available—and are invaluable as stand-by 
units during temporary interruptions of regular electric 
service. 

At the low re-sale price of $480.00 you give your cus- 
tomers the best, while insuring your own margin of 
profit. The units are new—compact—versatile— built 
to endure. Investigate immediately through your War 
Assets Administration Regional Office. 


SPECIFICATIONS OF THE 3KVA ELECTRIC POWER UNIT: 


GENERATOR: 
8KVA, 115, 120 or 125 volts, 3 phase, 60 cycles, 1200 RPM. 


ENGINE: 
Gasoline; <ozlinder. rs Model ZXB): 9.5 Horsepower at 
Generator Speed; ’ bore, 3” stroke; 64.9 cu. in. displacement. 


EQUIPMENT: 


Starting Motor and Generator for use with pits, S 6 iy 
battery (but waste is not included); Oil Filter; 

Cleaner; Manual Cho 

Strainer. 


CONTROL PANEL: 


Main Switch: Circuit Breaker and Fuses; Frequency Meter; Volt- 
meter and Ammeter, Charging Ammeter, Oil ure Gauge. 


ke Control; Gas Gauge on Tank; enolic, 


Contact your War Assets Administration Regional Office for 
ELECTRICAL CHARACTERISTICS: complete information on the availability of the electric power 


Wiring, lights, =— motors (either three- .-3" ox cinglo-phese ) and unit you 
appliances served m these units can used on most power Although this material has provieusiy ty been ony te priori 
company lines. claimeats. 1 10 ak cat of the — - oo ay a aoneee 
iority claimants including 
WEIGHT AND DIMENSIONS: VETERAN OF WORLD RED WAR IT ane are invited to con- 


Shipping Weight 900 lbs.; (Crated) 4’ 10” long, 2’ 6” wide and tact the Regional Office serving theit area. 
ry civae eo 4 ng anc 


EXPORTERS: The War Assets Administration solicits your 


inquiries. Communicate with your foreign clients promptly. 
Offices located at: Atianta - Birmingham GOVERNMENT Louisville » Minneapolis + Nashville > New 
Boston - Charlotte + Chicago + Cincinnati Orleans + NewYork «© Omaha 
Cleveland + Dallas « Denver « Detroit + Fort OWNED Philadelphia + Portland, Ore, + Richmond 
Worth + Helena + Houston + Jacksonville SURPLUS 7 St.lovis + Salt lake City + és Antonio 
Kansas City, Mo. « Little Rock + Los Angeles San Francisco «+ Seattle + Spokane + Tulsa 
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GOVERNMENT OWNED SURPLUS Property 














Kansas City, Mo. « Little Rock - Los Angeles 





uml Gh. 


Large quantities of good quality protective 
coatings, now declared surplus, offer you an 
unusual opportunity to obtain items manufac- 
tured to exacting Government specifications. 
While some types and kinds of protective coat- 
ings are in short supply commercially (due to 
lack of raw materials) . . . there are paint prod- 
ucts of all types now in inventory which will be 
suitable for your present needs at low prices. 


Your nearest War Assets Regional Office can 
give you complete information regarding prices, 
locations, quantities, types and colors avail- 
able. Special inter-regional service in each 
Regional Office will provide you with similar 
information from other Regions. 





In addition to paints and enamels for general 
use, available stocks include many special 
purpose finishes. ACT NOW! 


Louisville +» Minneapolis « Nashvilie +» New 
Orleans + New York 

Philadelphia - Portland, Ore. - 

St. Lovis + Salt Lake City + 
San Francisco + Seattle + Spokane « 
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six automatic feeds from .002 to .012 
in., and feed is reversed by a half turn 
of the handle. An exclusive feature, 
according to the manufacturer, is head 
swivel and center re-set by means of 
tapered locating pins.—Logan Engi- 
neering Co., Chicago.—Mi.u Suppties, 
November 1946. 


Portable Extinguisher 
Light Weight 


A FIRE EXTINGUISHER containing 24% lb. 
of fire-killing carbon dioxide in a new 
light weight cylinder has been an- 
nounced. The new model replaces the 
old 2 lb. type, increasing carbon dioxide 
content 25 percent, while decreasing 
overall weight 21% percent. Designed 
for small fires in inflammable liquids 
and electrical equipment, the extin- 
guisher combines trigger control valve 
with reduced weight to provide easy 
handling and _ simple 
Walter Kidde & Co., Belleville, N. J.— 
Mitt Suppiies, November 1946. 


Locator 
Screw and Nut 


A NEWLY DEVELOPED screw and nut lo- 
cator takes the guesswork out of match- 
ing threaded fasteners. It is intended 
especially for use by store clerks, stock- 
room personnel, mechanics and engi- 
neers in quickly finding the right screw 
or bolt to fit its counterpart. The 
steel base plate is of convenient size for 
handling or hanging near stock bins or 
drawers. The pilot screws and nuts are 
Clearly identified by size, thread and 





operation.— | 





THIS ADVERTISEMENT CURRENTLY APPEARING IN LEADING 
PUBLICATIONS IS MORE THAN A "SALESMAN" FOR YOU. IT 
CARRIES A MESSAGE—THE “WHAT'S” AND “WHY'S" OF 
SCHIEREN SUPERIORITY—TO YOU! YOU CAN COUNT ON 
SCHIEREN—THROUGH THICK AND THIN. 


mm Ty 
OOO 
“ a 


When machines are stopped to take up belt slack—when difficult operating 
conditions prematurely destroy belting—that time and production has been 
lost forever. But—you can avoid future shutdown losses now by installing 
Schieren Leather Belts. 

Schieren Leather Belts are quality-built to withstand the most torturing 
belt drive. They take oil, water and abrasive conditions in their stride . . . 
permit normal operating tension at all times... 
cover a greater pulley area and deliver maximum 
speeds—extra RPM. Yet, Schieren Leather Belts 
cost no more than other standard belts. 

Chas. A. Schieren Company has been solving 

countless power transmission problems since 1868. 
Throughout good times and bad, we have main- 
tained the superior quality—the thorough depend- 
ability of our leather belting. And, this same 
exceptional craftsmanship is applied to the manu- 
facture of our packing and strapping specialities. 
For complete, specialized belting, packing and 
strapping service—look to Schieren. Our years of 
experience are at your service. 


Let ws send you free book on SHORT CENTER DRIVES 
data which show how pivet bases give 

1 Automatic Belt Tension 

2. Boost Overioed Capacity of Drives. 

3. Eliminate any possibility of slip. 

4. Increase machine output. 


CHAS. A. SCHIEREN COMPANY 
LEATHER BELTINGS @ SPECIALTIES 
HYDRAULIC PACKINGS 


33 FERRY STREET, NEW YORK 7, N. Y. 
60 Front Street, W. Toronto, Ont. 
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type. Two models are available,—one 
for USS and SAE screws and nuts, and 


the other for machine screws and nuts. A M ‘ R } C A N 

—Stewart Mfg. Co., Wash., D. C—Mu. 

Supriies, November 1946. 
BRAND CORDAGE 

Heat Fan 


Warms and Circulates A Complete Line 


ROPE © TWINE © OAKUM 
PACKING 





AMERICAN MANUFACTURING CO. 


BROOKLYN 22, N. Y. 


COMME, 04 4 Branch Factories: 


ST. LOUIS CORDAGE MILLS, St. Louis 4, Mo. 


BEHIND THE FINEST DELAWARE RIVER JUTE MILLS, Phila. 48, Pa. 
A NEW INDUSTRIAL HEAT FAN, said to Sales Offices: Baltimore * Boston * Chicago 


OF PRESSURE GAUGES be more efficient than the ordinary con- Houston © New Orleans * Philadelphia 


Powerful advertisements like this are | vection type electric portable, is now 
telling the Marsh story to your cus- | ayailable for use in factories, shops, 


tomers every month in a long list of ; 
business publications warehouses and garages. Heat is drawn 


It will pay you to tie in with this off circular heating coils by a four- , 
telling of the Marsh quality story to | bladed fan and gently forced out and ARE ASE 
bd / 


every important field—a story that is : 
confirmed by the performance of the down through a new type horizontal 


hundreds of thousands of Marsh prod- | grille, spreading a blanket of clean | ] Pex 
i Minds ‘ 











out i 
; 


ucts now in service. warmth over a wide area. With the 
Marsh Gauges and Dial Thermom- | heating element switched off, the fan 
eters have become “The Standard of | individual . 
Accuracy” in every branch of industry. may be operated individually to circu- 
-Marsh Traps include all basic types late cooling air in summer. The unit 
for a wide range of service require- . 1 1 
ments. Marsh Heating Specialties in- ne only 1M Ib. and eee 1% 
clude radiator traps, air valves, vents by 14% by 8% in. It is available with 
and packless radiator valves in a com- thermostatic control or four-position 
plete range of types and patterns. rotary switch—Thermador Electrical 


Write for latest information and prices std Su ’ ss 
JAS. P. MARSH CORPORATION Mfg. Co., Los Angeles.—Mi.u Supp ties, it Ss Here 
2079 SOUTHPORT AVE., CHICAGO 14, HL. | November 1946. 


Export Dept.: 155 E. 44th St., New York 17 an All-Purpose 
Machine Centers ALUMINUM 


Interchangeable 


vi || COATING 


“RECALIBRATOR” 


, d ee : 

a * a quickest a” 7% : . the jobs of special formula paints. 
The Marsh Recotibeter that has been é ‘ < be used inside ocr out, as a prime or 
best way to comect 8 Seen ihe finishing ‘ : ide P finish, on any type of surface. iY 
knocked out of adjustm * oy resistant to heat, acids and alkalies. 
h to @ superlative Se¥9e . ; Extremely bright, economical, covers 
rove = q . even black in one coat. In quart, gal- 
; . lon, 5 gallon, 30 and 55 gallon con- 
tainers. Distributors will find many 
opportunities to sell this new aluminum 
coating in the plants and shops on 

which they call. 


GAUGES «¢ YALYES © YRAPS : J. C. WHITLAM MFG. co. 


DIAL THERMOMETERS | THERE IS NOW BEING MARKETED a new WADSWORTH, OHIO 
stor as tei line of machine centers designed for | | qugsesseseeneeemmmmmmmed 


ss» 


~ Superior 
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Sells 
because tf 9 
the Yack- 
Of- 4l- Dobos! 


No. 310A, 15-tons 
capacity, height 
22"', lift 14", toe 
lift minimum 2'4". 





Every Year There Is An Increasing Demand for 
Weinberg & McKee Photo Offset Printed Catalogs 


LL HARRIS CO, 

Chicago, Illinois 

R. C. DUNCAN CO, 
Minneapolis, Minnesota 

HOUSH INDUSTRIAL SUPPLY CO. 
Evansville, Indiana 

STANDARD EQUIPMENT & SUPPLY CO. 
Hammond, Indiana 

PHILLIP & EASTON SUPPLY CO. 
Wichita, Kansas 

IOWA MACHINERY SUPPLY CO. 
Des Moines, Iowa 

PULVER MACHINISTS SUPPLY CO. 
Chicago, Illinois 

NEAL & BRINKER CO. 
New York City, New York 

CLEVELAND TOOL & SUPPLY CO. 
Cleveland, Ohio 

INDUSTRIAL SUPPLY CO. 
Salt Lake City, Utah 

BARRETT HARDWARE CO, 
Joliet, Illinois 

CENTRAL RUBBER SUPPLY CO, 
Indianapolis, Indiana 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 


STACY SUPPLY CO. 

Springfield, Massachusetts 

TILEY MILAN, INC. 

Miami, Florida 
CRAMER HARDWARE CO. 

North Tonowanda, New York 
TERRE HAUTE HEAVY HARDWARE 

Terre Haute, Indiana 


+ Buffalo, New York 

CROSBIE CO. 
Washington, D. C. 

MIZE SUPPLY CO, 
Waynesboro, Virginia 

INDUSTRIAL SUPPLY CO. 
Richmond, Virginia 

CLARK HARDWARE CO. 
Jamestown, New York 

PEDERSEN BROS. CO. 
Chicago, Illinois 

PATRON TRANSMISSION CO. 
New York City, New York 

WARNER HARDWARE CO. 
Minneapolis, Minnesota 


Simplex No. 310A sel/s because 
you are providing safe and eco- 
nomical handling of a wide variety 
of jobs. Consider what this Emer- 


TOOL HARDWARE & SPORTING GOODS CO. 
Detroit, Michigan 


MORRIS ABRAMS, INC, 


BALDWIN SUPPLY CO. 
Indianapolis, Indiana 


iP ETZL . 
“ae ie er a — New York City, New York 


HARRIS PUMP & SUPPLY CO. OLIVER ABRASIVE & TOOL CO. 
Pittsburgh, Pennsylvania Buffalo, New York 


gency Jack will do — 


* It lifts vertically; tilts on base, 


lifts or pushes from any angle. 
* It pushes horizontally. 


* Lifts on the cap, on the cor- 
rugated toe, on the auxiliary cap 
shoe, or from any intermediate 
height with the chain as a sling. 

*® Operates in close quarters with 
the aid of the double lever 


socket. 


® Toe-lift corrugations and snug 
fit of rack and pawl teeth pre- 
vent loads from slipping off, 
even when jacking at sharp 


* Larger non-slip base area assures 


greater safety. 


*A more convenient carrying 


handle. 


* Greater service life is imparted 


by better materials. 
Frequently pays for itself on a 


single strategic job — not to men- 


tion routine uses. 


Templeton, Kenly & Co. 


Chicago 44, Ill. 





GALIGHER CO. 
Salt Lake City, Utah 

HARRIS IRON & SUPPLY CO. 
Memphis, Tennessee 

LINDQUIST HARDWARE CO. 
Bridgeport, Connecticut 

HARPER FOUNDRY & MACHINE CO, 
Jackson, Mississippi 

LEWIS SUPPLY CO. 
Memphis, Tennessee 

PERTH AMBOY HARDWARE CO. 
Perth Amboy, New Jersey 

R. C. NEAL CO., INC. 
Buffalo, New York 

MACHINISTS TOOL & SUPPLY OO, 
Los Angeles, California 

McCONKEY-DOCKER & CO. 
Phoenix, Arizona 

HART INDUSTRIAL SUPPLY CO. 
Oklahoma City, Oklahoma 

PRODUCTION TOOL & SUPPLY CO. 
St. Louis, Missouri 

JONES & AUERBACHER, INC. 
Newark, New Jersey 

WALTER A. CARR CO. 
San Francisco, California 

FUCHS MACHINERY & SUPPLY CO. 
Omaha, Nebraska 

GLOBE MACHINERY & SUPPLY CO. 
Des Moines, Iowa 

BARRETT-CHRISTIE CO. 
Chicago, Illinois 

COGGINS & OWENS CO. 
Baltimore, Maryland 

METROPOLITAN SUPPLY CORP. 
Los Angeles, California 

Y¥ SALES & SUPPLY CO. 


A. V. WIGGINS CO. 
Syracuse, New York 
THE BALBACH CO. 
Omaha, Nebraska 
ANICAL SUPPLIES CO. 
Cincinnati, Ohio 
WM. H. TAYLOR CO. 
Allentown, Pennsylvania 


ABRASIVE MACHINE & SUPPLY CO. 
Newark, New Jersey 

J.T. WING & CO. 
Detroit, Michigan 

YARROW INDUSTRIAL SUPPLY CO. 
Philadelphia, Pennsylvania 

STAR MACHINERY CO. 
Seattle, Washington 

AIRCRAFT STEEL SUPPLY CO. 
Wichita, Kansas 

W. T. WEAVER & SONS 
Washington, D. C. 

PACIFIC TOOL & SUPPLY CO. 
Oakland & San Francisco, California 


MID-STATES INDUSTRIAL CORPORATION 


Rockford, Illinois 


STANDARD-SHANNON SUPPLY COMPANY 


Philadelphia, Pennsylvania 
THE F. HALLOCK COMPANY 
Derby, Connecticut 
THE WARREN COMPANY 
Troy, New York 
THE FAETH COMPANY 
Kansas City, Missouri 
BARRON MILL SUPPLY CO. 
Cedar Rapids, Iowa 
TRANTER MFG. COMPANY 
Pitteburgh, Pennsylvania 
ELLFELDT MACHINERY & SUPPLY CO. 
Kansas City, Missouri 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 
CAMM BLADES MACHINERY CO. 
Milwaukee, Wisconsin 
ALBERT GUNTHER INC. 
Baltimore, Maryland 
STANDARD SUPPLY & EQUIPMENT CO. 
Baltimore, Maryland 
MARSHALL-NEWELL SUPPLY CO. 
San Francisco, California 
THE TAYLOR SUPPLY CO. 
Baltimore, Maryland 
THE HAYS SUPPLY CO. 
Memphis, Tennessee 


© Tools Made of HIGH SPEED STEEL, are priced in red. 


610 W. VAN BUREN ST. 
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time economy in machining operations. 
The set consists of a single shank and 
an assortment of six noses which thread 
into the shaft. Once the shank is placed 
in the machine head or tail stock, it 
need never be removed; noses are 
simply changed to suit work require- 
ments. It is claimed that the new 
device eliminates shank wear, assures 
accuracy, and affords many times the 
usual wear due to high-speed, heat- 
treated 65 Rockwell steel used in manu- 
facture. Centers are made in complete 
size range. (No. 2 to No. 12) for lathes, 
grinders, with Morse, Brown & Sharp 
and Jarno tapers, and with straight 
shanks: for screw machines.—Black 


Every Industry Is A Customer For 
cADO FLO-MASTER FOUNTNBRUSH 


@ For templet marking, pattern 
marking, signal, storage, inspec- 
tion, production marking, in ship- 
ping rooms, layout rooms, office 
and laboratory there are countless 
uses for a “Cado” FLO-MASTER. 

This new valve controlted pocket Fountnbrush writes, draws, 
marks, on any surface. Leak- Drill Co. Div. Black Industries, Inc., 
proof. All aluminum. CADO Cleveland——Mut Supp.ies, November 
Inks in black and colors dry in- 1946. 
stantly. 








ae 


There’s big demand waiting for 
FLO-MASTER. Complete mer- 
chandising and sales helps. Write 
for full details. 


CUSHMAN & DENISON MFG. CO. 


135 West 23rd Street 


S 
ka hi 
sd 


NOW! HEXAGON ano SQUARE 


New York 11, N. Y. 


ere 
Memo. 10 

You 
MR. DISTRIBUTOR 


WRITE 
Se ee 
TODAY 


for 
discounts, 
sales policy, 
and 
complete 
information 


Remember, 
the fast mov- 
ing nation- 
ally adver- 
tised line of 
PRECISION 
collets and 
lathe attach- 
ments is sold 
only through 
the industrial 
distributor. 


It spells 
PROFITS 
for you! 














,, 
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Absorbent 
Greater Coverage 


OIL, GREASE AND WATER are readily 
absorbed by a new alumina silicate 
absorbent said to take up from 120 to 
140 percent of its own weight. Used on 
floors, it eliminates danger of accidents 
due to slipping, and at the same time 
keeps floors clean and minimizes 
chances of flash fires. The manufac- 
turer maintains that this dust-free, non- 
abrasive absorbent, weighing about 30 
lb. per cubic ft., gives greater coverage 
per pound than any other similar min- 
eral product.—Blue Mountain Clay Co., 
Memphis, Tenn.—Miut Suppt.ies, No- 
vember 1946. 


Straight Edge 


Magnetic 


A NEW MAGNETIC STRAIGHT EDGE guide 
for flame cutting of steel with a hand 
torch is now being offered on the 
market. Made of light-weight, corro- 
sion-proof aluminum alloy, the straight 
edge is held rigidly in place on the 


nonoonooocoooCoOoCoCoCO cooC0TCDO 
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Are you getting these 


HIDDEN PROFITS 


in the chain you use & 


Savings reflected from use of 
TAYLOR MADE Alloy chain 
are hidden profits. With twice 
the strength of ordinary chain 
you have fewer production de- 
lays. TAYLOR MADE'’S longer 
life means less frequent replace- 
ment. Its terrific resistance to 


TaytOp Mave 
L 
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? 


shock...grain growth and work 
hardness eliminates periodic 
heat-treatments—reduces oper- 
ating and maintenance costs. 
Investigate TAYLOR today. Call 
your Mill supply distributor or 
write the factory direct. 


$.G. TAYLOR CHAIN COMPANY 
Dept. M11, Box 509, Hammond. indiana 





“THE BEST BY TEST SINCE 1873,” 








BIG 
PROFITS 


FROM NEW 
EQUIPMENT ITEM 








~ S10 


FLEXIBLE TOOL SHAFT 


will give you new 
opportunities 
for volume sales! 


MULTIPLE ORDERS! 
REPEAT BUSINESS! 
NEW CUSTOMERS! 


e The STOW Flexible Tool 
Shaft can be attached to any 
available motor, and with the 
right attachments will per- 
form all the operations so im- 
portant to shop mechanics 
and maintenance men, such 
as GRINDING, BUFFING, 
DRILLING, POLISHING, 
AND SANDING, PLUS 
MANY MORE! 
e Every shop will want at 
least one of these STOW 
Flexible Tool Shafts. Ideal 
for reaching out-of-the-way 
places; simple to connect and 
mnect; adaptable to - 
table electric or gasoline 
power units, as well as sta- 
tionary units. 


A Big Seller for $15.00 


(Retail price, 5 ft. model) 
(6 ft. model, $16.50) 


Write today for information on our 
Distributor Proposition. Attractive 
sales arrangements still available on 
this fast seller. 


STOW 


MANUFACTURING CO 





surface to be cut by cast Alnico- mag- 
nets exerting a 30-lb. pull. Neither 
rust, oil, paint, shape nor position affects 
efficiency, the manufacturer states. The 
detachable holders can be secured by 
thumb screws at any point on the 
straight edge. An aluminum collar, 
attached to the cutting tip by thumb 
screw, rides along the edge of the angle, 
thus maintaining constant distance be- 
tween tip and work surface. The 
holders have swinging arms so that the 
straight edge may be changed from 
right angle cut to 30 degree scarfing 
bevel.—Universal Power Corp., Cleve- 
land.—Mit Suppuies, November 1946. 


Hose Coupling 
Safety Lock 


MAXIMUM SAFETY FOR WORKERS using 
high pressure air hose lines is provided 
by a new hose coupling having a built- 
in locking device. No tools, nails, 
cotter pins or other gadgets are needed 
to couple and uncouple the connector. 
According to the manufacturer, the 
coupling is not affected by dirt, mud 
or rough treatment. Construction is 
entirely of bronze, resistant to rust and 
corrosion.—Hose Accessories Co., Phil- 
adelphia.—Mi.t Supp.ies, November 
1946. 


Dial Indicator 


Super Sensitive 


A NEW SERIES OF DIAL INDICATORS is be- 
ing manufactured. Very low internal 
friction and contact pressure permit the 
indicator to fellow variations in dimen- 
sions as small as .00001 in. The prac- 
tical readable accuracy is- 14 division, 
or .000025 in. The new indicators are 
for use as a master check in the tool- 
room or on the production line, and 
with diamond contact they are also used 
as surface analyzers to check trueness 
and finish of ground surfaces, chatter of 
tools, étc.—B. C. Ames Co., Waltham, 
Mass.—Mi.u Supp.ies, November 1946. 


MILL SUPPLIES «© NOVEMBER, 1946 





These Two HOSE 
SPECIALTIES 


Can Bring You 
EXTRA SALES 


“FULLPAK" 
FLEXIBLE ALL-METAL HOSE 
Armored for Extra Strength 


Compare this MULCONROY special construction 
with ordinary all-metal hose, and you will 
realize why it will out-periorm and out-last 
it under extremes of pressure, temperature and 
wear. Full-interlocked steel or bronze tube 
with asbestos packed joints. Tightly braided 
wire cover for extra strength. Outer spiral of 
steel or bronze wire for added resistance to 
external wear and abuse. Long or short 
lengths. Sizes %4” to 3”. 


"DYNAMITE" 
INSULATED STEAM HOSE 
Armored Inside and Out 


For applications where the best of conven- 
tional rubber hose wears, cracks, bursts or 
burns out at too costly a rate. Tube is special 
heat-resisting compound, reinforced with con- 
tinuous spiral of steel wire and insulated by 
woven asbestos lining. Cannot buckle or col- 
lapse. Carcass is extra strong combination of 
rubber and duck. Cover consists of multiple 
layers of braided wire lacing, surrounded by 
spira! of half-round galvanized steel wire. 
Sizes 12" to 3”. 


Write for catalog and folder describ- 
ing these and other MULCONROY Hese 
Specialties . . . leaders In their field 
since 1887. 


ny Ley Mere), [ited Motel a be 


5329 JEFFERSON ST., PHILA. 31, PA. 
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Engineering Product C ' 
€Ettco Tool Company......... we. 236 means 
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factory Management & Mainte- 


hata : L Drill Lif 

Fafnir Bearing Company 

Fairbanks Company, The onger rl | e 
Famco iy a = 
Ferguson, Harr ™ 

Ferry ¢ Cap & Set Screw Co., The. The RELTOOL Line The new Reltool “SHOCKLESS” Combination Center 
Fiske Bros. Refining Co.,| Lubri- e Drill eliminates shock —the chief cause of breakage— 
ole be tus Edwin’ red Includes: from one of industry's most perishable cutting tools. 
Flexible Steel — ae ge @Standard Center Drills The fillet, at the point where the 60° countersink 
Fole ey Manufacturin 285 — Regular and Bell Type angle meets the tip, removes the stress — results in 
ford Chain Block iv. ot Amen 150 @End Mills smooth transition from one cutting angle to another, 


LP oy whan peta There is no angular notch in Reltool “SHOCKLESS” 


-A 
Gates Rubber Comeany, Ms > 0s © Tool Bits Center Drills — Regular or Bell Type. The new 


Gem Manufacturin 284 “ 
General Die & uring Co Company 294 © Circular Saws SHOCKLESS” design also provides for perfect lubri- 


Gilmer Company, L. H., Division ® Slitting Saws cation . . . a factor which further prolongs tool life. 

ot ees tae” on © Screw Slotting Saws Choice Distributorships Available 

ee ot eee Pee nn omit You may still be able to offer Reltool “SHOCKLESS” 
sober _— Side Chip Clearance Sows Center Drills and other Reltool Products to your cus- 


Goulds Pumps, inc... 225 © Jewelers’ Saws 

Graham & Co., Inc., John H on pans —_ tomers. Choice territories are still open to Indus- 

ae eee Se. 250 oe trial Distributors who can provide Adequate Sales 

Seene, Tweed & Company Specifications. Representation. Write promptly for early consideration. 

Greenfield Tap & Die Corp 

Griffin Company, G. W 

bona — ge ee 
arnischfeger Corporation 

Harper Co., The H. M 80 

a eae enen con > ° C oO R P oO R ATl oO N 
olo-Krome Screw Corp., Rigas 

ee — Company os ‘ RELIABLE METAL CUTTING jfele) &.) 
uot 0. \ 


ideal ! a tries, | 23 “— 
‘ilinole Iron Works. 710 WEST MICHIGAN STREET ° MILWAUKEE 3, WISCONSIN 
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9g 
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Manheim Mfg. i Belting Co 
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r e ustria 

New Britain Machine Co., The.... Ind I Chain Catalog 

Nicholson File Company 
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Qwatenna Tos! Company 226 WESTERN CHAIN CO. 
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Dealer cooperation has been an impor- 
a — in the growth of m= eae 
s why we advertise ur- es 
naces nationally on a “See your dealer" MAL-LEAD 


basis and refer inquiries to 
cooperating supply houses. 
We intend to continue this 

policy. 


Shown here is the new model 

CEA. Inside dimensions 434 x 4% 

x6 | priced at $80.00 for 115 V. AC. 
continuously t 


TEMCO crecrric FURNACES Sia, RRO. 


is furnace operates 
at 2000° F. and the stepless heat 


control permits any temperature to 
be selected and held automatically. / 
Our complete line includes four 

models priced from $50.00 to } 
$194.00 with muffle sizes up to 6” x & 
5” x 10”. These furnaces are de- 

signed for heat treating and small 

unit production in tool and die 

shops and industrial plants, 


WRITE FOR COMPLETE “Tm i 
JOBBER INFORMATION (a: 
497 WEST LOCUST ST., DUBUQUE, IOWA 


THERMO ELECTRIC MFG. COMPANY 


VALLEY crinvers 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estqb- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
a post-war reputation for these efficient, low-cost tools. 


% 
Valley Electric Corp. ARRO EXPANSION BOLT COMPANY 


4221 FOREST PARK BLVD. © ST. LOUIS 8, MO. MARION, OHIO 
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Preformed Wire Rope Manufac- 
pau Tool Company 

Rr and L. Toole Company LONG SERVICE LIFE — 
Reconstruction Bnet 

Rr ak Bn 1, VAST POTENTIAL 

Reed & Prince Mfg. is 0:0 sede ee 

Renublic ‘Drilt “& Tool Co 05 MARKET — 

Re — — Div., Lee ane so 

Rave Fos Company, The MANY APPLICATIONS — 
te Rigg meg Rw Oe — — 

mere Burdeall & Ward ‘Boit + FEWER REPLACEMENTS — 
gs Dg a RE 


Safety Belt-Lacer Co.......... +. 256 
Safety Socket Screw _: 


See ual CAPITAL “RED CAPS” 


Sheldon Machine Company, inc.. 
— By anys Cy <p 256 In actual test CAPITAL “RED CAPS” outlast and outwear other like brushes and 
aotade Saw & Pie MR brooms. The main receon for this is the fine quality of fibre and bristle used in 
Skilsaw, Inc. their manufacture. They are all-time good maintenance equipment and all-season 
Skinner Chuck Company, The.. sellers. Plant men rely on CAPITAL “RED CAPS” to do maintenance jobs right— 


Smith & Son, Inc., Se hactke ae 
) ae On Mfg. 252 this is your real profit opportunity. 


Sonneborn Sons, Inc., L 
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The Publisher's Page . . . where the views expressed are his own 


Distributors Are Doing All Right! 


T IS ALWAYS a good idea to consider surveys in the light 
i of what they may indicate in the way of a trend and let it 

go at that. It is seldom possible to get all of the necessary 
questions, to pin down a point, into a questionnaire. And, 
even if you think you have proper questions included, the 
fellow filling it out may think otherwise—get confused and 
either will not answer or will give an incomplete answer which 
leaves you nowhere. Thus,“strveys do not furnish answers. 
They simply indicate the direction of the wind, the force of 
which you should calculate from knowledge and experience. 

This should be kept in mind when studying the results of 
our survey that appears, starting on page 97, in this issue 
of Mitt Suppuies. As an example, there was the problem of 
getting distributors’ figures on sales and inventory without 
burdening him with a lot of work. It was realized that an 
accurate picture of the relationship between inventories and 
sales required figures, in both instances, either on a cost or 
a selling price basis. But, the job of the distributor in supply- 
ing figures that way had to be taken into consideration and 
we realized it would add tremendously to his burden if we 
asked for it. As a result, we asked the question in a way that 
would bring us just what we got;—figures on a cost basis 
for inventory and on selling price basis for sales. For com- 
parative purposes this is all right because a distributor using 
the figures to determine how his own situation checked with 
national or area averages would figure on the samé basis. 

To what extent price increases enter into the comparison 
between both sales and inventory figures for the years 1945 
and 1946, is anyone’s guess. Distributors handle many hun- 
dreds of items ranging from bolts, nuts, and rivets through 
cutting tools and machinery. Price increases range from little 
or nothing upward to 20% or more depending on the item. 
It would be necessary for the distributor to report sales by 
items with the price increase on each, including when, to get 
any sort of a picture as to an average over-all increase. 
Naturally, this was out of the question. 

With these points in mind, there was still a great deal to 
be read from the study. First of all, it is evident that the 
distributor is holding the gains that he made during the war 
years even allowing for an average price increase up to 20%. 
The level of sales thus far in 1946 is at a rate almost equal 
to the peak war years. “Trends of Supply Sales” (see page 
114), which reports the sales trend monthly offers further 
verification of this fact. 

Then there is the matter of survey results from the South 
that manufacturers will want to study carefully. The reason 
for this is that many distributors in this section of the country 
think that too little attention is given them by suppliers. They 
fee] that some manufacturers give them little aid in their 
selling problems because manufacturers’ salesmen or agents 
who should be working with them are, for the most part, con- 
spicuous by their absence. Distributor activity in the South 
is shown in this study to be quite substantial and may con- 
vince some manufacturers that it would be worthwhile to 
send experienced salesmen to this section to work with them, 
or, to appoint manufacturers’ agents who are capable of work- 
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ing intelligently with the distributors’ sales staff. 


Finally, the study may offer’ a lot of food for thought to $ 


manufacturers who, because they are over-sold on their prod- 


ucts, may become careless in their distributor relations. It x 


should be remembered that there is no such a thing as an 
over-sold condition for the interest and loyalty of the distribu- 
tor organization. Backlogs can dry up, but, if distributor 
interest has been allowed to follow suit;— ? ? ? 


Buy From the Distributor 


ON PAGE 127 will be found 48 additional names of manufac- 
turers mentioning the distributor in the advertising they do to 
reach the industrial user. As stated in the last issue, a contin- 
uing check is being made of magazines going to manufactur- 
ing and service industries; and, as suppliers’ names, not 
previously listed, are discovered they will be reported. 

As we said, last month, we cannot check all the hundreds 
of industrial and trade magazines. At the same time, we real- 
ize that in a checking job of this kind we may fail to catch 
some advertisement, because, often the reference to the dis- 
tributor is made in the middle of the advertising text. 

October issues turned up the additions to the list and we 
will continue the check into November. We believe this fur- 
ther check will add still more names to the lists thus far re- 

‘ported and that those listed will be found continuing the 
practice of advertising the distributor. Such advertising not 
only benefits the distributor but also the manufacturer be- 
cause he is telling users where his products may be secured 
quickly and conveniently—obviously good advertising. 

Advertisements written entirely, or to a major degree, 
around the distributors’ services are growing in number. Here 
again we may have missed some, but, we did pick up those of 
The Bassick Company, Buffalo Bolt Company, New York 
Belting & Packing Company, Ohio Injector and Republic 
Steel Company. Added to those previously reported, it makes 
an impressive list—a list that will unquestionably grow as 
the value of this kind of advertising, in the coming race for 
business, becomes more and more evident. 

Orders from industrial distributors for the booklet “Service 
and Dependability” continue to flow in. 

The fact that distributors, in every section of the country, 
have ordered copies of “Service and Dependability” to mail 
to their customers and prospects—points up the national char- 
acter of the campaign. It becomes the first nation wide pro- 
motional activity of this kind to be carried on by industrial 
distributors. And, the enthusiasm expressed by distributors 
‘using this booklet for promotional purposes, clearly indicated 
that further efforts of this nature will receive the support and 
backing of a large segment of the industry. 

Let’s not only keep the ball rolling, but, increase its mo- 
mentum. As we all know, the value of advertising and sales 
promotion increases in proportion to the consistency of the 
effort. Inasmuch as distributors can and do serve industry 
better than is possible through any other method, industrial 
buyers should never be allowed to forget it. A continuous 
hammering home of the fact is the one sure way to be sure 
they don’t. A. M. MORRIS 
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May we say “THANKS-A MILLION” 
to all STARRETT Distributors 


For the splendid job you have done and are contin- 
uing to do in serving industry, we can’t say “thanks” 


enough. But we can try to strengthen andevenhelp _ below. 


increase your recognition and prestige as “local 
suppliers to industry” by publishing no less than five 


RIGHT UP FRONT in every Starrett 
“ad”; the mill supply distributor gets 
full credit for the important part he 
plays in making Starrett Tools, Hack- 
saws and Band Saws available to in- 


dustry. 


American Machinist 
Machinery 
Mill & Factory 
The Tool Engineer 
Modern Machine Shop 
Machine Tool Blue Book 
Purchasing 
Aviation Maintenance 
& Operations 
Machine Production and 
Canadian Mill Supply 


million Starrett advertising messages in widely-read 
industrial and technical publications like those listed 


Starrett is striving to make available through you 
an ever-increasing supply of Starrett Tools. 


Industrial Equipment News 
Industrial Arts & Vocational 
Education 
New Equipment News 
Supervision 


Indust 
Technology Reslew 
Home Craftsman 
Thomas’ Register 
MacRae’s Blue Book 
Plant Purchasing Directory 
School Shop 


THE L. S. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. 


World’s Greatest Toolmakers 
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WRIGHT HOIST UNIT 


Here is a compact lifting unit you can sell as a package 
item. It’s an abbreviated tram-rail system with all the 
so-called “engineering” taken out of it for your con- 
venience. Your customer's mechanic can install it in 
a few minutes. 


This Wright hoist unit consists of an Improved High-— 
Speed hoist, a Self-Aligning Roller Bearing trolley, 
15 feet of I-beams with end stops, and two 

Utility universal hangers. 

It is speedy, convenient, indispensable in the 
garage, receiving or shipping room, or any place 
where loads must be moved a short distance. 
Capacities: } to 2 tons. There are hundreds of 
places, right in your own territory, where this unit 
is needed. Talk it up to your customers. Use it 2: 
an item to "get your foot in the door." 
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